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January Output pf 637,000 
To Top Year-Ago Pace 


By Martin L, Whitmyer 
Stal Writer 
) ANUARY car )putput is expected 
to exceed the botal for the same 
Month a year ago despite minor 
line by several manufacturers 
week. 


Although car production on a 
Year-to-date basis\was running 
30,849 units behind the cor- 
responding period year ago as 
of last Saturday, the four remain- 
ing work days of the month are 
expected to bring January assem- | 
| Blies to some 637,000 units. i 
| That would be 4.1 percent above 
same month a yeak ago, when 

pthe manufacturers turned out €12} 
units, and only 3.4 \percenit 


low January, 1955, when t 
record- 


: 
ers assembled 
aking 659,508 cars. 
2 * 
-DAY schedules at soma plants 
plus an extra work day this 
Fear is the basis for the im 
Ment over a year ago. 
Aiding the manufacturers in 


Auto Firms Lend 
19 Aides to Push 
Safety Check 


ASHINGTON. Moving to in- 
crease the effectiveness of the 
ational Vehicle Safety-Check for 
munities, automobile and tire 
panies are making available 19 
ien to assist the Inter-Industry 
ghway Safety Committee. 

M. R. Darlington jr. managing 
lirector of the committee, said 
Saturday that the auto men will 
Prve as special representatives 

the committee for 90 days to 
Mates and communities plan 


ind participate in the May safety | 


loan of these experienced 
tatives is an outstanding 


of the public-s pirited| 


the automobile and tire 
are providing to help 


: Attack on Traffic Acci-| 


*" Darlington said. 


* * « 


Ante r-Industry committee 
out that no one knows 
' many Americans are killed or 
sured each year because vehicles 
re not maintained in safe driving 
pndition. Accurate figures do not 
@xist. “We do know, however,” the 
mmittee said, “that one out of 
Svery five of the more than two 
Million vehicles voluntarily safety- 
Whecked last year was in need of 
/Bervice attention to one or more of 
3 e 10 items affecting safe driving 
ondition. 
“In addition, reports from nine 
tates conducting official vehicle 
inspection programs in 1955 
'Sshowed up to 71 percent of all 
ehicles inspected were rejected 
because one or more parts 
‘Continued on Page 6, Col, 3) 


ugry on record is Chrysler Corp., 
ich joined Ford Motor Co. last 
week in having produced more 
¢ars to date this year than in the 
fame period of 1956. 
{ Chrysler Corp. turned out an esti- 
ated 27,600 cars last week to run 
hes year-to-date totals to 99,938 
junits. That's 8.2 percent above the 
‘Same period a year ago, when the 
| corporation had assembled 92,338 
} cars. 


don up the second best Jan- 


. > > 

ORD MOTOR CO., by producing 

44,516 units last week, ran its 
year-to-date totals to 163,430 units, 

|or some 12.5 percent ahead of a 
year ago, when the company had 
assembled 145.287 cars. 

Minor declines at all General 
Motors division except Chevrolet 
plus a strike that curtailed output 
on Monday at American Motors 
were big factors in holding indus- 
trywide output to 143,177 units 
last week, 

That was a 1.8 percent decline 
from the previous week's output of 
145,761 cars, but still some 5.6 per-| 
cent above the week ended Jan, 28, | 
1956, when the manufacturers rolled | 
only 135,567 units from the lines. | 


* * > 
I AST week's output was 116 per-| 
4 cent of Av Tromotive News’ three- 
year index, compared with the 118.1 
percent compiled the previous week. | 
Ford division continued to hold 
its lead over Chevrolet as it 
turned out 35,500 cars last week, 
to the GM division's 34,700 units. 
The previous week saw Ford as- 
(Continued on Page 133, Col. 3) 


Automotive News 


At NADA Parley 


Automotive News will occupy 
Booths 176 and 177, Polk Hall, 
Civic Auditorium, at the NADA 
Exhibition in San Francisco this 
week, Exhibition and convention 
visitors are invited to stop by for 
a copy of Automotive News’ Jan. 
| 28 issue. 
| Hotel headquarters suite of 
| Automotive News will be in the 
| Mark Hopkins. 


By Robert M, Finlay 
Editorial Director 

AN FRANCISCO.—An accent on | 

programs, designed to strength- 

en the public goodwill position of 
the retail auto business, was evident 
here at the opening of the 40th 
annual NADA convention, 

At the clinics which opened 
Saturday, emphasis was placed 
on service to establish lasting 
customer relations and as a 
weapon against deceptive dis- 
count advertising. 

Also in evidence was a new spirit | 





& 


| 


DETROIT, JANUARY 28, 1957 


PY 


vecONS pO = / 


Entered as Second Class Matter 
at the Postoffice, Detroit, Mich. 


PUBLIC LILRARY 


A h.28 1957 
4 pit — 
i ae 


This issue includes the monthly 


ENGINEERING SECTION 


$8 Per Year, 25c Per Copy 


Ford, Chrysler Push GM 
As ’57 Sales Get Rolling 


By Robert M. Lienert 


Associate Editor 


D profits are holding up 
factory fashion, although they dis- 
agree as to what the future holds, 
according to a nationwide survey 
conducted last week by AUTOMOTIVE 
News. 

There were some exceptions, of 
course, according to area, and 
even within some lines, but in 
general that is the picture as the 
year’s first month draws to a 
close. 

While new-car volume so far this 
year is running below counterpart 


1956 weeks in most major market- | 


ing centers, the ratio of sales to 
production is more favorable in 1957. 


> * * 
i FACT, dealers in Ford and 
Chrysler Corp. lines complain 


National Price Ads 
Launched by 3 


List Buick, DeSoto, 


Chrysler ‘Leaders’ 


By John K. Teahen Jr. 
Staff Writer 


Bu. DeSoto and Chrysler 

divisions last week began cam- 
paigns of national price advertising 
aimed at bringing more buyers into 
the medium-price class. 

Themé of the advertisements 
was, “Now you can own a (make 
of car) for only $—.” 

Each maker mentioned the 


| lowest-priced model in its line, and| 


each price included Federal excise 
tax. Chrysler’s figure also included 
TorqueFlite transmission, while 
Buick added in the suggested 
dealer delivery-and-handling 
charge. 

* 


* 


‘+ models and their prices are: 


Buick Special two-door sedan, 
$2,595.83; DeSoto Firesweep four- 
door sedan, $2,732.25, and Chrysler 
Windsor four-door sedan, $3,253.15. 


In each case, the ads pointed out 
that freight, state and local taxes 
and optional equipment are extra. 
All noted: “Prices may vary accord- 
ing to individual dealer pricing 
policy.” 

Other manufacturers said they 
had no immediate plans for a simi- 
lar program, but several said they 
are studying the idea and will be 

(Continued on Page 4, Col, 1) 


|unanimously that they are unable 


| will find no difficulty in the rest of 


to get enough cars to satisfy the de-| the year. 


EALERS find '57 sales and| mand. Dealers in “cooler” lines re-| 
in satis-| port shortages, too, among most-| gional marketing areas follows: 


| wanted models. 


And not a single dealer could 
| be found protesting that his in- 
| ventory was too high. 


| Style appears to carry more 
|weight as a sales factor in 1957 
than it has in years past. Cars with 
more sweeping changes are enjoy- 
|}ing the most insistent demand. 
Dealers with more conservative 
| models, however, insist that there 
|}are many other points for their 
salesmen to emphasize, 
| they are doing a good job of it. 
General Motors dealers, by and 
|large, are not reluctant to admit 
jthat Ford and Chrysler competi- 
| tion is far tougher this year. How- 
ever, nobody is ready to throw in 
any towels. 
. = * 
| (*HEERFUL news emanates from 
| dealer bookkeeping depart- 
| men 
| than a year ago in almost every 


case. In one locality, gross profit | 
| per unit in one of the lower-priced | 


| lines was reported running at $400 
| to $450 per unit. 


Dealers are cleanly split in 
| their opinion as to the outlook for 

the rest of the year, both sales- 

wise and profitwise. 

Some dealers with soaring profits 
(compared to last year) expect the 
| situation to hold throughout the 
|year. Others who are enjoying a 
current upturn in their net expect 
stiffening competition to drive 
down their gross as the year pro- 
gresses. 


| Many are fearful of what will 
|happen if the razzle-dazzle boys 
| start operating in earnest. 


In a few instances, dealers feel 
| 57 profits will fall below the 1956 
rate. 
. * 
EALERS feel that saleswise, 
1957 may fall short of many 
published predictions and still turn 
}out to be one of history’s better 
years, The consensus is that the 
market has still not shaken down 
because there has been no normal 


distribution of body styles thus far 


in so many lines. 


In only scattered instances has 
credit been termed difficult to 
obtain and a barrier to sales. 
Most dealers say they have had 
no trouble on that score. 

Some expect financing to tighten 
later in the year, with spring most 

generally picked as the crucial 
period. 


If tight money does not curtail 
the spring market, dealers feel, they 





of teamwork between factory and 
dealer pointed at public goodwill. 
Five vehicle makers are on the 
NADA speaking program, and 


nearly all of the makers have | 


scheduled daily receptions or special 
events for dealers. 
* * ” 

~ addition, most of the makers 

have their top service men on 
hand to counsel dealers at the 
equipment exposition being held in 
conjunction with the convention, 

A record number of factory 
executives are on hand, seeking 


NADA Accents Goodwill Goal 


to implement the teamwork policy 
| which emanated from the fac- 
| tories following the congressional 
investigation last year. 

Reports on the service clinics 
held Saturday and Sunday are 
| covered on the inside pages of this 
|issue. Here is the program from 
this morning (Monday) on: 

tt /~ * 


MONDAY 
Civic Auditorium 
9:30 a.m.—Business session, with 
Hanford Crockard, conven- 
(Continued on Page 4, Col, 1) 


and that) 





A localized roundup of major re- 


* * * 


Denver 
HANGES in car design have 
served to hypo sales in the 
Denver area. 
Ford is currently in first place 
and Plymouth in third. Chevrolet, 
in the lead for the first 11 months 


|of 1956, slid to second in December 


and is trailing Ford thus far in 
January. Buick is now fourth. 
Chevrolet dealers say that since 
they led in sales so long they 
have nice prospect lists from 
which to develop new owners 
during the rest of 1957, : 
Dealers report profits skimpy due 
to the increased cost of doing busi- 
(Continued on Page 129, Col, 1) 


New Ford Pacts 


ts, with profits reported better) 


On Way to Field; 
Telecast Is Off 


EARBORN. — New sales agree- 

ments will be in the hands of 
Ford, Lincoln and Mercury dealers 
early in February, it was revealed 
last week in a letter by Henry Ferd 
II, president, and E. R. Breech, 
chairman. 

This letter advised dealers that 
the closed circuit telecast meet- 
ing with dealers scheduled for 
Feb. 4 had been cancelled. 


It also asserted that a contribu- 
tory group life insurance plan — 


|termed the most liberal in the in- 


dustry—was now ready for dealers 
and, depending on the promptness 
of dealer response, is scheduled to 
take effect April 1. 
* = 
T= letter did not go into detail 
on the new selling agreement, 
but dealers who have sat in on con- 
ferences with company executives 
on this matter have expressed con- 
fidence that it will provide many 
advances in factory-dealer rela- 
tionships. 

In explaining the reason fer 
cancelling the meeting, it was 
said that discussion of the Edsel 
(See FORD PACTS, Page 6, Col, 5) 


Top Cars 


New-car registrations for il 
months, plus five states for 
December: 

1956 Pos 
1—1,447,668 
2—1,247,962 

492,678 
444,190 
406,446 
333,172 
255,606 
202,149 
122,160 
99,498 
92,290 
77,966 
71,283 
39,683 
29,457 
27,798 
8,765 


Make 
Chev. 
Ford 
Buick 


1955 Pos. 
1,491,242— 1 
1,439,972— 2 

684,315— 3 
Plym. 601,910— 4 
Olds. 542,976— 5 
Pontiac 490,457— 6 
Mercury 344,620— 7 
Dodge 265,438— 8 
Cadillac 127,132—10 
Chrysler 134,022— 9 
DeSoto 108,906—I1 
Nash 88,194—13 
Stude. 89,332—12 
Lincoln 31,322—16 
Hudson 40,965—15 
Packard 48,459—14 
Imperial 10,822—17 

1,422 Cont’l 356—18 
85,035 Misc. 54,055 

Total All Makes 

5,485,228 6,594,495 
Further details on Page 114. 





2 


AUTOMOTIVE NEWS, JANUARY 28, 1957 





Dodge, DeSoto Threatened ... 


| 


Dispute Shuts Down 
2 AMC Factories 


By Joseph M. Callahan 
Staff Writer 
a involving layoff pro- 
cedures and work standards 
produced a strike last week at 
American Motors and threatened 
strikes at DeSoto and Dodge. 

The American Mo- 
tors strike began 
Jan. 22 when 5,000 
members of UAW 
Local 72 failed to re- 
port for work at the 
company’s plant in Kenosha, Wis., 
where Nashes, Hudsons and Ram- 
blers are assembled, 

Five hours later 1.500 members of 
UAW Local 72 at AMC’s Milwaukee 
body plant were laid off for lack of 
work. Local 75 has no dispute with 
the company. 

The Kenosha dispute involves the 
questions of (1) whether the com- 
pany must give 24-hour notice in 
all layoffs of more than two days 
and (2) whether all workers must 
be laid off strictly according to 
seniority. 

Harvey Kitzman, regional 
UAW director, said the griev- 
ances stemmed from the layoff of 
12 men who contended they had 
been laid off without proper re- 
gard for seniority and various 
grievances of seven other men. 


Edward L. Cushman. AMC’s vice- | 
president of industrial relations 
said the company had offered to 
pay the workers involved in the 
grievances if the union would agree 
to have union and management sub- 
committees later go through the 
plant to establish practices on 
short-term layoffs to be followed in| 
the future. 


LABOR 
FRONT 


> * > 


Money Not an Issue 


E SAID, “The issue is not one 
of money (involving $6,500-$7,- 
000), or we'd pay immediately in 
order to keep the plant from going 
down. That would not solve the 
problems, however, and the same 
ones would come up the next day.” 
Cushman said that it was im- 
practical to observe strict seni- 
ority in cases where the company, 
for example, wanted to shut down 
one assembly line an hour early 
to shuffle workers so that those 
with less seniority would take 
the hour’s loss. 
He explained that the 24-hour 
notice provision calls for notice to 


Business | 
Barometer | 


Auto Production — 164,585 cars, || 
trucks in week vs. 162,223 year before. 
Business Failures — 278 in week 

269 year before. 
Department Store Sales — Up 3 | 


percent from yeor before. | 


vs. 


be given “whenever possible” in 

layoffs of two days or less, but that 

it wasn’t possible in the pending} 

cases, 
* + * 


Romney Position Cited 


ITZMAN said the union under- 

stood from advertisements pub- 
lished in Kenosha newspapers the} 
week before over the signature of 
George Romney, AMC president, | 
that the company would not insist 
on contract changes in settling the 
present grievances. 

When the union got to the next | 
negotiating session, however, | 
Kitzman said, the company rep- | 
resentatives said they wanted 
“some clear-cut relief on layoffs | 
for two days or less.” 

“When you ask for this,” he said, | 
“you’re asking for a change in the| 
contract.” | 

Also involved in the dispute is 
whether the weekend will count to-| 
wards the two-day notice of a lay-/| 
off. The union claims that the prac- | 
tice has been to “stop the clock” 
over the weekend in these cases| 
while the company opposes this 
idea. 

* * > 


DeSoto Strike Asked 


T DeSOTO, Local 227 of the) 

UAW has asked the interna-)| 
tional union for permission to 
strike over the layoff of seniority 
employes also. 

A union official charged last 
week that although 3,000 workers | 
with up to five years of seniority | 
are laid-off, 5400 other produc- | 
tion workers at the Warren and | 
Wyoming plants in Detroit are | 
working nine hours a day. 

He said the local had authorized | 
the strike last November but the! 
matter was not pressed while top| 
UAW officials and DeSoto officials | 
attempted to settle the dispute. 


> * * 


Dodge Strike OK Pending 
* THE Dodge dispute, the UAW | 

International Union has held up) 
authorization of a strike pending 
further negotiations with the com-| 
pany on work standards and other | 
issues. 

Strike authority had been re- 
quested by Pat Quinn, president of 
Local 3 which represents more) 
than 20.000 employes at the Dodge | 
Main plant. Local 3 has had a 
series of minor disputes recently, | 
the latest producing a nine-hour| 
wildcat strike. 

Norman Matthews, head of the 

UAW’s Chrysler Corp. depart- 
ment, said the International un- 
ion had arranged with the com- 
pany for further negotiations on 
the Dodge grievances. | 

“If we are unable to resolve sat- 
isfactorily the problems facing) 
Dodge workers ina reasonable | 
period of time the international 
union will have no choice but to 


NADA Headquarters Guide 


San Francisco, Jan, 26-30, 1957 
DAILY RECEPTIONS 

Factories: American Motors, Green Room, St. Francis; Buick, Argo- 
nauts Room, Mark Hopkins; Chevrolet, Tonga Room, Fairmont; 
Cadillac, Far East Room, Fairmont; Chrysler division, San Fran- 
cisco Room, Fairmont; DeSoto, Garden Room, Fairmont, 

Dodge (car and truck), California Room, Fairmont; Edsel, Italian 
Room, Fairmont; Firestone, Presidential Suite, Sheraton-Palace; 
Ford division, Room of the Dons, Mark Hopkins; GMC, Sheraton- 
Palace; Goodyear, Suite 2062-64-66, Sheraton-Palace; International 
Harvester, Yosemite Room, Sir Frifcis Drake. 

Lincoln and Mercury, Gold Ballroom, Sheraton-Palace; MoPar divi- 
sion, Fairmont; Oldsmobile, Suite 360-362-364, Fairmont; Plymouth, 
Hunt Room, Fairmont; Pontiac, Fairmont; U. S, Rubber, Golden 
Empire Room “E,” Mark Hopkins; White, St. Francis; Willys, Fair- 
mont. 

Suppliers, finance and insurance: Ammeco Tools, Sheraton-Palace; 
Associates Investment and Associates Discount, St. Francis; Clay- 
ton Mfg., Mark Hopkins; Commercial Credit, Cirque Room, Fair- 
mont; Universal C. L. T., Colonial Room, St. Francis. 

SPECIAL FUNCTIONS 
Monday, Jan, 28 

Breakfasts: American Motors breakfast for dealers, 8 a.m., St. Fran- 
cis; Ford Motor Dealer Policy Board breakfast for dealers, NADA 
executive committee and regional directors, 8 a.m., Nob Hill and 
Gold rooms, Fairmont. 

Luncheon: Inter-Industry Highway Safety Committee, noon, Peacock 
Court, Mark Hopkins (by invitation). 

Evening: DeSoto, banquet for dealers and their wives, Venetian Room, 
Fairmont; GMAC-Motors Insurance, reception for General Motors 
dealers, 5 p.m., Gold Room, Fairmont; Look magazine, cocktail 
party, 5 p.m., Fairmont. 

Tuesday, Jan. 29 

Breakfast: NADA 30-Year Club, 7:45 a.m., Peacock Court, Mark Hop- 
kins. 

Meeting: NADA Young Executives Group, 8 a.m., Rose Room, Shera- 
ton-Palace. 

Evening: NADA Convention Ball, 9:30 p.m., Garden Court, Sheraton- 
Palace. 

Wednesday, Jan. 30 

Luncheon: Chrysler Corp. luncheon for dealers, 12:30 p.m., Mark 
Hopkins. 

Evening: 1957 NADA Revue, 8:40 p.m., Civic Auditorium. 

STATE ASSOCIATION HEADQUARTERS 


Arkansas, Sheraton-Palace; Northern California, St. Francis; Canada, 
Drake Wiltshire; Connecticut, Sir Francis Drake; Florida, St, Fran- 
cis; Idaho, St. Francis; Indiana, St, Francis; Iowa, St. Francis; 
Kansas, Fairmont; Louisiana, Sheraton-Palace. 

Michigan, Fairmont; Detroit, Fairmont; Minnesota, Fairmont; Mis- 
sissippi, Sheraton-Palace; Nebraska, St. Francis; New Jersey, Mark 
Hopkins; North Carolina, Mark Hopkins; Ohio, Huntington; Cleve- 
land, Sir Francis Drake; Oklahoma, Sir Francis Drake; Oregon, St. 
Francis. 

South Carolina, Mark Hopkins; South Dakota, St. Francis; Texas, St. 
Francis; Utah, St. Francis; Vermont, Whitcomb; Washington State, 
St. Francis; Wisconsin, Mark Hopkins; Wyoming, Sir Francis 
Drake. 


Local Shows Across Nation 
Continue to Pack "Em In 


Aree for the first five| now is to get the cars I’ve sold,” 
days at Detroit’s 1957 auto show | he said. 
was reported last week to be 41| Tope mentioned that three au- 
percent above last year’s. The show |tomotive exhibits were attracting 
ded yesterday (Jan. 27). | quite a bit of attention. They were 
- ~ y . General Motors Corp.'s Pleasant 
Meantime, favorable reports were 'Valley, Greenfield Village’s exhibit 
coming in from other shows across | of vintage cars and the foreign au- 
the nation. |tomobile display. 

“It is quite sensational,” said | There are two shows now operat- 
Boyce Tope, executive vice- |ing — Houston and Rochester, N. 
president, Detroit Automobile Y. Both opened last Saturday (Jan.. 
Dealers Assn. “And last year we |25). New Castle, Pa, dealers will 
had an elaborate and expensive |open their 1957 edition Wednesday 
stage show. This is purely an au- | ‘Jan. 30) and Omaha’s will start 
tomobile show.” next Saturday (Feb. 2). 

This year, too, saw a change in | Re. 


locale. The event was switched |"JHE St. Louis show closed yes- 


terday along with Detroit's. 


| Ford Hikes Goal. 
To 34% on Trucks 


Gas Turbine Hinted 
As °57 Line Bows 


By W. C, Lockwood 
Staff Writer 

DEARBORN. — An entirely new 
era in trucks was envisioned by 
seven speakers last week at a na. 
tional truck conference staged by 
Ford in conjunction with preview 
of its 1957 work vehicles. Deale 
introduction date is Feb. 1. 

Predictions included productiog 
of 15 million units by 1967 and 
commercial installation of gas 
turbine power plants in trucks 
before automobiles. 

A more immediate goal, howeve, 
was expressed by D. W. Lee, truck 
planning manager, when he saig 
Ford intended to capture 34 percent 








of the market in 1957. 


Ford’s penetration in the fir 
11 months of 1956 was 29.66 pep 
cent. 


And because of a growing eco» 
omy, Lee predicted that factory 
sales in 1957 would increase by 
50,000 units to 1,150,000 and would 
rise another 20 percent by 1960 to 
1.35 million. Domestic sales in 1957 
will be about 960,000, he said. 


If his predictions are true as to 
total market and Ford's share, the 
company will market 326,000 units 
this year. Total for the first ll 
months of 1956 was 280,114. 

Profits were touched on by C. R. 
Beacham, Ford division general 
sales manager, who said that dealer 
earnings on trucks increased Il 
percent in 1956. 

Speakers included C. J. Wil- 
liams, chairman, American 
Trucking Assns.; Roy Allen, 
Southern Bell Telephone Co.; 
Carter A, Justin, Kramer 
Brothers, Detroit; R. S. McNa- 
mara, Ford division general man- 
ager; Dr. Sidney A. Rolfe, 
economist for CIT Financial 
Corp.; L. A, Iacocca, Ford truck 
marketing manager, Lee and 
Beacham. 

McNamara predicted a $1 billion 
year for Ford dealers on truck 
sales and service. He said that the 
new 1957 truck line has been put 
forward a year. It originally was 

(Continued on Page 134, Col 1) 


Pontiac Bonneville 


Priced at $5,782 


DETROIT. — Pontiac last week 
suggested a price of $5,782.39 for 
its exclusive Bonneville fuek 
injection convertible. The division's 
other new model, a four-door three 
seat Star Chief Safari station 
wagon is priced at $3,636.39. 

Both prices include Federal ex 
cise tax and dealer preparations 
charges, and both reflect the price 
adjustment brought about by the 
elimination of the cooperative aé 
vertising levy. 

Among the standard-equipment 
items on the limited-productiog 
Bonneville are automatic transmi® 


ee mk ee ee rr fl 
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authorize a strike.” he said. 


a t ; - 
Matthews said the Dodge griev- eee, power atecriag, Sm 


Freight Loadings — 680,766 cars, from Michigan State Fairgrounds | 


down 29,572 from year before. 

Gasoline Stocks — 189,243, bar- 
rels, on increase of 2,076,000 barrels 
in week. 

Jobless Claims—383,500 in week 
vs. 322,600 year earlier. 

New-Car Registrations—5,485,- 
228 (partial 1956 period) vs. 6,594,495 
for the same period yeor earlier. 

New-Truck Registrations—833,- 
301 (partial 1956 period) vs. 869,122 
for same period yeor earlier. 

Oil Stocks — 259,657,000 barrels, 
a decline of 326,000 barrels in week. 

Steel Output — 97.5 percent of 
capacity estimated vs. 96.4 percent 
week earlier. 

Used-Cor Prices — $971 aver- 
age in January vs. $1,009 in Decem- 
ber. 
Wholesale Prices — 116.6 per- 
cent of 1947-49 index vs. 116.3 week 
earlier. 

eo < -< 


Common Stocks 

Jan. Jan. 1956-57 

23 16 High Low 
Am. Motors 5% 5% 8% 5% 
Chrysler 66% 66% 87 60 
Ford 55 54% 63% 51% 
GM 41 41% 49%, 40% 
S-P 7% %7Th 10% 5% 


Average 35.03 35.18 


(Continued on Page 8, Col. 1) 


Dealer ‘Stuck’ 
In Repo Loss, 


Says Ark. Court 


LITTLE ROCK, Ark. — The 
Arkansas Supreme Court has unani- 
mously ruled that a seller who re- 
posses an article sold on the install- 
ment plan and resells it at a loss 
has forfeited his right to recover 
the amount of his loss from the 
original purchaser. 

The decision upheld a ruling of 
a circuit court involving the sales 
and repossession of a Pontiac by 
Noble Gill Pontiac Co. of Blythe- 
ville. 

J. L. Bassett purchased the car, 
making a $1,255 downpayment and 
leaving a balance of $1,491 to be 
paid in monthly installments. 

When Bassett stopped making 
payments, the company repossessed 
the car, resold it and then filed suit 
against Bassett to recover a $583 
loss which it had suffered. 

The Supreme Court ruled that the 
company had in effect released Bas- 
sett from liability by repossessing 
the car. 


to Detroit Artillery Armory, situ- 
ated near the busy Northland shop- 
ping center in the midst of a 
burgeoning residential area. 
* ~ = 

ToS reported that 10,351 per- 

sons visited the auto display on 
opening day, a Saturday, increas- 
ing to 20,832 on the next day. 

Attendance on Monday was 6,621; 
Tuesday, 7,939, and Wednesday, 
8,378. This brought the total five- 
day attendance to 54,121. 

These figures bore out Tope’s 
earlier prediction that weekday 
attendance would not fall to short 
of the opening day’s tally. 

Last year, Detroit’s entertain- 
ment was headlined by Gordon 
MacRae supported by several other 
acts. 

A Chrysler-Plymouth dealership 
sales manager said that he felt the 
show was going very well. “We’ve 
had two men out there and lots of 
people are on the floor,” he said. 

x - of 
SKED about sales, he com- 
mented that so far (after three 
days) his men had made no sales— 
they share time on a pro rata basis 
with other Chrysler-Plymouth 
salesmen. 
“However, my problem right 


Four events ended Saturday (Jan. 


brakes, power windows and eigh* 


(Continued on Page 4, Col. 4) way power seat. 
. * * 
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Launching Detroit Auto Show— 


This composite photograph shows officials of the Detroit Automobile Dealers Asst. 
extending a hand to visitors at the opening of the 44th annual Detroit Auto Shot 


From left are Boyce Tope, executive vice-president; Ed Rinke (Chevrolet), member 
the show committee; Harold Johns (Lincoln-Mercury), show committee chairman; 
Hermann (Hudson), DADA president; and Don Mcintyre sr. (Oldsmobile), member 


show committee and past president of DADA. Also shown is the Detroit Artill y 


Armory, site of this year's show. (Detroit Times Photo.) 
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R D. McKAY (Chrysler- 
¢Plymouth), Wichita, has been 
active in trade associations. He has 
served as president of NADA as 
well as of his state and local groups. 
He has been a national leader in 
highway safety and has been active 
in his local chamber of Commerce. 
He is a man of particularly broad 
experience and I am sure that we 
will all benefit by his advice below: 

I am indebted to John O. Munn 

over the years because of his 
keen perception and careful 
analysis of the automobile indus- 
try not only from the dealer point 
of view but also in what he con- 
tinually reminds us is “what is 
in the public interest.” 

The year of 1956 has been one of 
great import to the public, the 
dealer and the manufacturer. The 
relationship of the dealer and the 
manufacturer came to a head so 
to speak. I, for one, am grateful 
that some of our principal mutual 
problems have been resolved. 


Now 1957 should be a year for the 
dealer and manufacturer to con- 
solidate the gains and to work 
hand-in-hand to create a more 
favorable “climate” with our custo- 
mers—the public. 


For those who have some mis- 
giving about the future of our busi- 
ness, or who have some reservations 
about our present tranquillity, I 
say, considering the tremendous 
past unrest of dealers and even 
factories, that it is only natural 
that more time and more firm ac- 
tion on the part of dealers and the 
manufacturers will come if we each 
meet the issues with an open mind. 


There are some reservations by 
dealers. Also by the manufacturers. 
There is still some concern which 
is noticeable. 

= * = 


New Franchises 


_—— manufacturers have pre- 
pared and now have in force 
new selling agreements. Dealers be- 
lieve the others have been too long 
delayed. However, promises are out 
that they will come soon—one by 
February at least. 

This attitude and position dealers 
should consider: With the tremen- 
dous gains in factory-dealer under- 
standing, our present concern should 
be to so act, to so run our busi- 
nesses that we regain our business 
leadership in the American mer- 
chandising market and an outstand- 
ing position in our local community 
as the most dependable purveyor of 
transportation. 

After all, we are a service in- 
stitution and should never lose 
sight of the fact that the car sale 
is the beginning of our customer 
relationship; the first step, if you 
please, in the building of a solid 
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By John 0. Munn 


/ 
success in the town or city of/our 
choice. ; 

You can and should be thé trans- 
portation merchant of ygur com- 
munity, which entails wich more 
than the sale of the carr truck. 

You must have adeqwate facilities 
to serve your owners. You must 
have loyal employes who properly 
represent you—honest, faithful, ca- 
pable and efficient; and they must 
be all of these things for the cus- 
tomer’s benefit—customer’s benefit, 
a world within itself. 

Common sense tells all of us the 
“buyers” in any market and for 
any commodity always ask them- 
selves one important question, 
“What benefits do I get in return 
for the money I spend?” 


There is no more important a 
thing in today’s free enterprise sys- 
tem—a capitalistic system, if you 
will, but guided today by capital, 
labor and management joining 
hands—than your attitude and your 
responsibility to the man who fur- 
nishes the money to keep you in 
business. And by that, I mean first, 
last and always, THE CUSTOMER. 
And the number of repeat custo- 
mers tells you, the dealer, a story 
in itself. 





* * * 


Looking Back 2 Years 


N THE Jan. 10, 1955 issue of} 

Automotive News, I made some 
statements about our business— | 
what was happening, how almost 
rudderless our frail craft was and 
some of the things that must come) 
about before we could see shore. | 


Bootlegging was rampant. Fac- 
tory dealer relationships were at a 
low. Dealers were not measuring) 
up to sound management of their| 
life-time investment. 

There was talk of a new method 
of selling cars. The dealer was | 
on his way out. The chain-store 
or the rental system would put 
us out of business just as the gas- | 
oline engine changed the face of | 

America, bringing with it the 

luxuries we now call necessities. 

I said the public wants a product 
which has the manufacturer’s pro- 
tection, the dealer’s protection and 
the dealer’s ability financially and| 
otherwise to protect the car-buyer’s 
investment in seeing that his auto-| 
mobile runs properly, gives the value | 
in transportation he was told he! 
would get and, in addition, provides 
a fair market for its resale when 
he is ready to dispose of it. 

How do we stand today? Admit- 
tedly, the “climate” of our business 


is better. The manufacturers must! 
have learned a lesson in 1955 for | 
1956 was a year of re-appraisal, a| 


year of facing up to industry prob- 


lems and uniting on a 1957 program | 


which can be successful for all of 
us. 

However, we must be on guard to| 
hold our gains. We must stand to- 
gether and ask for what is best 
for the public and for us. 

We must have a code of ethics 
and live up to it. 

. 


Solid Integrity 
i ie OUR employes, to the public 
in general. and in particular to 
those with whom we do business, 
we must have solid integrity. Hon- 
est advertising. Honest values. Hon- 
est trades. And Honest service and 
at fair prices when needed. 

To do all these things, the dealer 
must learn the cost of doing busi- 
ness. He must know his costs in 
every department and must pay 
daily attention to expenses no mat- 
ter how large or how small. 

For over one year NADA, in 
addition to its other great pro- 
grams and great successes, has 
sparkplugged the industry with 
profit control clinics which are 
now being put on in many places 
by dealers themselves. These clin- 
ies should continue until every 
car dealer in America, new or 
used, will know what it costs to 
do business. 

It is interesting to read the pre- 
dictions of the manufacturer, the 
economists and the dealers about 

(Continued on Page 133, Col. 1) 


* * 


AUTOMOTIVE NEWS, JANUARY 28, 1957 


Are ‘Big Deals’ Necessary? .. . 








Wild Ads Spreading 


E best-deal-in-town type of 

price advertising on new cars 
appears to be on the upswing 
around the country. 

Dealers from some areas report 
that with the advent of 1957 models, 
price advertising dropped off and 
the market seemed to miss the so- 
called “stimulus.” 

Another view of this among ad- 
vertising men is that what is 
missed is not the stimulus of 
“price” advertising but the 
stimulus of any advertising. 

Dealer advertising (period) 
dropped off, these observers say, 
and a revival of strong, sound ad- 
vertising by dealers would be just 
as effective if not more so than a 
revival of price advertising. 

* * * 


Le price advertising is the rou- 
tine answer of some dealers. 
Here are some of the ads noted in 
papers around the nation: 

Two Alexandria (La.) dealers 
who say: “We will not be outsold.” 

Andress-Abbott, Inc. (Ford) an- 
nounced that it has 60 Fords 


| ready for delivery and wants to 





move them in two weeks. 
Southern Chevrolet offered “the 
best deal.” 

In large letters in both ads was 
the “never outsold” theme. 

+ * * 

SPOHN, INC. (Ford), Pitts- 

® burgh, offered free money for 
income tax payments. 

“Get a new Ford and a big cash 
advance, if you qualify,” said the 
Spohn advertisement. Payment in 
cash of $500 was offered on a 1956 
Ford with a $1,000 balance owed 
or less. 

The top cash offer was $1,000 for 
a 1956 Cadillac with $2,000 or less 
balance owed. 

Elsewhere the advertising pic- 
ture looked like this: 

Axron—Stark Motors (DeSoto- 
Plymouth), “Your country dealer— 
The dealer with a heart in Hart- 
ville,” advertised that: “. . The 
combination of low overhead — no 
salesmen . . . small place of busi- 


ness makes these low prices pos- 
sible.” 

Sr. Lovis—West End Motors 
(Plymouth) advertised a “January 


Lead Dealers in Bridgeport {Conn.) Area— 


The New Car Dealers Assn. of Bridgeport, Stratford and Fairfield (Conn.), Inc., 


| elected new officers at a meeting in Bridgeport. Parker Taylor (Dodge-Plymouth), right, 
| president, receives gavel from Sidney F. Brown (Buick), outgoing president, as Joseph 
| G. Bednar (Hudson), left, treasurer, and Alvin C. Breul jr., secretary, look on. 





Dealer Event Begins Feb. 18... 


Open House Slated in R. I. 


,a general dispensing of goodwill by 
the dealers. 

, The Providence Sunday Journal 
House Week” Feb. 18-23. It will | win publish a special section Feb. 


PROVIDENCE. — The Rhode 


\Island Automobile Dealers Assn. 


will hold its third annual “Open 


feature special displays and decor- 


ations in dealers’ showrooms, with | 


gala festivities on Washington's 
Birthday itself, Feb. 22. 

Robert W. Pierce, public rela- 
tions chairman and vice-president 


| of the association, originated this 


special “Open House Week” in 

Rhode Island as the “official 

opening of spring by auto 
dealers.” 

The public has a pent-up buying 
urge about this time of the year, 
dealers say, and this event is an 
excellent opportunity both for 
buyers to visit showrooms and for 


Chicago Delays 
Zone Changes 


CHICAGO, — Enactment of con- 
troversial amendments to Chicago’s 
zoning code has been delayed un- 
til March, The amendments would 
force a number of automobile deal- 
ers and others to move eventually 
and prevent improvement or ex- 
pansion of their facilities in the 
meantime. 

Action on the measure was sched- 
uled for Jan. 25, prior to the city 
council’s adjournment for winter 
vacation, but the chairman of the 
building and zoning committee said 
he would not call up the measures 
for passage for at least 30 days to 
permit submission and considera- 
tion of the advisory council’s pro- 
posed changes. Steel and paint in- 
dustries also have objected to the 
amendments. 





17 in cooperation with the Associa- 
tion’s activities, and the Pawtucket 
Times will publish a special section 
on “Open House Week” Feb. 21. 

Serving as the “Open House 
Week” committee this year are 
Leo Carey, West Warwick; Walter 
Winters, Pawtucket, and Frank 
Hurd, Providence. 


clearance” sale with “delivery to- 
day.” The ad said: “Your old car 
down (any model from 1946 on) re- 
gardless of what you owe.” Pay- 
ments of $49.67 were advertised on 
a 36-month basis. 
* * * 

ORPUS CHRISTI, Tex. — Neal 

Motor Sales (Dodge-Plymouth) 
advertised a “customer dividend 
week” during which the firm “will 
share our new-car profit with you.” 
Down payment of $195 was adver- 
tised along with a price of $1,849 
for a new 1957 Plymouth. The ad 
closed with: “Buy ... now at your 
own price.” 

San AntTonio—“Our bizness ain’t 
so good! We're not sellin’ enuf cars, 
so, for ten days only, we’re gonna 
create a riot!” 


This was contained in a “bal- 
loon” coming from the mouth of 
a bearded hobo—feet protruding 
from shoes, trousers held up by 
a piece of rope—in an ad by 
Dumas Milner Chevrolet. 

The ad offered a “free million- 
aire’s vacation for two.” An added 
attraction was “Robbie the Robot,” 
imported direct from Hollywood— 
star of the Forbidden Planet, crea- 
ture of the Black Lagoon. 

“Is he human? Electronic? Man?” 
the ad asked. “Watch for Robbie 
downtown this week!” 


Dumas Milner offered 150 utility 
sedans at $1,578; 210 two-door 
sedans at $1,796, and Bel Air two- 
door sedans for $1,894. 

Hemphill’s Ford Center adver- 
tised a “midwinter sale of 1957 
Fords at fleet prices.” The ad- 
vertisement said: “Now you can 
buy a factory-fresh 1957 Ford at 
the same price as a national fleet 
owner.” 

Hemphill’s said it had 195 Fords 
to choose from. A reminder in the 
corner of the ad said: “Remember, 
this sale is limited to our present 
stock on hand. First come, first 
served.” 

. + . 
AMI — Luby (Chevrolet) — “I 
Love Luby” — offered the 
“greatest all-out selling spree in 
Miami automotive history.” 

The advertisement read: “Luby, 
Miami's '56 sales champion, out_to 
set new records ... Dares you to 
match dollar for dollar, deal for 
deal, any terms, any downpayment 
during this selling spree.” 

Downpayments of $205 for sta- 
tion wagons, $199 for Bel Air sport 
sedans and coupes (hardtops) with 
terms of $9.62 per week or $11.54 
per week were offered. 

Charleston, W. Va.—Clark-Clay 
(Chrysler-Plymouth) advertised: 
“We will give you now — the big- 
gest deal in town. Save up to 
$100 — $200 — $500 and more, de- 
pending on the car you choose. 
We must have volume to operate 
on the lowest profit in town.” 
JACKSONVILLE, Fia.—“We're giving 

the highest tradein allowances in 
our history on the ‘Big M’ 1957 Mer- 
cury. Make us prove it. Financing 
on the spot,” advertised North 
Florida Motor Co. (Lincoln- 
Mercury). 


On the House... . 


Looks like a bigger ‘n’ better speed week-at Day- 





tona Beach next month, NASCAR President Bill 
France told me in Florida the other day. He remi- 
nisced that the first major stock-car race was held 
on the Beach in 1936 and that last year NASCAR 
sponsored 1,135 races across the nation, with a total 
prize money of over $3,000,000. Bill’s projected $3,000,- 
000 speedway at Daytona, with which NASCAR some 
day hopes to wrest the 500-mile race away from In- 
dianapolis, is temporarily held up because of the 
tight-money situation ... 
Small World: 
Daytona’s famous beach contemplating the broad 
expanse of the Atlantic Ocean the other day, up 


While I stood virtually alone on 


drives a stranger who turned out to be Mike Duran, a Pontiac- 
Buick dealer of St. Johns, Newfoundland . . . Wisconsin dealers 
applaud Chrysler’s recent departure in magazine ads, advertising 
the factory retail price of its Windsor model . . . 

Sandra Johnson, daughter of a Volkswagen dealer in Coos Bay, 
Ore., sends along copy of her high school term paper, Traffic 
Safety, most of the material for which was obtained from AvuTomo- 
tive News. We're mighty proud of your paper, Sandra, and we assume 
you got an A plus... Virginia dealers will stage their 1957 conven- 


tion Sept. 8-10 in Roanoke. 


—Prre Wemuorr, Editor, 
Automotive News 
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Factory-Dealer Teamwork Seen... 


NADA Accents Goodwill Goal 


(Continued from Page 1) | 

tion chairman, presiding. 

Annual report of President | 
Carl E, Fribley. 

Annual report of Young Execu- | 
tives Group by John H. 
Nash, jr., Texas state chair- 
man. 

Address by George Romney, 
president of American | 
Motors. | 

2:15 p.m.—Business session with | 
Frederick M. Sutter, first 
vice-president, presiding. | 





“Key to Success—Serving the 
Public Profitably,” by John 
Gaunt, vice-president, First 
California Co, 

“Key to Success—Effective Ad- 
vertising,” by Del Wakeman, 
Del Wakeman Advertising, 
San Francisco. 

Address by Henry Ford II, 
president of Ford, 

+ » + 


TUESDAY 
Peacock Court, Mark Hopkins 
7:45 a.m.—30-Year Club Break- 


Buick, DeSoto Chrysler List ‘Leaders’ .. . 





National Price Ads Begin 


(Continued from Page 1) 


watching the results of the already- 
announced programs very closely. 

While Buick, DeSoto and Chrys-| 
ler are in the medium or upper- 
medium price class, all have models 
of series that sell for less than the 
figures which usually come to mind 
when those makes are mentioned. 

> * > 


HE advertising campaign, there- 

fore, was interpreted as an ef- 
fort to increase showroom traffic 
—and sales—by appealing to the 
buyer who says, “Those cars are 
out of my price class” when the) 
lines are mentioned. 

Buick General Manager Edward 
T. Ragsdale voiced that sentiment 
in a statement accompanying the 
announcement of his division’s cam- 


paign. 

“For many years Buick has 
been a leader in the field of price 
advertising,” he said. “We are re- 
turning to this policy because 
many persons do not realize that 
Buick’s wide range of prices 
starts just above the low-price 
class.” 

The campaigns will be nation- 
wide in scope. Buick said its pro- 
gram will include 3,800 daily and 
weekly newspapers, and DeSoto 
mentioned that its drive will be 
conducted in 261 market areas. 

> > > 
1D*® SOTO'S campaign is scheduled 
originally as a two-week effort, 
but presumably could be extended 
if results warrant. Buick and 
Chrysler set no time limits. 

Since the programs began late 
last week, it was too early to | 
judge customer or dealer reaction | 
at press time. However, a Chrys- | 
ler spokesman said the plan was | 
approved by the division’s Na- 
tional Dealer Council before 
being put into effect. 

Some dealer groups have re-| 
quested the factories to adopt na-| 
tional price advertising in an effort! 
to combat the customer's confu-| 
sion about automobile prices. 

Last month, the directors of the 
Kentucky Automobile Dealers 
Assn. approved a resolution seeking | 
reestablishment of the “historic| 
practice of published F.O.B. prices) 

on our merchandise.” 
* * * } 
usr said the practice assisted | 
dealers in establishing fair and 
equitable delivered prices in their 
communities “thereby preventing 
the public from being confused by| 
the variance of prices quoted by all 
dealers of all makers in a given 
locality.” 

The resolution asked NADA to 
take appropriate action in bring- 
ing about reinstatement of this 
practice. However, the Ken- 
tuckians and other proponents 
want nationally advertised prices 
of all models—not just the price 
leader. 























Backers of price ads have said 
the ads would help in eliminating 
packing. But opponents contend 
that the unscrupulous operator still 
would pack freight, accessories and 
other extra charges passed along to 
the buyer. 

Other opponents declare that the 
ads could generate ill will toward 
the dealer when a prospect finds 
he cannot buy a car equipped as he 
wants it for the listed price. 

7 7 > 
7 fact that optional equip- 
ment is extra is mentioned in 














the ads but, as one observer noted, | 


“People don’t think in terms of 
stripped cars any more.” 

In this regard, the observer com- 
mended Chrysler division for in- 
cluding automatic transmission — 
an extra-cost item on the Windsor 

in its nationally advertised price. 

A supporter of the program had 
the last word. “When you consider 
the discount the customer gets, the 
dealer can throw in a few accessor- 
ies and still make money by selling 
the car at the advertised price,” he 
said. 


Cadillac I netalle 


Air Conditioning 


In 100,000th Car 


DETROIT. — The 100,000th air- 
conditioned Cadillac came off the 
assembly line here last week. 

James M. Roche, Cadillac general 
manager, anticipates that 45,000 
1957 Cadillacs—or about 33 percent 
of the production this year—vwill 
have air conditioning. 

Noting that air conditioning as it 
is known today made its bow in 
1953, Roche said, “That year, we 
built 8,996 air-conditioned cars, Last 
year we built 38,376 cars with air 
conditioning and today, air condi- 
tioning is an industrywide option.” 

The limited-production Eldorado 
Brougham, Cadillac’s new luxury 
sedan, will be the first American 
car to have air conditioning as 


| standard equipment. 


“The rate at which demand has 
increased for air conditioning is one 
of the significant sales stories of 
this decade,” he said. 
more, this demand is indicative of 
the growing emphasis being placed 
by the American public on comfort 


}and convenience in all aspects of 
life.” 






(Copyright, 


Jan. 23 


(Sold 84 cars out of 124 entered.) 

BUICK—'56 Special station wagon, 82,- 
200°. °55 Century Riviera, $1,515*; 
Special Riviera, $1,510*, $1,410*: 4- 
dr., $1,400*, $1,400* (ps); Super 
Riviera, $1,490*, $1,410* (ps). '54 
Special 2-dr., $1,335*, $810; Century 
Riviera, $1,090. '53 Special Riviera, 
$705; 2-dr., $610*. ‘52 Super 4-dr., 
$430". 

CADILLAC — '54 (62) coupe de Ville, 
$2,610*. 

CHEVROLET --- '56 Bel Air (8) Hard- 
top, $1,685*; 2-dr., $1,575*. °55 Two- 
ten (8) station wagon, $1,450*; Bel 
Air (8) 2-dr., $1,050; Bel Air (6) 2- 
dr., $1,070, $975; 4-dr., $1,055*. °54 
Two-ten 2-dr., $675; One-fifty 4-dr., 
$470; Delivery sedan, $400. °53 Bel 
Air 2-dr., $640, $625*, $535; Two-ten 








2-dr., $530; 4-dr., $520, $450. ‘51 
SL Deluxe 4-dr., $290*. 
CHRYSLER — 





’55 Windsor Hardtop, 
$1,560*. ‘53 Windsor 2-dr., $560*. 
DesOTO — ‘53 Firedome 4-dr., $650*. 
DODGE — '55 Royal Lancer Hardtop, 
$1,450° (ps), $1,415"; 2-dr., $1,125*; 
Coronet Hardtop, $1,225*. ‘54 Royal 
(8) 4-dr., $865*, $785*. °53 Coronet 
4-dr., $435; Meadowbrook 4-dr., $340. 
FORD — ‘57 Country sedan, $2,525* 













“Further- | 


Used-Car Bulletin from Detroit .. . 





1957, by Automotive 


(Aptco Auto Auction. Sales every Wednesday and Friday.) 





fast, with Leon Titus, presi- 
dent, presiding. 
* * * 
Rose Room, Sheraton Palace 
8:00 am—Annual Meeting of 
Young Executives Group, 
with Al Norman, national 
chairman, presiding. 

Address by Carl E, Fribley, 
NADA president. 

Iowa YEX presentation. 

Luncheon. 

Address by J. Roger Deas, 
American Can public-rela- 
tions director. 

* + * 
Civic Auditorium 
9:30 a.m.—NADA business ses- 
sion with Walter B, Cooper, 
regional vice-president, pre- 
siding. 

“Key to Success—Meeting the 
Public’s Changing Buying 
Habits,” by Dr. Ralph S. 
Alexander, Columbia Univer- 
sity professor of marketing. 

“Key to Success—Sales Man- 
agement,” by S. T. Harris, 
Texas Instrument Co, vice- 
president of marketing. 

Address by Harlow H. Curtice, 
president of General Motors. 

2:15 p.m.—Truck day session, 

with Edward A. Sahli, truck 
committee chairman, presid- 
ing. 

“Key to Success — Dealer 
Profits by Choice,” by Miller 
White, General Truck Co., 
Oklahoma City. 

“Key to Success—The Truck 
Route to Profit,” by Dr. G. 
Herbert True, associate pro- 
fessor of marketing, College 
of Commerce, University of 
Notre Dame. 

Address by John L, McCaffrey, 
International Harvester 
chairman of the board, 

> * 
Garden Court, Sheraton Palace 
9:30 p.m. — NADA convention 
ball. 
2 > * 
WEDNESDAY 
Civic Auditorium 

9:30 a.m.—Business session, with 
Birkett L. Williams, NADA 
secretary, presiding, 

“Key to Success—Profit Con- 
trol, Part I,” by Elson G. 
Sims, Vincennes (Ind.) Ford 
dealer. 

“Key to Success—Profit Con- 
trol, Part II,” by Stanley 
Pressler, Harry Stephens Co. 
(Oldsmobile - Studebaker), 
Bloomington, Ind, 

Introduction of 1957 
officers by Fribley. 

Address by L. L. Colbert, 
Chrysler president. 

:15 p.m.—Business session with 
Fribley presiding. 

“Our Navy—Past and Future,” 
by Fleet Admiral Chester W. 
Nimitz. 

“The Good New Days,” by 
Frederick J, Bell, executive 
vice-president of NADA, 

8:40 p.m.—1957 NADA Revue. 
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Latest Auction Prices 


News) 


(ps)..'56 Fairlane (8) Victoria, $1,- 
770*, $1,750* (ps); 4-dr., $1,550* 
(ps). ‘55 Fairlane (Ss) Victoria, $1,- 
530; 2-dr., $1,175*, $1,060*; 4-dr., 
$1,080*; Custom (6) 2-dr., $1,040*; 
Main (6) 2-dr., $780. ‘54 Custom 


(8) station wagon, $1,050; Crest (8) 
Victoria, $965* (ps); conv., $935*; 
Ranch Wagon, $830. '53 Crest (8) 
Victoria, $705; Ranch Wagon, $700; 
Custom (8) 4-dr., $630*; Custom (6) 
4-dr., $405*. 

MERCURY - "55 Montclair Hardtop, 
$1,500*; Monterey Hardtop, $1,425*, 
$1.285*. '54 4-dr., $835. '53 Hardtop, 
S780; 4-dr., 8635*. 

OLDSMOBILE "56 (98) 4-dr., 
165* (ps); (88) 4-dr., $1,800*. 
(98) Holiday, $1,830* (ps). 
2-dr., S690*. 

PACKARD "54 Clipper 4-dr., $750*. 

PLYMOUTH—’'55 Belvedere (8) conv., 
$1,200*; Savoy (6) 2-dr., $905; Plaza 


$2,- 
"55 
"53 (88) 


(6) 4-dr., S865, $825*; 2-dr., $825. 
‘53 Cranbrook 4-dr., §400; 2-dr., 
$370. 


PONTIAC — '56 Star Chief (8) Hard- 
top, $1,910. '55 Star Chief (8) 4- 
dr., $1,365*. '54 Chieftain (8) 2-dr., 


$830*. ‘53 Star Chief (8) Hardtop, 
$755*. ‘51 Silver Streak (8) 4-dr., 
$290*. 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auction Reports are on Pages 112, 115, 116, 117 
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Models Galore at Buffalo Show— 


Edward E. Tunmore, president, Buffalo Automobile Dealers Assn., and chairman, 
Buffalo Auto Show, is assisted by professional models in ribbon cutting ceremony that 
officially opened the show in Buffalo's Masten Ave. Armory. The models later partici- 
pated in fashion presentations, a feature of this year's show. 


* * * 


* * * 


Local Shows Across Nation 


‘Continue to Pack "Em In 


(Continued from Page 2) 


26)—Indianapolis, Baltimore, Pitts- 
burgh and Cincinnati. 

Friday (Jan.. 25), saw the cur- 
tains drop on the second annual 
show at Appleton, Wis, It was 
sponsored by the Appleton New 
Car Dealers Assn., Valley Fair 
shopping center and the Appleton 
Post-Crescent. 


The newspaper conducted an auto | 


show contest based on guessing the 
overall length of all the cars at 


the show, if placed end to end.| 


Prizes totalled $75 in U. S. bonds 
and $10 in cash, 
ad * + 

7 Quad-City Autorama also 

closed yesterday (Jan. 27) in 
Rock Island, Ill., and was the joint 
effort of dealers in Rock Island, 
Moline and East Moline-Silvis, IIL, 
and Davenport, Ia.. members of the 
Quad-City Automobile Dealers 
Assn. 

William Blaser, Moline, was 
chairman, of the show which fea- 
tured Guy Mitchell and other acts. 

William Crown sr., chairman of 
the Clearwater (Fla.) show, said 
this year’s version will open Thurs- 
day (Jan. 31) and close Feb. 3. 

Crown said that about 100 cars 
will be exhibited. It is the “most 
ambitious” one staged by the 

Clearwater dealers association, he 

said. 

St, Louis show officials reported 
earlier that they had high hopes 
of a record attendance as warm 
weather greeted the opening day. 
The 
parades, originating 
sections of the city and converging 
at the show. 

* * « 
D M. HAYWARD is show man- 
ager. Committee officers are 
Irving F. Jordan, president, Thomas 


|E. Costello, vice-president, C. A. 





Gilbert, treasurer, and Fay Hahn, 
secretary. 

Members include William Dicker- 
son, Carmen Di Franco, Al Fuch, 


|\Jack Heutel, Victor Koenig and 


Ben Lindenbusch. 

Ed Rice (Pontiac), Pittsburgh, 
reported that 18,000 people at- 
tended the opening day of this 
year’s dealer show, 

“There were very, very good 
crowds,” he said, “and the manu- 
facturers did a good job of support- 
ing us.” 

The first auto show ever held in 
Phoenix drew a total of more than 
30,000 persons and dealers have 
started plans for another in 1958. 

“This show is far more success- 
ful than any of our expectations,” 
said one dealer. 

A dealer in a medium-priced line 
of cars said he obtained 20 good 
prospects on the first night. 

Another dealer selling a lower- 
priced car reported a “real sales 
spurt” which carried over and 
produced more traffic on his 
showroom floor. 

The six-day display was spon- 
sored by the Phoenix New Car 
Dealers Assn. Officers are John 
Quebedeaux, president, Herb 


\Stevens, vice-president, and Bill 





show started with four auto | 
in different | 





Burns, secretary-treasurer, Direc- 
tors are Bill Luke and Bert Spears. 

A long-awaited rain helped put 
the visitors in a more cheerful 
mood, it was reported. 


3 Carolina Units 


Elect Officers 


CHARLOTTE, N. C. — Automo- 
bile dealer associations in Char- 
lotte, Reidsville and Cabarrus 


| County have elected their 1957 offi- 


cers. 

Heading the Charlotte group are 
J. D. Daniels (Lincoln-Mercury), 
president; George M. Hearn (Nash), 
vice-president, and William B. 
Scott (Dodge-Plymouth), secretary- 
treasurer. In Reidsville, J. Elwood 
King (DeSoto-Plymouth) was re- 
elected president, with Nathan S. 
Gardner, vice-president, and Jack 
James (Dodge-Plymouth), 
secretary-treasurer. 

Charlie Williams (DeSoto- 
Plymouth), Concord is president of 
the Cabarrus County dealers. Adam 
Grant (Buick), Kannapolis, is vice- 
president, and Brady White, (Olds- 
mobile), Concord, is secretary- 
treasurer. 


Booklet Lists Rules. 
On °57 Registrations 


COLUMBUS, O.—-A booklet list- 
ing 1957 registration and license- 
plate requirements of the 48 states, 
U. S. territories and the provinces 
of Canada has been compiled by the 
Ohio Bureau of Motor Vehicles. 

The booklet also lists reciprocity 
agreements of each state. 
































































































































































































Footsore at Auto Show— 


Two models at the Detroit Auto Show 
give their feet a well-earned rest at the 
end of the day. The girls, both of whom 
are actresses, are Tomi Thurston, left, of 


New York and Arlene Kieta of Chicago. 


Both have worked at American Motors ex- 
hibits at auto shows for several yeors. 
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| First in 


THE MIGHTY CHRYSLER 


Most glamorous car in a generation 





sales get-away, too! 


In just five short weeks from a standing start on announcement day, Oct. 30, 
Chrysler dealers dashed away with new car orders that actually equal a third of 
the entire 1956 production! And this red-hot pace shows no signs of cooling! 


Here’s why: the public recognized instantly that Chrysler is laps ahead of com- 
petition in style, performance, engineering. Every square inch of the Mighty 
Chrysler glistens with competitive challenge. 


And this year, Chrysler dealers sell to almost everyone! Three new series . . . New 
Yorker, Saratoga, Windsor . .. cover the widest market ever, at the most competi- 
tive prices in history! No wonder they’re burning up their separate sales tracks! 


Add up the reasons why . . . product, price, public acceptance . . . Chrysler is the 
entry to bet on this year. It’s a wonderful time to have the Chrysler sign out front. 
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Intensified Campaign Due 


Auto Leaders to Aid 
May Safety-Check 


(Continued from Page 1) 


required immediate service at- 
tention. 


“Automobile and tire companies | 


are making this manpower availa- | 


ble to the Inter-Industry committee | 


to travel in the 34 non- inspection | 


| tion to the importance of maintain- 
| ing vehicles in safe driving condi- 
|tion is particularly crucial in the 
34 states which do not require 
| periodic motor vehicle inspection by 
law. More than 46 million, or two 


states to help cities and counties|out of every three registered vehi- 


organize and conduct free and vol- 
untary community safety-check | 
programs,” Darlington explained. 
* + * 

_ Inter-Industry committee 

reports last year, more than 800 
cities and 95 counties set up safety- | 
check lanes on city streets, wit 
automobile and tire dealers provid- 


Utica (N. Y.) Dealers Install Officers— 


New officers of the Utica (N. Y.) Automobile Dealers Assn., 
group's annual meeting, are, from left, Theodore Harrer (Ford), board chairman; Ted 
Cater (Lincoln-Mercury) president; Milton D. Nelson, executive secretary; and Raymond 
Tobin (Oldsmobile), treasurer. Other officers include Anthony Nelson (Oldsmobile), | 
vice-president, and directors Edwin B. Welch (Studebaker), Mell A. Gooch (Cadillac- 
Pontiac), Ray Benson (Chevrolet), Joseph Carbone (Dodge), Robert McRorie (Buick), and 
David Geffen (DeSoto-Plymouth). 


Inc., installed at the | 


| safe driving condition. 

It is estimated an all-time high 
of more than 40,000 Americans were 
killed in traffic accidents during 
|1956. This program, calling atten- 


; 


~~ 


ing thousands of qualified person- | 
|nel needed to check vehicles for| 


| cles, are using our streets and high- 
ways with no official inspection of 
|their safe operating condition. 
The men loaned by the automo- 
bile and tire companies attended 


| Asheville Dealers Cancel 


'February Auto Show 
ASHEVILLE, N. C.— Walter A. 
Deal, of the Asheville Automobile 


| Dealers Assn., has announced that 
the Asheville Automobile Dealers’ 





Show, scheduled for Feb. 14-17, has | 


been cancelled because of circum- 
stances “beyond our control.” 


- —= 
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You'll think it’s 1960 when you 


See the 


see how the factory experts 


have designed and built turntable 


Macton 
Turntables 


displays using the famous 
Macton Turntables. With 10 years of 


incomparable engineering and fine 


at the 
NADA Show! 


craftmanship Macton Turntables have 
set the quality standard for the industry. 
Stop by and see us in Booth 18 


or write for catalogue 10A 


MACTON MACHINERY CO. 
STAMFORD, CONNECTICUT 


a four-day training and orienta- 
tion session in Washington last 
week. They will begin their work 
as temporary Inter-Industry 
committee representatives during 
the first week in February.” 

The National Vehicle Safet y- 
Check for Communities is spon- 
sored by the Inter-Industry High- 
way Safety Committee and Look 
Magazine with the cooperation of 
the National Assn. of State Safety 
Coordinators. 


Men loaned and the states they 
will cover are listed below: 

American Motors, George L. 
Staudt, (Illinois); Chrysler Corp, 
Jack Blake, DeSoto, (Alabama, 
North Carolina, South Carolina), 
Albert A, Glen, (Connecticut, Rhode 
Island) and Charles P. King, 
(Southern California, Arizona): 
Firestone, Edward D. Burks, (Mis. 
souri, Iowa), Byron Tefft, (North- 
ern California, Nevada); Ford, 
Russell Halley, (Colorado, Wyo. 
ming), Roy Pask, (North Dakota, 
South Dakota); General Motors, T. 
A. Cullen, Pontiac, (Michigan); 
| Robert G. Lowry, Cadillac, (Okla- 
homa, Arkansas); Harold Retan, 
Oldsmobile, (Georgia, Florida); 
Louis E. Taylor, Chevrolet, (Kan- 
sas, Nebraska); William M. Tisdale, 
Buick, (Louisiana, Mississippi); 
|Charles E. Webb, GMC Truck & 
|Coach, (Washington, Oregon): B. 
F. Goodrich, Marshall F. Davis, 
(Kentucky, Tennessee); GD. 
Motherwell, (Minnesota, Wiscon- 
sin); Goodyear, Dennis B. Blythe, 
(Ohio, Indiana), H. D. Harold, 
(Montana, Idaho); U. S. Rubber, 
Eugene J. Brennan, Fis k-Gillette 
Tire division, (Maryland). 





‘Hartung Selects 
Committeemen for 


Milwaukee Assn. 


MILWAUKEE.--Committces have 
been appointed for the coming 
year’s activities of the Milwaukee 
County Automobile Dealers Assn. 
by Lester Hartung, president 
| Chairmen and members are: 

Apprenticeship—Harcld Duckler, 
| chairman, Ken Lovering and Ger- 
| ald Daum; parking and highwiys 
Al Shallock, chairman, Ed Wehe 
and Vince Koeppel; finance— Lou 
Siegel, chairman, and W. W. Rank. 

Membership -Duckler, chairman, 
Koeppel, John Dietz and Herbert 
Laev, registration and licensing 
Wehe, chairman, Art Farrow, Murel 
| Humphrey, Shallock and Robert 
Schwartzburg. 

Entertainment 
|}chairman, Wehe, 
Rank; public and employe rela- 
tions—Humphrey, chairman, Far- 
row and E. Gardner Goldsmith; ad- 
vertising — Goldsmith, chairman, 
Siegel, Wehe and Humphrey; 
safety Farrow, chairman, Wehe 
and Abe Malofsky. 


Ford Pacts 


(Continued from Page 1) 
franchise was the primary pur- 
pose of the meeting. 

It was decided, the letter said, 
that this matter would be of in- 
terest only to a limited number of 
company dealers, and thus it would 
be inadvisable at this time to take 
all Ford company dealers away 
from their businesses. 

* * a 
prtatD meetings to discuss the 
matters of interest to Lincoln 
and Mercury dealers in metropoli- 
tan areas will begin in Februury. 

Dealers interested in the Edsel 
franchise were asked to commun- 
icate directly with the Edsel divi- 
sion. 

Edsel plans, the letter said, are 
going forward on schedule. 

The new insurance plan, which is 
with Travelers, will be available in 
amounts ranging from $2,500 to 
$100,000, depending on the size of 
the business, proportionate owner- 
ship and age. 

Rates range from $6 a year per 
$1,000 for those under 45 to $30 a 
year per $1,000 for those 65 but 
under 70. 

Medical examinations will not 
be required for those who enroll 

by March 31. 

Four topics were on the telecast 
agenda: The Edsel franchise, 
“material of interest only to a small 
number of Lincoln and Mercury 
dealers” (this was not amplified), 
| the sales agreements and insurance. 


Schwartzburg, 
Koeppel and 
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Now at a new Low Price! 





Plt! Wok tu flaf{C Exclusive, / 
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BENRUS 


steering Wheel 
Car 














Tells Time 
AUTO-matically! 








Fits right impo lewis. / 
sfeetig whee! Beaidlpidl, a 
th fall view Of Qbiver/ ; 





Leocnilble, 


The Right Time in the Right Place at the Right Price! a, as the car itself! Not just a car cleck...but a revolutionary, 


recise jeweled timepiece! This amazing Benrus needs no 
electric connection, winds itself automatically with normal rotation of 
steering wheel, runs 8 days when fully wound! Distinctive chrome 

¢ SELF-WINDING and gold design adds brilliant beauty to car interior. 















e JEWELED MOVEMENT LIKE A FINE WATCH! This Benrus is precisely engineered like 
e UNBREAKABLE CRYSTAL the jeweled watch you wear on your wrist; driving 

minutes winds it for days! Usually fully wound, it guarantees 
e EASY INSTALLATION the greatest accuracy and dependability. INSTALLS 
e ANTI-MAGNETIC IN 3 MINUTES in place of ornament in horn ring. Provides 


best view of watch in your car, 
e LUMINOUS HANDS, DIAL eliminates danger of looking off road. 













Guaranteed by World-Famous Benrus Watch Company 


or Uhaylr.. Leo tm ¢-ymridhe pe 57 


PART NO. 1819 810 PLYMOUTH P30, P31 (WITH DELUXE STEERING WHEEL) 
PART NO. 1819 809 DESOTO S25, S26, S27 (WITH DELUXE STEERING WHEEL) CHRYSLER C75, C76 (ALL) 


Distributed by CHRYSLER CORPORATION PARTS DIVISION Detroit 31, Michigan 
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Dodge, DeSoto Threatened .. . 


Dispute Shuts Down 


2 AMC Factories 


(Continued from Page 2) 


ances concern production stand- 
ards, working conditions and the 
failure of the Dodge management 
to agree to a local supplemental 
agreement, as did the other Chrys- 
ler Corp. divisions after the ’55 
negotiations. 
- * * 

Unions Differ on Probe 

AST. week the United Auto 

Workers and the Teamsters 
Union, the two biggest unions in 
the AFL-CIO, took contrary posi- 
tions on the question of Congres- 
sional committees investigating 
racketeering and corruption in the 
labor movement. 

The Teamsters had balked at 
answering questions about alleged 
racketeering or the alleged use of 
union money to pay personal ex- 
penses of union leaders. 

However, the UAW Executive 


can life.” 
The 


Montana Dealers 


Reelect Bell 
To 20th Term 


HELENA, Mont. (UTPS) 
Harry O. Bell, Missoula, Mont., has 
been reelected to his 20th term as 
president of the Montana Automo- 
bile Dealers Assn. 

In recognition of his long record 
of state and national highway serv- 
ice, Bell was presented a gold life 
membership card by the MADA 
directors. 

He has been a MADA member 
for 32 years and is a member of the 
American Automobile Assn. high- 
way and policy committees. At pres- 
ent he is on the Fact Finding Com- 
mittee on Highways, Streets and 
Bridges. 

Also reelected were W. E. Wendt, 
second vice-president; Joseph L. 
Markham, manager: Helen Austin, 
secretary, and Larry Johnson, 
treasurer. 

Directors are A. J. Breitenstein, 
Robert E. Cooke, E. S. Nutt, Earl 
Moritz. J. G. Holland, Thomas 
Kelly. George Chaffee, Charles Cre- 
han, F. S. McIntyre and Roy Mille- 
gan. 

The directors voted to support 
reenactment of all motor fuel taxes 
and “all other forms of fair and 
equitable highway taxes.” 


Plymouth Denies 
Hiking Dealers’ 


Annual Bonuses 


DETROIT. Plymouth has for- 
mally denied that it has increased 
its retroactive discounts to dealers. 

The January issue of a national 
magazine reported that Plymouth 
increased its year-end bonus to 
dealers in an effort to overtake 
Buick and get back in the running 
with Ford and Chevrolet. 

A Plymouth spokesman said that 
there had been no change in the 
retroactive discount to dealers since 
last March when it was set at $7.50 
a car for 150-199 units, $12.50 a car 
for 200-249 units and $17.50 a car 
for 250 and more units. All bonuses 
are retroactive to the first car. 

He added that the confusion may 
have been caused by a recent fac- 
tory memorandum stating that the 
same discounts effective in 1956 
would be in effect this year. 

Said a Chrysier-Plymouth dealer, 
“The publicity is bad enough when 
we actually get improved discounts 
without publicizing discounts we 
don't even receive.” 


Armour Names Nelson 


H. Robert Nelson has been ap- 
pointed supervisor of the materials 
engineering section at Armour Re- 
search Foundation of Illinois Insti- 
tute of Technology, Chicago. Nelson 
will be concerned with development 
and application of new methods 
and materials for the building in- 
dustry, highway construction, mis- 
sile structures for extreme tempera- 
tures and other areas. 


Board released a resolution last 
week urging the AFL-CIO Ex- 
ecutive Council to press Congress * 
to “authorize an appropriate Con- 
gressional committee to conduct 
a thorough and exhaustive inves- 
tigation into corruption and rack- 
eteering in all phases of Ameri- 


resolution commended the) Workers, the Laundry Workers and 
work of the AFL-CIO’s Ethical the Allied Industrial Workers which 


AUTOMOTIVE NEWS, JANUARY 28, 1957 


| Practices Committee, but pointed 
out that a Congressional commit- 
| tee has two major advantages over 
the union committee—the power to 
subpena and to take testimony un- 
| der oath. 

The Executive Council of the| 
AFL-CIO meets Jan. 28 (today) in 
Miami Beach and President George | 
Meany said the first order of busi- 
ness would be the Teamsters defi- 
ance of the Congressional commit- 
tee. 


Other Cases Mentioned 
HE council will also discuss the 
cases of three affiliated unions 
which are also allegedly encrusted 
with racketeering — the Distillery 








Legislators to Probe 


Auto Pricing Policies 


WASHINGTON. — Congress- 
men will summon auto industry 
officials to testify on pricing and 
cost policies when hearings on 
inflation are kicked off here Mon- 
day by the Joint Economic Com- 
mittee. 

Witnesses from other indus- 
tries also will be heard by the 
committee. Meanwhile, Senator 
Estes Kefauver, Tennessee Demo- 
crat and new chairman of the 
Senate Antitrust Committee, said 
he would continue inquiries into 
auto marketing practices. 


| nenpolis Automobile Dealers Assn, 
and Local 1086-A of the Retail] 
Clerks Union have both ratified q 
two-year agreement covering the 
dealers’ salesmen. 
| The contract provides for a £200 
| monthly guaranteed draw for each 
|salesman after 60 days of employ- 
ment. 
It also requires that each new- 
| ear salesman must sell six new 
cars a month or bring in enouch 
sales to provide a cash difference 
of $12,000 monthly and that each 
used-car salesman must sell six 
used cars or produce enough sales 
to provide a cash difference of 
$6,000 a month. : 
If these minimum standards of 


was formerly called the AFL Auto! production are not met, employ- 
Workers Union. 


ment can be terminated, accord- 


On the dealership front, the Min-| ing to the contract. ( 


‘Get The Truth and 


HOTTER 
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any newspaper in these 
pana fe ALL advertisers—esger readers 
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600,000 Families . - 


Publisher Sticks 


To One Creed 


Insists on Honest, 


Independent Approach * 


re life to working on, 
These are the 
the Miami 


John S. Knight has devoted his enti 
editing and publishing great newspapers. 
Detroit Free Press, the Akron Beacon- 
Herald, and the Chicago Daily News. 

© * ” a 

FROM NEWSBOY to n 
one creed and one creed alone. 
newspapers should do or say. 

He approaches every issue as a 
He gets the truth and he prints 
the “News” have confidence in 
reporting and in the ads it carries. 


Journal, 


ewsmaker, Knight has lived by 
No one tells him what his 


free-thinking independent. 
it. This is why readers of 
in this great newspaper, in its 
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Meeting the Practical Problems... 


Eprror’s Note: This is one of 
a series of letters on practical 
problems encountered in auto 
selling. It is written by a veteran 
salesman, Bert Simons, who is 
active in today’s market. 

* * * 


latter part of 
our visit that I 
learned these 
nice people 
were shopping 
for their mar- 
ried son, Har- 
old, and his 
wife, Mary, who, 
as they mildly 
put it, “was 


Dear Ed: 

I HAD a real unusual experience 
the other day, which I believe 

you will find interesting. 


Mr. and Mrs. John Blair, a | - home, sick in 
Bert Simons bed.” 


After a good honest pitch, I 





Satin 





Willison Opens New Building— 


Shown above is he brand new showroom and service entrance of Willison Motor! middle aged couple, came in and 
inquired about our product. It 






FINAL 











n Chicago and Suburbs 







Integrity of ‘News’ Breeds Reader 


Confidence in Advertising Pages 


ple laid down in 1944. 
“News” r 
ly News is nation 


John S. Knight wanted the 
eaders get an honest, factual 


s i _ 
tarted with a simple prin 
an ally recognized for 


; ;  o 
truth and he wanted it printed in his wrens. eS 
picture of what is actually happening. The icag 
public service and perceptive reporting. 

The “News” was first with the slum age 4 

1951 y 
y o Youth Rally. In 
a ee were named winners of the 1950 Puli 
, 

porting. 

In 1949 the “News 
roll scandal in the State 


“Misery for Profit.” Every year it — 
ign correspondents, Keyes Beec 
tzer award for international re- 






i i ring the pay- 
i i ublic service for uncove 
Rennes troy eee — last year, the “News” scored another 


in June o t- 
Government. And, in ; 's Office. For its ou 
sed the Hodge scandal in the Illinois State a taaaal aie te 
fest when & regen Hodge expose, the “News” was nominated for 
tanding job on 3 . s. 
nue civic-minded Chicago paper, the Sun- Time 























was during the | 





[ Case Histories of a Salesman 


gave the Blairs a price ona 
“clean deal” and sent them on 
their way. 

It wasn’t more than half an 
hour later when the phone 
rang. It was for me, “This is 
Mr. Blair calling. Does that 
price you gave me include all 
taxes and license?” 

“Yes,” I said, “it sure does.” 
“Thanks,” said Blair, and hung 


up. 

* * + 

evs minutes later, another 
call, “Mr. Simons?” 

“Yes.” 

“Blair again. How about under- 
coating and a side view mirror?” 

When I said I'd throw them in 
the deal, Blair set up an appoint- 
ment for me the next day to come 
to his son’s home to write the 
order, 

The phone rang again soon 
after and it was Blair again. 
“Simons, can you come over right 
now? We'd like to get this thing 
done today—now. Make sure you 
bring your color chart.” 

By this time, I was involved 
with some other people and told 
Blair I could be there in about 
an hour. 

“That’s not soon enough,” said 
Blair. “It will have to be in 15 
minutes or we'll have to let the 
whole thing go for about a week.” 

= * = 
To people I was working with 

were interested in buying a 

car also but I didn’t have them 
quite sold yet. After a minute or 
two of thought. I scooped up my 
prospects, put them in my “demo” 
and, after explaining my plan, all 
of us drove to Blair’s son’s house. 
When we arrived and met the 
younger Blairs, we understood 
everything. 

You see, Mrs. Blair was “ex- 
pecting” and baby was insisting 
on having his birthday today. 

The parents, who were buying 
the car for them as a gift, wanted 
| the daughter-in-law to pick the 
| colors before she left for the hos- 


| pital, so I could have it ready be- 


fore she returned. And I did. 

Oh yes, the second couple en- 
joyed the excitement of the Blair 
deal and also bought a car. 

—Bert Simons. 


R. C. Firestone 


Named President 


Of Firestone Tire 


AKRON.—Raymond C. Firestone 
has been named president of Fire- 
stone Tire & Rubber Co. 





He replaces Lee 
R. Jackson, presi- 
dent since 1948, 
who had asked to 
be relieved of his 
presidential du- 
ties. Jackson be- 
comes vice-chair- 
man of the board. 

Two new vice- 
presidents have 
also been elected 
—Harvey H. Hol- 
linger and John 
L. Cohill—and a new treasurer— 
Elton H. Schulenberg. 

In the firm’s financial statement, 
issued earlier, Harvey S. Firestone 
jr., chairman, reported a profit of 
$60,538,848 for the fiscal year ended 
Oct, 31. Sales were $1,115,179,783, a 
record high for Firestone, he said. 

“This profit is the largest ever 
made by any company in the his- 
tory of the rubber industry,” Fire- 
stone said, “and it is the first time 
that the annual profit of any com- 
pany in the industry has exceeded 
$60 million.” 

He said that during fiscal 1956 
Firestone had carried out the larg- 
est program of modernization and 
expansion in its 56-year history, in- 
vesting more than $58,500,000 for 
additions and improvements of 
plants and equipment. 

Firestone said indications point 
to a much higher sales volume of 
new passenger cars during 1957, in- 
creasing demand for original equip- 
ment tires. 

The number of cars on the road 
will be the greatest in history, he 
said, creating an expanded market 
for the sale of replacement tires 
and hundreds of other auto sup- 
plies. 





R. C. Firestone 
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Yes, there’s an ever-increasing swing to American Motors by 
leading dealers all over the country. Each month finds more 
and more quality dealers joining the American Motors family. 
Some of the most recent additions are shown above. 


No other franchise offers the growth potential of American 
Motors with its broad line covering virtually the entire 
automobile market: 

e The smart new Nash Ambassador V-8 

e The powerful new Hudson Hornet V-8 

@ The brilliant Rambler V-8 and Economy 6 

e The sensational Metropolitan 1500” 


4 
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AMERICAN MOTORS MEANS MORE FOR AMERICANS 


A full line of powerful sales contenders for the big car class, 
the low price field and the growing foreign car market. 


ORLANDO, FLORIDA 


HARRISBURG, P: 









Then there are the many intangible assets American Motors Fe oe vy é 4 o K & T H A he 
offers dealers: 
EVER, IT PAYS 


e Fair-minded, friendly factory-dealer relationship with a 


dealer-elected Advisory Board that has a voice in policy T o re & A fe 


making. 
Why not learn the full details of the opportunity offered by an 
American Motors franchise. Just call or write Dealer Develop- 
ment Dept., American Motors Corporation, Detroit 32, 


Michigan. Your inquiry will be held in confidence. 


e Million Dollar Bonded Used Car program, unique in the 
industry. 





e One of the most progressive, liberal sales incentive plans 
of any manufacturer; and a long-standing reputation for 
quality and progress in the automotive field. 





AUTOMOTIVE NEWS, JANUARY 28, 1957 


(Established in 1925) 
Published Every Monday by 
SLOCUM PUBLISHING COMPANY, INC. 
DETROIT 26, MICH. 

Cable Address—AUTNEW, Detroit 


2666 Penobscot Bidg. Telephone WOodward 3-0495 


New York Washington Chicago Los Angeles 
51 E. 42nd St. 912 Colorado Bldg. 360 N. Michigan Ave. 1800 W. éth St. 
Murray Hill 7-687! National 8-4303 State 2-6273 Dunkirk 3-0303 


Publisher—George M. Slocum (1889-1949) 
Chairman of the Board—Mrs. George M. Slocum 
Editor & General Manager—Pete Wemhoff Editorial Director—Robert M. Finlay 
Service & Truck Editor—J. C. Weed; News Editor—Maynard M. Gordon. 

Associate Editor—Robert M. Lienert; Engineering Editor—John T. Benedict. 
Advisory Editor—John O. Munn; Washington Bureau Chief—William Uliman. 
Editorial Associates—Martin L. Whitmyer, Joseph M. Callahan, W. C. Lockwood, 

Frank Gawronski, John K. Teahen jr., Agnes Stewart, Eileen Parsons. 


Business and Advertising Manager—Richard L. Webber. 


Advertising: New York—Edward Kruspak, Advertising Director, Ray Billingham and Howard 
Bradley jr; Chicago—J. Goldstein, Manager, and William Gallagher; Los Angeles— 
Robert H. Deibler; Michigan-Ohio—William R. Maas and Roy Holihan. 

Promotion & Research Director—Jared W. Finney, Advertising Production—Carol LeVeque, 
Manager; Donna Fowler, Assistant. 

Office Manager—Eleanore Whalen; Circulation Dept. Manager—Lucy Matney, 
Classified Advertising Dept. Manager—Theresa Abraham; Mechanical 
Superintendent—Samuel Pinkis. 

RESIDENT CORRESPONDENTS: Akron—Joe Kuebler; Albuquerque—Veda Conner; Atlanta— 
E. C. Bash.; Atlantic City—F. W. Schwarz; Austin, Tex.—J. R. Hornaday; Baltimore—Kate 
Savage; Birmingham, Ala.—Stuart Riddle; Boston—Harry Stanton, Guy Livingston; Buffalo— 
G. E. Toles; Charlotte, N. C.—W. F. Stewart; Chicago—Wm. M. McCarty; Cincinnati— 
Frank Kappel; Cleveland—Sanford Markey: Columbus—Bert Strang: Dallas—C. K. Cates; 
Denver—ira Alexander; Des Moines—F. W. ‘azll; Harrisburg—George Shelley; Houston—Ruby 
Fenoglio; Indianapolis—C. L. Kern; Jefferson Tity—L. H. Houck; Little Rock—Inez McDuff; 
Les Angeles—Slim Barnard; Louisville—/. W. Williams; Lowell, Mass.—Charles Sampas; 
Madison—John Wyngaard: Manchester, N. +!—Gu’ cangley; Marthaville, La.—E. E. Gentry; 
Miami—G. S. Connell; Minneapolis—Donald Lyons; Montgomery, Ala.—William Lynn; New 

ethune Jones; New Orleans—Gordon Hebert; New York City—Ed Brown; Oakland 
Calif.—Steve Still; Oklahoma City—M. L. Risen; Omaha—A. R. Oleson; Pawtucket, R. |.— 
T. L. Forbes; Philadelphia—Allen Sommers; Phoenix—Shi:idon A. Engel; Pittsburgh—L. M. 
Leffingwell; Portland, Ore.—E. W. Peterson; Providence—'uth M. Eddy; Richmond, Va.—J. K. 
Cardwell; Rochester, N. Y.—William Hackman; Salem, Ore.—F. K. Haskell; Salt Lake City— 
M. S. Harmer: San Antonio—J. H. Reed; San Franci.co—Leon Pinkson; Seattle—Martin Trepp; 
South Bend—L. E. Dunkin: Spartanburg, S. C.—L. D. Bray; Springfield, I1.—C. C. Hall; 
St. Lowis—Sam X. Hurst: Tacoma—Robert E. Sconce; Toledo—Paul Hayes; Utica, N. Y.— 
Calvert L. Asher; Wamego, Kans.—G. M. Hunholz; Waterbury—Edith E. De Rienz. 


FOREIGN CORRESPONDENTS: European Correspondent—George L. Glaser; Brussels, Bel- 
gium—John W. Ashton; Lethbridge, Alberta—G. A. Yackulic; London, Eng.—F. C. Livingstone; 
Mexico City—Douglas Grahame; Milan, Italy—Antonio Giordano; Montreal—Jules Larochelle; 
Ottawa—M. L. Schwartz; Paris—Henry Altimus; Sydney, Australia—H. Bowden Fletcher; 
Tokyo—Stuart Griffin; Toronto—James Montagnes; Vancouver, B. C.—F, H. Fullerton. 


Subscription: United States and Canada, one year $8, two years $14. 
All other countries one year $12, two years $20. No Free List. 
Copyright, 1957, Slocum Publishing Co., Inc. All Rights Reserved. 


Entered as second-class matter Post Office, Detroit, under Act of March 3, 1879. 
Member of Audit Bureau of Circulations and the Associated Business Publications. 
Advertising Rate: See Standard Rate and Data, or write for rate card. 


AUTOMOTIVE NEWS PLATFORM 
11. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 
{ 2. Every dollar of gasoline and oil taxes, collected by states and federal 
governments, applied to the building and maintenance of highways; 
{ 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 


AUTOMOTIVE 


Searall hate Outlook Sound 


Despite the Pessimists 


_ been reading a number of dubious statements 
about the auto industry lately. The general tenor is that 
sales of the 1957s have been disappointing after the first 
flush of the new-model season. 

No doubt there are isolated weaknesses in the broad new- 
car market. Some areas have been hit by drought. Some by a 
contracting market. And some lines will do better than 
others this year. 

But, on the overall picture, the outlook is for the auto 
industry to have one of its soundest years in history. 

Pessimism in print never does the industry any good. It 
can undermine the confidence that is a necessary ingredient 
of auto sales. 

And there appears to be little evidence to back up pessi- 
mistic reports. 

The majority of the continuing reports we get from 
dealers indicates that most makes of cars are moving well 
and profitably. And several of the factories are reporting 
near-record 10-day sales in January. 

Some in the industry take the view that the Monroney 
good-faith legislation will bar factory pressure, which they 
consider an essential ingredient of selling. 

The type of pressure that is questionable under the law 
is that of loading dealers with cars whether they want them 
or not and then letting them work their way through them. 

That type of pressure has never been an. essential of 
good selling. It is a shortcut to a ruinous market and de- 
moralized dealers. 

Such brutal wholesale selling has been used in the past, 
but it is self-defeating, for it drives dealers to the competi- 
tion. 

Sound, inspiration wholesale selling has never needed this 


pressure. 
* Don’t sell the auto industry short. It has a great future 
before it. 





Coming 
Events 


Dealer Conventions 


Jan, 26-30—40th annual NADA Conven- 
tion and NAD Equipment Exhibition, 
San Francisco, 

March 24-26 — Automobile Dealers Assn. 
of North Dakota, Bismarck, 

March 25-26—Nebraska New Car Dealers 
Assn., Paxton Hotel, Omaha. 

Apr. | — Louisiana Automobile Dealers 
Assn., Roosevelt Hotel, New Orleans. 
April 45—lIllinois Automotive Trade Assn., 

Leland Hotel, Springfield, Ill. 

April 12-13—Arizona Automobile Dealers 
Assn., San Marcos Hotel, Chandler. 
Apr. 29-30 — Pennsylvania Automotive 
Assn., Penn-Sheraton Hotel, Pittsburgh. 
June 6-7 — Oregon Automobile Dealers 

Assn., Multnomah Hotel, Portland. 

June 27-30—Michigan Automobile Dealers 
Assn., Mackinac Island. 

Aug. 1819—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, 
Savannah. 

> . 


Auto Shows 


> . 2 — Rochester Automobile 
Show, War Memorial Exhibit Hall, 
Rochestr, N. Y 

Jan. 26 - Feb. 3—Houston National Auto- 
mobile Show, Sam Houston Coliseum, 
Houston. 

Jan. 30-Feb. 2 — New Castle Auto Show, 
Scottish Rite Cathedral, New Castle, Pa. 

Feb. 1!-3—Ogdensburg Auto Show, State 
Armory, Ogdensburg, N. Y. 

Feb. 2-10—Omaha Auto Show, Civic Audi- 
torium, Ohama. 

Feb. 4-9—Denver Automobile Show, Den- 
ver Coliseum, Denver. 

Feb. 8-i0—Lowell Auto Show, Memorial 
Auditorium, Lowell, Mass. 

Feb. 9-16—Milwaukee Auto Show, Milwau- 
kee Auditorium and Arena, Milwaukee. 
Feb. 15-17 — Richmond Auto Show, Me- 
morial Auditorium, Richmond, Calif, 
Feb. 17-23—Syracuse Automobile Sh ow, 
Onondaga County War Memorial Bidg., 
Syracuse. 

Feb. 18-21—St. Petersburg Auto Show, Gay 
Blades Autotorium, St. Petersburg. 
Feb. 19-21 — Altoona Auto Show. 
Mosque, Altoona, Pa. 

Feb. 20-24 — Harttord Auto Show, Con- 
necticut State Armory, Hartford. 
Feb. 28-March 2—Greenville Automobile 
Show, Textile Hall, Greenville, S. C. 
March 2-10—Kansas City Auto Show, Ex- 
hibition Hall, Municipal Auditorium, 
Kansas City, Mo. 
March 13-17—Lincoln 
cipal Auditorium, Lincoln, Neb. 

March 14-17— Orlando Automobile and 
Truck Show, Orlando, Fla. 

March 20-24—West Texas National Auto- 
mobile Dealers Show, Municipal Coli- 
seum, Lubbock. 

. 30-Nov. 10—39th International Motor 
Show, Turin, Italy. 
7. ss *® 


General 


Jan. 26-Feb. 3—Houston National Auto- 
mobile Show, Sam Houston Coliseum, 


Houston. 

Jan. 31-Feb. I—Private Truck Council of 
America, |8th Annual Convention, 
Sheraton-Jefferson Hotel, St. Louis. 

. 47—National Automotive Acces- 
sories Manufacturers of America Expo- 
sition, New York Coliseum. New York. 

March 6-8—Annual Spring Technical Meet- 
ing, Pressed Metal Institute, Hotel 
Carter, Cleveland. 

March 7-10—9th Annual Pacific Automo- 
tive Show (jobber sponsored regional), 
Civic Auditorium, Seattle. 

March 11-12—Annual Convention, 
dian Automotive Wholesalers’ 
ufacturers’ Assn., Windsor 
Montreal. 

March 13-14—National Automotive Serv- 
ice Show. Show Mart Bidg., Montreal 

March 25-27— American Society of Tool 
Engineers, Technical Meeting and Con- 
yoriten, Shamrock Hilton Hotel, Hous- 
‘on. 

Apr. 47—\4th Annual Southwest Automo- 
tive Show (jobber sponsored regional), 
Automobile Bidg.. Fair Park, Dallas. 

Apr. 25-27—International Automotive Ex- 
position (southeast jobber sponsored), 
Dinner Key Auditorium, Miami. 

Mey 9-12 — Midwest Automotive Trade 

ow, Kiel Auditorium, St. Louis. 

May 12-15—Automotive Engine Rebuilders 
Assn., 35th Annual Convention, Shera- 
ton-Cadillac Hotel, Detroit. 

May 23-26—National Automotive Service 
Show (national regional designated), 
Commonwealth Armory, Boston. 

Oct. 20-22—Florida Automobile Dealers 
Assn., Balmoral Hotel, Bal Harbour, 
Miami Beach. 


30 Years Ago... 


Jaffa 


Auto Show, Muni- 


Cana- 
& Man- 
Hotel, 


Automotive Cartoon 


Of the Week 
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LUXURIOUS 


“This ‘bustle’ rear is removable so you can close your 


garage door—" 


‘Dual Lights 


9 
. o * . * . 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


‘Interest in Four Lamps .. .’ 


We were happy to read the fine 
article in the Dec. 17 issue of 
Automotive News entitled “Dual 
Lamps a Problem.” This is a well- 
written and comprehensive article 
on the need for proper headlamp 
aiming. Those of us concerned 
with aiming at the service station 
level appreciate the need to pass 
the word about the new 4000 Series 
headlamps. 

This article is a contribution in 
educating the dealers on how to 
take advantage of the new “Aimer 
Pad” headlamps. J. Y. May, man- 
ager accessory department, Atlas 
Supply Co., Newark, N. J. 


> * * 


I wanted to express our pleasure 
with the article presented in the 
Dec. 17 issue on the new Dual 
Headlight System. We thought your 
analysis of the new system was ex- 
cellent, and we were very pleased 
that you pointed up the necessity 
for aiming and made some specific 
suggestions that would help the 


The Big Stories 


The production last year of about 3,950,000 cars completes four 
years in which the production for the year previous has been exceeded, 
with the exception of 1924. Production for 1926 exceeded 1925 by 3 
percent and 1923 by 7 percent. In these four years the industry has 
produced nearly 15 million cars, costing at least $12 billion. Ap- 
proximately 14 million of the cars have been sold in the U. S., with 


another one million being exported. 


Production of cars in Canada in 1926 totalled 164,487, as compared 
with 139,311 in 1925, according to the Dominion Bureau of Statistics. 
Truck. output was 40,629, as compared with 22,074 in 1925, Total pro- 
duction was 205,116, a gain of 43,731 over 1925, when the total was 


161,385. 


The number of motor vehicles in Great Britain, according to a 
British Government report, is 1,533,261, an increase of 109,968 in 


12 months. 


—From the files of Automotive News. 





service people do a precision job 
on aiming. 

We were, frankly, a little disap- 
pointed on your lead headline of 
the article. We sincerely believe 
that dual lamps have many advan- 
tages that more than compensate 
for the service problems. Although 
I am sure that careful readers of 
your article will understand that 
you are pointing out the problem 


|only as it pertains to aiming serv- 


ice, I am afraid that some of the 
casual “page flippers” might come 
to the conclusion that you are con- 
demning the whole system. 


In any event, we surely hope 
not, and with this single reserva- 
tion, believe your article was one 
that will be most helpful to all of 
us interested in better, safer high- 
way seeing. — J. S. Harrincron, 
General Electric Co., Cleveland. 


* x * 


The article on headlamps and 
mechanical aiming is a timely 
written piece of material and 
should draw the attention of every 
service department throughout the 
country. 


When projecting 26 to 28 
thousand candlepower beams down 
the highways it would be sansible 
to know that they deserved-ito ibe 
directed, and in the correct.iman- 
ner. — Guy M. Parker, Jackson, 
Miss. 

* - ~ 

It was nice to read the article in 
the Dec. 17 issue of AUTOMOTIVE 
News, concerning mechanical 
aimers. 


It seems to me this is a very 
timely subject, and particularly its 
importance should become more 
and more apparent to all of us 
with the increase in the death rate 
due to automobile accidents, which 
no doubt is partly due to mis-aimed 
headlamps.—E. E. CoLeMan, .mana- 
ger, West Coast Sales District, 
General Electric Co., Los Angeles. 





SURE, POWER STEERING 


OUR POWER-STEERED 
RIGS STAY ON SCHEDULE 


MAKES THE JOB EASIER. 
BUT IT’S THE ADDED SAFETY 
THAT COUNTS MOST. 


BETTER, TOO. 


EITHER WAY, 
POWER STEERING MAKES 
GOOD BUSINESS SENSE. 





THE CASE FOR POWER STEERING ON TRUCKS! 


The trend to power steering on trucks 
is based on one very practical reason 
—operators of trucks equipped with 
power steering have invariably found 
that the added safety and greater 
operating efficiency of their vehicles 
have demonstrated that power steer- 
“/ indeed a sound investment. 

ruck drivers using power steering 
report less tension and fatigue in 
normal driving and appreciate the 
positive conaeal duet blocks road shock 
from chuck holes and prevents loss of 
control if the truck is forced out on a 
soft shoulder. 


The dispatcher knows the impor- 
tance of regularly maintained pai 2 - 
ules. He is quite aware that with 
power steering drivers are more 
relaxed and are better drivers than 
tired drivers. Thus, power steering 
not only reduces the ooo of road 
accidents, but helps the driver to 
maintain established schedules through 
better vehicle control. 

In short, power steering, by saving 
time and money, contributes materi- 
ally to a more profitable operation. 

Truck manufacturers are always 
eager to offer their customers features 


Bendix Frerss South Bend wo. 


that will make truck operation safer 
and more profitable and, at the same 
time, give their dealers every selling 
advantage. 

That’s why more and more truck 
manufacturers are offering perform- 
ance-proven Bendix* Power Steering 
as original factory equipment. 

If you would like to know why 
power steering for trucks is perhaps 
even more logical than power steering 
for passenger cars, we Soon prepared 
an interesting folder on the subject. 

Write for your copy today. We think 
you'll be convinced. ats. 0.5. Par. oFF. 
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AUTOMOTIVE WASHINGTON 
Capital Economists See 
Ample Credit for Cars 


William Ullman 


BN Correspondent 
8 wehbe the outlook for another year of “tight” money, 
most Washington economists feel sure that car buyers 
will be able to get all the credit they need to make 1957 
a bigger auto sales year than 1956. 
Consumers may have to pay a little more interest, but they 


won’t have any trouble ob- 
taining loans. 


When it comes to getting 
short and long-term business loans, 
however, dealers are likely to find 
bankers in a tougher frame of mind. 
But this is nothing new. Most re- 
tailers know that it can’t be blamed 
entirely on the policies of the 
Federal Reserve Board. 

Long before economists started 
talking about “tight” money, it was 
next to impossible for a small busi- 
nessman to get long-term or 
intermediate-term financing. Short- 
term notes could be obtained with- 

out too much dif- 
ficulty, but loans 
for three, five or 
10 years were 


William Ullman two new bills 
have been introduced in the Senate 


would be 
empowered to make long-term 
loans or to invest in the stock of 
small companies in need of capital. 


realize that long-term capital is un- 
available for all but the largest 
corporations. 

“In our complex social and 


He pointed out that today’s high 
personal income-tax rate has 
eaught the small businessman in 
an even tighter squeeze. Once upon 
a time, he said, a businessman used 
to get money to expand his firm 
from his personal savings or from 
his friends and relatives. 

But high taxes have all but put 
an end to this financing method. 
Today he has to borrow the money 
somewhere, and there’s no place to 
borrow it. 

The senator's bill would leave it 
up to the Federal Reserve Board to 
define “small business” for the pur- 
poses of his proposed act. 

Sparkman’s second bill would 
insure lenders against loss on 


. . 
Maintain ‘Prude 


a uninsured 10 percent should 
serve to maintain the custom- 


ary prudence of the commercial 
system,” commented 


that 
finds 
the 


one reason that 
it: hard te get 
high overhead 


cost to the lender for investigating 
and processing the loan applica- 
tions. 

In times of “tight” money, he 


The senator feels that the in- 
surance provision might make small 


Sparkman admitted that both bills 
could stand some redrafting. He 
said he would seek the advice of 
financial experts both in and out 
of the Government. But he clearly 
wants action on his proposals this 
session, particularly as the “tight” 
money situation seems likely to 
continue for some time, 

The other day, Senator J. W. 
Fulbright, Arkansas Democrat and 
chairman of the Senate Banking 
Committee, received a closed-door 
briefing from the staff of the 
Federal Reserve Board. 

When he emerged, he told re- 
porters that he was convinced 
that FRB sees no reason at pre- 
sent to relax its “tight” money 
policy. 

Fulbright said Board members 
will not alter their policies on in- 
terest rates as long as there are de- 
flationary pressures on the econ- 
omy. Admitting that the pressures 
are letting up a bit in some sec- 
tors, he added that in other in- 
dustries, like steel, the supply is 
far behind demand. 


loan applications look a little more| Consumer Credit Ample 


attractive to bankers. 
In introducing his two measures, 


But George W. Mitchell, research 
vice-president of the Federal 


Reserve Bank of Chicago, said in 
a recent address that “tight” money 
has more effect on industry than 
consumers. 

Mitchell predicted that sales of 
new cars would rise this year 
over last, and he forecast that the 
proportion of people buying cars 
on credit would stay about the 
same, 

Consumers will have access to all 
the credit they are likely to want 
this year, he said. 

Just about the only people who 
can’t find anything good to say 
about the credit outlook are the 
home builders and real estate men. 
But they were cheered a little by 
President Eisenhower’s proposal for 
a national commission to study 
finance and credit. 

Kenneth S. Keyes, new presi- 
dent of the National Assn. of Real 
Estate Boards, said in Washing- 
ton that the President’s plan is a 
“most significant and statesman- 
like move.” 

But he complained bitterly about 
FRB policies which have helped 
curtail mortgage money. It is a 
“paradox,” he said, that economists 
foresee a boom year for just about 
every industry except home build- 


ing. In that business, they predict 
a 20 percent decline. 
* > * 


Aid for Small Business 

RESIDENT EISENHOWER’S 

budget proposals include a re- 
quest for an additional $77.5 mil- 
lion for the Small Business Ad- 
ministration’s lending fund. 

So much of SBA’s money is tied 
up in business and disaster loans 
at present that only about $15 mil- 
lion is actually available for lend- 
ing. 

That much won’t even carry 
SBA through this fiscal year — 
which ends June 30—and Con- 
gress has been asked to vote the 
agency a $50 million supplemen- 
tal appropriation. 

The budget also called for a 
speedup in the Federal Trade Com- 
mission’s campaign against false 
and misleading advertising. The 
FTC drive, which cost $5.5 million 
in the current year, will cost $6.5 
million in fiscal 1958. 

The President’s budget message 
also said that the Government will 
spend $1.7 billion out of the new 
highway trust fund to pay its 
share of the fast-growing roads 
program. 
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Correspondent George L. Glaser Writes .. . 





Auto Letter from Europe 


eas Germany, — Euro- 
pean car designers, lo oking 
ahead to the 1960-61 models, are 
studying cooling systems which ex- 
clude any utilization of the wind- 
stream created by the cars in mo- 
tion. 

The perfect example of such a 
system is that embodied by Volks- 


Roadster Show Voters 
To Pick Popular Car 


OAKLAND, Calif. — The most 
popular “personalized” car of the 
year will be voted by the public at 
the eighth annual National Road- 
ster Show here Feb. 19-24 in Oak- 
land Exposition Building, according 
to Mary L. Slonaker, show man- 
ager. 

The award is one of more than 
50 trophies to be presented to cars 
in 18 divisions of display competi- 
tion. Each car 
handbuilt, the manager said, with a 
total of 130 to be displayed. 





in all divisions is| 


wagen, with its blower-type air 
cooling of the rear-mounted 
engine. 

Many large road cruisers have 
been left standing gasping on 
Alpine roads with boiling cooling 
systems, while VWs drove by—cool 
as a frosty cucumber. 

Volkswagen’s cooling system is so 
efficient because it is fully inde- 
pendent of all outside air streams. 

Why is this problem under dis- 
cussion? For two reasons: Outside 
Styling and final elimination of the 
driveshaft. 

* * * 


Driveshafts Kaput? 


ing in terms of front-wheel 
drive or rear-engine, rear-wheel 
drive for the future. 

Judging from activity behind 
the scenes, only the highly con- 
servative firms will retain drive 
shafts after 1961 in Europe — 
except, perhaps, the somewhat 
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unhappy European branch plants 
of American firms which do not 
enjoy much freedom in regard to 
technological progress on their 
own. 

At least two major European car 
producers are using pancake, four 
and six-cylinder-opposed engines on 
advanced research cars. 

One firm will use them in front} 
for front-wheel drive; the other in| 
the rear for conventional drive. | 

* + * 


Looking Down the Road 


|| yw are some 1957 predictions | 
(hoping that the same thing 





| won’t happen to me as happened to} 
ROGRESSIVE firms are think- | the turtle when he stuck out his| 


neck): 

Mercepes: The new, smaller four- 
door Type 170 should come out, and | 
the 190, 219 and 220-S may get im- 
| proved styling. There perhaps also 
| will be a new 220-SL sport job. 

Volkswagen: Some changes will 
come, such as larger windows, It 











| Heater for VWW— 


Shown in its underhood installation is a | 


new gas-electric heater for the Volks- 
wagen, offered by J. Eberspacher, Es- | 
slingen/Neckar. 

—— a 





still will, of course, be the same 
vw. 


Ope.: Some of the basic General | 


| Motors styling features should ap- | 
‘pear toward the end of 1957. The} 





Caravan station wagon may be per- 
mitted for import into the U. S. 

Forp: A larger Taunus will be 
added to the line. 


DKW: The old two-stroke 
fanatics may also think of possible 
customers who won’t buy except for 
a four-cylinder, four-stroke engine 
under the hood of the front-wheel- 
drive jobs. Perhaps something is 
brewing. 

ReNavutt: A completely new Fre- 
gate may be in the works. 

Smca: From the new factory 
near Paris a new model should 
appear. 

* * 


| | Auto Potpourri 


UICKLY touring the continent: 
Brussets: The auto show has 
been called off this year while the 
city prepares for a World’s Fair in 
1958. 
Turin: A proposed automobile 
museum reportedly will be ready 


| to open in 1958. 


Warsaw: An auto exhibition will 
be organized for this year, with 
two Polish cars to be displayed. 

Stockholm: Swedes who park 
their cars outside on cold nights 
may plug in a heating apparatus 
to lampposts, thus keeping en- 
gines warm, 

FraNkKFort: A fenced lot has been 
planned which will give new drivers 
an opportunity to test their skills 
in various situations before ventur- 
ing into traffic. 

Geneva: Several points on Swiss 
highways, bothered by icing con- 
ditions in the winter, will be 


| equipped with infrared heat lamps. 
Spe 
\Given to 24,730 





cial Training 


Buick Mechanics 


FLINT. — Nearly 80 percent of 
Buick dealership service mechanics 
attended specialized maintenance 
and repair classes at one of the 30 
General Motors Training Centers 
during 1956, according to E. J. 
Krause, Buick general service 
manager. 

“We consider this special train- 
ing essential to good servicing,” 
Krause said, “for the modern auto- 
mobile has become so complex that 
it requires the attention of highly 
trained mechanics.” 

Buick dealers responded by send- 
ing 24.730 of their service me- 
chanics to one of the Training 
Centers last year where they re- 
ceived nearly 360,000 hours of in- 
struction. 

New product changes, Dynaflow 
and engine tuneup classes were the 
most popular during the year. 
Other courses included carburetor, 
brake, front-end and air-condition- 
ing service. 

In addition to those attending 
Buick classes, 5,935 mechanics were 
given special instruction in the re- 
pair and maintenance of sheet 
metal and trim, 

Since the centers were opened 
three years ago, Buick dealers have 
sent 48,527 of their service me- 
chanics for the special training, re- 
ceiving a total of 770,178 hours of 
instruction. 


Christopher Fined 


For Tax Evasion 


MIAMI, Fla. — Alphonso B. 
Christopher, Miami used-car dealer, 
was fined $3,000 in Federal Court 
after being found guilty of evading 
some $11,000 in income taxes. Court 
attaches said he also must pay the 
$11,000. 

In withholding a prison sentence, 
Presiding Judge Robert N. Wilkin 
admonished Christopher to cooper- 
ate with the Internal Revenue 
Service in settling some $660,000 in 
civil tax claims and penalties pend- 
ing against him. 

Christopher originally was 
charged in a three-count indict- 
ment for 1946, 1947 and 1948. The 
court dismissed the first two counts 
and Christopher pleaded no contest 
on the 1948 charge. 

According to a Government 
spokesman, the case stems from a 
broad probe covering the years 
1946 to 1950. During that time, 
Christopher paid $251,486 taxes on 
reported income of $486,718, But 
the Government contends he actu- 
ally earned $1,035,056 and owed 
taxes amounting to $689,714. With 
penalty assessments, the Govern- 
ment wants a total of $660,000. 





w 
apventssee 


Moron ary 


Advertisers rely on LIFE to create a coast-to-coast demand for their 
products because they know LIFE reaches more car-owning house- 
holds than any other weekly magazine. 

LIFE’s national selling power has a powerful local impact that pays 
off in more business for you. 
For LIFE reaches 3 out of 5 households in the average community all 


across the country in a 13-week period. And LIFE gets action. It stimu- 
lates people to think, to talk—to buy the products they see in LIFE. 











LIFE STEERS MORE NEW 
CAR SALES YOUR WAY! 














LIFE LEADS 
IN WEEKLY CIRCULATION IN WEEKLY READERSHIP 
Ro eh es Sea ond eel 5,714,310 thd ee ee, 26,450,000 
Saturday Evening Post..... 4,861,638 Look (bi-weekly). ........18,050,000 
Look (bi-weekly).......... 4,189,004 Saturday Evening Post... . 14,050,000 
ABC Publisher Statements, Jan.-June, 1956 A Study of Four Media 


Household Audience Source: A Study of the Household Accumulative Audience of LIFE. 


PEOPLE RESPOND TO LIFE 
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Veteran Chamberlain Tells How to Do lt... 


Put Management Ahead of Sales 


Eprror’s Note: One of the things with the same question to every 


most needed in the auto business 
today is management in selling. 
In the article below, Ray Cham- 
berlain, former executive vice- 
president of NADA, gives the es- 
sentials as gathered in 50 years 
in the auto business. 


Chamberlain entered the busi- 
ness in 1906 with H. EH. Wilcoz 
Motor Car Co., Minneapolis. He 
joined Packard as truck sales 
manager of the New York branch 
im 1916. He became national truck 
sales manager in 1917 and gen- 
eral sales manager of Packard in 
1924. In 1981 he became distribu- 
tor for Packard in Buffalo. From 
1941 to 1945 he was executive 
vice-president of NADA. He now 
is manager of Automotive Pub- 
lishing Co., Cleveland. 

+ * * 

T. the auto business — and 
every other retail activity 
needs—is more salesmen and fewer 
messengers, according to Ray 
Chamberlain, a 50-year automotive 
veteran and former executive vice- 

president of NADA. 


Chamberlain, now manager of 
Automotive Publishing Co. 
Cleveland, told a story to illus- 
trate his thesis. Though the in- 
cident happened years ago, he 
believes that the salesman- 
messenger concept still plagues 
the selling field today. 

“Shortly after our fourth child 
arrived,” he recalled, “my wife ad- 
vised me that since our oldest was 

a girl and must 
soon have her 
own room, the old 
house would not 
be big enough 
and we must 
therefore seek a 
larger one, We 
decided we 
wanted a rural 
location; an old- 
ish house with 
lots of yard; a 
Ray Chamberlain =pniace that we 
could work at and improve, one 
with a nearly antique atmosphere, 
or at least some of the charm of 
age. 

“The following Sunday afternoon 
we put the kids in the car and 
started looking, and late that day 
We ran across what looked the 
part. There was a “For Sale” sign 
in the yard, and I called the firm 
for information, The salesman who 
visited me knew nothing definite 
about the property, and at my sug- 
gestion he made a date with the 
owner for us to look at the inside. 

” > = 


oa that point on he was 
simply a messenger, running 
between the owner and myself, car- 
rying offers and counter offers until 
We reached an agreement on price 
and terms. All through the negoti- 
ations he never once named one 
reason why we should buy that 
house. 


“He was no salesman. He was 
@ messenger, just as most automo- 
bile salesmen are, trotting from 
customer to the sales manager with 
an offer and then running back 
with a counter offer. An insurance 
man first convinces you that you 
need more insurance, then he pro- 
ceeds to sell you his company as 
the one you should use. That is 
greatly needed in the retail auto- 
mobile business. 


“These messengers are in 
reality working for the purchaser 
more than for the dealer who 
pays their commission, since they 
usually try harder to get him to 
raise the allowance for the trade- 
in te a point that too often means 
a loss of gross profit, 

“Real salesmen and good sales- 
manship are greatly needed in the 
retail automobile business today,” 
he declared. “We need a lot of good 
men who have and will exercise 
their ability to win friends and 
influence people. 

“The fault lies as much with the 
dealer as anyone. His general ap- 

roach in advertising, now is ‘best 
Seal in town,’ I’m the wildest 
trader,’ etc. What can 
of their salesmen Fadl ‘nleal 
approach? Of course the customer 
asks at once ‘How much for my. 
car?’ and goes down the street 


other dealer.” 
* 


* > 
Retail Sales Management 


See said enough at- 
tention has been directed to- 
ward good accounting and good 
service management, but that re- 
tail sales management has been 
largely ignored. Since the gross 
profit of an automobile dealership 
is supposed to originate through 
the sales of new automobiles, it 
would seem logical that the man- 
agement of the sales department 


should have full attention and 
thought, However, all too many are 
and unfortu- 
nately many are not managed at 


not managed well 
all, Chamberlain contended. 

“The automobile is no longer a 
curiosity and customers cannot 
be expected to flock to show- 
rooms and thus make their 
thinking about buying a new car 
evident,” he said. “Salesmen must 
be something more than nice 
likable young men who hang 
around the showroom waiting 
for customers to come in, and 


when one does stroll in, he is 
given scant attention unless he 
asks for it. 

“A man once asked a friend, 
‘How do you find business?’ The 
reply was, ‘By looking for it.’ Just 
so it is in the business of selling 
new automobiles at retail. You find 
prospects and make sales by look- 
ing for the business. 

“I make no pretense of knowing 
|all there is to know about selling 
either automobiles or anything else. 
I have had a lot of experience doing 
; those things and have had the ad- 


Wondering how new-car and truck pro- 
| duction and sales are making out? AUTO- 
Ie NEWS gives you the entire story, 


plus many other pertinent facts concerning 
the automotive industry, every week 
throughout the year. 


vantage of being in an ‘observa- 
tion post’ for many years. 
* = * 


“TT DO claim that there is a system- 
atic method of sales manage- 
ment which, if followed carefully, 
can be depended on to produce a 
profit. That system is, either en- 
tirely or partially in use in many 
dealerships today. It naturally 
divides itself into several parts and 
I shall deal with them separately.” 
The first thing is to fix the ob- 
jective, he said. “How many cars 
do you want to sell in a year? How 
many will your market. absorb 
without your applying ‘forced draft’ 
in the nature of unprofitable in- 


| ducement? The figure you arrive at 


may not—and most probably will 
not—match the thinking of your 
(Continued on Page 19, Col. 1) 
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Veteran Chamberlain Tells How... 





Put Management 


Ahead of Sales in 


‘O@ 


(Continued from Page 18) 


factory. That old ‘percent of price 
in their craw 
and they want to register every car 


class’ is sticking 
they can to beat the competition. 
“Well, it is a fine thing to out- 
shine the competition, but who 
takes the rap when that is done 
under pressure? You do, don’t 
you? If not you have a very 


onsistently . . . year after 
year for over a half-century... 
Dana has built up a rich fund of 
knowledge and skill in auto- 


motive power transmission and 


chassis design. 


Dana service is complete and 
comprehensive. It creates... 
engineers... manufactures. It is 


a service that has produced 


Toledo 1, Ohio 


unique factory and I know lots 
of dealers that would like to talk 
business with it, 

“Don’t blame the factory sales 
manager too much, After all he is 
between the heads of his plant, 
who naturally want all the volume 
possible, and the retail organiza- 
tion who want to make a fair re- 


millions 


majority 


turn through the sale of their cars, 
He is ‘damned if he does and 
damned if he doesn’t.’ He can’t be 
right and since the factory is sign- 
ing his check he is bound to lean 


that way. 
* + + 


How Many Cars? 
—— too, let’s not overlook the 
fact that there may be just the 
slightest chance that his estimate 
of what can be sold profitably in 
your dealership may be nearer right 
than yours. It is an acknowledged 
fact that many dealers have been 
‘forced’ into greater volume than 
they believed possible and many 
will admit that had it not been for 


factory pressure they would not| both standpoints. Take the total 


of Spicer units for a 


of the manufacturers 


of automobiles, trucks, buses 
and tractors. 


No matter what type of auto- 


motive vehicle you make ...no 


matter what type of power trans- 


mission or chassis design you 


require... Dana engineers and 


resources can serve you well. 


DANA will be at the ROAD SHOW 








2-Deck Auto Freight Car 
Introduced in Canada 


OTTAWA, — The government- 
owned Canadian National Rail- 
ways has introduced a double- 
deck freight car called the largest 
freight unit in North America, 

It is capable of carrying eight 
automobiles on two decks, load- 
ing and unloading under their 
own power through special 
ramps. Twenty-five units have 
been built by Canadian Car & 
Foundry Co., Ltd., Montreal, 





have made the money that they 
have. 

“So let’s be fair and try to 
arrive at a reasonable figure from 


SPICER PRODUCTS: Transmissions + Universal Joints + Propeller Shafts 


© Axles « Torque Converters * Gear Boxes « Power Take-Offs + Power 
Take-Off Joints « Rail Car Drives * Railway Generator Drives « Stamp- 


ings Spicer and Auburn Clutches « Parish Frames * Spicer Frames 
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registration in your price class 
for your territory and figure out 
how many should be replaced in 
a year, Make a reasonable allow- 
ance for new buyers and up- 
graders and divide the total by 
what you consider your share as 
reflected by past experience. 

“When you have arrived at that 
figure, figure out how much gross 
profit that will provide and how 
that compares with your expenses 
of operation. Comparison of these 
figures will bring you to a result 
that you feel is reasonable and 
will be profitable. This, then, can 
be subdivided into months, based of 
course on the history cycle of 
monthly business. 


“There, too, you then have a 
figure to use in estimating what 
|your used-car job is going to be 
}and are then in a position to plan 
that department’s work as well as 
that of new-car sales.” 

+ ? + 





XT, Chamberlain said, the 

dealer must decide how many 
salesmen he will need. This is dif- 
ficult because of the number of 
variable factors. All men do not sell 
the same number. Some will do 
much better under good supervision 
and direction. The so-called human 
element is just as active in this 
work as in any, and therefore rea- 
sonabie ailowance must be made 
for failure to produce. 

Qualifications and where to get 

salesmen is another question. 

Some dealers advertise for them, 

some watch the graduating 

classes for likely men. “Practi- 
cally speaking,” Chamberlain 
said, “you probably are always on 

the lookout for good salesmen, I 

never met a dealer who had too 
many good salesmen.” 

Generally it is felt that some- 
thing could well be done to make 
the selling of cars as a profession 
more attractive than it is now. 

Every spring several large cor- 
porations send men to college cam- 
puses all over the country seeking 
the best of the graduates as em- 
Ployes. Naturally young men just 
getting out of school are interested 
in what these emissaries have to 
offer and what the future promises. 
Many present dealers once were 
salesmen or service men. 

“Car selling offers a distinct fu- 
ture to young men interested in 
getting into business for them- 
selves,” Chamberlain said. “Get ac- 
quainted with various professors 
and get them to advise you of the 
likely young men about to gradu- 
ate. Make their acquaintance and 
sell them the retail automobile 
business as a future.” 

> > > 


What to Look For 


HERE are, of course, certain 

qualifications that should be 
present in every man to assure 
him a reasonable chance of success. 
That does not mean that they must 
invariably be present. Here are a 
few characteristics which Cham- 
berlain suggests it is well to look 
for: 

1. Arrractive Men “By this we do 
not mean pretty men. We mean 
men who are attractive to their 
friends and acquaintances. Men 
who find it easy to get acquainted 
and whom other folks instinctively 
like.” 


2. Enercetic Men “There is a lot 
of work attached to good selling 
and lazy men never do well at it 
or much else either, so we want 
men who are not afraid to put in 
the hours of work needed,” 

3. Educated Men “Not neces- 
sarily college graduates, although 
college experience is certainly de- 
sirable. There are, however, lots 
of good salesmen who never went 
to college.” 

4. ORGANIZATION MEN “We want 
men who will be proud of their 
connection with us and work for 
the good of the whole organization. 
‘Teamwork men’ is another way of 
putting it.” 

5. Inrstucent Men “There is no 
substitute for fundamental intelli- 
gence. You can’t make a silk purse 
out of a sow’s ear. Neither can you 
make a good salesman out of a 
dumb kluck. Don’t waste time try- 
ing. You never have anything. It’s 
a waste of effort. 

“Make every applicant fill out an 
application blank and give you ref- 
erences. Always have a long thor- 
ough talk with the man before you 
hire him so that he will know what 

(Continued on Page 100, Col. 1) 





All America’s 


talking 


about it! 


The all-new ‘Jeep’ vehicle with big new sales potential... 


Forward Control 


A franchise with more profit-making ideas! It’s not surprising that 
prospects are turning to the new FC-150. It has more to offer !—more 
new features like Forward Control design that puts the engine be- 
hind you, that places a record-breaking 74” pickup box on an 81” 
wheelbase. That means the shortest turning radius of any 4-wheel 
drive truck. And it retains traditional ‘Jeep’ stamina and versatility. 


Get into this profit picture! Whether you handle ‘Jeep’ vehicles ex- 
clusively, or as an addition to your present line, they’re a great profit 
opportunity. If added to your present line, you don’t give up a thing! 
You retain your present operation and add the profit potential of the 
‘Jeep’ vehicle franchise. You use the same physical facilities, with 
little increase in operating expense, and you add substantial profits. 


Others in the ‘Jeep’ family of 4-Wheel-Drive 


Universal ‘Jeep’ 


‘Jeep’ Truck 





e New Forward Control design 

e Maximum cargo space on minimum wheelbase 
e “Go-anywhere” maneuverability 

e Famous ‘Jeep’ ruggedness and economy 


e 4-wheel-drive traction and versatility 


Greatest new truck features! That’s the enthusiastic word from 
‘Jeep’ dealers. Acceptance of the new Forward Control ‘Jeep’ FC-150 
exceeds all expectations. More retail prospects are finding it the 
answer to their work problems, more prospects are signing on 

the dotted line. This tremendous response means that ‘Jeep’ dealers 
everywhere are building additional sales...and additional profits 
on top of an already profitable franchise. 


This newest 4-wheel drive truck advance marks the first time any 
4-wheel drive truck has so effectively combined such exceptional 
maneuverability with so much cargo capacity! The all-new 

‘Jeep’ FC-150 puts a 74” pickup box on an 81” wheelbase to provide 
record-breaking cargo space per inch of wheelbase. And it has other 
new features, like the spacious new Safety-View cab, the largest 
wrap-around windshield in the FC-150 weight class, big 40 inch 
springs and new improved shock absorbers. 

The advanced Forward Control ‘Jeep’ FC-150 has safety-tested 
big-truck features, with traditional ‘Jeep’ stamina and versatility, 
plus new styling and comfort, for the 5,000 G.V.W. user! 

The economical ‘Jeep’ engine combines with a new 16-gallon gas tank 
to provide a cruising range of up to 300 miles on just one filling. 
It’s today’s most efficient 4-wheel drive truck! 


Newest addition to the 4-Wheel-Drive ‘Jeep’ family! 








- 

, 7 Cc ? So 

p 

K- ‘Jeep’ vehicle gross profits are higher than those of most lines. That’s Get the detailed facts today | 
it what ‘Jeep’ dealers say. And gross profits, after the washout, are 
y! averaging $475.16. There’s no wheeling and dealing competition : . 
1e down the street ! Nearly 50% of all ‘Jeep’ vehicle sales are clean deals. Fill out and mail the coupon below. 
h ‘Jeep’ vehicle resale value is far greater. And there are additional ; "i 7 1 
Ss. profits from the sale of a wide variety of special equipment. There S no obligation . 
> vehicles: 153 ° 


Dealer Development Department 
Willys Motors, Inc., Toledo 1, Ohio 


| 


Without obligation, please have a representative call and give me 
information about the ‘Jeep’ family franchise. 





Name 

Address ie d : : oe 
City : State = imam 
Business is ; ee Position ; hd ibaa mee 





‘Jeep’ Utility Wagon 
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Layout, Advisors, Parts, Training Stressed . 


Panel Lists Roads to Shop Profit 


SAN FRANCISCO.—“Service and 
Parts Operation” was the title of 
the second service session held last 
Saturday (Jan. 26) in connection 
with the NADA convention. 

It was moderated by Ferris Miles, 
a Dodge-Plymouth dealer in Red- 
wood City, Calif. Miles is a 25-year 

veteran of the 
auto - retailing 
field and has had 
his own dealer- 
ship since 1939. He 
is vice-president 
of the Northern 
California Motor 
Car Dealers Assn. 
In his remarks, 
each panelist 
referred to ques- 
tions in recent 
F. Miles surveys conducted 


Goodwill Gets Assignment 

Roy E. Goodwill jr. has been ap- 
pointed a representative in the De- 
troit district of Allis-Chalmers In- 
dustries Group. 


LOOK T0 DAYBROOK 


...For the Finest, Most Complete Line of 
Materials Handling Equipment For Trucks! 


® Your Daybrook distributor offers a new stand- 
ard of Customer Satisfaction! 


@ The Daybrook complete line is 100% designed, 
engineered, and manufactured by Daybrook— 
assuring quality of materials, finest construction 


and workmanship. 


@ New, exclusive mechanical construction fea- 


by NADA. The questions were 
asked and answers exchanged 
among panelists only. It was not 
an audience-participation type of 


presentation. 
= > a7 


Developing Mechanic 


Apprentices 
By Paul Schamp 
Service manager, Van Ness Auto Sales 
(Oldsmobile), San Francisco 

The subject of this address deals 
with an effective program to 
develop apprentice automobile 
mechanics. 

The motor car of today is the 
product of experts in a variety of 
highly technical fields and is com- 
posed of a series of precision units 
which, over the course of its period 
of usefulness, require technical 
service, maintenance and repair. 

It is obvious to this audience 
that the automotive mechanic 
capable of working on this 
mechanical, automatic master- 
piece must be a skilled crafteman. 


For reasons such as death, disa- 
bility, retirement and other causes 
there is in the industry a consid- 
erable annual decrease of journey- 
men mechanics. 

Added to the possibility of scar- 
city of men with the ability to 
keep automobiles rolling on the 
roads is the increase in car pro- 
duction and, in consequence, expan- 
sion in service business. It is im- 
perative to maintain and increase 
manpower in our field by a program 
of recruitment of apprentices. 

> - az 

There are a number of methods 
of recruiting young men between 
the ages of 18 and 25, desirous of 
being trained in a trade, while they 
may at the same time earn while 
they learn. 

The sources are: principals and 
teachers in high schools; the Fed- 
eral Government labor public rela- 
tions department, which advises 
young men about apprenticeships, 
located in this city in the Ferry 
Building, and trade schools oper- 


tures—PLUS the sealed hydraulic cylinder that 
merits Daybrook’s one-year warranty. 


gure — 
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“Easy-payment terms, nothing, 
here’s my check for the entire 
amount.” 


ated by the State of California 
Adult Education Division. 


Occasionally, applications are 
made directly to the dealership 
by recently released servicemen, 
who have acquired some experi- 
ence, and who are, therefore, 
graded according to their serv- 
ice records, 

The recruit apprentice makes 


application with an employer for a 
job, then enters into a union agree. 
ment for a period of four years, 
This begins with a probationary 
period of 90 days which is judged 
by the employer, the union and the 
trade school which he must attend. 
During this time the employer is 
free to exercise an option, 

The four year agreement prevents 
job-hopping, since it requires that 
the apprentice serve out this length 
of time with the firm with which 
he signed up. 

* 


* * 


Apprentice Pay 
Apprentice pay starts at 60 per 
cent of journeymen’s pay, with a 
step-in-grade advance every six 
months, providing work and grades 
are satisfactory to employer, union 
and school. Fringe benefits for 
apprentices are the same as those 
accorded journeyman mechanics. 
During the period of appren- 
ticeship, should the man prove to 
be unsatisfactory, an appointed 
board consisting of a dealer, a 
union official, an independent 
garage owner and a State voca- 
tional board representative hears 
and passes on the complaint. 
Present union agreement allows 
(Continued on Page 24, Col. 1) 


CONSULT YOUR NEAREST 
DAYBROOK DISTRIBUTOR FOR: 


ALABAMA—FAIRFIELD—Duncan Mfg. & Equipment Co. 
ARIZOMA— PHOENIX— Superior Coach Sales & Service 


Traiter Sales Co. + LOS 


Say & Hoist Co F Ges SAN FRANCISCO vty Travter Seles Ce. 
COLORADO — DENVER—Timpte Bros., Inc. 
COMMECTICUT — SOUTH NORWALK — Truck Equipment 


Co., inc. 


TON—Miller Sales, lnc « SACRSORNALE 


BRADEN 
—Florda Trailer & E: Co. « ion 
Equipment Co.«W. PALM 
GEORGIA ATLANTA— Brooker Truck Covmet Co. 
IDAMO— BOISE —Cari R. Burt Equipment Co. 


oenge fate 8 Gemipmant Setes Ca.* © SPRINE- 


ILLINOHS— CICE 
FIELD—Capito! Trailer & Body Co. 

INDIANA — EVANSVILLE— Superior Wenn ForT 
WAYNE—Hooser Truck ot . sviLE— Warner 
Commercial Body, Inc. » Equipment 
& Machine Co. 


VOWA— DES MOINES— Weston Dump Body Co. 
MANMSAS— || BERAL —Tradewind Industries, Inc. 


KENTUCKY — 
—BATON ROUGE—Desiers Truck Equipment Co. 


H BEND —Generai 


LOUISVILLE—Tom Rice, Inc. 


LOUISIANA 

© SHREVEPORT— Dealers Truck Equipment Co. 
MARYLAND BALT!MORE— Warner Fruehaut Trailer Co, Inc. 
MASSACHUSETTS — MEDFORD—W. F. Lacey & Sons Co. 


DETROIT — Knorr- 


Maynard, inc. « GRAND 
RAPIDS— Alhed Truck Co. + LANSING—Truck & 


Trailer Equi; 


Co_+ LLE—J. J. Lynn & Son* « 
Equipment Co. 


pment 
SAGINAW Screntihe Brake & 


DULUTH—Lakeshore Coty, . Suipnent Corp. 
ake & Equipment. inc 


MINNESOTA 
« ST. PAUL—Power Brake 


MONT ANA — JOPLIN — McClellan's, Inc. + MISSOULA — 
Superior Coach Sales* 


—OMAHA— Omaha Body & Equipment Co. 


NEW JERSEY — NEWARK—industrial Truck Equipment 
Corp. « THOROFARE—H. A. Deltart & Son 
NEW MEXICO — AL BUQUERQUE—Timpte Bros., Inc. 


ALBANY— Estate of Antrem 3 Ronan + BUFFALO 


—Unoversal Truck Equipment Cor; 

Cc A et inc. « NE 

+ SHERMAN —Sherman Hydraulic Co. + “SYRACUSE 

Sensth. inc. « TROY—Howe Brothers 
Cn re te Cite Equip- 


DAKOTA—FARGO—Travis Bros. Body Works 
OHIO _CINCINNATI—Mtwivin L. Aston Welding Co. » CLEVE- 


LAND— 


& Associates, 
TOLEDO—R 


Harry 3 Reynolds 


—Kencar Equipment Co. 
nedy-Manner Truck Equipment Corp. « YOUNGS. 


TOWN—Dentry Truck Body & Trailer Service Co. 
OKLAHOMA — TULSA—Truck Parts & Equipment Co. 
OREGON — PORTLAND —Rudy Yost Equipment; Air Mac, Inc.® 
PENNS YLVANIA— ALLENTOWN Allentown Brake & Wheel 


ment Co. « HUMMEL'S é 
PHILADELPHIA—S. J. pw ty = -Barati Br 


. by 
Service Company . WILLIAMSPORT~ 
— KNOXVILLE — Post & 


TENNESSEE ine. 
MEMPHIS—Dealers Truckstell Sales, Inc. + N WviLLe— 


Tennessee Steel 


Products, inc. 


TEXAS—DALLAS—T. aulic Co. « EL 
PASO—P &R Truck Equi - Co. « SOUSTON Track P Parts 
8 Body Corp. 


inc. « ANTONIO—Commercial 


TA FALLS—Longhorn Trailer & Body Co. 
UTAH—SALT LAKE CITY—H. H. Nielsen Equipment Co. 


; Mclthany ‘ 
ING TON—SEATTLE— * taro Trailer & Lng m4 
7 Air Mac, Inc.® © SPOKAN! |E—Spokane Machinery tac.; 


fac. toe. 


WISCONSIN — APPLETON — by = Body Works, 


Ine. 
Equi Co., inc. « mat: 
; ed yy SE Co.,1 

A — WASHINGTON — ios 


CANADA—SASKATOON, SASKATCHEWAN—Milne Distribu- 
tors, Ltd. ° ng VANCOUVER, BRI BRITISH COLUMBIA—Pioneer 


usa ava can “ew Services, Inc. 


@ Expert “Field Engineering” assistance that 
puts the right equipment on the job. 


See your Daybrook distributor . . . let him help 


you with the equipment and “know-how” that 


makes trucks more than transportation. 


DAYBROOK HYDRAULIC DIVISION - L. A. YOUNG SPRING & WIRE CORPORATION + BOWLING GREEN, OHIO 
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truck dealer who knew 
what his customers wanted 


Trouble was, what they wanted, he didn’t have. His line of 
trucks just wasn’t complete enough. 


INTERNATIONAL Dealers don’t have this problem. They sell 
the world’s most complete line of trucks. Asan INTERNATIONAL 
Dealer, you can match trucks to every customer’s needs ex- 
actly—all the way from half-ton pickups to 90,000 Ibs. G.V.W. 
off-highway models, and everything between. 

For information about an INTERNATIONAL Truck franchise, 
write : Manager of Sales, Motor Truck Division, International 
Harvester Company, 180 N. Michigan Avenue, Chicago 1. 





INTERNATIONAL TRUCKS 


Greetings to all International Truck Dealers attending the annual National Automobile Dealers Association Convention. 
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Stressed... 


Panel Lists Roads to Shop Profits 


(Continued from Page 22) 
a ratio of one apprentice for every 
five mechanics, but should a short- 
age of qualified men be threatened, 
the union may agree in the future 
to increase this ratio. 


For the full four years, appren- 
tices in this area are required to 
attend an assigned trade school 
four hours each 40-hour work week. 
Time for these classes is paid by 
the employer. At these schools he 
is instructed in motor, electrical, 
transmission, rear axle, front sus- 
pension, steering gear, welding, 
body and sheet metal — all phases 
of the business. 

= * + 

On the job, as the jobs are as- 
signed and go through the shop, 
the apprentice is given training 
and supervision by journeymen and 
foremen. 

As with each year more techni- 
cal advances are incorporated into 
the construction of the automobile, 
the manufacturers recognize the 
need for a continuing process of 


FRAM Eas 


*New FRAM Filtronic 
Easy Change Oil Filter Selected 
for these Top 1957 Automobiles 


Lincoln * Mercury + Thunderbird 
Ford + Continental + Turnpike Cruiser 
Packard + Studebaker Golden Hawk 





training and education for the men 
who maintain them. Clearly, ap- 
prentices must be of a caliber to 
assimilate this instruction. 

Throughout the United States, 
millions of dollars are being spent 
by manufacturers of automobiles to 
build and equip training centers 
and to staff them with instructors. 

These training centers hold 

classes five days a week and some 
evenings, to teach and train ap- 
prentices and journeymen in par- 
ticular specialized fields, cover- 
ing all phases of the business. 
For attendance at training 
centers, the dealer pays only for 
the man’s time, 

At the conclusion of four years of 
school and on-the-job training, the 
apprentice has earned his certifi- 
cate and is qualified as a journey- 
man mechanic. 

Automobile manufacturers award 
scholarships to students with apti- 
tude in engineering and design. The 
need for personnel expertly trained 


Studebaker President 


(Patent 
Pending) 


OlL + AIR + FUEL + WATER 


2 EASY STEPS TO INSTALL THE FRAM 
“FILTRONIC” EASY CHANGE OIL FILTER 


1. Unscrew dirty filter from base and 


discard. 


2. Screw new FRAM “Filtronic” Easy 
Change Filter on base until gasket on 
filter contacts base. Then tighten at 
least ¥% turn more—use no tools. Turn 


by hand only. 


TAKES LESS THAN 6 MINUTES 


for servicing these automobiles is 
of equal importance. 

* * * 
Questions and Answers 

(Schamp then discussed the fol- 
lowing service questions:) 

Q. What are some of the uses and 
abuses of flat-rate manuals as set 
up by publishing companies? 

A. Flat-rate manuals are valua- 
ble guides on all mechanical opera- 
tions. They are also very helpful 
in time required for she et-metal 
operations. 

Flat-rate manuals can be 
abused in charges to customers. 
Service salesmen or service man- 
agers, in their zeal to show a good 
sales and profit record, often list 
the time on many single opera- 
tions some of which should be 
priced out using combination 
operations. 

This results in the total number of 
hours being charged out being 
much more than the number of 





A 50-pound shell, fired at a 
velocity of 3,000 feet per second, 
represents less momentum than 
@ 3,500-pound automobile travel- 
ing 15 m.p.h. 


hours actually spent on the job. 
The customer is therefore over- 
charged, and the dealer loses him 
as a future customer. 

Overcharges to service customers 
is high on the list of reasons why 
dealers lose so much of their new- 


y Change 


Oil Filter 


Now original equipment 


1957 cars* 


ration laboratories comes this New 
RAM Filtronic Easy Change Oil Filter 


The new Fram Filtronic Easy Change Oil Filter is complete 
in one unit! No housing, no cover, no separate gasket, no 
oil lines! No connections or adjustments! No-tools required! 


The Fram Filtronic Easy Change Oil Filter screws into 


place as easily as a light bulb. And it’s safer, too. The FRAM 
Filtronic Easy Change Oil Filter has a permanent, built-in 
gasket that insures a positive, leakproof seal and a built-in 
relief valve that insures adequate oil flow under all condi- 


tions. Built-in seals prevent drain back and messy oil spills 
—no need for bucket or dirty wiping rags. A special coat- 
ing on body provides a sure grip when removing or replacing 
—no time lost in looking for or picking up tools. 


Get your share of new oil filter cartridge ‘profits — 
profits created by Fram pioneering. See your FRAM 
representative right away. 


FRAM Corp., Providence 16, R. 1. Fram Canada Ltd., Stratford, Ont. 


car-customer service business to in- 
dependent garages. 


Q. What is the latest develop- 
ment on adequate space require- 
ments for servicing today’s 
automobiles with their complex 
mechanisms? 

A. I shall attempt to answer this 
question for a large dealership with 
a multiple floor facility. 


First of all is proper allocation 
of stall space adequate in size 
and shape with like work being 
located in the same area on the 
same floor. Certainly, like work 
should be done on the same floor. 


One should confine and consoli- 
date like operations wherever situ- 
ated in the building, 


Light, frequently done work 
should be done on the first floor 
and the Leaviest work done on the 
upper doors with the medium work 
dor:e on the middle floors. 


i‘urthermore, the entire shop 
should be departmentalized to take 
advantage of specialized mechani- 
cal skills. A final test of the effec- 
tiveness of the above applications 
of good shop layout principles is 
the extent to which minimum 
movement of cars has been effected. 

. * *~ 


Control of Unapplied Time 


Q. How can we control unapplied 
time in the shop? 

A. One effective method we use 
in our shop is to arrange to sched- 
ule new-car after-sale service on 
slack days of the week. Pay-labor 
jobs accupy our full time Mondays, 
Tuesdays and Wednesdays. Thurs- 
days and Fridays are not so busy 
so we ask our recent new-car 
buyers to come in for their free 
service on those days. 


We mail our car owners a 
letter telling them that we have 
reserved Thursdays and Fridays 
for them to use, giving them the 
names of our service advisors to 
contact for an appointment. 


Another answer to this problem 
is to keep a ready list of customers 
and work needed which can be used 
to fill in anticipated slack hours. 

I suggest you measure your per- 
centage of unapplied time before 
and after the application of the 
above measures and you will be 
surprised to see the improvement. 

* 7 * 


Q. What are some of the ele- 
ments of a good service depart- 
ment personnel meeting? 

A.1. Good leadership. 

2. Brief and to the point dis- 
cussion. 

3. Instructions clearly stated. 
4. Operating figures analyzed 
and explained. 

5. Refreshments served. 

Q. What makes an efficient serv- 
ice department operation? 

A. If I were to name six of the 
more important factors in shop 
efficiency they would be: 

1. Dealer location. 

2. Dealer interest in service. 
3. Ease of access for cus- 
tomers. 

4. Shop well departmentalized 
and specialized. 

5. Well-trained service person- 
nel, both mechanics and ad- 
visors. 

6. Adequate procedure for 
handling the work order from 
its inception to presentation to 


the customer. 
= o . 


Improving Service 


Department Efficiency 
By Lenwood (Len) Ball 
Partner and service manager, Dana-Frane 
Motor Co. a). Oakland, 
Today’s automobiles and trucks 
are the finest engineered pieces of 
equipment we have ever sold to 
the American public. To properly 
preservice and maintain them, we 
need auto technicians that know 
every working part of these fine 

cars and trucks. 

The manufacturers have given 
us training programs, service 
bulletins and service manuals ex- 
plaining all adjustments and 
methods of repair. We would like 
to tell you some of the ways we 
help our mechanics so we can 
give the customer the service on 
his car or truck he has a right 
to expect, 

We purchase all special tools 
recommended by our manufacturer. 
These tools are installed on wall 
boards convenient for the 
mechanic’s use. Therefore they 
have no reason for not doing the 

(Continued on Page 120, Col. 1) 
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Chevrolet Dealers and Chevrolet, 
the first team in the automotive 


* Two important factors stand out as major reasons for Chevrolet’s unparalleled 
i j success in the automotive business. One is the ability and integrity of Chevrolet’s 

1 U \ T aggressive dealer organization (63% of the dealers have been affiliated with 
Chevrolet for 10 years or longer!) operating within a Quality Dealer Program. 


The other is the high quality of Chevrolet products themselves. Together, these 
factors account for the 2% million more Chevrolet cars and trucks on the road 
than any other make! 


es Ss ee0eat7, os 


Unquestionably, this is a direct reflection of the teamwork which exists 
between Chevrolet dealers and Chevrolet. Sales leadership is the crowning result, 
with all it means in greater opportunities for Chevrolet dealers. And in this 
teamwork shines a vitality, an enthusiasm to win, which will be the foundation 
for Chevrolet leadership for years to come. . . . Chevrolet Division of General 
Motors, Detroit 2, Michigan. 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Toledo 

New-car sales by Toledo and 
Lucas County (O.) dealers were off 
5,793 last year from 1955, according 
to figures compiled by the Toledo 
Automobile Dealers Assn, 

Sales for 1956 totalled 20,603, as 
against 26,396 in the preceding year 
and 22,119 in 1954. 

Only two makes—lImperial and 
Clipper—registered sales gains last 
year over 1955. Also up was the 
number of foreign car sales. Two 
new Continentals were sold during 
the year. 

Here is how the various makes 
stacked up last year with 1955: 

Chevrolet, 5,776 against 6,103; 
Ford, 4,624 and 5,685; Buick, 
2,102 and 3,071; Plymouth, 1,699 
and 2,132; Oldsmobile, 1,455 and 
1,965; Pontiac, 1,395 and 1,921; 
Mercury, 787 and 1,620; Dodge, 
724 and 831; Chrysler, 485 and 
767; Cadillac, 387 and 491; De- 
Soto, 326 and 502; Nash, 233 and 
314; Studebaker, 118 and 230; 


Lincoln, 113 and 134; Hudson, 81 
and 88; Willys, 55 and 204; Impe- 
rial, 49 and 5; Clipper, 31 and 7; 
Packard, 21 and 200; Kaiser, 7 
and 32, and miscellaneous, 133 and 
94. 

Dealers sold 1,719 new cars in De- 
cember, compared with 2,101 in the 
corresponding month of 1955.— 


(George E., Toles.) 
* + a 


Montreal 

Sales of new models in Montreal 
are declared favorable by dealers 
of the various companies. 

So far, according to local dealers, 
credit tightening by banking au- 
thorities has not affected sales to 
any extent as purchasing power 
has remained high. Usual winter 
months slackening has been less 
pronounced this season and more 
and more customers have been tak- 
ing delivery of new models, rather 
than make just inquiries for final 
deals in the early spring. 

The used-car market is reported 


holding its own and although at 
this time of year deals are slower, 
it is stated that good clean used 
models are readily liquidated. 
Montreal dealers, generally, said 
that 1956 was a “good” year and 
business turnover as favorable as 
any for a number of years past. 
They generally looked forward to 
continued high volume in 1957.— 


(Jules Larochelle.) 
* * * 


Columbus, O. 


A total of 936 new cars were reg- 
istered in Franklin County (Colum- 
bus), O., in the first 15 days of Jan- 
uary, compared with 914 in the cor- 
responding period of December. 

Ford retained its commanding 
lead over Chevrolet, 295 to 188. 

Plymouth was a strong third with 
93. 

Other registration totals were: 
Buick, 75; Oldsmobile, 63; Dodge, 
61; Pontiac, 44; Mercury, 30; De- 
Soto, 24; Cadillac, 22; Chrysler, 
10; Imperial, 7; Nash, 5; Rambler, 





4; DKW, 4; Studebaker, 3; Lin- 
coln, 2; MG, 2; Volkswagen, 2; 

Continental, 1, and Fiat, 1. 

Truck registrations for the Janu- 
ary period totalled 67, compared 
with 55 in the first 15 days of the 
preceding month. 

By makes, registrations were: 
Chevrolet, 26; International, 19; 
Ford, 8; GMC, 8; Dodge, 3; Volks- 
wagen, 2, and White, 1, — (Bert 
Strang.) 


* * + 


Pittsburgh 

New-car registrations in the 
Pittsburgh area were relatively low 
in the week ended Jan. 12, accord- 
ing to the Bureau of Business Re- 

search of the University of Pitts- 
burgh. 

The bureau’s index of general 
business activity advanced to 111.3 
percent of the 1947-49 average 
during the week. It was at the 
approximate same level a month 
earlier. 

Steel mills in the area continued 
operations at 100 percent of prac- 
tical capacity during the week.— 
(Leon M. Leffingwell.) 

* 


Manhattan, Kans. 

Sales of all vehicles in Riley 
County (Manhattan), Kans., took 
on fresh vigor in the first two 
weeks of January, compared with 


Attention Mr. New Car Dealer- 


DO YOU WANT AN EXCLUSIVE PLAN FOR YOUR 
RETAIL USED CAR OPERATION AT NO COST TO YOU? 
THAT WILL GIVE YOU... 


— FASTER TURNOVER 
— MORE PROFIT PER UNIT 
— GREATER SHOP PROFITS 
— REDUCE REPOSSESSIONS 


— NEW—DIFFERENT ADVERTISING APPROACH 


AUTO WARRANTY COMPANY 


BONDED PLAN ON USED CARS 


| Full Year Guarantee - 100% Parts and Labor - No Mileage Restrictions - Nationwide 


Here for the first time in automotive selling history is a warranty 
program completely different in all respects. 


A warranty program which is honored at any new car dealership in 


the United States. 


Right now successful dealers usin 
merits in their daily retail selling of us 


cars. 


our program are proving its 


Used car managers and their salesmen find this new selling asset is 


helping to close deals—makin 
satisfied and repeat buyers da 


9 buyers out of shoppers and creating 
ily. 


Why don't you find out more about this proven plan. Write today. 


C. C. JOHNSON, PRESIDENT 

AUTO WARRANTY COMPANY 
1002 TELFAIR STREET 

AUGUSTA, GEORGIA 


| am interested in this plan: 


Dealership 








the last two weeks of 1956, when 
extremely light registrations were 
reported. 

There were 42 new-car sales in 
the first half of January against 
only 18 in the last two weeks of 
December. 

Used-car registrations were 
higher also, with 175 in the January 
period and 67 in the final two weeks 
of December. 

Sales of new trucks registered 
zero in the December period against 
five in the first two weeks of Janu- 
ary. 

Used -truck registrations gained 
considerably in January over the 
December period. The score: 21 to 
2.—(George M. Hunholz.) 


* * * 


Dayton, O. 

Sale of new cars in Montgomery 
County (Dayton), O. last year 
dipped sharply under 1955 totals, 
Frank Krebs, clerk of courts, dis- 
closed. 

Krebs said 21,460 new cars were 
sold last year, 4,749 fewer than 
the 1955 total of 26,209. Total reg- 
istration of all vehicles was 151,- 
984, compared with the 1955 total 
of 169,594, 

His year-end report noted that 
1,779 new trucks were sold last 
year, compared to 1,715 in 1955. 

A total of 71,962 liens was re- 
corded, compared with 78,975 the 
year before, and 59,686 liens were 
cancelled. In the previous year, 
63,568 liens were taken off the 
books.—(George E. Toles.) 


Boise, Id. 

December new-car sales in Ada 
County (Boise), Id., totalled 363, 
bringing the full year’s count to 
3,033. 

Truck registrations amounted to 
55 for the month and 696 for the 
year. 

By make, December new-car 
registrations were: Chevrolet, 88; 
Ford, 67; Plymouth, 39; Buick, 
25; Pontiac, 21; Nash, 19; Hud- 
son, 15; Mercury, 15; Oldsmobile, 
15; Dodge, 14; Cadillac, 8; De- 
Soto, 7; Imperial, 4; Chrysler, 3; 
Lincoln, 2; Studebaker, 2, and 
miscellaneous, 19. 

Truck registrations were: Chev- 
rolet, 17; Ford, 17; International, 7; 
GMC, 6; Dodge, 4; Studebaker, 1; 
White, 1; Willys, 1, and miscellane- 


ous, 1. 
= * > 


Detroit 

A sharp upturn in new-car regis- 
trations was noted during Decem- 
ber in Wayne County (Detroit), 
with the total of 14,320 representing 

a 30-percent gain over the previous 
month’s count of 11,000. 

Chrysler Corp.’s share of the 
market was 24.16 percent for the 
month, the highest point reached 
during the year. Ford Motor Co. 
accounted for 34.11 percent; Gen- 
eral Motors, 38.86 percent, and all 
other makes, 2.87 percent. 

By individual makes, registrations 
were (market penetration in paren- 
theses): Ford. 4,069 (28.41 percent); 
Chevrolet, 2,597 (18.15); Plymouth, 
1,732 (12.09); Buick. 1,015 (7.09); 
Oldsmobile, 940 (6.56); Dodge. 791 
(5.52); Mercury, 679 (4.74); Cadillac, 
645 (4.50); DeSoto, 465 (3.25); Pon- 
tiac, 367 (2.56); Chrysler, 325 (2.27); 
Rambler, 151 (1.05); Imperial, 147 
(1.03); Lincoln, 138 (0.96); Stude- 
baker, 83 (0.58); Nash, 58 (0.41); 
Hudson, 16 (0.11); Willys, 7 (0.05); 
Clipper, 4 (0.03), and miscellaneous, 
91 (0.64). 

Total new-car registrations for 
1956 were 138,936, compared with 
223,628 in 1955. 

The December new-truck total 
was 832, up nearly 28 percent from 
the previous month’s total of 652. 
The 12-menth total was 10,245, 
—a with 12,542 a year ear- 

er. 

By make, December totals were 
(penetration in parentheses): Ford, 
259 (31.13 percent); Chevrolet, 255 
(30.65); GMC, 89 (10.70); Dodge, 87 
(10.46); International, 50 (6.02); 
Mack, 18 (2.16); Divco, 11 (1.32); 
Willys, 11 (1.32); Diamond T, 8 
(0.96); Studebaker,. 7 (0.84); Auto- 
car, 6 (0.72); White, 5 (0.60); Reo, 3 
(0.36), and miscellaneous; 23 (2.76). 
—(Robert M. Lienert.) 

7 


* * 


Omaha 


The December new-car sales re- 
capitulation for Douglas County 
(Omaha), Neb. showed Ford, with 
252 sales, out in front for the 
month. 

Chevrolet was runner-up with 218. 
A newcomer wound up in third 
place—Oldsmobile with 82. In fourth 
(Continued on Page 27, Col. 1) 
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when 175, compared with 226 the previous | @aune 
were month. The 1956 total was 2,648, =o i 
compared with 2,872 in 1955. : >= 
7 im Truck registrations in December 
Sa were: Chevrolet, 52; Ford, 49; In- 
7 ternational, 19; GMC, 15; Dodge, 8; 
Mack, 8; Willys, 5; Reo, 3; Divco, 1; 
were (Continued from Page 28) Studebaker, 1; White, 1, and miscel- 
or spot, Plymouth, with 71 sales. Buick38; GMC Bus, 32; Studebaker, 25; | laneous, 13—(Thomas L, Forbes.) 
” and Pontiac tied for fifth place, tem 19; oa 11; International ou Ce 
each having 66, Other makes con-/ Bus, 11; Volkswagen, 5; Kenworth, ° 
he tributed to the month’s total of 887|4; Divco, 3; Chevrolet Bus, 2, and| 4 Pg diggin. rosie 
janu- ene ae to the miscellaneous, 4.—(Ruby Fenoglio.) trations in Salt Lake County (Salt 
: as ke City) pushed the December 
ained In — sales, 7s - es Rhode Island total to 1,156, compared with only 
' the first place with f ar teriage h|;,New-car registrations in Rhode|614 in November. The total for the 
21 to and ees a ie cath oon Island totalled 1,623 in December, | year was 11,053. 
17 = <= ae ae ‘ tota’ Meme according to figures compiled by| By makes, registrations in De- 
68, (A th TR Ol ~ ; ovembers! the Rhode Island Automobile| cember were: Ford, 375; Chevro- 
a |Dealers Assn, The total a month| let, 276; Buick, 93; Plymouth, 89; 
i jearlier was 1,925. | Oldsmobile, 63; Pontiac, 55; Mer- 
mery Baltimore The total for 1956 was 26,048,| cury, 49; Dodge, 31; DeSoto, 28; 
year December new-car registrations| compared with 35,249 in 1955. | Cadillac, 26; Volkswagen, 17; 
atals, in Baltimore amounted to 2,137,| | December totals for the various | Nash, 15; Chrysler, 12; Lincoln, 
dis- down slightly from the previous| makes were: Ford, 368; Chevro- | 8; Hudson, 5; Studebaker, 3, and 
month’s total of 2,174. let, 356; Plymouth, 173; Oldsmo- miscellaneous, 11, 
vere For the full year, registrations! bile, 106; Pontiac, 104; Buick, 85; New-truck registrations in De- 
ne totalled 31,152. Mercury, 76; Cadillac, 59; Dodge, |cember amounted to 110, compared 
mg By makes, December registra- | 58; Chrysler, 39; Nash, 30; De- | with 113 in the previous month, The) 
51, am were: Chevrolet, 594: Ford, Soto, 28; Studebaker, 25; Lincoln, | year’s total was 1,940. Parade and Customer Relations— 
otal 472; Plymouth, 253; Oldsmobile, | 17; Imperial, 12; Rambler, 10; | December registrations were:| Since the Tournament of Roses Parade passes in front of his dealership in Pasa- 
131; Pontiac, 129; Buick, 127; | Hudson, 7; Packard, 2; Willys, 2; | Ford and Chevrolet, 39 each; GMC, | dena, Calif., Willard Karl, Willard Karl Motors, Inc. (DeSoto-Plymouth), takes advan- 
that Dodge, 98; Mercury, 71; Chrysler, Clipper, 1; Continental, 1, and (9; International, 8; Willys, 7; | tage of the event to build customer relations. Kari sets up bleachers both inside and 
last 63; Cadillac, 48; DeSoto, 48; miscellaneous, 64. Dodge, 5; Studebaker, 1, and mis-| outside the dealership and invites some 400 friends to see the parade as his guests. 
5. Studebaker, 33; Nash, 14; Lincoln, Truck registrations amounted to | cellaneous, 2. | Prior to parade time coffee and doughnuts are served in the service department. 
eins 6; Packard, 6; Hudson, 2, and | — 
weal miscellaneous, 42. 
Truck registrations totalled 295 
on in December and 3,551 for the year. 
the The November total was 285. 
The December market was 
cant i dames Saoaee. tae SELLING SLANTS OF THE MONTH! 
Ford, 92; International, 29; GMC, 
Ada 24; Dodge, 21; White, 8; Willys, 3; 
363, Mack, 2; Reo, 2; Brockway, 1; 
t to Studebaker, 1, and miscellaneous, 7. 
—(Kate Savage.) 
j to = > = 
the Houston 
A total of 51.341 new cars were 
car registered in Houston during 1956, | 
88 ; compared with 59.055 in 1955. 
ck, The year’s total by make was: | 
ad- Chevrolet, 15,020; Ford, 14,251; | 
~~ Buick, 4,826; Oldsmobile, 3,564; | 
- Plymouth, 3,220; Pontiac, 2,720; | e 
3; | Mereury, Sate; Dodge, 128 Now Available! 
ind Cadillac, 976; DeSoto, 638; Chrys- 
ler, 522; Studebaker, 490; Nash, 
1ev- $27; Lincoln, 321; Hudson, 209; 
, 73 Packard, 140; Imperial, 89; Willys, 
_ 1; 70; Continental, 9, and miscel- 


ne- laneous, 264. 
New-truck registrations for the 
year totalled 7,134, compared with Cw 
8,296 a year earlier. 


By makes, registrations were: 
>m- Chevrolet, 2,738; Ford, 2,318; In- 
it) ternational, 943; GMC, 401; Dodge, 

> 231; White, 134; Mack, 119; Dia- 


~ mond T, 57; Willys, 39; Ford Bus, Di sp osable 


zis- 












he 
he Auto Row Notes 
ed 
0. Reported from * 2 
forni il Filter 
ul S. California at 
ns LOS ANGELES. — Claude R. 
en- Short, Santa Monica, is the first 
t); dealer in southern California to win | 
th, the Dodge Quality Award. 
a Mercury has presented plaques 
to two women in recognition o : 
ac, business management achievements. ... for replacement use in several 
m= They are Pat Ludy, an employe of 1957 car models. 
oe Mike McCarthy's dealership, and 
ae a a See ae This rounds out the AC Oil Filter 
Up * * * : ° ae 
5); Jack Tighe (Lincoln - Mercury), line by providing a replacement for 
us, Culver City, has donated time and every type used in the industry 
space to a Hungarian relief center te ‘ 
‘or there. A number of merchants and as original equipment. 
th service organizations are aiding 
him. 
Se 7. =. Order your stock now from 
n John F. Coughenour has been ap- i 
2. | pointed general sales manager of your regular AC Supplier! 
5, { Beverly Buick Co., according to 
= Spencer T. Honig, president. Cough- 
enour previously worked in Denver. 
‘a, Art F : © Sot PI th) 
d, ros eSoto-Plymouth), 
55 Glendale, has appointed Wayne AC SPARK PLUG BP THE ELECTRONICS 
87 Steffler sales manager. Steffler be- DIVISION OF GENERAL MOTORS 
); gan working for Frost six years 
D3 ago as a salesman. 
7 . ~ * 
O- Henry Henkel western sales man- 
3 ager for Rootes, said more than a TWIST... AND IT’S OFF! JUST THROW IT AWAY! TWIST... AND IT’S ON! 
). thousand of the British-made cars Now oil filters can be changed Throw away the whole filter! New filter is completely in- 
were shipped into California in De- in a matter of seconds. The entire unit is disposed of stalled in one easy operation. 
cember, 1956. Sales of Hillman Minx new epeacble Oe comes off faster than you can read this Slip it on . . . twist . . . and 
and Sunbeam Rapier cars during with a twist wrist. brief message. the job is donel 
the month achieved a new record, 
a said Henkel. 
- , anneal Picks Rep 
ILLINGS, Mont. — Fielden in- 
8. strument division of Robertshaw- © 4 L F k LT Ee co’ sS 
d Fulton Controls Co. will be repre- 


and Northern Wyoming by Conti- 
nental Laboratories, Inc., here. 





h | sented in Montana, Northern Idaho 
| 
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NADA Dealer Panel Attacks Problem .. . 


How to Attract, Hold Mechanics 


(Eprror’s Note: The following 
article is based on remarks 
made by the principal speakers 
at a three-man panel on how to 
attract and hold mechanics at 
the NADA convention in San 
Francisco. Outlines of the dis- 
cussion were passed out to the 
audience and the remainder of 
the forum consisted of spon- 
taneous remarks by members of 
the audience and the panelists.) 


* * + 


AN FRANCISCO. — Dealers will 

have to utilize every available 
source to hire the right men if 
they hope to relieve the acute 
shortage of auto mechanics, ac- 
cording to Arthur Haas, a Chevro- 
let dealer in 
Cleveland, 

Haas was one 
of three main 
speakers who 
participated in 
the first service 
session held in 
connection with 
the 10th annual 
NAD Equipment 
Exhibition run- 
ning concurrently 
with the 40th 


A. Haas 
annual NADA convention here. 


He said that dealers should know 
what they are looking for in a 
mechanic and suggested that they 
write out a description of the job. 
Then, he said, the dealers should 
search for mechanics through the 
employes and customers of the 
dealership and through advertising. 


THER sources of mechanics, he 

pointed out, are vocational 
schools, the U. S. Employment 
Service, private employment agen- 
cies and plants where men are laid 
off. He said some employes try to 
place their workmen on other jobs 
when they are faced with releasing 
them 


When advertising for auto me- 
chanics, Haas said these five 
points should be emphasized: 

1. Job security. 

2. Opportunities, 

3. Good working conditions. 
4. Job satisfaction. 

5. Adequate earnings. 


Haas is an attorney, a past presi- 
dent of the Cleveland Automobile 
Dealers Assn. and has lectured on 
employer-employe relations at the 
Chevrolet Post Graduate School for 
Dealers’ Sons for 10 years. He has 
served on the NADA Employer- 


Horsepower Tax 
Hinted in Ky. 


LOUISVILLE. — A license tax,| 
graduated according to horsepower, 
has been suggested by Don Stur- 
gill, acting State safety director. 

He says his proposal is not} 
planned as a revenue measure, but 
to force makers to reduce horse- 
power as a safety measure. Sturgill | 
has suggested a graduated scale, 
ranging from 15 cents per horse- 
power on cars of 201 to 250 horse- 
power, up to $2.50 per horsepower 
for those of 350 horsepower or more. 
This would mean an average of $22 
a year for a license now costing $5. 





tion by the Legislature, which is not 
scheduled for another session until 
January, 1958. 


Bendix Sales Up, 
But Profit Dips 


NEW YORK.—Net sales, royal- 
ties and other operating income 
of Bendix Aviation for the fiscal 
year ended Sept. 30 were $581,418,- 
734, compared to $567,249,923 for the 
previous year, President Malcolm 
P. Ferguson, announced in the an- 
nual report last week. 

Earnings for the year were $24,- 
278,263, compared with $25,888,599 
in 1955. Ferguson cited new labor 
agreements and expansion pro- 
grams as factors in the profit 
decline. 

Net working capital of Bendix 
at Sept. 30, 1956, was $112,560,229, 
eompared with $111,060,646 at Sept. 
30, 1955. 


The proposal would require “| 


Employe Relations Committee for 
eight years. * 
+ 


Interviews Needed 
aes COLLARD, a Dodge- 
Chrysler-Imperial dealer in 
Waterloo, Ia. and an NADA direc- 
tor, told the dealers that the proper 
interviews of auto mechanics are a 
key factor in hiring men who can 
best serve the public. 
“There is an acute shortage 
- of qualified me- 
chanics,” he said, 
“and interviewing 
potential me- 
chanics thorough- 
ly can weed out 
men who might 
Prove costly to 
both the dealer- 
ship and the car 
owner.” 

He emphasized 
the need for pri- 
vacy when inter- 

viewing a prospective employe, 





F. Collard 


pointing out that it is necessary to 
relax the applicant and not to be 
interrupted. 

“The more he talks, the better 
insight you will have into his per- 
sonality and his potential with your 
organization,” Collard asserted. 

Recommending the use of an ap- 
plication form, he suggested that 
dealers question interviewees about 
gaps between past employment and 
omissions on their applications. 

He said that questions based 
on completed applications regard- 
ing family, health and experience 
often lead to additional informa- 
tion that may heavily influence 
an employer’s decision on 
whether to hire. 

Collard added that a wise move 
is to have applicants talk with 
other key men in the organization 
in order to get a composite view 
and reveal potential personality 
conflicts. 

A franchised dealer since 1919, 
Collard hag been the NADA direc- 
tor in Iowa since 1948 and is a past 


president of the Iowa Automobile 
Dealer Assn., the Waterloo Auto- 
mobile Dealer Assn, and the Black- 
hawks Dealers Assn. 

a * * 


Check References 


EORGE RANES, a DeSoto- 
Plymouth dealer in Dallas, told 
the dealers of the importance of 
checking references when hiring 
auto mechanics, 
He said that if 
dealers wanted to 
improve the qual- 
ity of mechanics, 
they should only 
hire reliable me- 
chanics and a 
thorough check 
on references will 
reveal the type of 
person who is 
being considered 
for a job. 





G. Ranes 
“Make a personal visit to a refer- 


” 


ence, if at all possible,” he sug- 
gested. “Many people dislike giving 
references honestly over the phone 
or in writing. But a long distance 
phone call is worthwhile and can 
save a lot of later grief. And check 
all references, 

“If you decide to hire a man 
whose references you have checked 


thoroughly, he will be impressed 
with the pains you have taken to 
select him.” 

Ranes said that checking an ap. 
plicant’s credit standing is a good 
idea, but this reflects only his 
honesty and stability, not his ability 
to get along with people and to 
work on a team. 

Questions to be asked former 
employers, he said, should con- 
cern the pay of the applicant, his 
absentee record, his ability and 
habits, how he gets along with 
people and what union affilia- 
tions he has. 

Ranes also is a lawyer and prac- 
ticed law until 1941 when he be- 
came a dealer in Evansville, Ind. 
He moved to the Dallas dealership 
in 1952. 

Moderator of the panel was Guy 
B. Arthur jr., a Toccoa (Ga.) man- 
agement consultant specializing in 
employe opinions. He has been an 
NADA management consultant 
since 1947. 


Armstrong to Build 
WAVERLY, Tenn, — Armstrong 
Motor Co. will build a new one- 
story sales building at an estimated 
cost of $50,000 to replace one de- 
stroyed by fire. 
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A Weapon Against ‘Blitz’ ... 


The Key 


to Success 


Via Service Traffic 


Eprror’s Note: Following are 
the texts of addresses delivered 
yesterday (Jan. 27) at the second 
service clinic of the 40th annual 
NADA convention in San Fran- 


rs Service Traffic 
With Profit 


By Fred J. Fletcher 
Fletcher Motor Co, (Buick) 

San Jose, Calif. 
Againthis year, NADA has 
scheduled a sym- 
posium to discuss 
the important sub- 
ject of service in 
a dealership. 
It would seem 
that after these 
many years the 
subject matter 
would be ex- 
hausted and the 
issue stale; but 
we doubt that the 
need for a reap- 


praisal of this department was ever 
more urgent than it is today, and 
the reasons for this thinking will be 
outlined later. 

We have here today three men, 
each of whom will handle a differ- 
ent phase of service. 

In an effort to obtain a broad 
spread of experience, the commit- 
tee selected a man from each of 
the major manufacturers — Chrys- 
ler, Ford and General Motors — 
and then, to further diversify the 
experience, it was thought best to 
select one man whose operation 
was in a large metropolitan dealer- 
ship, a dealer in a key point, and 
finally — and probably more im- 
portant to most of us—a smaller 
city operator who is the service 
manager, foreman and service 
salesman all in one. 


The subjects to be covered will 
be: 


1. Sales promotion and customer 
relations. 


2. Shop space, equipment, and 
utilization of facilities, 

3. Profit through cost control and 
volume. 

e * * 

In a moment, I shall present to 
you a panel member who is well 
qualified to speak on each of these 
subjects. 

Before I present these men to 
you it seems appropriate that we 
should review the reasons for our 
belief that a superior service per- 
formance is not only sound but, if 
we are to survive in this disorderly 
market, it is a downright necessity! 

There never has been a time 
in the automobile business when 
a good, active service department 
was not of prime importance, and 
the dealer who operated such 
a department always found that 
he had an advantage over the 
competitor who neglected this 
field. 

This was pointedly true in the 
early years of the industry and it 
hasn’t changed. In the early years, 
many makes of cars were faulty, 
and the dealer struggled with a 
comparatively inferior product, but, 
because of his superior service, he 
built customer good will and 
retained his customers until the 
faulty model was corrected or, as 
happened in many instances, a 
franchise for a better make was 


Ss OF THE MONTH ! 





“Just a minute, John! Just 
because you know I buy my new 
car from you every year you're 
having it too soft—now give me 
your regular sales talk.” 





offered to him. Good service depart- 
ment performances saved many 
dealers then and will today. 

The fact that all cars are of 
sound value today does not lessen 
the need for aggressive service 
operation. The need is intensified 
for the reason that in the last few 
years we have witnessed a break- 
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Trend to dual headlamps forecasts 


new profit opportunity for dealers! 


AC brings you... 
GUIDE 





SAFETY-AIM 


. . . to meet all replacement needs! 


DUALS 


Dual headlamps, now appearing on some 1907 cars, indicate 
a broadening market trend. Guide has these new 534- 
inch headlamps (T-3-4001, single filament—and T-3-4002, 
double filament). This will put you in readiness for the new 
replacement demand. These Guide Duals will be the T-3 
Safety-Aim type with the Guide-pioneered Safety-Aiming 


plane built in and accurate to ten-thousandths of an inch. 


Get in touch with your regular © Supplier 






More News! 


NOW —meet every motorist’s lamp requirements with this 
comprehensive package. Only a small investment gives you 
full coverage of the market. And they're packed attrac- 
tively for counter or shelf display. Ready now! Order 
from your regular AC supplier. 


AC MINIATURE LAMPS 


for every automotive application! 













down of even those few sustaining 
supports that served to protect us 
to some degree. I mean in particu- 
lar the support that formerly 
derived from protected territory, a 
standard price structure and sound 
financing. 


Service Remains 

Now these have all gone, The 
only department in our businss that 
hasn’t been weakened by one force 
or another is the service depart- 
ment. To lose the supports just 
mentioned would have been bad 
enough, but that wasn’t all! For 
with the change came even greater 
threats to our new-car profits; I 
refer specifically to the introduc- 
tion of a vicious selling technique 
that resulted from the freedom al- 
lowed because of a change in the 
interpretation of regulations under 
the law as it now stands. 

We do not take issue on this 
subject, but we would be foolish 
to ignore the effect it has had upon 
our business; for with this change 
came new threats such as boot- 
legging, unethical advertising and 
price bushing, all of which can be 
summed up under the term of 
“Blitz” selling! 

To cope with these several 
threats would normally have dis- 

couraged a lesser breed, but to 
their everlasting credit as rugged 
individualists, let it be said that 
they were disturbed but not dis- 
mayed. They had the courage to 
continue in spite of these threats. 

It is believed by many sound 
dealers that the “Blitz” boys will 
be with us for some time to come. 
They will continue their deceitful 
advertising, the gimmicks and the 
come-ons. The public will continue 
to go into their showrooms to be 
victimized by the many devices 
that a conscienceless operator has 
at his command. 

Yes ... there is no reason to 
believe that the circus sales acrobat 
is not going to be with us in the 
future, and there is no reason to 
believe that the public will be less 
gullible. It would be a mistake if 
we presumed that those who adver- 
tise that they want the public to 
hurry in and buy cars under cost 
will all go broke. 

> > > 

Some of them do become victims 
of their own advertising copy and 
sell below cost, but many of them 
do not, and these have—by devious 
means — made money. We are 
going to compete with them today 
and for the foreseeable future; let 
us not be misled in this! 

Now, what do we have with 
which to protect ourselves if 
what has been said here is true? 


who enjoys service customer 

good will, and we can capitalize 

on this weakness. 

In the service department we 
meet again and again those people 
who can insure our future. It is in 
this department that a dealer can 
assure himself of better than 50 
percent of next year’s new car 
quota—and at a profit both in car 
sales and from service gains. 

It is in this department that we 
can defeat the unethical advertiser 
and the fast operator, but — of 
more importance — we do so with 
the satisfaction of knowing that 
what we have done engenders re- 
spect and at the same time in- 
creases our profits and our standing 
in the community. : 


Franchise Asset 

Gentlemen, the service depart- 
ment is a separate asset of our 
franchise. It is one part of our 
business that is our own. The car 
We receive next year may be hot 
or it may be cold, we have no con- 
trol over that, but our service oper- 
ation is ours. It is as good as we 
make it. Here we control the 
volume and the profit, but more 
important, we either build or fail 
to build good will— and good will 
is the most valuable product of our 
business. 

It is in the service department 
that a dealer builds his reputa- 


place his business in the future. 
This panel joins me in a strong 
recommendation to those of you 
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Its Use as Public Relations Tool... 


Service--A Weapon Against ‘Blitz’ 


(Continued from Page 29) 


who may not now be promoting this 
department to its fullest potential 
that you give it your full support, 
not only to obtain a substantial 
profit as a reward, but in addition, 
to gain that most valuable of all 
assets—good will from the public. 

It may be a sad commentary but 
we must recognize that the public’s 
respect for auto dealers is at an 


all-time low. We can think of no / 


better means to improve their 
respect and regain their confidence 
than through the avenue of shop 
service. 

+ > 


Utilizati 


Shop Space and Facilities” my first 
thought was what 
can I say that has 
not already been 
developed many 
times by acknowl- 
edged service 
experts. 

Having oper- 
ated a dealership 
in Stockton, Calif., 
for the past 25 
years, the com- 
ments which fol- 

J. H. Eagal Jr. low are based on 

our individual experience in devel- 

oping our entire service operation. 

We are probably like most dealers 
and have gone through a period 
of many years of operation without 


Of Shop Space 
And Facilities 
By John H. Eagal jr. 


a plan for knowing in which direc- 
tion to turn. During those years 
our service business had grown 
with the development in our trade 
John H, Eagal Co, (Ford) area and we had shifted and added 
Stockton, Calif. equipment and stalls from time to 

When I was first assigned the/| time as the need seemed to demand. 
subject concerning “Utilization of!As a result of this indefinite 


fumbling, we found that our facili- 
ties seemed to be overloaded and 
still we were not making a profit 
or a satisfactory absorption—which 
all dealers know is most desirable 
from a competitive sales point of 
view. 

I visited other dealers trying to 
find the answer to our problem but 
found they too were having the 
same trouble; and after several 
weeks of travel came to one con- 
clusion — that as a dealer charged 
with the management of his busi- 
ness (and you all know that is no 
easy job), I could not hope to solve 
these problems alone. 

+ o = 

First, because I did not have 
enough answers in my book of ex- 
perience and second, because I 
could not concentrate enough time 
to get such a tremendous job done. 

I found out that I could obtain 
engineering experience from sev- 
eral sources to aid me in this job. 
As a result, contact was made and 
the consultant called for a discus- 


New England's Oldest Hudson Dealer— 


Harold Williams, left, of Williams Auto Co., Westfield, Mass., signs his new Hudson 
franchise as he begins his 47th year as a Hudson dealer. He is the oldest Hudson 
dealer in point of service in New England. At the signing are Herbert Wood, center, 


dealership sales manager, and Robert J. 


manager. 


Goodyear, American Motors Boston zone 





sion. He advised me that he did not 
have all the answers in a little book, 
but did have a wide general back- 
ground in solving such matters 


SELLING SLANTS OF THE MONTH! 


Today... AC offers 


Industry’s most complete 


line of air cleaners... 


even including a new dry-type disposable unit! 


For years AC has supplied the latest, most 
modern versions of oil-bath and oil-wetted 
air cleaners. As a matter of fact, AC was one 
of the early pioneers in the field. AC 

has maintained its leadership in this 

field against all comers. 


Now, AC makes available, too, the latest 
development in the air cleaner field—a 
dry-type disposable unit which made its 
bow in the original equipment field with the 
introduction of many of the 1957 models. 
The advantages of the new dry-type air 
cleaner are many. It saves space... 
provides high dust capacity . . . maintains 
high-velocity air passage . . . operates 
efficiently at all engine speeds. These 

and other impressive advantages lead us 

to predict a continuously growing market. 
Round out your stock with the new 
dry-type air cleaner. This gives an AC 
replacement for virtually every application. 


AC SPARK PLUG > THE ELECTRONICS 
DIVISION OF GENERAL MOTORS 


Order Now From 
Your AC Supplier! 


CLEANERS 





which could be blended with our 
own experience and knowledge of 
our local conditions. 


A sketch was made of all 
available space in our dealership 
and a study and discussion of 
the best uses began. First, the 
proper handling of the customer 
both in and out of our dealership 
—in other words, proper traffic 
flow. 


Service customers should be able 
to drive direct to the estimating 
area which should always flow for- 
ward and not be headed into a wall 
from which they have to back out 
into a flow of incoming traffic, (In 
other words, service write-up should 
be done on a production line 
basis.) 


This estimating area should be 
near the entrance, but far enough 
inside the building to prevent 
blocking of the driveway. The ratio 
of one customer reception stall to 
each three working stalls has 
proven to be very efficient. Lubrica- 
tion stalls should not be near the 
entrance to function properly, as 
they have the greatest on and off 
traffic, but near the reception area 
where service writers can use them 
for suggestions and work needed. 


Command of Traffic 


A service island was constructed 
and located where the service 
writers could be seen at all times 
and also from which they had full 
command of incoming traffic, 

Our second problem was produc- 
tive stall arrangement. It was 
pointed out to me that today’s au- 
tomobile is in no way comparative, 
from a service viewpoint, to the car 
of 10 years ago. 


Today's car is equipped with an 
engine capable of running nearly 
100,000 miles before requiring an 
overhaul, although it is complex 
and will need many adjustments 
and maintenance attention during 
this mileage. 

Recent analysis has shown that 
the most consistent service sales 
involve lubrication, tune-up, electri- 
cal work, wheel alignment and bal- 
ance, brake adjustments and recon- 
ditioning, fuel and exhaust repairs 
and body shop work. Heavy work 
to engines, rear axles and trans- 
missions are only minimum sales. 

Many dealers are using valuable 
space today for obsolete service or 
the so-called occasional sale, and 
these should be sublet in order to 
utilize space for quick services with 
quick profit turnover. 

- a ” 


With space at a premium to most 
of us, the next consideration should 
be the value to us of a properly 
arranged productive stall. This is 
easily arrived at by multiplying the 
man-hours worked per day times 
the days worked per year, times 
your hourly retail rate. 

As an example, a shop working 
eight hours per day, times an aver- 
age year’s work of 260 days, times 
customer hourly rate of $5, will 
have a maximum potential sale of 
$10,400 per year. This figure was 
computed at 100 percent efficiency 
which we know is impossible to 
attain. However, proper arrange- 
ment of the stall will contribute 
greatly to performance. 

Departmen’ 
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“Meet My Wonderful New Baby” 








It used to be that De Soto 
dealers had two fine cars to sell. Now 
they’ve got three! And the 

newcomer’s name is FireSweep. 

And what a newcomer! 

She’s long, she’s low, she’s De Soto 
bred through and through. Whatever 
your prospects want, 

this new De Soto’s got! 

There’s a 4-door sedan, a 2-door 
hardtop, a 4-door hardtop, and two new 
4-door station wagons—the 

Shopper and the 3-seat Explorer. 
Priced competitively for volume 
selling, the new De Soto FireSweep 
line has actually increased every 

De Soto dealers’ market coverage 

by a whopping 50%! 

This wonderful new baby of ours is 
just one of the reasons why 


we keep saying... 


IT PAYS TO BE A DE SOTO DEALER! 
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Weapon Against ‘Blitz’... 





Success 


Via Service Traffic 


(Continued from Page 30) 


job working on relatively few 
parts of the car. This produced 
a higher gross profit per job done 
than a mechanic who works on 
all parts of the car. 

~ Results of surveys made in the 
last year give us a good yardstick 
on needed service stalls: 


Productive Minimum 
Hours Stalls 
Per day Required 

22 4 
27 5 
32 6 
38 7 
43 8 
70 13 
100 16 
400 50 


A dealer that has a shop wider 
than it is long would have 90 degree 
stalls and allow an aisle width of 
22 feet. A shop that is narrow 











would have 45 degree stalls and 18 
foot aisles for greatest efficiency. 
+ * + 


Space Requirement 


Space requirement today 
emphasizing metal work) is: 


(not 


Type of Percent of 

Operation Working Stalis 
Diagnosis & quick service ........ 45 
Repair service ..................cccccccesssee 30 


Maintenance service 
Used-car repair 
Body shop 
In my opinion it is not worth- 
while to spend money for an elabo- 
rate body shop in space and equip- 
ment unless your own business 
produces insurance work on a con- 
trolled basis; otherwise, work 
solicited today on a bid basis does 
not supply enough gross profit. 
Body repair stalls, wash racks 





Boley Donates Driver-Training Cars— 


K. O. Boley, president, Boley Chevrolet Co., East Rainelle, W. Va., turns over four 
cars to school officials for use in driver-education programs at local high schools. 
From left are Boley; Cleo Walkup, instructor; E. V. Core, principal, Rupert High School; 
Dave McClung, instructor; Dale Ocheltree, principal, Rainelle High School; Russell 
Redden, instructor; Frank Arritt, principal, Meadow Bridge High School; Paris Hume, 


instructor, and Dotson Robinson, principal, 


and paint booths should be 
located away from the reception 
area and entrance because of 
noise and paint odors—which are 
displeasing to customers, 

Heavy repair stalls should be 
located close to the parts depart- 
ment for easy availability for parts. 


Crichton High School. 


as our best parts customer and 
treat them as such, 

Front end alignment stall is sim- 
ilar to our lubrication stalls and 
serious consideration should be 
given for easy access at all times. 

ad 7 * 


Provide outside parking space ad- 


We consider our shop mechanics| jacent, if possible, to the dealership 





Sell More Versatility 


increase truck sales to industrial users 








Join the Nation-wide Organization of Prosperous Dealers Who Handle 
Davis Equipment. Write for the Name of Your Nearest Distributor. 


Truck-Mounted 
Back-Hoe 


cae 
COMPLETELY DETACHABLE FREEING 
TRUCK FOR NORMAL UTILITY 


The Davis Back-hoe — already the world’s largest selling 
back-hoe is now available as a truck-mounted unit to pave 
the way for more sales to utilities, plumbers, oil firms, 
and construction companies. It is available for all one-ton 
or larger flat-bed trucks. The basic back-hoe — available 
in the new Model 210 or the popular Model 185 — fits onto 
a truck attaching kit which is equipped with retractable 
runners actuated by hydraulic cylinders that enable the 
unit to be loaded or unloaded to the digging position in a 
matter of seconds. In the digging position the stabilizer 
feet absorb the shock load and the truck is merely used 
as a counter balance. The hydraulic system is powered by 
any one of a number of suitable industrial gasoline engines, 
or on some trucks it is available with full torque power 
take-off. It is easy to install, and is completely detachable 
in less than five minutes...leaving the truck free for its 
normal work. Its cost is so amazingly low...in comparison 
to others, that you and your customers will be surprised. 
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digging . . . mokes profitable sales. 








|and easy to enter. The size of the 


area should be on the ratio of two 
parking stalls for each production 
stall. This enables a double choice 
in location for incoming work — 
either placed in a work stall, when 
Such is available, at the time of 
the write up, or placed in the park. 
ing lot. 

We believe that all work as- 
signed to mechanics should be 
controlled by one person from a 
given point, either from a con- 
trol tower or a dispatch sheet, 
according to the size of the 
dealership. No one in the dealer- 
ship has authority to override 
this man, including the dealer. 


All job assignments should be 
made over an intercommunicating 
system which covers the entire 
operation and saves Many man 
hours, which in turn increases your 
gross profit. This man is responsible 
for time study of the job, having 
another unit ready so that no loss 
between jobs develops and to see 
that the unit is ready when prom- 
ised to the customer. 


It is an interesting fact that, in 
most dealerships, 75 percent of our 
building area, our greatest equip- 
ment investment, and our highest 
monthly direct overhead, are in the 
service department. Many of us 
devote great energy to other phases 
of our business and are inclined to 
overlook the potential of a service 
department which is well-equipepd 
and has a good layout. 

Buying new equipment is expen- 
sive, but changing a shop layout 
for greater efficiency does not 
necessarily involve an outlay of 
capital. 

It is a fact that a well laid out 
and equipped shop will produce 

more gross profit on the same 
sales than a poorly arranged 
shop. 

In closing, I would like to re- 
emphasize that before making any 
changes in your present shop facil- 
ities and arrangement, I would be 
influenced primarily by the most 
frequent service sales to my cus- 
tomers and those sales that produce 
for me the best profit. I do not 
think it wise to continue to main- 
tain stalls and equipment using 
valuable space for the type of work 
that no longer exists on a volume 
or preferable basis in today’s mar- 
ket and on today’s automobile. 


Profit Through 
Cost Control 
And Volume 


By Vern Richards 
Service Manager 
Vai Strough Chevrolet Co. 
Oakland, Calif, 

First, let us recognize that un- 
necessary expense is waste, and re- 
duces the percentage of net profits. 

But many successful dealers’ 
service departments have installed 
rigid expenditure controls to the 
point where their service depart- 
ment retains 10 percent or more 
net profit on their total customer 
internal and sub- 
let labor sales. 

For example, a 
service depart- 
ment producing 
$21,000 in cus- 
tomer, internal 
and sublet labor 
should come up 
with a net figure 
after all expenses 
are paid, includ- 
ing service de- , 
partment share Vern Richards 
of pro-rated administrative ex- 
penses, of $2,100. 

If the shop appears to be ‘busy 
and the percentage of net profits is 
low or showing a loss figure, cer- 
tainly the quickest way to get re- 
sults is to look for ways to cut 
expenses. Expense reduction may 
be a matter of better control; per- 
haps eliminating excess nonproduc- 
tive personnel, or a large item such 
as shop supplies, or maybe a great 
number of smal] items whith total 
up to a large sum. 

, ” * * 

Productive personnel in a service 
department are mechanics, lub men, 
painters or any other person whose 
labor is sold to the customer on the 
repair order, for a profit. 

Therefore, excessive expense oc- 
curs with these employes only 
when volume drops or work has not 
been scheduled properly, allowing 
their lost or idle time to pyramid 
into a large dollar figure. As we all 
know, nonproductive personnel are 
(Continued on Page 34, Col, 1) 
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In Philadelphia, buying begins at home 


| be 
iting 
ire 
man 
your 
sible 
ving 
loss 

see 
‘om- 


, a 
our 
uip- 
hest 
the 
f us 
ases 
d to 
vice 
epd 


pen- 
yout 
not 
of 


out 
ice 
me 
ed 


any 
cil- 


' ; 
ost 

us- 8 
uce | 
not 
ain- 
‘ing 
ork 
ime 
jar. 





The Bulletin goes home...delivers more copies to more people 


every seven days in Greater Philadelphia than any other newspaper 


To those who sell automobiles and accessories, Greater Philadelphia 
offers a $1,252,000,000 market each year! Be sure your selling be- 
gins in the home where the decisions to buy are made. Advertise in 


Philadelphia’s home newspaper — The Evening and Sunday Bulletin. 





he | The Bulletin packs selling power in a market noted for its buying 
a power. Philadelphians like The Bulletin. They buy it, read it, trust 
2 it and respond to the advertising in it. The Bulletin is Philadelphia’s 
ut home newspaper. 
ay } 
ae | Now—R.O.P. spot and full COLOR—Evening and Sunday 
ch 
‘I Advertising Offices: Philadelphia, 30th and Market Streets * New York, 342 Madison Avenue 
Chicago, 520 N. Michigan Avenue. Representatives: Sawyer Ferguson Walker Company in Detroit 
ce Atlanta * Los Angeles * San Francisco 
20 
he 
- ° * “ 
y In Philadelphia nearly everybody reads The Bulletin 
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Its Use as Public Relations Tool... 
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Service--A Weapon Against ‘Blitz’ 


(Continued from Page 32) 
employes whose labor is not sold 
to the customer. 

These include the service man- 
ager, shop foreman, service sales- 
men, dispatcher, porters and car 
jockeys. Their salaries are 
charged as a direct expense to the 
service department. 

Nonproductive personnel expense 
is one that all dealers and service 
managers alike must analyze each 
and every month, because in too 
many dealerships there is a tend- 
ency during the rush season to in- 
crease nonproductive help and, 
when the volume drops off, it is 
quite a problem to lay them off or 
demote them back to the bench, 
because of the demoralizing effect it 
has on the organization as a whole. 

To control expenses, we first must 
review the responsibility of the 
service department personnel. 
Among other duties, they must 
greet the customer, sell service and 
the product, write up the repair or- 
der, turn out the work efficiently, 







New Thompson plant now in operation. 


road test the car, bill and collect 
for the work, deliver the car to the 
owner in a clean condition, and 
make a profit. 


* * s 


Ability and Quality 

The quality of the service depart- 
ment’s work can be no better than 
the ability and willingness of its 
employes to do good work. There- 
fore, expenses are controlled to a 
great extent by the efficiency of the 
department’s personnel. 

It may be worth more than a 
casual study. A dealer who wishes 
to have his service manager operate 
efficiently in controlling expenses 
must furnish him with a monthly 
operating statement so he can ana- 
lyze his sales ratio to gross profit, 
the gross profit ratio to net profit. 

Furthermore, the service man- 
ager has to take into considera- 
tion the cost of space, heat, light, 
power, and the investment of 
equipment, the pay of nonproduc- 
tive employes, as well as mechan- 


ics, the dribble of dollars that go 
into supplies, customer comeback 
jobs that must be done over with- 
out charge, maintenance of shop 
equipment, the high and usually 
hidden cost of furnishing custom- 
ers with free courtesy cars, all of 
which steals from gross profit. 

It is an axiom in business that 
there is a substantial expense in- 
crease which follows volume, and 
careful study of every item of ex- 
pense is essential to maintain a net 
profit for the dealership without 
sacrifice in the quality of work con- 
tained in the shop. 

> * + 

The service manager would be no 
less than a genuine genius if he 
could do all this without the aid of 
the revealing guides of an operat- 
ing statement. 

In my experience as service man- 
ager in both large and small dealer- 
ships, the first step I took was to 
build a good organization of loyal 
and spirited men who worked to- 
gether as a team to obtain one goal 


chassis parts. 






Business As Usual... 





A spinal injury suffered in an automobile accident did not deter Max H. Phillips, 
Pacific Coast regional manager for Freeman & Freeman, Inc., Denver, from holding a 
meeting with his staff of Porcelainize regional representatives. From left are William 
Fanjul, Edward R. Vallance, Phillips, C. G. Leighton, Allen E. Butler, and W. C. Thomp- 


son. The meeting was held to acquaint the representatives with the new Porcelainize. 


—keep our customers satisfied and| product, plus jobber-sponsored 


make a profit for our dealer. 
We have taken advantage of all 
factory training schools on our 


= now! 


Thompson’s new, modern automotive 


parts manufacturing facility 


LREADY production is humming 

in Thompson’s brand-new parts- 
manufacturing plant just opened at 
34201 Van Dyke, Warren (Detroit), 
Michigan. This completely modern fa- 
cility is employing the latest methods 
and equipment available to provide 
low-cost, most efficient manufacture of 


Chassis design improvement has be- 





come an increasingly important fac- 
tor in the automotive industry’s future 
planning. This, plus the tremendous 
acceptance of Thompson steering link- 
age and other chassis parts has made 
Thompson’s latest expansion necessary. 

Finer steering linkage and suspen- 
sion parts, new and advanced manu- 
facturing techniques, better customer 
service—these are but some of the 
advantages that Thompson offers you. 

Have your engineers call on Thomp- 
son to help develop your steering link- 
age and suspension, Write, wire or 
phone Thompson Products, 34201 Van 
Dyke, Warren, Michigan. 


You can count on 





Michigan Division: Detroit * Portland 


clinics in our area, so our men 
are familiar with all the new 
product changes on our cars and 
are capable of repairing them 
properly in flat rate time or bet- 

ter. 

At our dealership we hold a two 
and one-half hour general service 
meeting each month. The purpose 
of the meeting is to discuss the 
latest product information and 
changes in service methods and pol- 
icy, instructive films on repairing 
some specific unit of our car also 
are shown. Open discussion is held 
before dismissal to make sure 
everyone in attendance thoroughly 
understood the topics of the meet- 
ing. 


Expense Control 


So that my whole organization 
may help me control expenses, I 
keep an expense control chart in 
my office which is kept up to date, 
covering the following items: 

1. Sale and cost of customer labor 
in the mechanical shop. 

2. Sale and cost of customer labor 
in the body shop, to keep a close 
check on the accuracy of the body 
and paint estimates. 

3. Totals of lost or idle time by 
productive personnel recorded 
from the time cards each day. 

4. Supplies, laundry, maintenance 
of equipment and small tools pur- 
chases. 

5. The maintenance cost, includ- 
ing gasoline, for service department 
trucks and cars. 

6. Total cost of customer come- 
back work which had to be done 
over free of charge. 

7. Shop damage to customer 
cars by employes. 

8. Time studies of mechanics to 
point out which men are producing 
a profit for us and which men are 
creating an added expense by low 
production. 

7 ” . 


In order to obtain service vol- 
ume, a certain amount of advertis- 
ing must be done. This is an ex- 
pense that must be studied by the 
results you are getting for each 
dollar spent on direct mail, radio 
or newspaper advertising. 

We trimmed our direct mail ex- 
penses by taking advantage of the 
service offered by well-known oil 
companies who now are furnishing 
follow-up cards, work needed cards, 
special mailing cards of all differ- 
ent designs and customer history 
cards (at a token charge) for the 
privilege of merchandising their 
products in our dealership. 

I have found no operation in a 
dealer’s service department as 
expensive to operate as a body 
and paint shop. Unless a system 
of expense control is enforced, 
expenses will drain all the profits 
out of that operation and in 
many instances a body and paint 
department is actually operating 
in the red. 

A system that we use very effec- 
tively starts with the parts man- 
ager purchasing all supplies into 
parts inventory. This includes lead 
grinder discs, tape, sandpaper, bolts 
and nuts, masking paper and other 
necessary items. The body shop em- 
ployes must requisition this mer- 
chandise out of the parts depart- 
ment in the same manner that they 
would draw a fender or moulding. 

Using this method the dealer will 
get paid for all the material used. 
It also allows a body foreman or 

(Continued on Page 35, Col. 1) 
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A Weapon Against ‘Blitz’ . 


The Key to 


Succi 


Via Service Traffic 


(Continued from Page 34) 


the service manager to review the 
finished repair order for excess 
requisitioning of supplies on any 
particular job. 

* * 


Paint Charged Out 


Paint is also stocked in the parts 
department in quart containers for 
cars under two years old and requi- 
sitioned out in the same manner 
and charged to the repair order on 
that job. 

Paint for cars over two years 
old is mixed by the painter as he 
needs it, so that there will be no 
excessive waste of half filled 
paint cans that will never be used, 
which constitutes one of the 
greatest losses in the paint de- 
partment. 

The mixed paint is billed out on 
the repair order at the rate of $1.50 
for each hour that the painter 
worked on that particluar job. 

Straightening metal that is more 
costly in man hours than the cost 
of a replacement part is an un-| 
needed expense that occurs too fre- 
quently in most body shops. 


Another expense in the body de- 
partment that has to be watched} 
closely is the estimating of wrecks. | 
The service manager, with his office 
chart of sale and costs of body shop 
labor and cost sale of parts used in| 
the body shop, will immediately 
point out the weakness or efficiency | 
of persons estimating the work. 

In conclusion, I wish to review} 
what I think are the key points in 
controlling expenses in a service} 
department: 

1. Service manager's study of the} 
monthly operating statement, 
2. Expense control charts kept up | 
to date daily. 
3. Thorough training of service} 
personnel on your product. 

4. A good organization with spirit 
and team work. 

5. But above all, to make a | 
profit and still satisfy the cus- 
tomer. 

I am sure, if these five rules are 
followed, a marked improvement | 
will be your reward. 

.: 2 


Sales Promotion 
And Customer 


Relations 
By C. P. Robinson 


Service Manager 
French Co. (Dodge-Plymouth) 

San Rafael, Calif, 

We are constantly asking our- 
selves: How will we improve our 
sales and customer relations? 

I think the first step is the proper 
use of words. We should ask our- 
selves not how, but when, will we} 
improve service| 
sales and cus- 
tomer relations. 
With this for a) 
start, we had best | 
return to the} 
basic require- 
ments of a service 
department. 

First, to estab- 
lish and maintain 
customer good- 
will and to pro- 
tect and build 
dealership reputation. Second, to 
make a good contribution to the 
profit picture and carry an equal 








J. E. 


C. P. Rebinson 


service department is a necessary 
evil, I have had owners tell me they 
consider it just that, and look back 
to the war time shortage of cars 
when many dealerships depended 
entirely on service for income, and 
profit. 

In those days we were in a “sell- 
er’s market” and had to hold out 
cars and parts so we could have 
something to sell tomorrow. If a 
customer complained about cost we 
were insulted and told him so. 

The majority of owners, how- 
ever, were so pleased that we even 
kept their car running that they 
praised us to the sky and said 
nothing about the rattles, the 
squeaks, the door that didn’t shut 
right, thé steering wheel that was 
not centered, the small scratch 
on the dashboard, or the thing 





Dodge Quality Dealer— 

Winner of Dodge's Quality Dealer Award is Claude Short, second from left, of 
Claude R. Short, Inc., Santa Monica, Calif. From left are Kenny Parr, dealership 
general manager; Short; Jack Hansen, Dodge regional manager; and R. B. McCurry, 
Chrysler zone manager 





that “has been like that since the | plenty of shop time available. 

day I got it.” The new car continues in its un- 
| But that was 10 years ago, We| predictable cycle and the service 
jnow have a “buyer’s market.” We)! dollar continues to shrink. It costs 
|have lots of cars and parts and! us about $2.20 to write and process 








Pe 


te 


efficient accounting. 





a@ service order and about $10 on a 
pro-rated basis to get a customer 
into our dealership. 


* * * 


91% Driven Away 


What happens now? Well, ac- 
cording to some figures from a sur- 
vey made by a leading trade paper, 
we proceed to drive 91 percent back 
out the door—91 percent back out 
the door; 68 percent by indifference; 
14 percent by unsatisfactory com- 
plaint adjustments, 9 percent: by 
prices, 

We lose 68 out of 100 lost cus- 
tomers because of lack of interest 
and attention, and because we made 
them feel unimportant. We lose 14 
out of 100 because we don’t offer 
any adjustment to a complaint. 


I know of no finer, sounder bus- 
iness operation than a properly 
handled complaint of a service 
customer. We all know and recog- 
nize the fact that it is impossible 
to please the public 100 percent, 
but it should be our foremost aim 
to achieve that goal, knowing full 
well that this can never be. 

Newspaper ads, personal mail, 
cards and any other recognized 
form of advertising falls far short 
in customer relationship when the 

(Continued on Page 46, Col, 1) 





WEBER CHEVROLET CO. uses a ‘modern National System for 





FASTER COLLECTIONS are made possible by this National “Class 31" Accounting THESE NATIONALS eliminate cumbersome journals. . . speed 


Machine. 


work, keep records accurate. 


“Our lalional System 


saves us *15,000 a year... 
pays for itself every 10 months!” 


— Weber Chevrolet Co.., Indianola, Miss. 


percentage of all overhead. 

Now, these requirements, to be 
successfully supported, must be 
backed by properly trained, loyal, 
dependable personnel that will keep 
in constant contact with owners 
and take a personal interest in the 
problems and questions of the cus- 
tomer, factory-trained mechanics, 
willing cooperative workers, a per- 
son who sees the responsibility 
vested in him to promote the se- 
curity of his job and that of his 
dealership, the type of person that 
a customer would consider as prob- 
ably an owner of the organization. 

In short, employes who will tell 
People about the service, the sales, 
and the product and will invite 
them to use your facilities. 

oe on * 


Throw out the old idea that the 


“With over 37 years in the automo- 
tive retail business, for the first time 
we have an accounting system good 
enough to keep up with our business,” 
writes J.O. Weber, owner of WEBER 
Chevrolet Co. “Our National System 
reduced our ‘over 30 days’ accounts 
by 76% and saves us over $15,000 
a year! 

“In just 8 months our volume has 
increased 13%, yet we have decreased 
receivables by $7,122. Our Nationals 
made this possible by providing 
regular up-to-date analysis informa- 


tion. In our service station and tire 
departments National Registers have 
given us much needed cash and in- 
ventory control. Our accounting rec- 
ords are in such excellent shape that 
our auditing costs are now much 
lower. 

‘‘Thanks to these tremendous 
time- and money-savings, our Na- 
tional System pays for itself every 


10 months!” 
leon 


Owner, WEBER Chevrolet Co. 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


989 OFFICES IN 94 COUNTRIES 


A National System in your automobile 
business will provide the extra control and 
information you need for bigger profits. 
For a complete analysis of your accounting 
problems, call your nearby National repre- 
sentative—a trained systems analyst. He’s 
listed in the yellow pages of your phone book, 








The \4-ton Transtar Pickup, with exclusive Twin Traction. 


The Golden Hawk creates floor traffic, builds profits. 
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The Packard Clipper Station Wagon opens new selling markets. 





4 own course 


i ‘Balanced Volume’ Franchise 


}* 


- | If you’ve been piloting a “single-line operation” or working with two or more 

| different franchises, you’ll appreciate Studebaker-Packard’s “Balanced Volume” 

Franchise. Here’s wide market coverage under a single merchandising program 

— fine cars...sports cars... low- and medium-priced cars... sedans... station 

4 wagons...anda full line of trucks. But, with the unique “Balanced Volume” 
Franchise you order only the units you want, when you need them. So if you 
want the advantages of a “full-line dealership,” without the drawbacks you 
may now be working under, call or write: Dealer Development Department, 
Studebaker-Packard Corp., South Bend 27, Indiana. 


Studebaker-Packard 


Cosmw POR ATRIOS 


Where puide of Workmanship comes fist! 
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Eprror’s Nore: What are the 
auto makers doing about quality 
control of production? To hear 
the customer tell it, they are 
letting cotton pickers build the 
cars and blind men inspect them. 

At the same time, the word 
around Detroit is that quality- 
control programs have been 
greatly intensified in an effort to 
regain public good will. 

Checks with dealers indicate 
that some progress is being 
made, although the recent model 


changeover, more sweeping than | 


most, has intensified the prob- 
lems. 

This two-part series gives a 
look at what the factories are 
doing, starting with Chevrolet, 
which has been concerned with 
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the Complaints Come In... 


Quality-Control Battle 
Pushed by Makers 





the problem for nearly half a 
century. 
* > * 
By Joseph M. Callahan 
Staff Writer 
UALITY control, according to 
the factory men, is a never- 
ending battle which has to deal 
with the hard 
* facts of nonoper- 
ation and the 
whimsical notions 
of millions of 
vehicle buyers 
who hear noises 
— real or imagi- 
nary. 
Yet the prob- 
lem ig real, and 
at times the com- 








4. A. O’Kroy grounded, for you 
| can take it from Joseph A. O’Kroy, 
|who has been working on quality 


plaints are well-| 
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control for 33 years and who is 
national manager of Chevrolet’s 
quality control department: 

“If we make a mistake, you 
can be sure of only one thing— 
it’s not a little mistake.” 
Chevrolet this year has added a 

flying squadron of experts who 
periodically check the cars in the 
“OK lots” of the 10 car assembly 
plants. In addition, each plant now 
has a production quality and proc- 
ess engineer. 
* * +. 
WAGE the continuing battle 
for quality on the nearly two 
million vehicles that Chevrolet pro- 
duces annually, O’Kroy and his 
staff tackle the problem on three 
major fronts: 
| 1, In the division’s 12 assembly 
plants. 
2. In the division’s 21 manufac- 
turing plants. 

3. With the division’s 3,500 

suppliers. 

The key man in any quality 
control program is probably the 
chief inspector at each plant. 
Each of Chevrolet’s 33 chief in- 
spectors is technically working 
for the manager of his plant. 
But if these inspectors are to be 

| free to inspect and reject any prod- 
uct or component, they must be 
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Aitomotive parts made of Du Pont Lucite make a major contribution to 
today’s smartly styled, efficiently designed automobiles. In the beautiful '57 
Ford, for example, a note of distinction is the handsome, durable taillight lens 
of acrylic resin. The beauty, durability and economy of Lucire have solved 
many decorative and functional design problems for the automotive engineer. 
Available in a wide range of brilliant colors, Lucrre has outstanding strength 
and form stability . . . can be economically molded to close specifications. For 
more information write to E. I. du Pont de Nemours & Co. (Inc.), Poly- 
chemicals Department, Room 3128, Wilmington 98, Delaware. 


BETTER THINGS FOR BETTER LIVING.. 








How It Seems to the Buyer— 


by Chevrolet on quality control. 
oe 2 


sufficiently independent. Chevrolet 
| inspectors keep their independence 
by receiving their working orders 
|from O’Kroy in Detroit and by 
| keeping in almost continual touch 
with the national quality control 
| staff. 


that the chief inspector be a part 
of the plant manager’s staff so that 
he can move up in the organiza- 








ty of 


DU PONT LUCIT E®° 


REG. V. 5. PaT.OFF 


« THROUGH CHEMISTRY 


In spite of the efforts at quality control, the new-car buyer sometimes has rough 
things to say about the car builders. The above cartoon is from a manual prepared 


tion. Otherwise, the position of 
chief. inspector could be an occupa. 
tional dead-end street. 

O’Kroy also said that this rela- 
tionship between the plant manager 
and the chief inspector also encour- 
ages them to work together in the 


O’Kroy said that it’s important | elimination of production problems, 


od * *,. 


NDER each chief inspector is 
a large staff of inspectors. The 
proportion of these inspectors to 
hourly personnel is a well-kept 
secret at every factory. 
Inspection on a typical auto body 
at Chevrolet begins when the body 
arrives at the assembly plant from 
the Fisher Body plant which lies 
adjacent to each Chevrolet assem- 
bly plant and which has a vast 
quality control program of its own, 
Carefully examing each body, 
the inspector lists every imper- 
fection. These defects are method- 
ically compiled and every two 
hours the Fisher Body manage- 
ment and the assembly plant 
management receive a detailed 
report of them. In this way, 
troublesome problems can be 
eliminated almost immediately. 


To handle long-range problems 
and to provide solutions that are 
not merely expedient, these defects 
are reported monthly to all inter- 
ested top management. 

“The important thing,’ O’Kroy 
said, “is to get the job off the line 
with a minimum amount of defects 
—and to repair these defects in 
the next working area. 

“The final assembly check tells 
management what it can expect in 
the field. The important thing is 
not to let imperfections go—to get 
them right away.” 

* = = 

E SAID automobile defects fall 

into two principal classifica- 
tions: 

1. A matter of operation—an item 
either functions correctly or it does 
not. This is relatively easy to 
determine. 

2. A matter of opinion. The big- 
gest percentage of complaints from 
the public are opinions. 

“Take the matter of noises,” 
O’Kroy said. “There’s no instru- 
ment in the world that can accu- 
rately measure the noise made 
by an axle. 

“Each Chevrolet axle is sub- 
jected to a noise test by a man who 
is trained for six weeks in listening 
to axle noises. Many persons are 
physically unable to capably detect 
these noises and some have the 
ability and then lose it. 

“Besides recognizing the noise, 
the axle tester must catalogue the 
noise, For example, it may be 4 
‘low bearing’ or a ‘high bearing’ 
noise.” 

Axle noises reportedly have been 
a bugaboo of the auto industry 
almost since its beginning because 

the body acts as a drum, amplify- 
ing the axle noises. 

Like almost all quality control 
problems, axle noises can be solved. 
These noises can be eliminated by 
insulating the body sufficiently, but 
the cost might be prohibitive. Qual- 
ity control is a continuing compro- 
mise in ‘the minds of factory offi- 
cials between the trouble to be 
caused by certain defects and the 
cost of eliminating these defects. 

O’Kroy said the problem of axle 
noises, like many other problems, 
goes back to the steel used in the 
gears, 

An example of how the quality 
control people go to the root of @ 
problem is that sometimes they 
discover that axle noises are caused 
by a series of gears. that are per- 
fectly all right, except that the 

(Continued on Page 40, Col, 1) 
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WHAT DOES 
HENRY JONES “READ” 


AS HE DRIVES 
TO WORK? 


As Henry Jones rides to work he “reads” the 
sights he knows so well. The familiar places 
and friendly scenes are an ideal setting for the 
dramatic posters that command his attention. 


By their very location—along streets and high- 
ways—painted bulletins and posters are stra- 
tegically placed in an “editorial’’ framework; 
provided by nature and man. They register on 
the mind dramatically. ..are free of distractions. 


Thus they deliver their selling messages with 
massive impact ...to the widest possible audience. 
4 out of 5 people every month remember seeing 
specific OUTDOOR advertisements.* In mar- 
kets tested, more than 90% of people pass 


*From Starch Continuing Study of Outdoor Advertising. 


OUTDOOR ADVERTISING 





current posters, an average of 21 times per 
month. Here is conclusive proof that this basic 
medium brings your advertising message to a 
major portion of America .. . close to the point 
of sale! 

Reach more people more often than you can 
with any other medium! That’s the power and 
the story of OUTDOOR! And you do it at 
lowest cost per 1000 of circulation. In circula- 
tion, impact and flexibility OUTDOOR is the 
perfect answer to your problem of reaching a 
mass audience quickly, efficiently, and eco- 
nomically! 

Certainly you can see that in today’s fast-mov- 
ing, fast-changing world, OUTDOOR belongs 
in your plans more than ever. 











Put your Advertising Outdoors and 
watch the customers go buy! 


INCORPORATED 


NATIONAL SALES REPRESENTATIVE OF THE OUTDOOR MEDIUM 


60 EAST 42ND STREET, NEW YORK 17, N. Y. © ATLANTA + BOSTON + CHICAGO + DALLAS + DETROIT + HOUSTON « LOS ANGELES * PHILADELPHIA «+ ST. LOUIS ¢ SAN FRANCISCO ¢ SEATTLE 
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As the Complaints Come In... 





Quality-Control Battle Intensified 


(Continued from Page 38) 


gears were made from steels with 
different grains. 
* + + 
a Chevrolet quality control 
department is also largely 
responsible for items purchased 
from suppliers. Before Chevrolet 
signs a contract with a supplier, a 
representative of the quality con- 
trol department visits the supplier 
in many cases. 
“We like to get their attitude 
on quality,” he continued, “You 
learn all the hooks and crooks 
in the game in this business.” 
O’Kroy’s department takes special 
precautions on special safety items, 
such as hydraulic brake fluid hoses. 
Before a brake hose is used, a) 
number of hoses are selected at ran- 
dom from each lot and subjected | 
to a “whip” test (to determine its 
ability to withstand bouncing} 
around) and a “burst” test (to 
determine its ability to withstand | 
pressure). 

Then each plant manager is im- 


mediately notified that this lot of 
hoses has been approved for use, 
even if a particular plant has not 
received hoses from this lot. This 
precaution is taken in case hoses 
have to be hastily transferred from 
one plant to another. 

Chevrolet also keeps a check on 
all parts and accessories that are 
sent to dealers for their use. The 
source of each dealer’s parts and 
accessories is carefully noted and 
field sales personnel periodically 
buy these items.and send them to 
the national quality control depart- 
ment for testing. 

Chevrolet officials feel that they 
have been successful in controlling 
quality partly because all purchases 
have been made from the central 
offices in Detroit. 

* ad * 
oa year Chevrolet has made 
these two main operational 
changes in its continuing effort to 
improve quality: 

1, The creation of a group of six 

men who monthly pounce on each 


of the 10 car assembly plants, iso- 
late 10 cars at random from the 
“OK lot” and meticulously check 
800 items on the completed cars. 

Early results of the new program 
have been very satisfactory and 
shortly, when a larger staff has 
been approved, these “flying” visits 
will be made twice a month, 

2. The appointment of a “pro- 
duction quality and process en- 
gineer” at each plant who keeps 
a list of the 10 principal produc- 
tion problems in quality control 
at his plant and methodically 
works to eliminate these prob- 
lems in the order of their seri- 
ousness. 

O’Kroy, who has worked on Chev- 
rolet quality control for 33 years 
and who has been in charge for 
the last several years, said, “I| 
couldn’t begin to compare the qual- | 





ity in today’s cars with the quality | 
30 years ago. In those days. if it| 
was black and if it ran—it was OK. 

“Of course, our problems are| 
caused to a great extent by the fact 
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A windshield for both the front 
and back seats was introduced by 
one manufacturer in 1922. 





that the factory management and 
sales people have educated people 

even the women—to expect much 
more than they did in past years. 
We've also made critical customers 
by getting them used to better 
products.” 

He added that quality control has 
been improving every year and that 
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A modern Formula that may help improve your PROFIT picture 


As a General Motors Dealer, you have an opportunity to use 
the special services of GMAC...services that may help add extra 
profit from additional time-sales business. 


The GMAC :representative for your territory can show you how 
this can be done. He talks sense and he talks facts—and he 
can provide the proof to back him up. 


His story can be important to you—especially in today’s market. 


TANS 


, GENERAL MOTORS ACCEPTANCE CORPORATION 4 


TIME PAYMENT 


PLAN 





THE GMAC THRIFT-GUARD PLAN 
available to General Motors Dealers in 
CHEVROLET * PONTIAC * OLDSMOBILE 
BUICK * CADILLAC 
new cars, and used cars 


of all makes. 







GENERAL MOTORS ACCEPTANCE CORPORATION 


quality control people have to keep 
on top of the problem continually 
by evaluating the situation almost 
every day. 
* * a 

ECLARING that the human ele- 

ment is most important in qual- 
ity control, he said, “It’s the con- 
trols which you build up — starting 
with the management down to the 
man on the line. 

“We're not reluctant to exchange 
information about our system. But 
that doesn’t mean too much, It’s 
the people and the organization you 
have to work with that‘s important. 
All the checking equipment is 
available on the open market.” 

He said the function of quality 
control was to point a finger at 

the trouble, find it’s cause and 
make recommendations for the 
correction of the trouble. 


| “After all,” he continued, “there 
|}are only three possible reasons 
behind any trouble—men, material 
or machines. People always have 
an excuse or a crutch. But we talk 
only in facts and figures.” 

The facts and figures of which 
|O’Kroy speaks are amassed by his 
chief assistant, Charles Gossom, 
who heads the “modern methods” 
section, which is Chevrolet’s name 
for the statistical part of the qual- 
ity control department. 

Gossom compiles and correlates 
|all the defects that have been dis- 
covered in each component or 
product at each plant. These 
defects are then tabulated on bar 
graphs (for quick and easy read- 
ing) and delivered monthly to each 
interested official. 

These graphs show many facts 
and trends, including how quality 
varies from month to month and 
from plant to plant. 

An important function of this 
|section is also the correlation of 
complaints from auto buyers and 
dealers. 





* * x 


HILE the quality control is pri- 

marily concerned with present 
production, it must also deal with 
the past by watching the quality 
of parts on dealers’ shelves and in 
warehouses, and the future by pre- 
paring for the quality control of 
| future models. 
| Ordinarily quality control begins 
|to prepare for a new model 18 
|months before production starts, 
| preparing new inspection proced- 
ures and ordering new inspection 
tools. 

“With that 18-month lead, we 
| just have to keep our fingers 
| erossed and hope the engineers 
| don’t change their minds,” O’- 

Kroy said. “Another thing, any- 

thing we do has to be multiplied 
| 10 times for our 10 plants, 
| Since taking charge of Chevro- 
|let’s quality control department, 
| O’Kroy has compiled a set of books 
|containing all the details of each 
inspection operation at each plant. 

He said the function of quality 
control starts with styling and en- 
gineering. His job ‘is to see that 
production conforms to the specifi- 
| cations prescribed by these depart- 
ments. 

O’Kroy concluded, “The first tool 
of quality control is organization. 
But in the long run, it’s the people 
|in the organization and how con- 
| scientiously they follow up.” 

(Next week’s article will tell 
what the other auto factories are 
doing to improve the quality con- 
trol on their 1957 cars.) 


Buick Dealers Choose 


Hellyer in Los Angeles 


LOS ANGELES. — The Buick 
Dealers Assn. has elected K. F. 
Hellyer, West Los Angeles dealer, 
as president for the coming year. 

Other officers include Jerry Spar- 
ling, Inglewood, vice-president, and 
Spencer T. Honig, Beverly Hills, 
secretary-treasurer. George 
Vaughan, retiring president, was 
elected to the board of directors as 
was Jim Childs, Whittier. 


Carborundum Plans 


Van Wert (O.) Plant 


VAN WERT, O. — Carborun- 
dum Co. will build a new multi- 
million-dollar plant here for 
manufacture of small abrasive 
wheels, according to Clinton F. 
Robinson, president. 

The new plant is said to be 
part of: Carborundum’s $30 mil- 
lion modernization and expansion 
program scheduled for 1957 and 
58, 
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ing WEST MEMPHIS, Ark. — A11| the service manager and introduced| They use a code. When a person 
the dealers and salesmen will admit them as one of his friends he wants| enters, the nearest clerk is sup- 
they have lost sales because of mis- | for a customer. posed to greet him by name. If he 
ge takes in qualification. This method is not faked. The] doesn’t know the man, he uses the 
Sut Classic is the case of the dealer | dealer is sincere. It is just as natu-| code to alert the entire sales floor 
It’s who was visited by a share- | ral for him to shake hands with a|by shouting out in a loud voice: 
you cropper, who, by his tattered over- | man and clap him on the back as} “Bill, where’s Henry?” 
int. alls and shy demeanor, labeled |a long-lost brother as it is for a] That’s the signal for everyone 
is himself as a man of small means. | preacher at an oldtime camp meet-| from the boss on down to look at 
He wanted to buy a pickup truck | !"8. the customer. The first one to rec- 
ty and there was a new one on the He likes people and he makes| ognize him shouts out his name and 
at floor. The well-trained salesman,|them feel that they are welcome] welcomes him. 
id who also was well-versed in the|and that he and his organization; About the only person who gets 
1e local standings of the citizency,| will do so well by them that there| by this procedure without having 
made a quick mental classification | is no use going anyplace else. his name called is a strange sales- 
ore and told the prospect: Down in this part of the country,| man, When a new customer comes 
ns “You'd best go out theah on the/|one of the largest retail hardware| in, or someone moves into the trad- 
ial used cah lot. You'll most likely find|°Tganizations in the world is lo-| ing area, he is introduced to all the 
ve one that will fit your pocketbook.” | cated in a small town. People come} officers and clerks and his name is 
ilk The old man clung to his paper for miles around to buy their hard-| entered on the customer list. Em- 
“poke” and said: ware needs from this large store. ployes memorize the name and re- 
wi z : The firm strives to have some- | member his features. 
™~ ~~ I reckon you-all knows | one in its large staff of clerks | The owner, who started this 50 
as best, but I sho was a admirin’ this} know the name of every person lyears ago, said that “knowing| 
. heah brand new one. | entering, and the clerks pride | people by name and calling it out 
s “Yeah. You go on out theah and| themselves on being able to shout so all can hear has made us a 
me I'll be theah directly,” the salesman; “Hello, George Thompson” when | fortune.” 
al- answered. 
About that time the owner of 
es the deal came through the front | 
iS- door. Recognizing the prospect as 
or a man who once had done some 
se work for him, he asked him what 
ar he was looking for. 
d- Finding out that he was inter- 
ch ested in the new truck, the dealer | 
decided to humor him, so he gave 
ts him the delivered price and all the 
ity details. 
nd The prospect said: “That’s ex- 
; actly what I want.” His eyes were 
‘8s shining. 
of “How did you want to pay for 
id it?” the dealer asked. “The down- 
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The Man with the Sack of Money 


By L. H, Houck 
Staff Correspondent 


payment will be pretty high.” 

“Oh, I wants to pay the cash,” 
said the customer. “So I brung it 
with me.” 

With that he opened the paper 
bag and counted out the cash in 
paper and silver. 

That day that dealer conducted a) 
sales meeting. He told his staff to 
carry through on every prospect's | 
wishes until they learn for certain 
that it is impossible for the pros- 
pect to make the purchase. 

Strict orders were given not to 
jump to conclusions, make snap 
judgments or make a qualifica- | 
tion until all sources of informa- | 
tion were exhausted. Today in 
that dealership there is a sign | 
which reads: “Remember the man 
with the sack of money.” 

Another dealer related a second- | 
hand incident. Incidentally, this) 
story has been heard many times, 
and while it possiblv belongs with | 
the legends of Paul Bunyan, it may | 
have had an origin in fact. 

In this tale, a man in overalls| 
came in to buy a truck and, since 
the dealer’s building was a plate- 
glass and chromium palace, the 
customer felt ill at ease and several 
salesmen ignored him. It is said| 
that he approached the dealer and} 
the dealer gave him one look and| 
told him he was busy for awhile 
but would talk to him later. 
As the story goes, the dealer had 
to go to the big city some 50 miles} 
away that afternoon to visit an-| 
other dealer. When he got there he 
found his overall-clad customer 
buying a truck which his own or- 
ganization could have sold more) 
easily. | 

All of this points up the fact, 
according to a number of dealers, | 
that it is important that some 
definite system of welcoming a 
prospect must be set up. He must | 
be welcomed with outstretched | 
hand. 

One dealer with a large volume— | 
a man who has set volume records | 
in the “Big Three” in past years— | 
walks up to a stranger, takes him | 
by the hand and welcomes him| 
with a big smile. 

If the customer is looking for a| 
certain person, the dealer escorts} 
him to that person, and tells the| 


Rental Firm Formed 
WEST ALLIS, Wis. — Knippel- 
Selig Co. (Ford) has formed Car 
Lease National, Inc., a car rental 
organization which will be operated 








through a franchise from National NAM 
Car Rental System, Inc. The dealer- Be sure to visit Fruehauf at the N.A.D.A. Convention COMPANY. 
ship, which already is in the car Ne eee ee ae ee 
and’ tebe ledetan Gud, sald, the and Equipment Exhibition in San Francisco, om 7" 
Oe eee 


rental unit would be a subsidiary 
of its Car Lease Co. 





salesman that he must be treated 
right. He has taken farmers out to 





that worthy gentelman enters the 
door. 


ep Snap Judgment Can Kill a Sale . . . | 
ally an 


Ligh/weight 
4A AW. 


LIGHTWEIGHT AND EXTREMELY RUGGED, the new 
Fruehauf Haulaway Trailer weighs as low as 7250 Ibs. 
—depending on accessory equipment desired by opera- 
tors. Here is just the unit that cost-conscious, weight- 
conscious haulaway operators have been asking for. 





EARNS EXTRA PROFITS. With a lightweight Fruehauf 
Haulaway Trailer, you can earn extra profits hauling 
a full load the year round. You'll save, too, on oper- 
ating costs . . . on state and federal weight taxes... 
and on license fees. 


TESTED FOR MONTHS — in the laboratory. and on the 
highway —the new Lightweight Haulaway success- 


New, Lightweight 5-Car Havlaway 





January 26-30. 







/ 


LB 


WEIGHS 7250 TO 7450 LBS. 
INCLUDING LOADING SKIDS 





fully withstood the most punishing conditions it would 
be possible to encounter. Yet, because it employs 
Diamond Truss Design, the new Haulaway showed no 
effects of destructive bending stresses. This is a Haul- 
away Trailer designed for many extra years of low 
cost, trouble-free operation. ‘ 


MANY EXTRA ADVANTAGES. Ask your Fruehauf 
representative to prove how you can earn extra profits 
. .. how Diamond Truss Design benefits you . . . how 
Fruehauf has designed the new Haulaway Trailer to 
fit the car of tomorrow. Simply call and reverse the 
charges to the Fruehauf Auto Haulaway Division, or 
fill out the handy coupon, below. 





“ENGINEERED TRANSPORTATION™ 


World’s Largest Builder of Truck-Trailers 
FRUEHAUF TRAILER COMPANY 
Auto Hauvlaway Division 2 Phone: WAlnut 1-2410 
10985 Harper Avenue * Detroit 32, Michigan 


SEND FULL INFORMATION ON THE FRUEHAUF LIGHT. 
WEIGHT HAULAWAY TRAILERS! 





















































































































THE CARS 
WITH THE LOOK 








In left foreground, Plymouth; right, Dodge; center, DeSoto; rear left, Imperial and rear right, Chrysler. With a total of 93 models 


The cars of The Forward Look are so far ahead of all others in the fastest flew of orders in Chrysler Corporation history! Equally 


styling and engineering leadership that it is easy to see why _ significant, sales show that owners of other cars have been switching to 
they’re recognized as the newest new cars in 20 years. Chrysler Corporation at a rate without precedent. 

; : : os The reason is more than styling alone—or new features alone. It is the 

For 1957, Chrysler Corporation set sights on the most ambitious target , “i & 3 7 

: fact that the styling and engineering were literally made for each other. 

the industry had ever seen—total newness in every line of cars. 

’ Both are dramatically advanced, and completely integrated into a work- 


ar ing partnership of design and action. 
Success is reflected daily in the thunderous reception these cars are 


receiving from the public and dealers alike. They have been garnering Consider Torsion-Aire, the ride that carpets the road. Its design makes 


PLYMOUTH - DODGE -: DE SOTO: CHRYSLER : IMPERIAL 





‘OF LEADERSHIP 


...and it goes deep beneath the surface! 





lels —with over 400 color combinations to choose from, there's a Chrysier Corporation car designed for every price range! 


it possible for bodies and roof-lines to be strikingly lower with no sacri- 


Plymouth, dealers have a low-priced car that is able to compete with 


to fice of headroom or leg room! every other car on the market regardless of price! 
Win, bis ‘tlie si ae salina ili alii ia: 
here i. also a swift, new three-stage transmission, Pushbutton Torque When you consider these cars . . . when you consider Chrysler Corpo- 
he Flite. It’s coupled to Airliner-type engines partnered with the unmatched te : . 
3 ’ ration’s firm policy of continued progress . .. and when you consider the 
rT. stopping power of Total-Contact Brakes. ; . } 
k- unique spirit of partnership between the company and its dealers . . . 
So that our dealers can make the most of this design for success, the it’s easy to understand why The Forward Look offers the brightest long- 
De Soto, Chrysler and Imperial lines have been broadened to include —_ range view. America’s smartest dealers agree, there’s room to grow and 
es three distinct car names and price ranges in each division. And in the profit with— 


CHRYSLER CORPORATION > THE FORWARD LOOK 
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Court Decisions Affecting Dealers 


By Leo T. Parker 
Attorney at Law 

[a month a higher court ren- 

dered an important decision to 
the effect that when an automobile 
is purchased with a bad check “in 
lieu of cash” there 
is no valid sale. 

Also, if the 
seller gave to the 
purchaser a bill of 
sale or certificate 
of title having a 
notation thereon 
that title to the 
automobile did not 
pass until the 
check was paid, or 
the testimony 
shows that the 
buyer did not see or rely on the 
validity of the bill of sale, there 
*s no valid sale. 

For example, in Edwards Motor 
Co. v. Central Motor Co., 277 S. W. 
(2d) 417, the testimony showed 
facts, as follows: Edwards Motor 
sold an automobile to one Mc- 
Donald. Edwards took in payment 





L, T. Parker 





the check of McDonald “in lieu of 
cash,” and delivered to McDonald 
possession of the car and a bill of 
sale which made no mention of the 
check. : 

The check was promptly pre- 
sented to the out of town bank 
upon which it was drawn, and 
payment by such bank refused 
because of insufficient funds, 

In the meantime, McDonald sold 
his automobile for cash to Sharp 
Buick Co. He executed and de- 
livered to Sharp a bill of sale pur- 
porting to convey title. However 
McDonald did not exhibit to Sharp 
the bill of sale which Edwards had 
executed and delivered to McDon- 
ald. At a later hour of the same 
day Sharp sold this car to Central 
Motor, and executed a bill of sale. 

In subsequent litigation, the 
higher court held that Edwards 
Motor could repossess the automo- 
bile from the Central Motor be- 


of the bill-of-sale given to Mc- 
Donald by Edwards Motor. 


* * + 
| Passing of Title 
= higher court said, “where 
the sale is for cash on delivery, 
a delivery ig generally considered 
conditional, and no title vests in 
the buyer until he has complied 
with the terms of sale. That being 
true, the Uniform Sales Act pre- 
vents the passing of title, as be- 
tween the parties, until the check, 
when promptly presented, is paid.” 
This court explained further 


bile did not pass to McDonald, 
yet Sharp Buick was an innocent 


session of the automobile if the 
testimony shows that, through 
negligence of the Edwards Motor, 
Sharp was led to believe that 
McDonald had a good title to the 
automobile. 





cause, first, the check accepted by 
Edwards Motor Company was in 
lieu of cash and, second, Sharp 
did not see or rely on the validity 








— 


\ 
; 


:—_ oil 
& 4 


Wee 
ees " 


T his 
accordion 
design 


Since Sharp did not see or rely 
on this bill of sale the higher court 
held, as above stated, that Edwards 


that although title to the automo- | 


buyer and entitled to keep pos- | ance company mailed a notice to | 


| Motor could take possession of the 
| automobile from Central Motor and 
said: 

“Estoppel is not available to 
Sharp because there is no evidence 
that he relied at all on the fact that 
Edwards gave McDonald this bill 
of sale to the car. Since Sharp ob- 
tained no title from McDonald, it 
necessarily follows that Central 
Motor obtained no title from 
Sharp.” 


* * * 


Small Error Vital 
ACORDING to a late higher 
court decision a small error 
violates and voids an 
policy. . 


insurance 


Liability Insurance Co, v. Texar- 
kana Finance Co., 285 S. W. (2d) 
804, it was shown that an insur- 
ance policy listed the holder’s ad- 
dress as Post Office Box 393, 
“Maud, Bowie, Tex.” The insur- 


the holder of the policy addressed 
to Post Office Box 383, “Maud, 
Bowie, Tex. 

The higher court held that this 
|error invalidated certain clauses 
in the insurance policy, The court 
| said: 

“The variation in the Post Of- 
fice box numbers has caused us 
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10 times more filtration area 
for full engine protection 


Pull out Purolator’s accordion design and you'll see how 
Purolator packs 10 times more filtration area into its 
element than most filters. You'll find it provides maxi- 
mum filtering area in minimum space, assuring full engine 
protection as no other filter does. 
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For example, in United States | 


much concern. Appellant has failed 
to explain the difference, except to 
state that the box number in the 
notice of cancellation was a typo- 
graphical error.” 


ot Ea + 
Must Have Trial 
UMEROUS insurance policies 


specify that the insurance com. 
pany is liable for damages assessed 
by the court “after a trial.” This 
clause appears to be harmless, 

However, according to a late 
higher court decision such a 
policy is void and not enforceable 

if the insured person compro- 
mises with the party who filed the 
suit although after the case was 
brought before a court of trial. 

For illustration, in Andre v. All- 
state Insurance Co., 265 S. W. (2d) 
376, it was shown that an automo- 
bile dealer, named Andre, held an 
| automobile liability insurance pol- 
| icy. 

Andre’s policy contained a clause 
to the effect that the company 
would not be liable on the policy 
unless a person injured by Andre 
obtained a judgment after a trial. 

Andre injured one Wright who 
sued Andre for damages. There was 
| no finished trial because the court 
approved a compromise agreement 
| between Andre and Wright under 
|which Andre was to pay Wright 
$2,200 damages. 


* “ 4 





Company Not Liable 


ly SUBSEQUENT litigation, the 
higher court held the insurance 
company not liable on the policy, 
saying: 

“The court does not decide the 
damages upon a trial on the merits, 
because when a judgment is entered 
by consent the court merely exer- 
cises an administrative function in 
recording what had been agreed to 
between the parties.” 

This court went on to explain 

that in a compromise agreement 
| the court does not decide the 
| damages upon a trial on the 
| merits, because when judgment 
| is entered by consent the court 
merely exercises an administra- 
tive function in recording what 
had been agreed to between the 
| parties. Hence, there is no actual 
| trial. 

For this reason an insurance 
policy is void if a court assists the 
parties in litigation to agree as to 
a damage allowance. In other 
| words, in order that the insurance 
|company is liable the court itself 
|must decide the amount of dam- 
ages. 

Ea * * 


Jury Decides Truth 

ECENTLY a higher court held 
| that where the testimony given 
by an automobile dealer and the 
purchaser of an automobile is con- 
tradictory the jury will decide 
whose testimony is truthful. 

| For illustration, in Jensen Motor 
Sales v. Chandler, 291 Pac, (2d) 
1116, the testimony showed facts, as 
|follows: One Chandler signed in 
| blank a conditional sales contract 
covering an automobile, gave the 
dealer a check for $398 and agreed 
to transfer to the dealer a Chevro- 
let automobile as a tradein at the 
agreed price of $300. 

Chandler also signed a cus- 
tomer’s statement and gave the 
dealer $5 with which to purchase 
a license for the automobile. Soon 
afterward Chandler called the 
dealer by telephone and told him 
that he would not go through 
with the deal. 

In subsequent litigation, the jury 
held that Chandler could rescind 
the contract because his wife did 
not want the new automobile and 
the jury believed Chandler's testi- 
mony to the effect that he told the 
dealer at the time he signed the 
contract to purchase the new auto- 
mobile that there was to be no valid 
sale unless his wife approved the 
sale. The higher court approved the 
verdict, and said: 

“A recission by consent is implied 
by refusal of one party to comply 
with the contract in which refusal 
the other party has acquiesced.” 

ob * 





Contract Nonambiguous 


Ast month a higher court held 
that a distributor of automo- 
biles cannot complain for: loss of 
profits due to nondelivery of auto- 
mobiles by the factory or wholesale 
distributor if a clause in the distri- 
bution contract relieves the seller 
from such liability. 

For illustration, in Joyce v, Steu- 
(Continued on Page 96, Col, 1) 
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FLUSH-FLOOR MODEL 
TOP-FLOOR MODEL 


THE NEW 


Tere DYNAROLL” 


BUILT-IN AIRLIFT! 


WITH 


© Rolls up Service absorption... 
© Rolls up Customer satisfaction... 
© Rolls up Service volume... 
© Rolls up Service profits... 


EASY, EFFICIENT, INDOOR 
ROAD TESTING 


You save time, labor, eliminate road hazards... you 
reduce costly come-backs...you cash in on the full 
profit potential of your service department, through 
“Dynaroll’s” dynamic testing. 

“Dynaroll” has built-in Airlift that locks the rolls, 
lifts the car out of the rolls and closes the space 
between them for complete safety. “Dynaroll” gains 
you greater service volume, increases parts and 
service sales and customer good will. Satisfied serv- 
ice customers will become your best new and used 
car buyers. 


EXCLUSIVE CONVERTIBILITY 
FEATURE 


Only Clayton “Dynaroll” has been designed as a set 
of road test rolls that can be converted as desired, 
step by step, to include an Inertia Flywheel and/or 
a Power Absorption Unit. The addition of these 
units affords a complete quality control program for 
analyzing and testing all performance of the vehicle 
... duplicating all road driving conditions right in 
the shop! 

Only the Clayton “Dynaroll” with built-in Airlift 
can be converted without loss of investment to any 
or all stages of dynamic testing... “Dynaroll” is the 
only roll tester with a “built-in” future! 


Write today for free, detailed, 3-color booklet with die-cut illustrations showing step-by-step progression to the com- 
plete Clayton Quality Control Program. 


AVAILABLE FROM YOUR 
EQUIPMENT JOBBER 


FLUSH-FLOOR F.O.B. 
MODEL 650 FACTORY 


MANUFACTURING COMPANY 
EL MONTE, CALIFORNIA 


See This New Equipment At NADA Show Booths: 121, 122, 123 


ABSORPTION 
UNIT 


INERTIA 
FLYWHEEL 
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Its Use as Public Relations Tool... 


Service--A Weapon Against ‘Blitz’ 


(Continued from Page 35) 
value of a satisfied customer is 
compared to this medium for re- 
sults. 

A satisfied customer is similar in 
nature to a chain letter, If he is 
pleased with your service and 
pleased with the results obtained 
through your efforts, relatives and 
business associates come to your 
place of business to receive like and 
just treatment. 

+ * + 

We lose 9 out of 100 because of 
extra work performed without con- 
sent. This nine out of every hun- 
dred loss in the performance of 
additional work without the owner’s 
knowledge may seem relatively 
small, but it is one of the most dan- 
gerous practices that a dealer can 
allow himself to follow. 

The average customer is no dif- 
ferent than you and I. He operates 
his home and finances in a like con- 
dition to our own business. We 
know very well that any major ex- 
penditure that becomes a necessity 





in our dealership involves a prob- 
lem of planning, budgeting and 
financing. 

Your customer, regardless of his 
financial status, works along the 
same lines, and allows so much 
for operation and maintenance of 
an automobile within a given 
period. 

The simple, tried, safe-and-sane 
solution is: “Don’t add to the opera- 
tion without full consent, full ex- 
planation and complete understand- 
ing as to the additional cost to the 
customer.” 
major items confronting dealers in 
a successful service operation. How- 


ever, the first and foremost I have} 


purposely left to last. That is, 68 
percent are lost by indifference. 


The average customer is no dif- 
ferent than you and I, He comes to 
us with a problem the same as we 
go to a doctor. To us it may be 
minor, to him it is major. We must 


blend our thinking, our handling! 


and our understanding to match 





“MECHANIC 


GROWING NATIONAL PROBLEM,” 
business publications repo 





BAY- 


Photo courtesy Business Week magazine 


SHORTAGE IS A 


LIFT wetps sotve THIS PROBLEM 
AND TWO OTHER SHORTAGE DIFFICULTIES . . . 


PUTTING YOU IN BETTER 


POSITION -F0OR -PROH/T 


BY TURNING JOBS OUT...NOT AWAY 


Yes, you solve 3 shortages when you put a Bay Portable, Pneumatic Lift to 
DOWN .. 


work—getting cars UP... 
vou ever have before! 


A Bay helps solve the Mechanic Shortage by increasing the effectiveness of the 
... turning out 3 to 5 extra jobs a day + 
their work easier, more convenient. No awkward, difficult work positions—your 


men you now have at work 


. and OUT of your shop. . 


mechanic looks directly AT his work instead of straining UP to it. 


Time Shortages are solved for you, too, through the speed of work with the 
Bay-Lift! No waiting to get cars and trucks off the ground for servicing. No time is 
lost jockeying cars around in a crowded shop, getting them in line to drive onto a 

Bay rolls under the car or truck, where it sits, gets it off the 
ground in seconds, cae for servicing. Air does all the work of lifting . . . Bay goes 


stationary lift. The 


wherever an air hose can go. 


A Bay-Lift solves your Space Shortage problem by cutting the amount of work 


space needed. Your Bay can be rolled about freely, to make room. It tips on end 


when. not in use, taking only 27 square inches of floor space. 


Let Bay solve these 3 common shortages for you . . 
profit shortage if you don’t. A Bay-Lift gives your servicing profits a boost, from 
the first day you put it to work turning jobs OUT . . . NOT AWAY! And you 
profit from the EXTRA parts sales on the EXTRA jobs completed, too! See the 


. because 


Bay at your Jobber or write for complete details. 
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Cable Lopreh, New 


These are two of the! 


DIV. OF LIFE TIME PRODUCTS CORP. 


P.0. BOX 537-A1, YOUNGSTOWN, OHIO 
Bay Overseas Division, 276 West 43rd St., 
New York 36, N. 


Copyright 1957 by 
Bay Mfg. Div., Life Time Products Corp. 


his anxiety and desire to have his 


particular trouble corrected. 
« + + 


Female Approach 
We find that a major portion of 
|our difficulties is amplified by the 


fact that more and more women 
| drivers are the ones that we must 


|contact in the servicing of today’s | 


automobile. 


The man of the house is as a rule| 


too busy or unable to bring the car 
to us for servicing, and so it falls 
to wife or sister to bring in the car 
and attempt to explain to us what 
she distinctly heard her husband, 
or brother, tell her, and finds her- 
self in a position of not understand- 
|ing him and we not understanding 
her. 


If we are to succeed we must 
go through every problem step 
by step, carefully and precisely, 
so that there is no misunderstand- 
ing as to what complaint we are 
attempting to solve. 


As the number of automobiles on 





. faster than 


. .. making 


they mean a 


7 
York 








“If my husband buys a new 
car—don’t I get a bird-dog com- 
mission?” 





| 





shall continue to receive the pa- 
tronage of the women drivers. 


How do we overcome this? Study 
the approach of people you <ieal 
with. Watch for the catch phrase 
of speech that makes you fee! at 
home and in safe hands. Your cus- 
tomers want and look for the same 
thing in salesmen or servicemen 
that you do. 


* * * 


Get that list of people you haven't 
seen or called in a long time out of 
your pocket or desk, Get the cards 
and letters rolling. I am sure that 
each and every one of you is oper- 
ating with a customer follow-up 
system and some sort of special ad- 
vertising questionnaires and solici- 


' tations of various types. 


This is a must, It is something 


| that must continue as surely as day 


and night—the flow of advertising. 
The flow of service reminder cards 
must go uninterrupted or the entire 





the highway increases, so shall the | 
close association with women driv- | 
ers increase in every dealership. | 
We have seen the trend of colors, | 
interior trims, accessories and con- 
ventional groups grow in the auto- 
mobile industry, which reflects the | 
female influence. We must be alert | 
and helpful in every respect if we| 





| ter. 


jhim all 
|mechanics get. Display the awards 


|}sound customer relations, 


program is lost and ineffective. 


If you are not now using this 
type of service, it would be well 
to check with your oil companies, 
your wholesale suppliers and even 
with specialized advertising agen- 
cies. You will find that the cost of 
maintaining an adequate followup 
system is very, very low in com- 
parison to the results which are 
obtained. 

Get the special advertising you 
had to take and put it to use now 
rather than throw it out at the next 
model change. 


Get to know your customer bet- 
Know his hobbies or favorite 
sport. Make him feel like you are 
glad to see him and that you will 
take the same care of his car that 
you would your own, Let him know 
that you are equipped to handle any 
type of service he may need. Tell 
about the training your 


the factory makes. 
= = * 


Make It Easy 


Make it easy for the wandering 
customer to come home. He wants 
to, you know, but we have to make 
it easy for him. 

Bring him home by selling your- 
self, your product and your deal- 
ership. There is no finer adver- 
tising medium than a satisfied 
customer. Set out to make one 
more customer each day, and see 
how soon good will and dealer 
reputation start to climb. 

With a steady flow of customers 
through your service department 


your profit will increase and over- 
head absorption will be greater 
You will have customer relations 


that will take care of service sales 

With the attainment of good, 
plus a 
properly operated service depart- 
ment, with the fullest cooperation 
and understanding of management 
of the new and used-car depart- 
ments and the practicing of the 
policies as I have outlined by each 
and every employe in the dealer- 
ship, your problem of achieving 
service sales is conquered. 






Longer Autos 
Make Parking 
Space Shorter 


UTICA, N. Y. — If cars get any 
longer, Utica's already tough park- 
ing problem might become acute, 
according to Capt, Samuel Mar- 
tucci, head of the police traffic en- 
gineering division, viewing with 
alarm the wheelbases of the new 
models. 


Also, the long new autos are cost- 
ing this city’s garagemen hard cash 
as they cut down on the number 
that can be accommodated, 

Martucci said the city converted 
from 20-foot to 22-foot parking 
spaces two years ago, losing an 
average of three spaces in every 24. 
Furthermore, Martucci said, the 
city tried to save space by leaving 
20 foot spaces at each end of every 
series of spaces. 

Martucci said that, if car lengths 
increase, it might call for 
an entirely new arrangement al- 
lowing for even longer parking 
spaces. Then, the problem might 
be moving meters further apart, an 
expense he hesitates to estimate. 

To add to the confusion, Mar- 
tucci said, the length of the cars 


|permits the driver little area to 


park his automobile properly, s° 
he either fouls up traffic or creates 
a violation. 
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Across the Nation .. . 





Auto Dealer Changes 


Three new Oldsmobile dealer- 
ships have opened in Minnesota in- 
cluding one in Breckinridge opened 
by John Milam. 

Others are Chippewa Motors, 
Deer River, owned by Robert B. 
Cameron, and Van Sickle Motor 
Co., Olivia, headed by Lloyd L. 
Van Sickle. 

+” * 7 


Yarrington Buys Condon 
Vic Yarrington has purchased 
Dave Condon Motor Co., Atchison, 
Kans., and has opened as Yarring- 
ton Oldsmobile-Cadillac, Inc. | 
* oa * | 
Bevan Adds Packard 
Bevan Motor Co, (Studebaker), | 
Hutchinson, Kans., has added a 
Packard franchise. The firm is 
operated by Mr. and Mrs. L. C. 
Bevan, their son, Charles, and Dick 

Piper. 


* & * 


Greens Add Packard 


Green’s Garage, headed by 
John S. Green sr, and John 8S. 
Green jr., is the new Packard 
dealership in Augusta, Ga. The 
Greens will continue to handle 
Studebaker. 


+ * * 


Henderson Handles Hillman 


Dick Henderson, Albany, Ore., 
has received a franchise to handle 
the Rootes-made Hillman cars. The 
dealership will be known as Hen- 
derson Foreign Cars. 

= * > 


Ball Buys Into Deal 


W. D. Ball, former Ford Seattle 
district manager, has acquired a 
share in Vermilye Motor Co. (Ford), 
Tigard, Ore. The firm will be known 
as Vermilye & Ball Ford Sales 
Co. 


* * > 


Bohn Joins Brother’s Deal 


Donald Bohn, who had been as- 
sociated with his father, George 
Bohn, in the operation of Bohn 
Motor Co. (Ford), New Orleans, 
for 11 years, has joined his brother, 
Richard, as a partner in the opera- 
tion of Dick Bohn Ford, Inc. 
Gretna, La. 


* * > } 


Litchy Dissolves Firm 


Ralph Litchy, owner of Litchy 
Motors, Little Falls, Minn., has 
closed his Pontiac-GMC truck 
dealership. He liquidated the | 
business firm that was started 
in 1938. 


- * * 


Madren Adds Packard 


Madren Brothers, a Studebaker 
dealership in Spokane, will now 
also handle Packard, according to 
Gerald L. Madren, president of the | 
firm, which also has branch store 
in the northeast section of Spokane. 

* > = 


Chinn-Thomas Sold 


James E. Liles and his brother, 
Barney, who formerly owned and 
operated a Dodge-Plymouth dealer- 
ship in Searcy, Ark., have pur- 
chased Chinn-Thomas Motor Co., 
Inc. (Plymouth), Little Rock. The 
firm name will be Liles Brothers 
Plymouth, Inc. 

> 


* * 


Reed Sells to Zarewski 


Ted Reed has sold Ted Reed 
Nash, Eugene, Ore. to Archie 
Zarewski, and the firm has been 
renamed A-Z Motor Co. Reed re- 
tains his Studebaker dealership in 
Springfield, Ore. 





* * 


Rowlette Moves 


Wes Rowlette has opened Row- 
lette Motor Sales (Lincoln-Mercury) 
at Eau Claire, Wis. The firm 
occupies the former quarters of 
Willie Kappus Motor Co. Rowlette 
formerly operated Rowlette Motor 
Sales in Chippewa Falls, Wis. 

x + * 


Saar Buys Outlet 
Albert Saar has purchased the 
Dodge-Plymouth dealership in 
Alexandria, Minn., from Reuter 
Brothers, 
* * + 


Norris Chevrolet Sold 


Gene Prehn and R. B. Cameron 
have purchased Norris Chevrolet 
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at Deer River, Minn., from L. D. 
Norris. The firm, which will also 
now handle Oldsmobile, has been 
renamed Chippewa Motors. 

* * a 


Brodal Buys Garage 


James Brodal has purchased Ford 
Garage in Planview, Minn. For- 
merly he was associated with 
Hinckley Motor Sales in Hinckley, 


Minn. 
* * 


Bernards Sell Out 


Henry and Kenneth Bernard have 
sold Bernard Chevrolet Co. in 
Jamestown, N. D. The firm has 
been renamed Midway Chevrolet, 
Inc. The new officers are A, O. 
Arndt, president; H, R. Trushenski, 
vice-president, and P. C, Wojick, 
secretary-treasurer. 

* * * 


Van Sickle Gets Oldsmobile 





formerly with Malkerson Sales 
(Oldsmobile) of Minneapolis, has 
purchased Fleisch Motor Co. 
(Oldsmobile) at Olivia, Mont., and 
renamed the firm Van Sickle Mo- 
tor Co. 


* * * 


Canton Changes Hands 

E. L. Hammerstrom has pur- 
chased Canton Motors (Oldsmobile) 
at Canton, S. D. from Vern Thor- 
modsgard. Olav Hamran will be 
manager and Gene Kadinger will 
handle sales. 

oe * oe 


AMC Outlets Merge 


Hudson Sales & Service Co, in 
Watertown, S. D., has purchased 
Matz Motor Co. (Nash-Rambler) in 
Watertown. The firm’s name has 
| been changed to Jenkins Motors. 
Les Jenkins is president. 

* * * 


Schroeder Joins Firm 
Gay Schroeder, who has been 


Eau Claire, Wis., has purchased a 
half-interest in Johnson Motor Co. 
(Pontiac-Cadillac) at Windom, 
|Minn., from Clarence Johnson, 

* * * 


Cottonwood Sold 





Lloyd Van Sickle, who was 


Matt Mackeldt, formerly of Mar- 


associated with Kortier Motors in| 
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shall, Minn, has purchased Cotton- 
wood Motor Sales (Chevrolet) at 
Cottonwood, Minn., from Ted Berg- 
eron who has moved to Tucson, 
Ariz, where he expects to open 
another dealership. 


* a 


Speiker Chevrolet Sold 


Harold Noyes, formerly of Bloom- 
ington, Minn., has bought Speiker 
Chevrolet Co, at. Prior Lake, Minn., 
from Joseph A. and A, H,. Speiker. 
Noyes formerly was with Blooming- 
ton Motors. 

* * 7. 


Dasenko Ford Organized 

Joe Dasenko, who has been in 
the automotive business in Boze- 
man, Mont., and Bismarck and 
Wilton, N. D., for 22 years, has 
purchased Hendricks Motor Co. 
(Ford) in Underwood, N. D., from 
J. O. Hendricks. The company 
will be operated as Dasenko Ford. 

+ * - 


DKW for Marshall 


Marshall Motors, Inc., 2100 Bis- 
cayne Blvd. Miami, has _ been 
awarded a franchise for the Ger- 
man-made DKW. According to 
George A. Feller, Marshall vice- 
president, the firm is the exclusive 
South Florida outlet for the car, 





Canada Reports 
58% of Families 
Owned Cars in 756 


OTTAWA.—The Canadian Gov- 
ernment has reported that 58.4 per- 
cent of all Canadian households 
owned automobiles in 1956, com- 
pared with 56 percent in 1955. 

This means that 41.6 percent of 
Canada’s estimated 3,974,000 house- 
holds do not own automobiles. 

The Government reported that 5.5 
percent of the car-owning homes 
had two or more. 

Ontario’s family units—estimated 
at 1,370,000—had the greatest per- 
centage of car owners among the 
provinces, 825,000. Still, 30.2 percent 
of them reported no auto. 

Other provinces are shown as 
follows: Quebec, 1,045,000 house- 
holds, 432,000 car owners; British 


| Columbia, 388,000 and 218,000; Al- 


berta, 293,000 and 179,000; Saskatch- 
ewan, 236,000 and 147,000; Manitoba, 
238,000 and 134,000; Nova Scotia, 
165,000 and 82,000; New Brunswick, 
128,000 and 55,000; Newfoundland, 
87,000 and 20,000, and Prince Ed- 
ward Island, 24,000 and 10,000. 
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new Car paints. 


The secret is Glasite — an exclusive scientific ingredient that 


Safe for All Finishes 


Exhaustive tests conclusively prove that the new and improved 
Super Liquid Glaze is satisfactory for use on all of the 1957 





actually imparts a deep, brilliant, protective gloss that lasts 


for months and months — even under adverse weather and 


road conditions. 


Easiest to apply of all car appearance treatments, Liquid Glaze 
is a real money-maker for thousands of dealers. Why not write 
for your copy of the “Dollar and Sense” 
booklet which tells how to set up and oper- 
ate a most efficient and profitable Liquid 
Glaze Appearance Department. 


And remember, Liquid Glaze is also avail- 
able in the sensational “Spraytainer” for 
customer “do-it-yourself use.” 


Ope 





LIQUID GLAZE, 


704 Sheridan Ave., Lansing, Michigan 


ning for West Coast Representative — 
Write for Details. 


a 
LIQUID GLAZE 
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there was room for — 
bulky seating AND 
Aunt Min’s bonnet! 





Premolded AIRFOAM replaces AIRFOAM gives custom looks 
expensive handwork— and custom rides 


abe looks even richer Z 
GOOD, 


THE WORLOE FINEST, MOST MIODERN, CUSHIONING 


AIRFOAM makes interiors 
roomier, more luxurious 














Cress Section Compares Old and New Seat Construction 


Solid areas indicate space saved by full- 
volume AIRFOAM seat-units. 












there's new room 
| for comfort and Sal 


Airfoam-T.M. The Goodyear Tire & Rubber Company, Akron, Ohio 


TRADE TALK HAS IT that the trend to lower styling hasn’t hit 
bottom yet. 


THIS WILL HELP YOUR SALES —unless your manufacturer 
is still struggling with upholstering methods and materials simply 
not suited to comfort in minimum space. 





looks Exciting new seating ideas AIRFOAM can be your 





become practical with AIRFOAM greatest sales-aid in years WHERE AIRFOAM IS RECOGNIZED as a completely new and 
different cushioning medium—where manufacturers work closely 
with AIRFOAM Development Engineers—room for comfort and 

e A a SALES quickly follows. 
MAYBE YOUR MANUFACTURER is among those now making 
. the best possible use of AIRFOAM. If you haven’t seen the results 


as yet—cheer up. They may already be on the way! Goodyear, 
Automotive Products Dept., Akron 16, Ohio. 
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Ruffu Leads Dealers in Atlantic City Area— 


William Ruffu (Lincoln-Mercury), second from left, who was reelected president of 
the Atlantic County (N. J.) Automobile Dealers Assn., is shown with others taking a 
Prominent part in the association's annual meeting. From left are P. L. Schaeffer 
(Chevrolet), past president; Gerald Kleinhanz (Pontiac), president, New Jersey Automo- 
tive Trade Assn.; and S. Floyd Stein, regional sales manager, General Motors Accept- 
ance Corp. Also reelected were Robert E. Mathis, vice-president, and Norman Council, 
secretary. R. Bartlett was elected treasurer. Trustees include William Arena, Louis 
Bower, George Fiedler, 1. Edison Mathis, Albert Moscowitz, Schaeffer and Edward 
Townsend. 
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Auto Personnel 





Three department managers have 
been appointed in the sales organi- 
zation of Bakelite Co., the plastics 
division of Union Carbide & Car- 
bon Corp. 

They are J. L. Rodgers, molding 
and extrusion materials depart- 
ment; A, F. Sward, bonding mate- 
rials department, and J, B. Knowles, 
consumer products department. 

as * * 


Detroit Aluminum & Brass 


Names J. J. Frank President 


Jerome J. Frank has been elected 
president of Detroit Aluminum & 
Brass Corp. He had been executive 
vice-president since 1952. 

As president, he succeeds Lloyd 
G. Hooker who was promoted to 
vice-chairman of the board. 

* + - 


Warner Electric Elects 


Neese Board Chairman 


Alonzo A. Neese has been named 
chairman of the board of Warner 
Electric Brake & Clutch Co., ac- 
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HOLME 
TOWING 


CRADLE 
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cording to Steven P. J. Wood, presi- 
dent of the firm, He fills the va- 
cancy created by the recent death 
of Pierpont J. E. Wood, who had 
been chairman of the board. 

Neese is vice-president and direc- 
tor of Beloit Iron Works and vice- | 
president of Beloit International 
Corp. He has been a director of| 
Warner since last May. 

* * * 


Central Foundry Names 2 

Warren C. Corbin has been ap- 
pointed salaried personnel director 
for General Motors’ Central 
Foundry division, and Robert J. 
Gleffe has been named personnel 
director at the division’s Saginaw 
(Mich.) Malleable Iron plant. 

+ * * 


Carborundum Boosts Politi, 


McGuire in Export Setup 
Carborundum Co. has appointed 
A. Francis Politi to the newly-cre- 
ated position of assistant to the 
president On international activi- 





ties. He formerly headed Carborun- 
dum plants in Brazil. 

George E. McGuire, formerly ex- 
port manager and a 45-year Car- 
borundum veteran, has been pro- 


|moted to assistant vice-president 


and will be a consultant to the pres- 
ident on export sales and interna- 
tional activities. 

* * * 


Cunningham Promoted 


In GE Automotive Sales 


Earl W. Cunningham has been 
appointed automotive sales man- 
ager for General Electric Co.’s 
apparatus business in Michigan. 
He formerly managed GE’s in- 
dustrial heating department, 
Shelbyville, Ind. 

Cunningham previously served 
in Detroit as a GE heating spe- 
cialist from 1936 to 1948. He 
joined the company in 1927 as an 
engineering trainee. 

* * * 


Bice Is Promoted 


Warren F. Bice, formerly sales 
manager, has been appointed gen- 
eral manager of Progressive Manu- 
facturing Co. division of Torring- 
ton Co. to succeed Ralph H, Perry, 
who has retired after 40 years with 
the fastener industry. 

* * ” 


Adams Joins Saunders 


Saunders & Co., Detroit, has ap- 
pointed James C. Adams a techni- 
cal sales representative. Saunders 
is a representative and distributor 
of air-filtration and engine and 
compressor products for American 
Air Filter Co., Louisville. 

* * + 


Blackmore Appointed 


Robert E. Blackmore has been 
appointed a technical sales repre- 
sentative for Rubber & Asbestos 
Corp., Bloomfield, N. J., manufac- 
turers of industrial adhesives. He 
will be headquartered in Berwyn, 
Til. 


* * > 


GM Appoints Kelly 


Appointment of Mark E, Kelly as 
assistant comptroller of General 
Motors Corp. in charge of the in- 
surance and pension section of the 
comptroller’s staff has been an- 
nounced. Kelly succeeds the late 
Ralph N. Long. He joined GM in 
1927. 


Valvoline Appoints 
Withrow and Hied 


Valvoline Oil Co., a division of 
Ashland Oil & Refining Co., has 
announced appointment of Ray- 
mond C. Withrow, New Brighton, 
Pa., as manager of rust preventive 
sales. 

Withrow, former manager of in- 
dustrial lubrication oil and grease 
sales, was succeeded by Taylor A. 
Hied, previously technical service 


fi 
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engineer of Valvoline. 
= * * 


~ 


Simoniz Appoints Fox 


Robert P. Fox has been named 
vice-president of Simoniz Co., Ltd. 
Toronto. He will continue as gen- 
The new style bodies are beautiful but extremely difficult to Se ee ee Se 
pick-UP without the use of a HOLMES Towing Cradle. On most _ a 
new car models, the bumper is attached in such a way that the Yale Promotes Worsey 
average tow-bar can not be used without considerable damage to Ralph W. Worsey jr., a sales rep- 
chrome and body parts. A Holmes Cradle eliminates such danger resentative in Chicago, has been 
by permitting the car to be lifted by either front or rear axle or promoted to St. Louis district sales 
frame members without allowing the cables or hook to touch other dling avalos of Yale & Towne Mtg. 
body parts. The Towing Cradle when used (with 2 HOLMES Co. At the same time it was an- 
WRECKER) provides a safe and dependable means of towing nounced that David P. McCarthy 
without incurring any additional damage to the car in-tow. The a ae cane © alee Sane’ 
HOLMES Cradle with adaptors sells for $225.00. Write Factory eee Se Te Pe 
for name of local distributor and full details. eG ub. Set, 

Buick Names Carpenter 

Lyle F. Carpenter has been 
named assistant sales promotion 
manager of Buick. Henry A. Clark 
was named to succeed Carpenter 
as Manager of shows and displays. 


Shiner and Wallace Named 


John H. Shiner, Chicago district 
sales manager of Lincoln-Mercury 
since 1952, has been appointed mar- 
keting vice-president of Massey- 
Harris-Ferguson, Racine, Wis. The 
firm also named Harold A. Wallace 
manufacturing vice-president, 

& 7 * 


Mack Appoints Knowles 
Denver District Manager 
Virgil H. Knowles has been ap- 
pointea district manager of the 
Denver branch office of Mack 
Trucks, Inc. 
Prior to joining Mack in Los An- 
(Continued on Page 51, Col. 1) 
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Furnished with adaptors and supports for 
lifting either conventional axle or knee ac- 
tion type. Lifting arms are adjustable in 
length and may be lowered to within an inch 
of ground. When securely on cradle, car can 
be towed with speed and safety without 
swaying or jamming into service truck. When 
not in use the HOLMES Cradle folds up 
compactly on floor of service body. 


NOTE — Car in-tow is securely held on 
Cradle with ample clearance for high speed 
towing without touching bumper, grills, or 
light metal parts. 


See .HOLMES 
Towing Cradle 
NADA SHOW 
Booths 166-175 
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‘Continued from Page 50) 


geles as a special sales representa-named Willis A, Smutz general 


tive, he was West Coast division 
sales manager for Fruehauf Trailer 
Co. Knowles also was associated 
with the Autocar division of White 


Motor Co. for many years. 
* * * 
Ferry Cap Appoints 
McCracken in Detroit 
James McCracken has been 
named district sales manager of 
the Detroit district of Ferry Cap & 
Set Screw Co. rer. 
McCracken replaces William 
Leach, who has retired after 32 
years with Ferry Cap. McCracken 
previously was with Trico Products 
Corp. and Thompson Products, Inc. 
* = * 


Adeed Names Hancock 


Fred Hancock has been named 
general sales manager for Leo 
Adeed Chevrolet Corp., Miami 
Beach, Fla. He formerly was affili- 
ated with Chevrolet in Tampa and 
the General Motors zone office in 
Jacksonville, Fla. 

= = * 


Snyder Appoints Rep 


McDowell Redlingshafer Sales 
Co., Kansas City, has been ap- 
pointed to represent Snyder Mfg. 
Co.. maker of auto radio and TV 
antennas, in Nebraska, Kansas, 
Missouri and Iowa. Principals in 
the Midwest firm are R, A, Red- 
lingshafer and J. B. McDowell. 

= * 


* 


Wistert and Valk Elected 


Auto-Lite Vice-Presidents 


Francis M. Wistert and Robert 
E. Valk have been elected vice- 
presidents of Electric Auto-Lite 
Co., it has been announced by 
James P. Falvey, president. 

A former All-American athlete, 
football player at Univ. of Michi- 
gan, Wistert joined Auto-Lite in 
1953. He was named director of in- 
dustrial relations in 1954. Valk, also 
a graduate of the Univ. of Michi- 
gan, joined Auto-Lite in February, 
1956, as administrative assistant to 
the manufacturing vice-president. 
He had been with National Supply 
Co. 18 years 

* * > 


IH Promotes Reynolds 
G. W. Reynolds, formerly assist- 


ant district manager for Interna-| 


tional Harvester Co. truck sales in 
Richmond, Va., has been appointed 
southern regional parts supervisor. 
H. A. Wilson succeeds Reynolds in 
Richmond. 
= > 7 
Willys Picks Sullivan 

William Sullivan has been named 
new Willys district manager in 
North Dakota with headquarters in 
Bismark. He formerly was sales 
manager for a Chevrolet dealership 
in LeCenter, Minn. 


* * * 


Carruthers Appointed 
C. E. Carruthers has been ap- 
pointed service training supervisor, 
merchandising division, American 
Motors (Canada) Ltd. 
= 


* 


L-O-F Names Marquis 
S. Austin Marquis has been 
named manager of building prod- 
ucts sales for L-O-F Glass Fibers 
Co. He has been manager of the 
firm’s automotive sales division. 
* * * 

Hyster Appoints Hill 
Executive Vice-President 


Phillip S. Hill has been named 
executive vice-president of Hyster | 
Co. 

Hill was named by the company’s | 
directors to succeed the late Austin 
F. Flegel. He has been with Hyster 
for 25 years. For the past three 
years he has been sales vice-presi- | 
dent. Prior to that he was general | 
sales manager and eastern division 
sales manager. 

* * * | 


Wagner Joins Institute 


Edward J. Wagner, 
Conn., has been appointed director | 
of the Tire Retreading Institute. 
Wagner, 32, formerly was with 
Armstrong Rubber Co. 





G vende Méaae Smutz 


Greyhound Rent-A-Car, Inc., a 
subsidiary of Greyhound Corp., has 


manager of the U-Drive-It division. 
He formerly was Chicago city 
manager of Avis Rent-A-Car, 

= * * 


Pearson Heads Cartage 
George W. Pearson, a director of 
National Cartage Co., has been 
elected president of the company. 
He succeeds Chris Sink. 
+ * * 


Broderick Selected 


John A. Broderick has been ap- 
pointed territorial manager of the 
Martin-Senour Paint Co.’s automo- 
tive division in the Denver-Omaha 
area, 

* *& * 


World Bestos Ups Greenen 
To Head Replacement Sales 


J. W. Greenen has been named 
manager of replacement sales for 
World Bestos, New Castle, Ind. The 
company manufactures brake 


linings. Greenen formerly was ad- 
ministrative assistant in sales at 
the company’s home offices. He 
joined World Bestos in 1952 as a 
sales representative. 

* * + 


Lesto to Head Ford 


Affiliate in France 


George A. Lesto has been 
elected chairman of the board of 
directors and general manager of 
Ford (France) S. A. 

Lesto, former assistant general 
manager of Ford Motor Co.’s 
French affiliate, succeeds Richard 
S. Hanel, who has resigned to ac- 
cept a position with Ford Motor 
Co. in the U. S. Lesto, a citizen of 
France, has been identified with 
Ford activities in France since 
1929. 


* * * 


Willard Appoints Auxier 


W. E. Auxier has been appointed 
a zone manager for the Willard 


Storage Battery division and will} 


cover Northern Kentucky and 
Southern Indiana. 
+ * . 


Eaton Spring Division 
Names 3 to Staff Posts 
Three staff appointments in the 





a rule 





| A heel pedal was used on some 


electric cars around 1922 to throw 
the car into reverse. 





Spring division (Detroit), Eaton 
Mfg. Co., have been announced. 
George L, Radamaker was ap- 
| pointed chief engineer of the leaf 
spring department; Robert G. Green 
|now is assistant sales manager of 
that department, and Robert D. 
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Morrison was named assistant sales 
manager of the coil spring depart- 
ment. 

a * * 


GE Names Two in Sales 


Robert T. Daily will head the 
newly established western sales dis- 
trict of the silicone products de- 
partment of General Electric Co. 
Milton C. Lauenstein will head the 
department’s new Chicago sales 
district. 

+ * * 
Kent-Moore Picks Krieser 


As Manufacturing Director 


L. C. Krieser has been appointed 
to the newly created position of 
director of manufacturing of Kent- 
Moore Organization, Inc., accord- 
ing to T. F. Walker, executive vice- 
president. 

Krieser, who formerly was gen- 
eral factory manager, will coordi- 
nate manufacturing, packaging and 
subcontract activities for Kent- 
Moore as well as the company’s 
new subsidiary, Robinair Mfg. Corp. 


* + * 


Middletown Picks Weisman 


Morey Weisman has been ap- 
pointed sales manager of the plastic 
specialties division of Middletown 

(Continued on Page 106, Col, 2) 
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New MUBTRIR wite-a-tine WHEEL ALIGNER 


puts your profits on the beam! 


Super-accurate light beam method for faster, easier wheel aligning! Priced to pay 
for itself quickly. In just 5 minutes, you can make a complete front end check—caster 
...camber...turning radius...king pin inclination... wheel track...toe...center steering. 
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ENGINE DEVELOPMENT 
IE FIRST ROCKET WAS LAUNCHED! 
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Olds dealers have it again! The most sensational engine 
news since high compression! A powerful new sales appeal 
in economy .. . an economical new performance option 
that’s loaded with sales action! Oldsmobile’s new J-2 
Rocket Engine* is ready today with all of the action and 
go that only the experimental cars have boasted before. 
It’s the famous 57 Rocket—opened up for new efficiency 


NEW SALES POWER 
i, FOR OLDSMOBILE 
ml QUALITY DEALERS! 


—with 3 carburetors, new manifolding and fuel distri- 
bution, and 10-to-1-compression. And with all of its new 
“two-stage” performance, the new J-2 Rocket offers a 
50-percent-broader economy range than engines with 
4-barrel carburetors. That’s a double-barreled attraction 
that'll get ’em in the buyer’s seat for Olds dealers. It’s 
another reason why it’s smarter than ever to be with Olds! 


*277-h.p. Rocket T-400 Engine standard in all models. J-2 Rocket, with 300 h.p., and special Rocket Engine, with up to 312 h.p., both available at extra cost. 
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Legislative Roundup... 
Legislation Affecting Auto Industry 
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By Bethune Jones 

Legislative Correspondent 
oe outstanding feature of legislatures this year—except 
Kentucky, Mississippi and Virginia—will be accelera- 
tion of the steady up trend in state taxes, including levies 

of concern to the automotive industry. 


All of the scheduled regular sessions are getting under 


way this month, excep 
Florida (April), and Alabama 
and Louisiana (May). 

In addition, there is talk of a 
special session in Mississippi and 
there will be others as the year 
progresses. 

While some states will be able to 
sidestep the issue of new or higher 
taxes, reports from state capitals 
throughout the country leave little 
room for doubt as to the general 
trend 


In contrast to mounting gov- 
ernmental costs, there are virtu- 


Now — offer the new-car guarantee that outvalues all others! 
Here is protection so broad, so sweeping, that nothing has 
even approached it in all automotive history! This amazing 
Alemite guarantee lets you offer five full years of free repair 
or replacement of all lubricated parts on every new car you 
sell. No mileage restrictions . . . no strings attached . . . no 
extra cost to you or your customers! Backed in writing by 
Alemite — world leader in lubrication. Use this revolutionary 
sales advantage to sell more cars . . . to build profitable service 
and accessory business. Get all the details from your Alemite 


ally no signs of organized public 
sentiment favoring state govern- 
ment retrenchment. 

On the contrary, pressure de- 
mands expanded State services in 
nearly every field, including in- 
creased public works. 

? + = 


Tax Increases 


A“ will add up to increases in 
taxes or bonded indebtedness, 
or both. States which effect a re- 
duction in taxes will be the excep- 
tion. 

More than half the states have 


yf 
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Division of STEWART- 


U. S. PAT. OFF. 
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been studying their tax structures, 
both with the aim of achieving a 
more equitable distribution of the 
tax burden and to gaining revenue. 

Likely to be called upon most 
heavily for more revenue are per- 
sonal and corporate incomes and 
sales. 

Cities as well as states, are feel- 
ing the pinch and will be pushing 
for broader local 
taxing authority 
and larger shares 
of State receipts. 
They'll probably 
make an impres- 
sive score on both 
counts. 

The localities 
will be cut in for 
shares of state re- 
venue proposals 
as a means of ob- 
taining support. 
And, with states 
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WHAT THE 
ALEMITE GUARANTEE 


DOES FOR YOU: 
1. Offers every one of your prospects another strong 
reason for buying his new car from youl 


2. Brings your new car owners back to you regularly, 
at intervals specified by the car manufacturer! 


3. Uncovers additional service opportunities 
. to increase service volume! 


4. Builds business in all your departments — from car 
sales to lubrication service 


for funds, they will be more willing 
to broaden local taxing powers 
rather than give larger slices of 
—— * * «*& 


Auto Revenue Sought 


TATE lawmills will be flooded 
with proposals for increased 
highway-user taxes and further 
borrowing for highway construc- 
tion, despite widespread earlier 
adoption of such measures in recent 
years and the trend toward higher 
yields from present gasoline and 
motor vehicle levies. 

Besides having to dig up funds 
for their 10 percent share of inter- 
state highway projects under the 
new Federal-aid road program, 
states also must provide money for 
roads ineligible for Federal aid. 

A few states have revised high- 
way financing structures on a 
long-range basis for participation 
in the Federal program and for 
other road needs. Some will be 
able to sidetrack the issue until 
later, but many will have to act 

now through higher taxes or bor- 
, or both, to avoid losing 
of the Federal aid. 

Toll highway financing, at least 
for 1957, will take a back seat be- 
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Bethune Jones | cause of the unfavorable bond mar- 
hurting sharply! ket for turnpike securities and ‘the 
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fact that the Federal highway-aid 
law eliminated the need for such 
new projects except in isolated 
instances. 

The new Federal Highway Act 
provides for a two-year study of 
what to do about states that have 
built or are building superhighwzys 
through toll revenue bonds, This 
section is a compromise adopted 
after Congress failed to agree on 
providing reimbursements for exist- 
ing toll roads and including them 
in the free interstate highway 
system. 


Toll Roads Ebb 


gee erage Congressional settle- 
ment of this issue, there are 
unlikely to be further proposals for 
new major turnpike projects. State 
toll highway legislation mainly will 
be limited to bolstering financing 
of projects under way or previously 
contemplated. 

To what extent toll financing 
may figure in state highway plans 
in future years largely will be de- 
termined by the bond market and 
by Congressional action. Mean- 
while, toll financing of major 
bridge projects will continue to 
be proposed, with such legislation 
expected in a number of states. 
Highway safety will be empha- 
sized in legislative measures re- 
lating to motor vehicle operation 
and equipment requirements. Ex- 
panded highway patrols and other 
steps toward more effective high- 
way safety law enforcement will 
be sought. 

More stringent and uniform 
driver licensing laws will continue 
to be advocated, with other acts 
in the uniform code. New and 
broadened driver education pro- 
grams will be proposed, with efforts 
to obtain increased appropriations. 
Speed law changes will be an issue 
in many states, with action likely to 
vary considerably from state to 
state. 

With New York joining Massa- 
chusetts with compulsory auto 
liability 


+ 


Offered as alternatives to com- 
pulsory insurance will be proposals 
for special state funds for payment 
of unsatisfied claims arising from 
accidents; provision for impound- 
ment of accident involved vehicles 
of financially irresponsible drivers, 
and more stringent financial re- 
sponsibility laws. 

= = 


Truck Limits 
ypu size and weight limits 
will be less of an issue this 
year for the reason that most state 
truck axle weight limits are frozen 
at 18,000 pounds, single, and 32,000 
pounds tandem as a result of the 
new Federal highway act. Congress 
wrote into the new law a provision 
which would deny participation in 
the new Federal interstate highway 
system to states which, after last 
July 1, adopted size and weight 
limits more liberal than those speci- 
fied in the act. 

A survey following the highway 
act’s passage showed that 31 states 
have 18,000-pound single-axle limits, 
the ceiling imposed by the act, 
while 18 states allow heavier single 
axles. Twenty-five states now allow 
32,000-pound tandems, six have 
lower limits, and 18 allow greater 
loads. 

The Federal act sets a limit 
of 96 inches on truck widths, This 

is the width now allowed by 47 


* 


Growing competition in the auto- 
motive sales field will lead to pres- 
sure for new laws requiring licens- 
ing and trade regulation of manu- 
facturers and dealers in states. Bills 
seeking new and stronger regula- 
tion of used-car dealers also will 
be sought. 

New installment sales financing 
and small loan regulatory laws will 
be among the issues of interest to 
be considered, together with propo- 
sals for new resale price mainte 
nance laws and curbs on the use of 
trading stamps. 


* a 
Right-to-Work Laws 
Wit the 1957 legislative sessions 
will come a renewal of the 
battle over so-called “right-to-work” 
(Continued on Page 55, Col, 1) 
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Legislative Roundup 





‘Continued from Page 54) 


require auto dealerships and finance To Speed Licensing 


and other restrictive labor laws, 
with organized labor seeking the 
repeal where measures exist while 
advocates attempt to get more of 
them written into law. 

Prohibiting union shop and other 
forms of union security labor con- 
tracts, “right-to-work” laws are 
effective in Alabama, Arizona, 
Arkansas, Florida, Georgia, Lowa, 
Mississippi, Nebraska, Nevada, 
North Carolina, North Dakota, 
South Carolina, South Dakota, Ten- 
nessee, Texas, Utah and Virginia. 

At the November general elec- 
tion, the voters of Washington 
rejected a proposed new state 
“right-to-work” law, while 
Nevada’s electorate turned down 
a proposal for repeal of such an 
existing statute. Of possibly more 
significance on the issue will be 
the fact that the 1956 Louisiana 
Legislature repealed such a law. 

Louisiana not only became the 
first southern state to drop such} 
a law but also the first state in any | 
area to take action in recent years, | 
during which the trend has been 
toward slow expansion of the states 
with such restrictions. Whether the 
Louisiana action marked the start 
of new trend or was the result of 
local circumstances remains to be! 
seen. 

New state labor relations acts. 
providing for _ establishment of 
boards to conduct union representa- 
tion elections for workers in intra- 
state industries and business, will 
be proposed on a wide scale this 
year, as well as measures for new 
or broadened facilities for media- 
tion and conciliation of labor dis- 
putes 

Regulation of union welfare 
funds, such as provided by new 
laws in New York and Washington, 
will be sought in additional states. 

. * * 


Jobless Pay Trends 


HE trend toward liberalization 

and broadening of state unem- 
ployment compensation appears 
certain to continue. And, as this 
trend progresses, the going will be- 
come rougher for proposals aimed 
at easing employer tax contribu- 
tions to unemployment funds. 

Likely to be proposed in a num- 
ber of states, but not expected to 
be enacted on any widespread 
basis, will be proposals to pro- 
hibit the integration of employer- 
financed supplemental unemploy- 
ment benefit plans with state un- 
employment compensation. 

Proposals for new cash sickness 
or temporary disability acts will 
again appear in many legislatures. 
Strong opposition is expected to 
continue. Laws of this type, pro- 
viding cash benefits to wage earners 
unable to work because of non- 
occupational disability, are in effect 
only in California, New Jersey, New 
York and Rhode Island, and all 
were enacted in 1949 or earlier. 

In the field of workmen's com- 
pensation laws, increased benefits 
and other liberalizations will con- 
tinue to be enacted. An accompany- 
ing trend will be efforts to improve 
the administration of such pro- 
grams. 

New and broadened regulation 
of wages and hours will again be 
widely sought, with labor likely 
to make further gains. Mean- 
while, state minimum wage levels 
will continue to be revised up- | 
ward through administrative ac- 
tion under existing laws. 

Some further progress is likely | 
for legislative proposals to curb 
racial and religious discrimination | 
in employment. There also will be| 
more widespread legislative consid- | 
eration this year of bills aimed at 
curbing employment discrimination 
because of age. 


Gas-Tax "Hike Preneset 


At a meeting in Little Rock, the 
Arkansas County Judges Assn. 
adopted a resolution calling for a 
one-cent increase in the state gaso- 
line tax to raise $5.25 million to be 
divided equally between counties 
and cities. 


Ind. Judge Rips 
Unsatisfied Liens 


Judge Norman E. Brannan, Indi- 
anapolis, has urged the 11 Marion 
County (Ind.) state legislators to 





firms to cancel the entire debt when 
an automobile is repossessed. 
“The man buys the car at retail | 


|muffler ordinance by sending it 
| back to the Traffic Commission. 


ae ee ee 
Muffler supply firms had fought! — Oa 


|the ordinance, along with sports- | 


car and hot-rod enthusiasts. 
* * > 


N. Y. Senator Seeks 


Annoyed by long lines at New|! 


York state Motor Vehicle Bureau 
offices, Sen. Thomas C. Desmond 


prices and the finance company|has proposed three measures he 


takes it back and sells it at whole- 
sale prices,” he said. “It’s sickening 
when they come into court to gar- 
nishee the fellow’s wages (on an 
unsatisfied judgment).” 

The judge said that under the 


present, system, for instance, a| 


dealer can sell a car on a condi- 
tional sales contract for $2,000 and 
collect $200 in payments before the 
buyer defaults. Then the car is re- 
possessed, sold to a friend (of the 
dealer or finance firm) for $50 or 
so and the company still can force 
the original buyer to pay $1,750, the 
judge said. 


* > 


Antinoise Muffler Proposal 


Fails in Oklahoma City 


The City Council in Oklahoma 
City killed a proposed antinoise 


ak 


esl 


RCE lid 
IN PERFORMANCE 


fa diate I tad 


Bel 2 aoe 


said would stop them. 

The bills, which he will introduce 
in the 1957 Legislature, would au- 
thorize: Permanent license plates, 
with tabs to be changed annually; 
license renewals to be made on a 
staggered basis, by mail, and mod- 
ern registration forms of small 
punchcards which could be speedily 
processed by automatic machinery. 

* * * 


Connecticut's FEPC 
Seeks Added Powers 


The Connecticut Commission on 
Civil Rights will ask the legislature 
for an extension of powers, par- 


| ticularly the means of ordering an 


“CONTINENTAL” 


noe el 


offending employer or labor union 
to hire or admit persons discrim- 
inated against. 

The commission said recourse to 
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said similar powers for “affirmative 
action” have been granted in New 
York and other states. 

* + + 


Broader Sales-Tax Base 


Urged in Pennsylvania 


A Pennsylvania tax study com- 
mittee has recommended reten- 
tion of the 3 percent sales tax 
with a broader base and imposi- 
tion of a penny-a-bottle tax on 
soft drinks to raise $250 million 
during 1957-59 to meet increased 
governmental costs. 

Also recommended was reten- 
tion of a one-cent additional cig- 
aret tax, exemption of manufac- 
turers from a five-mill capital 
stock tax, application of the sales 
tax to beer and liquor sales in 
bars and restaurants and the lift- 
ing of sales tax exemptions on 
tradeins of automobiles and ap- 
pliances. 








* 


Insurance Bill Filed 


A bill filed for consideration by 
the Connecticut Legislature would 
a public hearing was taken only| provide that no motor vehicle could 
when a complaint cannot be ad-|be registered in the state after 
justed through conciliation, It said| Apr. 1, 1958 unless the registrant 
a complainant is at a great dis-| could show he had liability insur- 
advantage because of delays and|ance covering $40,000 personal in- 
postponements. The commission| juries and $1,000 property damage. 


“IT was doing a big volume bus- 
iness, not paying a whole lot of 
attention to costs.” | 
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GLOBE HOIST COMPANY 4N-748M-FKH(1) 
East Mermaid Lane at Queen Street 
Philadelphia 18, Penna. 


Please send me detailed, illustrated specifica- 
tions on Globe “Continental” Hoists. 
NAME 
COMPANY. 
ADDRESS 
CITY. 


VE AND HEAVY-DUTY TRUCK HOISTS 
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- LEAPS AHEAD OF 
LAST YEAR’S LEAD 


The 1956 figures are in—and not only does the 
Post maintain its position as the industry’s 
No. 1 advertising medium—it’s increased its 


leadership margin over the nearest rival in both 


before. In this year of peak competition, they 
know it offers the best way of reaching the 
people who buy. And they know these people 
have confidence in the Post—and what appears 





passenger-car and truck advertising pages. in its pages. As a result, they are placing more 
There are many reasons why automotive ad- 


vertisers are relying on the Post more than ever 


of their advertising in The Saturday Evening 
Post than in any other magazine. 
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Teague Opens New Building— 

Gene Teague, Chevrolet dealer in Stayton, Ore., has moved his dealership into 
this modern building. Located on the leading Central Oregon: freeway, the building 
cost an estimated $75,000. 
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Highways 


“Lost Production in Highway 
Construction,” a movie examining 
delays that affect production 
rates of key units of construction 
equipment, has been released by the 
Federal Highway Administration. 

The film, produced by the Bureau 
of Public Roads, will be shown as 
part of the program of the Ameri- 
can Road Builders Assn.’s Road 
Show in Chicago, Jan. 28-Feb. 2. 


“We think that many contractors | 


will have their eyes opened when 
they see the contrasts in operation 


& Safety 


practices shown in this motion pic- 
ture,” said John A. Volpe, Federal 
highway administrator. 

“For instance, trucks loading ag- 
|gregate and cement at a ‘drive- 
straight-through’ batching plant 
can get in and out in about half 
the time it takes when the trucks 
have to turn and back up under the 
hoppers. 

“As an overall picture, we found 
that time lost on the five jobs that 
had the most delays averaged 12 
minutes per hour more than on 











SOUTHBRIDGE VINALON 


eliminates seasons” from your 
clear plastic seat cover sales! 


keeps car seats like new... 
lets beauty shine through! 


OVER SIX MILLION PROFITABLE NEW CUSTOMERS! 


“PICTURE 
WINDOW 
CLEAR”’ 


America s finest 


vinyl plastic 


ia 
DUTY 


double polished 


WEAR AND 
BEAUTY 
PROVED 


on millions of car 





New car buyers buy all year—and want only clear plastic 


seat covers to protect thei 
Capture more of these sales... guarantee yourself more 


profits with seat covers of 


BOOK”. Supplied 


Call; wire, write your seat cover supplier or jobber today! 


SOUTHBRIDGE -Qokco 


Division of Golding Bros. Company, Inc. * 241 Church Street, New York 13, N. Y. « 








r beautiful new car upholstery. 


“picture window clear” Vinalon. 


Only Vinalon is wear and beauty proved on millions of cars. 
Only seat covers of Vinalon can guarantee trouble-free per- 
formance for the life of the car! 


THESE SALES AIDS SELL—ORDER YOURS NOW! 
Powerful “shopper-stopper” window banner. Set of 6 hard- 
selling posters. Dramatic newspaper ad mats. Guarantee 
folder to mail out or give away. 


Plus — exclusive Southbridge Vinalon “PATCH- 


with each set of covers made of 


Vinalon. Sensationally new. Permits instant, invisi- 
ble repairs of accidental cuts, punctures, burns. 


Telephone: CAnal 6-5432 





the five jobs with the least delays. 

“For the contractors who can put 
those 12 minutes to work, it means 
an increase of 30 percent in pro- 
ductive working time.” 

Prints of the film may be bor- 
rowed for showing from Visual 
Education, Bureau of Public Roads, 
Washington 25, D. C. 


Leader Urges End of Tolls 


On Pennsylvania Turnpike 


Pennsylvania Gov. George M. 
Leader told the Legislature at its 
opening session that the Turnpike 
system must be freed of tolls and 
made an integral part of the inter- 
state highway system. 

Leader said planning calls for 
construction of a new highway 
from Sharon to Stroudsburg, for 
improvement of US-6, for a high- 
way from Lake Erie to the West 
Virginia border and for the solu- 
tion of highway problems of metro- 
politan Pittsburgh and Philadelphia. 


+ * + 





Connecticut Senator Seeks 


Point System on Licenses 


Connecticut Senate Majority 
Leader Elmer S. Watson, Wethers- 
field Republican, will ask the Gen- 
eral Assembly to enact a manda- 
tory point system for determining 
the suspension of drivers’ licenses. 

Watson also is sponsoring legis- 
lation to raise the fines and jail 
sentences of persons convicted of 
more than one speeding offense, 
driving without licenses or driving 
while licenses are suspended. 

* ad * 


Series on Safety 


A series of 12 illustrated safety 
articles pointing out common driv- 
ing fallacies has been issued by All- 
state Insurance Co. to the news- 
|papers of the nation as a public 
service. 


Willys Signs Up 
448 Dealers 
During Year 


TOLEDO. — A total of 448 new 
Jeep dealers were added by Willys 
during 1956, according to C. A. 
Watson, general sales manager. 

New dealers added during De- 
j}cember included Dixie Auto, Inc., 
Laurel, Miss.; H. R. Smalley Motor 
| Sales, Westboro. Mass.; Dickson 
|Buick, Ine., Dorchester, Mass.; 
Oakland Motor Sales, Oakland, N. 
J.; Union Garage, Inc., Bethlehem, 
Pa.; Wentz Motors, Lock Haven, 
Pa.; Madison Motors, Inc., Mt. 
Holly, N. J.; Burkhart Motor Sales, 
Cresson, Pa., and Depke’s Garage, 
Gurnee, Il. 

B. B. Burns Co., Inc., Decatur, 
Ill.; Charles City Motor Co., Charles 
City, Ia.; Wheeler Tractor & Equip- 
ment Co., Kankakee, Ill.; Reuther’s 
Auto Repair, Creve Coeur, Mo.; 
Wagner Adams Buick Co., Crossett, 
Ark.; Ben’s Willys Sales & Service, 
Sandusky, O.; Alva Body & Fender 
Shop, Alva, Okla. and Wilkins 
Buick Co.. Black River Falls, Wis. 

Bright Motor Co., Grants, N. M.; 
Hutchins Motors, Winnemucca, 





Nev.; Transport Motors, Oakland, 
Calif.; R. B. MacBride, Modesto, 
Calif.; Crofton Truck & Tractor, 


San Diego, Calif.; Mile-Hi Motor 
Co., Rifle, Colo.; Pettigrew Motors, 
|Conrad, Mont., and Lange Motors, 
Lakeview, Ore. 


Bohn Is Upheld 


In Reo Purchase 


DETROIT.—Circuit Judge Robert 
|\M. Toms has dismissed a 
multimillion-dollar suit stemming 
from the purchase of Reo Motors, 
Inc., by Bohn Aluminum & Brass 
Corp. He ruled “there was nothing 
fraudulent or unlawful on the part 
of any defendant.” 

Defendants included former offi- 
cers and certain stockholders of 
Reo and of Bohn. The plaintiff was 
Nuclear Corp. of America which 
acquired control of Reo’s corporate 
shell after Henney Motor Co. con- 
tracted to purchase Reo’s assets 
and then assigned its purchase con- 
tract to Bohn. 

Nuclear asked that the sale be 
set aside on grounds of fraud and 
alleged that the sale was made 
without the approval of share- 
holders and disinterested directors. 
Nuclear also contended that the 
sale price of $16.5 million was about 
$15 million too low. 
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Jewels by Harry Winston 


Without Precedent... Even in Cadillac’s Brilliant Past ! 


It has been rightly said that the only true way to judge a 
Cadillac is to measure it against—a Cadillac! 

But this year it is difficult to do even this. For the motor 
car pictured above is literally without precedent—even in 
Cadillac’s own brilliant past! 

Never before has there been a Cadillac car that even ap- 
proaches it for sheer beauty and excitement. Its long, low-lying 
silhouette and the majesty and grace of its lines and contours 
represent a dramatic departure in advanced motor car styling. 

Never before has there been a Cadillac to rival it for 


CADILLAC MOTOR CAR DIVISION e 


luxury. Its fabrics and appointments will inspire even the most 
experienced Cadillac owner. 


And surely there has never been a Cadillac to compare with 
it for driving satisfaction. There is great new power and per- 
formance .. . and almost incredible ease of handling. 

Of equal importance, the public response to this new Standard 
of the World has been fully commensurate with its mechanical 
advancement. And for Cadillac dealers everywhere this holds 
the brilliant promise of a year that will be uniquely satisfying 
from every standpoint. 


GENERAL MOTORS CORPORATION 














Ke nearest I ever came to being 
just another accident statistic 
was back in the ’20s, I was driving 
west on the Lincoln Highway— 
Cleveland to San Francisco. 


All day the road had stretched 
in a straight line to the horizon. 
All day my Jordan Playboy had 
strained at the bit like a sassy 
mustang full of oats. And the 
speedometer crept up steadily. Now 
@ haze of dust hung over the 
prairie and was turning the setting 
sun to a blood red. 

In the blinding half-light and 
with that bloody sun in my eyes 
I didn’t see old Joseph Smith’s 
plowed field lying dead ahead. 
His barbed wire fence burst 
with the crack of a pistol shot 








and its strands flew apart with 
the nasty whine of a rifle bullet 
as I plunged through, 

The Lincoln Highway, with that 
innocent look all roads have, went 
blandly on without me to make 
two abrupt right angle turns 
around farmer Smith’s property. 

Getting a highway built back in 
1912 wasn’t just a question of elect- 
ing the right President. Federal 
aid for roads was unheard of. 
When Carl Fisher, conceiver of the 
Indianapolis Speedway, told a group 
of automobile manufacturers that 
their coast-to-coast highway would 
cost a million dollars—$3,500 per 
mile—they all wondered where that 
kind of money would come from. 

+. a + 


Winter’s Long Drive 
oo public’s interest in long dis- 
tance driving was aroused in 
1897 when Alexander Winton made 
the first successful long distance 
automobile run. He drove from 
Cleveland to New York in only ten 
days! 

Four years later the sensational 
news broke that Roy Chapin in 
an Oldsmobile had made it from 
Detroit to New York in only 7% 


days. People’s enthusiasm hit a | tounding feat, an unknown, Dr, H. 


new high and they became im- 
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Turmell Remodels Dealership— 
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ing dreamed up the whole thing. 
Incensed, Winton got himself a lot 
more publicity with glaring ads 
offering a $25,000 reward to any- 
one who would furnish proof of 
Dr. Jackson’s world-shaking trip 

So, when the budding greats o! 

the automobile industry formed 
the Lincoln Highway Assn., the 
time was ripe for public support 
of an ocean-to-ocean highway. 
But what about the vast sparsel) 
settled western states? With 
energy and imagination these au- 
tomotive pioneers soon solved 
that problem. 

Initial contributions were used to 
encourage investment of local 
funds. The industry put up that 

|first money. Major contributors 
|were Willys-Overland, General 


The home of Turmell Motor Co. (Oldsmobile) in Missoula, Mont., has been remodeled | Motors, United States Rubber and 


at a cost of $90,000. The showroom, reception rooms and all offices are paneled 
in mahogany. The building is 90 by 130 feet and is completely air conditioned, ex- | 
cept for the shop. The dealership is operated by Alfred J. Turmell, who has been in 


the automobile business for 31 years. 


patient for the day when the 
continent would be spanned by 
an automobile. 


Two years after Chapin’s as- 








N, Jackson, Burlington, Vt., left 


WHEN COMPRESSION 


RATIOS WERE 3 to Il... 


any good oil ring would do! 


1912 Packard with left 
drive control, electric 
self-starter, electric 
lighting. Starting, igni- 
tion and carburetor 
controls on steering 
column. Rated horse- 
power—38. Maximum 
brake horsepower— 
60. Engine—6 cylin- 
ders with bore of 4’, 
stroke of 544”. A great 


car in its day! 


But today it takes the 
PERFECT CIRCLE 


TYPE “98” 


CHROME OIL RING 


to meet the exacting demands of modern 
high-compression engines 


@ Specifically designed for today’s high- 


compression engines! 









@ Universal application... bottomless and 
conventional grooves. ..all depths 





@ Multiple tiny springs exert both side and 
radial pressure! 





@ Provides maximum oil drainage! 


Best for new engines... essential for worn engines 


PERFECT CIRCLE 


PISTON RINGS 


Preferred by more people than any other brand! 


The Perfett Circle Corporation, Hagerstown, Indiana 


The Perfect Circle Co., Ltd., Don Mills, Ontario 


San Francisco May 23, and arrived 
in New York early on July 26. No 
one could believe it. 

Winton, who had taken up racing 
driving largely to advertise his 
automobile, was suspected of hav- 
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Goodyear. Carl Fisher and Frank 
| Sieberling, then president of Good- 
| year, made large contributions on 
| their own. 

* * * 


|\15,000 Took Trek 

EDERAL aid later doubled the 

money, though the Federal Road 
Act passed in 1916 didn’t really get 
into high gear until 1919, when all 
| the states finally had highway de- 
partments, a prerequisite for 
Federal aid. 

Through persistent efforts and 
well-managed publicity — one 
stunt, the building of a mile of 
concrete highway — these men 
managed to sell 15,000 motorists 
on the idea of making the cross- 
country trip over the still un- 
completed highway in time for 
the opening of the Panama- 
Pacific Exposition. 

With the showmanship that has 
characterized the automotive in- 
dustry, members of the motorcade 
dipped their wheels in the Atlantic 

Ocean before starting—14 May of 
1915. And on arrival at San Fran- 
cisco’s Golden Gate Park, about 
three months later, they dipped 
their wheels in the Pacific Ocean. 
The automobile truly had con- 
quered a continent. 

But it wasn’t until ten years later 
that the 3,000 miles of the Lincoln 
Highway were thoroughly passable. 
And through the years hundreds of 
miles have been shaved from its 
length by improvements, 

A 1940 estimate set the total 
cost at $100,000 a mile. Fisher’s 
modest estimate of $3,500 had not 
included cutting away mountains 
building bridges, tunnels, under- 
passes and interchanges. 

P. S. Nothing can diminish my 
admiration for the men who first 
made real the American coast-to- 
coast-by-automobile dream. But 
with the crack and whine of that 
barbed wire fence still ringing 
faintly in my ears, I’m inclined to 
be thankful for a government’s 
power of eminent domain. Modern 
highway builders must find it 
mighty handy when they run up 
against the Joe Smiths of the world 
with their precious south forties 
they wouldn’t sell for love or 
money. 





VanDerzee Gets 
New Edsel Duties 


DEARBORN.— Norman K. Van- 
Derzee has been named assistant 
general sales manager-marketing, 
of Edsel division 
of Ford Motor 
Co. 

VanDerzee 
joined Edsel on 
Sept. 19, 1956, as 
executive assist- 
ant to J. C. Doyle, 
general sales and 
marketing man- 
ager. 

In his new posi- 
tion, VanDerzee 
will be responsi- 
ble for six division sales staff de- 
partments. These include planning 
and programming, market repre- 
sentation, distribution, sales and 
profit analysis, parts and service. 

His automotive career covers al- 
most 40 years, mostly with Hudson. 
VanDerzee joined Hudson in 1932, 
rising to the position of sales vice- 
president, a post he held from 1949 
to 1954. He stayed on for more than 
one year as sales vice-president 
when Hudson and Nash merged, 
and had resigned from that com- 
pany some three months before 
joining Edsel. 





N. K. VanDerzee 
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Engineering - Production - Materials 


A Monthly Section Describing and Interpreting Technical Developments 











Basic Approach Divides Auto Makers... 





Torsion Bar or Air Suspension? 


By John T. Benedict 


Engineering Editor 


USPENSION systems on a 
majority of cars in the 
near future may feature use 
of air as the elastic medium in a 
variety of designs based on air 
spring principles, Or they may tend 
toward new versions of metal 
springs in which torsion bar prin- 
ciples are applied in various ways. 
These are the two opposing views 
of many engineers who predict 
(rightly or wrongly) that the long- 
used coil and leaf types of springs 
are on their way out. 

Advocates of both torsion bars 
and air springs are to be found 
in virtually every suspension de- 
velopment group in the industry. 
For purposes of lining up some 
pro and con thinking on both 
sides of this timely, controversial 
engineering topic, however, the 
debate alignment chosen by 
Automotive News will roughly 


parallel engineering decisions 


made to date, as discernible from 
current production cars and un- 
official information on product 
plans for the immediate future. 


This line-up, then, will show the 
torsion bar concept upheld by en- 
gineers at Chrysler and Motor Re- 
search Corp. (which developed the | 
torsion bar system used by Packard | 
for the past two years). Superiority 
of air suspension is supported by | 
representatives of Cadillac en- 
gineering, plus key men from the 
air spring development group at 
U. S. Rubber Co, (which supplies 


air springs for the Eldorado 
Brougham). 
Ford is not yet in production 


with either torsion bar or air sus- 
pension and official company policy 
precludes any comment on engi- 
neering features of future models. 
It is apparent, nevertheless, that 
the weight of available evidence 
shows Ford engineers and sales 
officials inclined toward preference 
for air springs as their choice in 
new suspensions when a change- 
over is to be made. 
* > > 

r ROUND out the analysis of 

torsion bar and air suspension 
advantages and disadvantages, | 
you'll find woven into the discus- | 
sion ideas from various qualified | 
suspension experts, as well as the| 
opinions of several independent en- | 
gineering consultants in this field. 

To the air suspension proponent, 





tem begin with such fundamental 
theoretical features as variable 
spring rate, constant natural fre- 
quency, inherent damping and ease 


down to charges related to exces- 


|sive cost, complication (with im- 
| plied troubles), and skepticism that 


reputed theoretical advantages can 


of providing automatic height con-| be translated into actual ride and 


trol. 

These basic factors, in turn, 
are said to enable the suspension 
designer to provide: Ride charac- 
teristics that do not vary with 
load changes; softer ride without 
handling or stability compro- 
mises, and unequaled rough-road 
control of ride motions in a car 
with an outstanding boulevard 
ride, 


Criticism of air suspension boils 
> > * 





Torsion Front-End— 


Two torsion bar springs form the basis 
for front suspensions on all ‘57 Chrysler 
Corp. cars. Forward ends of the torsion 
springs ore positioned in lower control 
arms at the inner pivot axis; reaction 
ends of the torsion bars are held in 
anchors attached to the frame side rails 
through co crossmember. 


AMC Chins Mowers 


| handling improvements, Doubt fre- 


quently is expressed that air sus- 
pension can be justified on pas- 
senger cars, except (perhaps) by its 
as-yet-unproved virtues as a mer- 
chandising tool. 

To the air suspension proponent, 
on the other hand, the torsion bar 
is “just another metal spring.” With 
this statement, it usually is implied 
that an argument of torsion bar 
versus air spring is “no contest.” 
To the man who is “sold” on air 
suspension, it is obvious that air 


| springs are far superior in opening 


the path to suspension improve- 
ments that simply are unreachable 


| with torsion bars. 


In contrast, the torsion bar ad- 


| vocate sees things quite differently. 


To him, torsion bar springs have 
an advantage in cost, simplicity 
(reliability implied), minimum 


|space requirements and develop- 


ment potential that provides ample 
room for steady progress in sus- 
pension characteristics. 

* * . 


Leveling Assumption 
May Be Misleading 
NDERLYING every conversa- 
tion with those who favor air 
suspension is the assumption (pos- 
sibly fallacious) that, because auto- 
matic constant-height control 
comes more easily or “naturally” 
with air springs, it necessarily fol- 
lows that torsion bars forever will 


Of Unit Construction 


*NGINEERING advantages of 
4 unitized construction were de- 
scribed last week 


zer, executive 
body engineer of 
American Motors, 
in a talk given 
before the SAE 
student branch at 
the Chrysler In- 
stitute of Engi- 
neering. 

Cenzer capital- 
ized on a rare 


Cc, W. Cenzer opportunity to in- 





principal advantages of this sys- 


Stewart-Warner Sets Up 
Balancer Distribution Unit 


HICAGO. — Distribution of the| 

Stewart-Warner line of elec-| 
tronic industrial balancing equip- 
ment, formerly marketed by Merrill 
Engineering Laboratories, Denver, 
now is being handled by Stewart- 
Warner Corporation through a 
special department headed by 
Ralph Buscarello and located at the 
corporation’s general offices here. 

Appointment of 15 exclusive 
distributors has been the initial 
step in building a national mar- 
keting organization, Buscarello 
said. 


When negotiations now pending 
with additional distributors are 
concluded, the equipment will have 
sales and service representation in 
every major industrial market, Bus- 
earello added. 

The Stewart-Warner industrial 
balancing equipment line includes 


two sizes of fixed-position bal- 
ancers, plus newly announced port- 
able conversion balancing acces- 
sories. The latter can be taken to 
machines or assembled operating 
units such as blower fans, grinding 
wheels or machine tools to deter- 
mine position and amount of unbal- 
ance, when dismantling of the units 
would be impractical or too costly. 
* + * 


the introduction of the 
“portable balancer” accessories 
to the regular cradle balancer, Bus- 
carello said, Stewart-Warner p ro- 
vides the widest utility of any bal- 
ancing equipment presently availa- 
ble, for both kinetic and dynamic 
balancing. 

The Model 704 Stewart-Warner 
electronic industrial balancer has 
a weight range of from eight 

(Continued on Page 124, Col. 3) 


by Carl W. Cen-| 





doctrinate budding engineers at one 
of the Big Three companies on 
AMC’s long-claimed superiority for 
its concept of using the body as a 
structural framework of the car. 


Major aspects of the topic cov- 
ered by Cenzer included design fac- 
tors and engineering features, cor- 
rosion protection, weight-saving, 
sa fety and manufacturing tech- 
niques. 

As is customary throughout the 
industry, representatives from 
other departments work with 
AMC design and development en- 
gineers throughout the initial 
planning and engineering develop- 
ment stages of a new-model pro- 
gram. Included on the team are 
people from styling, tooling, man- 
ufacturing, purchasing and cost 
accounting. 

In all these early steps, the design 
characteristics of body construc- 
tion are considered, The AMC engi- 
neering executive told Chrysler’s en- 
gineers-in-training that right from 
inception of such a program “the 
unitized type of construction makes 
possible certain design advantages 
not practical with conventional 
(separate chassis frame) methods.” 

* ” 


Body A Bulwark 


- THE American Motors type of 

combined frame-body structure, 
the body forms the major structural 
member—rather than the more con- 
ventional method in which the body 
is utilized primarily as a passenger- 
carrying shell, mounted on a sepa- 
rate chassis frame. 

With unitized construction, the 
various components normally clas- 
sified as chassis units—front and 

(Continued on Page 70, Col. 1) 


|be handicapped by cost and com- 
plexity of provisions for this es- 
sential feature on suspensions of 
the future. 

Air spring advocates are prone 
to outline benefits traceable to 
constant-height as though this were 
their own exclusive domain. They 
tend to dismiss the theoretical pos- 
sibilities for providing this vital 
feature with torsion bars as being 
unattainable in practice. 

To the torsion bar supporter, 
however, such thinking is based 
on a false assumption, In plan- 
ning evolutionary development of 
torsion bar systems, it is taken 
for granted that entirely satis- 
factory provisions can be made 
for either constant-height adjust- 
ment or automatic leveling. 

To an unbiased observer, it would 
appear that (in this respect, at 
least) the confidence of torsion bar 
advocates is well-founded. Inten- 





sive, widespread development pro- 
grams on a variety of mechanical, 
hydraulic and electrical mecha- 
nisms for constant-height control 
virtually assure early availability 
(Continned, on zeae Ss, Col. 1) 





Spring Diaphragm— 

A diaphragm for the air spring being 
produced by U. S. Rubber Co. for the 
Cadillac Eldorado Brougham is examined 


by G. Raymond Cuthbertson, general man- 
ager of the rubber company's tire division. 





LGIN, Ill.—A new method by 

which industry, selecting from 
75 mass-produced “building block” 
metal cabinet enclosures and work- 
ing with 125 different sub-parts, 
can work up wide varieties of cabi- 
nets to house instrumentation, auto- 
mation, electronic and_ electro- 
mechanical equipment has been an- 
nounced by Elgin Metalformers 





Corp. 

Emcor’s package is composed of 
sub-parts prefabricated by assem- 
bly-line methods. 

With parts out of stock, finished 
cabinets can be constructed by 
screwing together different tops, 
backs, sides and fronts to the 
basic modular steel framework 
skeletons, Emcor said. 

Airplane-type construction is used 
in the skeleton frames. Panel 








by John T. Benedict 





Future Ride Control: 


Air, Oil or Torsion Bar? 


i BY ONE of those lucky coinci- 
dences, we already were at 
work gathering information for the 
lead engineering story in this issue 
iwhen an announcement came 
through that the Jan. 28 meeting 
of the SAE Detroit section’s junior 
group carried the intriguing title: 
“Tomorrow’s dream-car ride... ?” 

By dint of some splendid coopera- 
tion from friends at Chrysler and 
Chevrolet, advance copies of two of 
the symposium’s three papers were 
guided through approval-channels 
at unprecedented speed. As a re- 
sult, we are happy to be able to 
add the following information to 
our feature-article coverage of tor- 
sion-bar versus air suspension— 
and, we hope, make this a real 
“ride” issue. 

Opening the meeting on “ride 
control” and how it will change 
in the future, Leslie M. Wallace, 
laboratory supervisor, Chrysler 
Corp., introduced the three-part 
discussion on relative advan- 
tages of air, oil and torsion bar 
by describing the potentialities 
of torsion bar suspensions. 
Wallace’s introductory remarks 

took the form of a brief historical 
review which touched upon Abadial 
Elliot’s pioneering achievement of. 
producing the “first carriage with 
springs connecting the body and 
axles” in 1801 and followed-through 
with an outline of automotive 
suspension developments. 

Wallace pointed out that early 
ride research disclosed the ad- 
vantages of a low-frequency system 
for filtering out high-frequency 
disturbances. But, he said, “this 
desired reduction in suspension 
basic ride frequencies proved a 








Do Cabinets Yourself 


Sub-Parts Enable Plants to Bolt Together 
Wide Variety of Enclosure Sizes 


(Continued on Page 88, Col. 1) 






mounting holes are punched auto- 
matically in long sections so that 
the interiors of the frames can take 
varieties of “skins.” 

Forty different types of panels, 
and four different size drawers 
ranging from seven to 14 inches 
high and 16 inches deep, make up 
the component parts which can be 
fastened to the frames. 

Samuel K. Frankel, president of 
Emcor, along with James G. Wells, 
vice-president and a veteran in the 
electronics industry, conceived the 
modular system of enclosures. 

Frames may be bolted together 
side to side or front to back; they 
may be stacked one on top of an- 
other, or they may be assembled 
in combinations, In stacking, the 
components can be built to reach 
81 inches in height; the smallest 
units measure 21 inches. 

All panel openings in the 
frames are designed on a 19- 
inch standard communications 

(Continued on Page 124, Col. 4) 





AUTOMOTIVE NEWS, JANUARY 28, 1957 


Principle Splits Industry . . . 





Suspension 


Tiff Pits 


Torsion Bar vs. Air 


(Continued from Page 61) 
of a suitable product for this pur-| tribution of loads on the frame 


pose. 

Enthusiasm of Chrysler engineers 
for the torsion bar spring and 
sincere conviction that they are “on 
the right track” is evident in a 
statement that “we looked over all 
available systems and found that 
this torsion bar setup does the best 
job for us.” 


“Frankly,” continued the Chrys-|| 


ler engineer, “I suspect that maybe 
the ‘other fellows’ (presumably at 


GM and Ford) are so dazzled by|, g. aoatbemninn 


the glamorous air-ride idea that 
they may have overlooked what 
can be done more simply with 
metal springs in torsion.” 
= > * 

TO CHRYSLER chassis designers, 

a basic advantage of the front- 
end torsion bar system is the dis- 





structure, as com- 
pared with the 
more localized 
suspension loads 
at corners of the 
frame when metal 
coil or air springs 
are installed, 
Alan G. Loof- 


‘bourrow, chief 
engineer, chassis 
design, Chrysler 


Corp., emphasized 
the fact that an- 
other important accomplishment 
made possible with torsion bars 
was the reduced loading at pivot 
points, which cleared the way for 
improved design of rubber mount- 
ings. 

When it became possible to use 
new types of relatively lightly 


loaded rubber bushings, Chrysler 
engineers were able to go farther 
than perhaps any previous car de- 
sign in the use of rubber to isolate 
the suspension from the frame. 

As a result, road noise and 
harshness normally transmitted 
to the chassis and passengers 
through the front suspension 
have been reduced appreciably. 
Reduced loadings on rubber pivot 
bushings also permitted increased 
fore-and-aft flexibility without 
excess rubber bushing stress, 

After reviewing the numerous de- 
sign and performance advantages 
of Chrysler’s torsion bar system, 
Loofbourrow stated, “Currently, in 
our thinking, air suspension as we 
know it now, would be a backward 
step from what we have.” 

In Loofbourrow’s opinion, air sus- 
pension has a natural, logical place 
in applications for heavy-duty 
trucks and on buses. In both trucks 
and buses, the ability to maintain 
relatively uniform ride qualities 
over a wide range of vehicle load- 
ings is an important asset. 

And, for both types of vehicles, 
automatic constant-height con- 
trol is a useful feature, On 
heavy-duty trucks, this feature 
adds cargo space and payload 
capacity, while on buses, it pro- 





(LEVELIZER) BAR 


Interdependent Torsion Bar Suspension— 


This novel torsion bar arrangement was used on ‘55 and ‘56 Packards. 


In this 


design, two long torsion bars, one for each side of the car, connect the front and rear 


wheels. 


Forged hexagonal sections at each end of the bars fit into broached holes 


in levers that in turn transmit the load reaction to the front suspension lower arm 
through struts and to the rear suspension torque arm through stirrups. Two shorter 
torsion bars are connected between the rear suspension torque arms through the 
same levers and stirrups and to the frame through a mechanical height levelizer. 


* * * 


* * * 


vides the advantages of constant | and expense of such systems can 
step-height and ride uniformity. | be “dollarized,” according to Loof- 


In such commercial vehicle ap- 
plications, where air suspension has 
certain inherent advantages in ful- 
filling a need, the complications 





Meeting the big change in cars with the big change in bearings: 


‘} and The Moto-Mated Way 


BA] TAS oa 


Save 14.6% or more in bearing cost with 








et a whole new concept in bear- 
ing design, manufacture and sup- 
y from the Timken Company. It’s the 
oto-Mated Way—mated to the needs 
of the auto industry. It anticipates your 
changing requirements, re-cements our 
57-year partnership with the automotive 
industry. Puts plvthest machines to 
work for you. Provides you with a better, 
more uniform uct at lower cost. Offers 
an almost unlimited source of supply. 
From the Moto-Mated Way comes a 
whole new breed of bearings, Timken® 
Moto-Mated tapered roller ings, in 
13 standardized sizes. Bearings that are 
smaller, for more compact design; light- 
er, to cut unsprung weight and improve 
the ride; capacity-packed, to take the 
loads of today’s power cars. And they’re 
made with a new high in uniform qual- 
ity. And lower cost, too, because Timken 


new TIMKEN Moto-Mated bearings 


Moto-Mated bearings are being pro- 
duced by the millions by revolutionary 
production line methods entirely new to 
the bearing industry. 

This year the automotive industry is 
saving 14.6% or more on millions of 
front wheel bearings by adapting to the 
standardized Moto-Mated bearing sizes. 
As fast as Timken Moto-Mated bearings 
are put into rear wheels, pinions, differ- 
entials and steering gears, new savings 
will be passed along to you. 

No need to take less than Timken 
bearing quality! For details on savings 
in bearing cost, related parts cost, and 
new opportunities to use Timken 
tapered roller bearings in additional ap- 
mary write to: The Timken Roller 

earing Company, Canton 6, Ohio. 
Canadian plant: St. Thomas, Ontario. 
Cable address: ““Tumrosco”. 
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bourrow. 

Passenger cars, however, were 
said to be “another matter”—since 
automobiles do not require provi- 
sions for such extreme ranges of 


load variation. 
- = = 


Experts Sharply Split 
On Potential for Air 


OOFBOURROW was among 
those who emphasized that 
leakage has been a serious practi- 
cal problem encountered in air 
suspension experiments, So difficult 
is this problem that its severity 
ultimately may handicap successful 
air suspension with cost penalties 
that could restrict such systems to 
a limited number of luxury cars, 
he said. 

Opposing this view are the vari- 
ous auto and rubber industry of- 
ficials who are on record with 
predictions that air suspensions 
will be in general use on passenger 
cars by 1960, and Cadillac engi- 
neers who assert that air suspen- 
sion sealing problems are no more 
difficult than 
those already 
solved in prevent- 
ing leakage from 
automotive air 
conditioning sys- 
tems. 

William D, Al- 
lison, vice-presi- 
dent, Motor Re- 
search Corp., who 
is well-known for 
such inventive ef- 
forts as creation 
of the torsion bar system used by 
Packard in 1955 and 1956, has this 
to say: 

“In my work I am trying pri- 
marily for a new type of suspen- 
sion, rather than promoting any 
particular type of spring. I did 
find, however, that torsion bars suit 
my purpose and permit me to meet 
design objectives better than any 
other spring device. 

“We approach the problem,” 
Allison continued, “with the idea 
of working toward certain spring 
rates or combinations of spring 
rates at each and then 
endeavor to find out what is the 
simplest means of accomplishing 
this objective.” 

In his opinion, the chief advan- 
tage of the torsion bar lies in the 
ability to connect the front and 
rear wheels to the same spring 
system “in an economic and prac- 
tical manner.” 

on 





W. D. Allison 


[anes factors were cited by Al- 
lison in explaining why it is 
desirable to provide interdependent 
front and rear suspension: 

The first is to reduce pitching 
tendencies of the vehicle and 
achieve a so-called “flat ride” on 
undulating roads and rough sur- 
faces. 

Second is the capability for 
providing soft, low-rate springs 
on individual wheel movements, 
thereby improving the boulevard 
ride. 


Third is the ability to give an ef- 
fect of high-rate springs for cor- 
nering and load-carrying, which 
also is a contributing factor to- 
ward good handling qualities and 
high-speed stability. 

Connection of front and rear 
wheels to a mutual spring seemed, 
to Allison, a logical approach to the 
goal of substantially reducing a 
vehicle’s pitching tendencies. With 

(Continued on Page 64, Col. 1) 








Sharon Open Hearth Quality Forging 
Ingots — now available in Carbon and 
Alloy grades, with ingot weights up to 
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also a prime supplier of billets, blooms 
and slabs — to customer specifications — 
in Stainless and Alloy grades. For prices 
— contact the Sharon Steel Corporation, 
Forging and Semi-Finished Steel Sales 
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Basic Idea Splits Auto Makers .. . 


Torsion Bar or Air Suspension 


(Continued from Page 62) 
such a design, simultaneous verti- 
cal forces could be applied to both 
ends of the vehicle whenever a 
front or a rear wheel were dis- 
placed vertically. 


Torsion Bars Preferred 


For Front-Rear Connection 
a some years of experi- 

menting with various ideas for 
interconnection of front and rear 
wheel suspensions, torsion bars 
finally were selected in preference 
to coil springs interconnected by 
levers and cables, interconnected 
air cylinders or interconnected hy- 
draulic cylinders. 

Allison said, “Torsion bars were a 
logical choice for the job, because 
the normal length of bar required 
to spring two wheels would be 
somewhat less than the wheelbase 
of the average car.” 

The reaction point for each front 
wheel could be located readily in 
the vicinity of the rear wheel, And, 


in addition, connecting the front 
and rear wheel at each side of the 
vehicle to a mutual torsion bar 
spring was considered advanta- 
geous, since no strong points for 
spring anchorage were required on 
the frame, 

With this design, it is claimed 
that ride characteristics are inde- 
pendent of vehicle weight. Accord- 
ing to Allison, the automatic level- 
ing, interconnected torsion bar 
suspension enables the designer to 
provide the same luxurious ride in 
a light vehicle as in a heavier 
vehicle. 

With interconnecting springs, 
ride also is said to be independent 
of wheelbase, Thus, Allison as- 
serted, extremely long or short 
wheelbases may be specified to 
suit the requirements of various 
models, without penalty in ride 
or handling characteristics. 
Describing one of the important 
improvements made in design of 
the torsion bar suspension since re- 
lease of the 1956 production version, 


HARRISON 


Watch “WIDE WIDE WORLD” 
Sundays on NBC-TV 


? 


Allison disclosed that he has “taken 
off the conventional front stabilizer 
and replaced it with a new type of 
bow-shaped stabilizer.” 

This provides a “leader” spring to 
guide the front of the car over 
large waves and dips in the road, 
yet is claimed to have little effect 
on the soft-ride qualities for smooth 
roads. 

+ * aa 

ane se an important en- 

gineering objective, Allison de- 
clared, “The ideal front spring rate 
would be low in the center wheel 
position and build up progressively 
as the wheel travels up or down- 
ward toward either extreme posi- 
tion.” 

To achieve this desired progres- 
sive rate increase, with a high rate 
in effect when the wheel is either 
up or down from the mid-position, 
Allison’s latest stabilizer is con- 
structed in the shape of a bow. 
In its free state, the bow-shaped 
rod is longer than the dimension 


Variable Rate— 


Load-deflection relationship of an actual 
air spring is depicted in this U. S. Rubber 
Co. photograph of an oscilloscope trace 
in a dynamic test. Note how closely this 
curve matches theoretical deduction that 
spring rate increases with load and deflec- 
tion. 

’- & 2# 
it occupies when installed between 
the front wheel supports. 
Thus, when in place, the stabil- 
izer acts through simple ball 
joints to exert outward 


PUTS THE ACCENT ON COOLING! 


There's a Harrison Radiator 
Out in Front of Every 
Rocket Engine Oldsmobile! 


Flashing performance is an “Olds” story ... and Harrison puts 


a happy ending to heat. These higher-powered, higher-compression 


Rocket Engines will be blazing new highs in performance. 
And again in °57, Harrison will be up front, handling the heat and 
assuring dependable, economical operation. Backed by over 


46 years’ experience, Harrison is first choice with leading car 
and truck manufacturers. That’s why you'll find Harrison radiators 


TEMPERATURES 


LS. 


on the new Chevrolet, Buick, Oldsmobile, Pontiac and Cadillac. 
If you have a cooling problem, look to Harrison for the answer. 


RADIATOR DIVISION, GENERAL MOTORS CORP., LOCKPORT, N.Y. 


against each front wheel support. 
An increase in effective spring 
rate, therefore, is achieved by 
additional compression of the 
stabilizer bar, due to the lever 
action of upper anl lower suspen- 
sion arms—which tend to pull the 
wheel inward toward the center 
of the car as displacement from 
the mid-wheel position occurs, 

Additional progress in refining 
the torsion bar design includes 
electrical simplification and adop- 
tion of inexpensive bearings for 
supporting the torsion bars. 

Although interconnection of front 
and rear suspensions is a highly 
controversial topic among automo- 
tive engineers, Allison is of the 
opinion that the idea has gained 
some important converts during the 
past three years. Looking to the 
future, he predicted that the merits 
of a torsion bar setup for connect- 
ing front and rear suspensions 
eventually will win out as “the best 
way to do the job.” 

* * * 
- A point-by-point comparison, 

Allison rates torsion bars 
superior to air springs in service 
reliability, He finds torsion bars 
less complex to design, simpler and 
less expensive to manufacture, and 
capable of indefinite life without 
sag. Additional torsion bar suspen- 
sion advantages cited by Allison 
included: 

Spring rate or ride unaffected 
by weather conditions (heat, cold 
or humidity); car height main- 
tained without settling when 
left standing for long periods; 
unaffected by moisture condensa- 
tion or freezing within the sys- 
tem; car instantly in driving 
condition, with no waiting period 
while the compressor “pumps up” 
the suspension. 

Another suspension authority 
who sides with those who are not 
overly impressed by passenger car 
potentialities of air springs is 
Robert N. Janeway, Janeway En- 

gineering Co. 

To Janeway, the convenience of 
providing a constant-height feature 
is “the only possible reason” for 
using air springs, and he regards 
air suspension as an excessively 
complicated and expensive method 
of achieving automatic height con- 
trol. 

* * * 
Air Spring Benefits: 
Theoretical or Real? 


N REGARD to theoretical advan- 
tages of air suspension and re- 

sultant practical benefits, Janeway 
pointed out that the relationship 
between air chamber volume and 
reservoir capacity is an important 
design factor in approaching 
theoretical performance capabili- 
ties, particularly the alleged bene- 
fit of constant ride frequency that 
does not vary with load changes. 

He said the big question in try- 
ing to achieve the theoretical ad- 
vantages is whether or not the de- 
signer can find room enough for 
the reservoir capacity needed, 

Validity of this comment is 
borne out by the admission of 
some engineers who have worked 
on air suspension installations 
and report difficulty in finding 
space for all the components. 

Janeway regards space considera- 
tions as the principal torsion bar 
advantage—growing out of inherent 
efficiency in using this form of 
metal for springing, as well as the 
torsion-bar’s shape, which uses 
“length instead of height” for in- 
stallation purposes. 

Commenting on another theoreti- 
cal advantage usually claimed for 
air suspension, Janeway expressed 
some doubt that a “softer” ride ac- 
tually can be attained with air 
springs. He indicated that reservoir 
size and other practical considera- 
tions may prevent lowering of 
wheel rates significantly and force 
engineers to work in about the 
saMe ranges as they do with con- 
ventional suspensions. 

* * * 

ANEWAY also was skeptical of 

the highly touted ability of a 
practical air suspension system to 
maintain uniform ride character- 
istics over a wide range of load 
variation. 

Before making up his mind on 
this point, however, he is holding 
out for some actual data showing 
the family of load versus deflection 
curves for a range of static load- 
ings or air chamber pressures. 

At- variance with the opinions 
of those who profess doubt that 
air poses a serious threat to 

(Continued on Page 66, Col. 1) 








awe re rhlUmhrlClU rr SS 


‘artes 


[Tea VE we OS! 


sev UV ee oe SS FG 




















Power Tool Drives Screws 


Automatically at Any Angle 


The Semspoak is a portable, self- 
feeding, completely automatic power 
screwdriver developed for mass assembly 
operations by Shakeproof Division, Iili- 
nois Tool Works, St. Charles Rd., Elgin, 
il. 

The tool drives screws automatically at 
any angle and as fast as the operator 
can pull the trigger. Each screw is fed 
into the driving jaws and held tightly in 
place until started into the work piece. 
The cartridge holds 60 No. 8 screws, 
slightly less with No. 10s. Semspak will 
accommodate screws with a 7/16-inch 
minimum length and a 14-inch maximum 
length and either round, pan, oval, fiat, 
filister, hexagon. slotted o Phillips heads. 


Adhesive Tape 


A multi-purpose colored waterproof cot- 
ton cloth tape has been developed by 
Permacel Tape Corp., New Brunswick, N. J. 

The pressure sensitive tape, Permacel 
68, is said to combine tensile strength 
with moisture sesistence. 





Flaring Tool Developed 
For Precision Tubing 


Precision tube forming of copper, 
bundy and welded steel is said to be 
simplified by the No. 101 Flaring tool 
now being manvufacturered by E. Edel- 
mann & Co., 2332 Logan Bivd., Chicago 
47, WU. 

The device forms single or double 
flares in every size and type of tubing 
with only one adapter and cone which 
instantly interchange to do all the work. 
The compact tool is a one-piece unit 
made of hardened steel and has a black 
oxidized finish. 





Automatic Tongs Designed 


For Lifting Die Blocks 


Two sizes of general purpose automatic 
tongs, designed for use not only in lifting 
die blocks, but also for lifting other 
square, round, and rectangular objects up 
to their rated capacities, have been 
developed by Heppenstall Co., New 
Brighton, Pa. 

One pair, designed for loads up to 
3,000 pounds, has a maximum jaw open- 
ing of 18% inches and a maximum 
width of 27% inches. The other pair, 
designed for loads up to 5,000 pounds, 
has a maximum jaw opening of 25 inches 
and a woxinem width of 37% inches. 


All-Metal Lead Holder Offers 


Protection Against Slippage 
A lead holder which offers positive pro- 
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tection against lead slippage and turning 
has been marketed by Richard Best Pencil 
Co., Springfield, N. J. 

Called the Damascus, the unit possesses 
a self-cleaning clutch which eliminates 
buildup and clogging from graphite parti- 
cles and holds the lead in a tenacious, 
immovable grip, it is said. The unit is 
of all-metal construction and the barrel 
is of anodized aluminum. | 











Open Linear Ball Bearing 


Permits Bore Adjustment 


A linear ball bearing which permits the 
use of shaft support members along the 
length of the shaft traversed by the beor- 
ings has been developed by Thomson In- 
dustries, Inc., Manhasset, N. Y. 

These ball bearings are known as Open 
Type Ball Bushings and are recommended 
where extreme rigidity or unusually long 
shofts are a requirement. The open con- 
struction of the bearings also permits 
adjustment of its bore diameter by use 
of set screws or other clamping arrange- 
ments. The bushings ore manufactured to 


Engineering and Production 
New Products 





Double-Strand Sprockets 
Require No Machining 


Double strand roller chain sprockets 
that require no reboring or other machin- 
ing for installation on shafts are being 
added to the Taper-lock sprocket line 
offered by Dodge Mfg. Corp., Mishawaka, 
Ind. 

The sprockets incorporate the same 
| Taper-Lock principle used in installations 
for mounting other Dodge products, such 
as single strand sprockets, V-belt sheaves, 
conveyor pulleys, and flexible and rigid 
shaft couplings. 

Available in pitch sizes ranging from 
one-half inch to one inch, they are de- 
signed to be used with Dodge double 
| strand chain or any other standard pre- 
cision chain conforming to American 
Standord Assn. specifications. 

> > > 





standard dimensions for shaft diameters 
ranging from one to four inches. 


Color-Coded ‘Gasket 


A new plastic gasket and shim stock, 
color-coded to indicate the 12 different | 
thicknesses that it comes in, has been in- | 
troduced by General Gasket Co., Clifton, | 
N. J. lt is being marketed under the | 


name of Color-Plast Gasket and Shim 
Stock. 





Air Feed Series Added 
To Ses-Matic Press Line 


Mobile air-operated units for feeding 
coiled stock into punch presses are now | 
available from Special Engineering Serv- 
ice, Inc., 8161 Livernois Ave., Detroit 4, 
Mich. 

Easily moved from press to press, the 
air-feed units are designed for direct 
mounting to the bolster plate of the 
press. Available for maximum stock 
widths of 8, 12, and 18 inches; maximum 
feed stroke lengths of 8, 12 and 18 
inches; all units are adjustable for both 
width and stroke length from their maxi- 
mum 0. 


Disc Grinding Machine 
Houses Mofor in Base 


The Besly No. 240—30-inch double- 
horizontal disc grinder, designed for high- 
speed precision finishing of piston rings, 
bearing rings, automatic transmission 
plates and similar shapes, has been mar- 
keted by Besly-Welles Corp., South Beloit, 
Wh. 

The unit has all spindle motors con- 
tained within the broad, easily accessible 
base, and pushbutton controls on both 
sides. According to the maker, the im- 
proved design reduces maintenance, dress- 
ing, changes and set-up down time, as 
much as one-third less. 








Sintered Iron Features 


Superior Machinability 


Bound Brook Oil-Less Bearing Co., Bound 
Brook, N. J., has announced its free- 
machining iron material, Powdiron FM, 
said to be the first pure sintered iron ma- 
terial ever to combine excellent machining 
properties with low cost. 

The superior machinability of Powdiron 
FM is shown in the photograph above 
comparing the material with ordinary sin- 
tered iron. Part at left, made of ordinary 
sintered iron, is rough-surfaced and 
ragged after machining while Powdiron 
FM port is smooth and has mirror-like sur- 
face finish, it is claimed. 

a 


Rubber Coating for Tanks 


Rubba, Inc., has announced the develop- 
ment of Rubbokote, a liquid rubber coat- 
ing which prevenis corrosion in electro- 
plating tonks. Self-vulcanizing, the prod- 
uct is said to dry in 30 minutes. Rubba, 
nc., 1015 E. 173rd St., New York 60, N. Y. 


Portable Blueprint Machine 
Weighs Only 5/2 Pounds 


Weighing only 5% pounds, measuring 
18 inches long by 9% inches wide by 4 
inches deep, the Pelprinter “60" portable 
biveprint machine is being marketed by 
Product Engineering Laboratories Co., Inc., 
314 Adams St., Newark, N. J. 

Operating on a dry-vapor process, the 
machine reproduces any type of drawing 
or written material up to 18% by 14 
inches in less than 1% minutes, it is 
claimed. Contained in a luggage-type, un- 
breakable plastic carrying case; the unit 
— only a 110-volt outlet for opera- 


Protective Coating Developed 
For Use on Metal Surfaces 


Development of a chemical product that 
can give permanent protection against 





most enemies of metal surfaces has been 
announced by PSC, Inc., 303 Fifth Ave., 
New York, N. Y. 

A single application of the material by 
the company's process (patents pending) 
bonds it to metal surfaces in a thin, 
transparent layer, it is ‘said. This coating 
preserves the metal's natural brilliance 
and prevents tarnish, oxidation, corrosion 
and stains on ferrous and non-ferrous 
metals, it is claimed. 
























































Neoprene Screw-On Cleats 
Designed for Conveyor Belts 


A molded: neoprene screw-on cleat said 
to convert any conveyor or elevator belt 
into a cleated-belt has been developed by 
T. H. Hinchcliffe, 1450 La Loma Rd., Pasa- 
dena 2, Calif. 

The cleats, called Tatch-A-Cleat, are 
attached to the belt machine screws and 
special countersunk washers secured to 
threaded metal inserts vulcanized in the 
bose of the cleat. Cleats are available 
from stock in heights from % to 3 inches; 
in widths from o#, ae inches. 


Clark Towing Tractor 
Has 8,000-Pound Pull 


A towing tractor with 8,000 pounds 
maximum starting drawbar pull, a low 
silhovette free of protruding accessories 
and fivid coupling as standard equipment 
is now available from the Industrial Truck 
Division, Clark Equipment Co., Battie 
Creek, Mich. 

The Clarktor 80 meosures only 56% 
inches to top of steering wheel. With 
overall length of 107 inches and width 
of 69 inches, it turns on a 146 inch radius. 
Powered by oa six-cylinder Chrysler gas 
engine of 230-cubic-inch displacement, the 
tractor has four-wheel brakes, automatic 
coupler and two recessed, sealed-beam 
headlights. — 


Fatigue Proof Steel 


A high-strength, free-machining steel 
bor which requires no heat treating has 
been announced by IicSalle Steel Co., 
Hammond, ind., under the trade name 
Fatigue Proof. It is said to have in-the-bar 
properties usually associated only with 
heated-treated steel, plus greatly improved 
machinability. oe 


Transistorized Counter 


Introduced by Nader 

A transistorized digital counter that 
counts articles, distance, degrees of rota- 
tion or angular measurements when 
teamed with appropriate conversion equip- 


Co., 2661 Myrtle Ave., Monrovia, Calif. 
Counting frequency of the unit is said 





ment has been marketed by Nader Mfg. Co. 

























































































Red Ring Gear Shavers 


Feature Built-In Controls 


An improved line of Red Ring model 
GCU-8 and 12-inch rotary gear shaving 
machines, featuring a new column design 
and built-in pushbutton electrical controls, 
has been announced by National Broach 
and Machine Co., 5600 St. Jean Ave., 
Detroit 13, Mich. 

Model GCU-8-inch machine, above, is 
equipped for semi-automatic loading and 
shaves a helical transmission geor. This 
machine will shave spur helical gears up 
to four diametral pitch having pitch 
diameters from one to eight inches. Model 
GCU-12-inch shaves spur or helical gears 
up to four diametral pitch with pitch 
diameters one to 12 inches. 

wo 


Alloys "Wed" Metals 


Two silver alloys for use in joining dis- 
similar ferrous and non-ferrous metals 
have been developed by All-State Welding 
Alloys Co., Inc., 249-55 Ferris Ave., White 
Plains, N. Y. 

Known as All-State No. 105 medium 
temperature solder, and No. 107 general 
purpose silver solder, the products are 
designed for use with any heating method 
generally applicable in soldering. 

.: oS 


New Products Develops 
Low-Cost Gear Pump 


A geor pump, said to feature simplicity 
of design that lends itself to low-cost 
manufacturing techniques has been devel- 
oped by New Products Corp., 3636 Oak- 
ton St., Skokie, Il. 

Suitable for fluid pressure up to 200 
psi, this pump can be adapted for a 
multiplicity of applications, including — 
engine oil pumps, primary pump for fuel 
injection systems, pumps for automatic 
transmissions, pumps for oil burners, 
pumps for low pressure machine tool 
mechanism, pumps for manvfacturing 


equipment of all kinds, it is claimed. 
S.; te 





GE Machine Tool Relay 


Conserves Panel Space 

A six-pole in-line 10-ampere relia 
(NEMA Type AlB) designed for 
tions such as machine tools and control 
ponels is now available from the General 


H 
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Tiff Pits 


Torsion Bar vs. Air 


(Continued from Page 64) 


steel for dominance of the pas- 

senger car spring field are the 

views of numerous equally re- 
spected and able engineers who 
take precisely the opposite stand. 

Many of the industry’s top sus- 
pension and chassis men — engi- 
neers who are accustomed to 
making product decision on the 
basis of demonstrated perform- 
ance and technical merit rather 
than merchandising razzle-dazzle— 
are genuinely convinced that, with 
air suspension, they can progress 
toward suspension ride and han- 
dling qualities unattainable with 
any known form of torsion bar 
springing. 

Said one engineer who works on 
advance chassis developments: 

“In designing a suspension sys- 
tem, you can do many things with 
air that can not be done with metal 
—or, at least, are much more dif- 
ficult with metal.” 


* . + 


Advantages Cited 


For Air over Metal | 


FTER refuting the popular mis- 

conception that “riding on air” 
is, inherently, a softer, more com- 
fortable feeling than that given 
with metal springs—and remarking | 
that ride characteristics are deter-| 
mined more by wheel rates and| 
suspension frequencies than by the 
material used for the springs, the 
same engineer itemized the follow- 
ing fundamental advantages for an | 
air suspension system: 

First, the variable-rate charac- 
teristic of air springs automatically | 
adjusts the spring properties in such | 
a way that natural frequency does | 
not vary with load changes. This | 
means that suspension engineers) 
may hope to achieve a 50-year goal 
of designing a car whose ride qual- | 
ity is the same whether evaluated | 
with only the driver, or with driver | 
plus five passengers and baggage. 

Another source confirms this 
statement with data showing 
that, for the air suspension, fre- 
quency varies only about two 
cycles per minute over the one 
to five-passenger load range — 
while, with conventional suspen- 
sion, it varies 11 cycles per | 
minute. 

A second basic advantage usually 
cited for air suspension is the ease 
of providing an automatic feature 
for maintaining constant height 
with changing loads. (This device 
also compensates for air volume 
variation with temperature change 
and replaces air lost through nor- 
mal leakage in the system.) 

Another air suspension advantage 
is in the adaptability to low wheel 
rates with accompanying comfort 
benefits, while also providing sig- 
nificant improvements in flat-ride 
qualities on rough roads. These 
gains are attributed to air spring 
variable-rate characteristics that 
provide a soft spring for small 
wheel deflections, and an increas- 
mely stiffer spring as deflections 

on Sronente loads attain higher 


lea fundamental point fa- 
voring air springs is their inherent 
damping action which tends to les- 
sen the severity of loads on the 
shock absorbers and aid in control 
of ride motions. 
* 


> > 
T U. S, RUBBER Co., a round- 
table discussion was helpful in 
conveying the thinking underlying 
design details of the industry’s first 
production air springs and inter- 
preting theoretical advantages in 
terms of practical benefits. Par- 


as cee W. I, Fore 
Sahin: deciles: De. 
ens. Howe, manager of de- 
velopment research; Eugene H. 


Culp, engineer in charge of air 
spring research; Crockett Moss- 
hart, manager of engineering re- 
search, and Watson I. Ford, man- 
ager, air spring engineering sales. 

Dr. Howe, said that, in his 
opinion, the most important thing 
for the car owner is the variable- 
rate feature made possible by use 
of air as the spring medium. To 
illustrate this point, he sketched 
out a typical diagonal straight-line 
load-deflection curve for a steel 
spring and then, on the same chart, 
traced-in the corresponding curve 
for an air spring. 


In general, the shape of the | 


characteristic air spring curve 
depicted the feature of a “soft” 
spring (low rate) at low load and 
deflection—but with the spring 
action becoming progressively 
“stiffer” (high rate) as load and 


deflection increased. This basic 

relationship is an important key 

to understanding the perform- 
ance attained with air springs. 

Ford explained that the automo- 
bile ride engineer wants a suspen- 
|sion that provides a soft ride 
for small increments of wheel 
travel from the mid-position, but 
is stiffer at large travel—and with 
no abrupt changes in the transi- 
tion from soft to stiff action. 

Culp and Mosshart pointed out 
that air springs do provide this 
desired smooth transition from soft 
to firm spring rates, without any 
abrupt changes in slope of the 
curve as normally caused by use of | 
metal spring suspension limit- 
stops or rubber bumpers. 

° * * 


Variable Effective Area 


Key to Deflection Control 
ULP, who is credited by his| 
colleagues as being the “father” | 

» | Of this _particular air- spring con-| 


Profile Enters Dover 


DOVER, N. H.—(UTPS)—Profile | 

Rubber Products, subsidiary of | 

| Davidson Co., Charlestown, Mass., >| 

will begin manufacture of a line of | 

industrial rubber products at a new 
| plant here. 


cept, pointed out that the dia- 
phragm and metal dome type of 
unit lends itself to mathematical 
computations and precise control 
of design configurations that facili- 
tate exact tailoring of the air- 
spring load-deflection characteris- 
tics to requirements established by 
the suspension engineer, 

The key point, Culp explained, is 
in designing the rubber diaphragm 


and piston to provide a varying 


pressure area for the air spring. 
Precise, predetermined air spring 
properties, individualized for dif- 
ferent vehicular requirements, are 
made. possible by this ingenious 
variable-area feature. 


Dr. Howe cautioned against ap-| 


plying air-spring generalizations to 


| design and performance discus- 

sions of any given system, He} 
| noted, particularly, that there are 
| basic differences between bellows 


and diaphragm-type air springs. 


Constant-height control is a | 


feature common to all air 
springs; but precise design speci- 
fication of characteristics (for 
example) is an advantage claimed 
for the diaphragm type in com- 
parison with air springs that 
follow the bellows principle, he 
said, 


At Cadillac, the most enduring 


Mitt esther te 
VEN Gasset geet) ee 


impressions of an air suspension 

session with Carl 

A. Rasmussen, as- 

sistant chief en- 

gineer, and Fred 

H, Cowin, staff 

engineer, are 

confidence in the 

superior potenti- 

alities of this new 

type of suspension 

system and a 

sincere convic- 

y tion that it opens 

F, H. Cowin the door to signi- 

ficant progress in automobile ride 
and handling qualities. 

Fully versed on air spring theory, 
the two Cadillac engineers also 
were ready with information that 
added up to a strong case for the 
suspension designer’s ability to 
realize a number of important prac- 
| tical benefits when engineering air 
| springs into the chassis. 

+ ok a 
ASMUSSEN listed the three 
major theoretical advantages as 
variable-rate, constant-height and 
inherent damping. Cowin, in turn, 
| pinpointed specific aspects of sus- 
| pension performance in support of 
the contention that actual advan- 
(Continued on Page 67, Col. 1) 
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(Continued from Page 66) 
tages—such as a softer ride com- 
bined with improved control of ride 
motions—can be demonstrated in 
' an air suspension car. 

Since air springs offer the de- 
sirable feature of low wheel rates 
near the center of travel, a softer, 
comfortable ride is provided over 
small road irregularities. In addi- 
tion, Cowin stated, it is possible to 
provide a more satisfactory ride in 
traversing sharp waves or bumps— 
where conventional suspensions run 
out of travel and strike-through 
against the rubber bumpers. 





With air suspension, the car | 


occupants benefit by the absence 
of abrupt rate buildup normally 
experienced with travel limit 
stops. Instead, there is a 
smoother, less-perceptible stiffen- 
ing of the air spring, which pre- 
vents bottoming of suspension 
components. 

Cowin said that, from the pas- 
senger’s viewpoint, one of the best 
things about air suspension is ab- 


ic Idea Splits Auto Makers... 











Torsion Bar or Air Suspension 


sence of “pitching off the rubber 
bumpers” on rough roads, Instead, 
the improved suspension motion 
control and tendency toward a flat 
ride attest to progress toward the 
“ideal” suspension which would 
seem to “absorb” road irregulari- 
ties and enable the car’s passenger 
compartment to “float” undisturbed 
over dips and bumps. 

Cowin also explained that the 
automatic constant-height feature 
has a number of important impli- 
cations in addition to those asso- 
ciated with appearance of the car 
and low-silhouette styling. 

+” * > 
OVE of the engineering advan- 
tages is that, with constant 
vehicle height, the full design travel 
of suspension components is avail- 
able regardless of vehicle loading. 


| Another is that the designer is free 


to establish front and rear suspen- 


|sion geometry details at the opti- 


mum arrangement, rather than 
making the compromises usually 
necessary because the car rides 


NEW DELCO-REMY 
EXTERNAL ADJUSTMENT DISTRIBUTOR 
ON ALL GM CARS IN 1957 
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high with only one occupant and 
settles when fully loaded. 

“This more precise control of 
suspension geometry,” Cowin said, 
“in turn, brings such practical car- 
handling benefits as the exact 
determination of understeer tenden- 
cies and maintenance of this char- 
acteristic uniformly despite varia- 
tions in vehicle loading.” 

Some engineers who review 
claims made for air suspension 
are puzzled by the statement that, 
with air springs, it is possible to 
obtain a soft wheel rate without 
experiencing excessive roll angle 
or “lean” on turns. 

Rasmussen and Cowin answer 
this question by explaining that 
these seemingly conflicting objec- 

tives are jointly achieved on the 
Brougham by lowering the center 
of gravity and increasing roll stiff- 
ness by raising the rear suspension 
roll center. 

When questioned about “leakage,” 
engineers at both Cadillac and U. 
S. Rubber voiced assurance that 











Brougham Air Suspension Layout— 


Air springs replace conventional steel springs in the new type of suspension sys- 
tem introduced on the Eldorado Brougham. Basic components of the system are: four 
air spring assemblies (one at each wheel), three leveling valves, control solenoid, air 


compressor and accumulator. 
i, a 


* * * 


this will not be a problem with the | design height after a sharp over- 


air suspension as now being pro- 
duced for the Brougham, 
Quick restoration of the car to 


Designed especially for present and future high-compression engines, Delco-Remy’s 
trend-setting new external adjustment distributor increases timing accuracy, pro- 
vides greater electrical efficiency and durability combined with unprecedented 


ease of servicing. 


Contact point opening (and hence cam angle) is adjustable through a “window” in 


the cap 
wrench. 


while the engine is running. 


No special tool is required—just a simple “‘hex’’ 
e contact point set is a unit completely assembled and adjusted before 


being attached to the breaker plate . . . is easy to replace, in servicing, with a new 
factory-adjusted set, simply by removing two attaching screws. 


Centrifugal advance components have been relocated to a position above the circuit 
breaker mechanism, making it possible to locate the high-rate-of-break cam and 
the high speed breaker lever directly adjacent to the main bearing, for maximum 
rotational stability. The new one-piece circuit breaker plate rotates about the 
upper main bearing on a precision-fit bearing surface concentric with the shaft. 
Because of this new low-friction, concentric-rotating breaker plate, vacuum 
advance performance and hence fuel economy are improved. 


The new all-weather cap is easy to remove and replace—even in crowded underhood 
areas—by simply turning the spring loaded latches with a screwdriver. Removal 
of the cap completely exposes the entire distributor mechanism for easy access. 


This all-new design is the original equipment distributor on all General Motors cars 
for ’57 and is another example of Delco-Remy leadership ‘“‘Wherever Wheels Turn 
or Propellers Spin.” 


DELCO-REMY « 


DIVISION OF GENERAL MOTORS ~ 


ANDERSON, 


INDIANA 








night temperature drop or pro- 
longed periods of idleness is pro- 
vided by a so-called “fast leveliz- 
ing” circuit which goes into action 
when the door is opened. With the 
door closed and ignition turned on, 
a “subtle levelizing” function is in 
effect. 

It has generally been known in 
the industry that a better boule- 
vard ride could be obtained by low- 
ering spring rates, but that stabil- 
ity on the road suffered, As a result, 
car suspensions heretofore have 
been compromised, depending upon 
the engineer's judgment of cus- 
tomer preferences. 

* > * 

Ride Quality Independent 
Of Weight, Wheelbase 
Now: regardless of which type of 

the more advanced suspension 
systems wins out, it is apparent 
that significant improvements in 
both ride and handling qualities are 
in store — since there is little doubt 
that such benefits may be provided 
either by well-conceived torsion bar 
or air spring designs, as well as by 
other experimental systems now 
under development. 

Further advantages to both the 
automotive designer and car owner 
also are a certain outgrowth of 
new-found freedom in adapting 
suspension systems that permit 
attainment of ride and handling 
qualities with virtual independence 
of car weight or wheelbase — two 
factors which up to this time have 
dictated performance of conven- 
tional coil and leaf spring systems. 

In some quarters it is feared 
that the engineering choice 
among newly perfected suspen- 
sion systems may not be made 
purely on the basis of design and 
performance merit. Specifically, 
—_— engineers who at a 

technical justification for 


no 
4 springs on passenger cars 
anticipate the ity that the 


pressure of public opinion (as 

reflected in buying preferences) 

conceivably could force them to 
adopt air 

As one engineer put it, when 
referring to the “glamour” associ- 
ated with the term “air ride” and 
an instinctive connotation of “soft 
ride” — ultimately, the over-riding 
factor may be that powerful mer- 
chandising campaigns could “mes- 
merize” the public and cause people 
to think they are missing some- 
thing in riding comfort with metal 
springs. 

He says there is “sales magic” in 
the “pillowed, floating ride” idea 
conjured up by the word “air.” 

a + > 

ON THE other hand, there is 

some reason to think that 
equally potent magic might be 
made with the term “torsion bar” 
(or, as Chrysler is demonstrating, 
with the phrase “Torsion Aire”) — 
since the general public seems to 
associate this term in some vague 
way with an idea of east: 


“air” or “torsion bar” will show any 
dominance in potency as a sales 
factor. 

Then, too, there’s always the 
chance that ‘early success in experi- 
mental programs with either all- 
rubber or hydro-pneumatic suspen- 
sions may shatter the fond ‘onan 
of both torsion bar and air suspen-_ 
sion advocates. 
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We have always believed that one of the best means 
of establishing a satisfactory two-way communication 
plan with our dealers is through the Dealer Council 
plan. We believe you agree. Ever since 1945-46 
when the Ford, Mercury and Lincoln Dealer Councils 
were established, we have all worked together to per- 
fect company-dealer relations and communications. 


As you know, you elect your own representatives 
to serve on these Councils. You elect them to speak 
for you in Council meetings and they do—always 
with your best interests in mind. It is a completely 
democratic process. 


And after the meetings are over, they report back 
to you themselves — in a series of return meetings that 
reach every one of you. This two-way communication 
system has continually improved and strengthened 
the exchange of ideas between you and us. Each of us 
is better able to understand the other’s viewpoint 
because each of us received it at first hand. 


We welcome the recommendations that come from 
every Ford, Mercury and Lincoln Dealer Council 
meeting. We know we serve our mutual interests best 
when we are all working and planning together. 


Yes, we’ve always been proud of the Dealer Coun- 
cils, but never more so than in the past few weeks. 
Your elected representatives have served your interests 
well in a series of highly stimulating and successful 
meetings on many subjects. One important topic dis- 
cussed was the new sales agreement, which, as you 
know, we have been developing. 


At the National Ford Dealer Council meetings here 


in Dearborn in December, we presented the details of 


this new agreement. They have also been presented to 
members of the Mercury and Lincoln Dealer Council 
in a series of three meetings held earlier this month. 


ews No. 15 OF A SERIES 


We appreciate the honest evaluation given these 
details by your representatives. It justifies our faith 
in this fine system of communication. And we also 
appreciate a resolution passed by the Ford Dealer 
Council at the end of their session: 


“The National Council thanks the Ford Divi- 
sion for their wholehearted cooperation 
throughout the proceedings, and their will- 
ingness to discuss any and all subjects. It 
was an unprecedented occasion in the in- 
dustry, that the Members of the Council 
were invited, on behalf of all Ford Dealers. 
to consider the new Ford Sales Agreement 
prior to its finalization.” 


We're proud of that resolution. We recognize it as 
oné more indication of the splendid cooperation that 
exists between our dealers and the company. 


We seek the comments and suggestions of all our 
Council members throughout the year. We anticipate 
that they will continue to give us the benefit of your 
thoughts on Policies, Product Planning, Product 
Changes, Distribution and Quality Control—as well as 
your suggestions on new and better ways to serve our 


customers more effectively. 


orking together we will move forward to greater success. 


FORD MOTOR COMPANY: 


THE AMERICAN ROAD, DEARBORN, MICHIGAN 


The Ford Family of Fine Cars 


FORD * THUNDERBIRD * MERCURY # LINCOLN ® CONTINENTAi 
FORD TRUCKS ¢ TRACTORS * FARM IMPLEMENTS 
INDUSTRIAL ENGINES 
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AMC Cites 
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‘Rewards 


Of Unit Construction 


(Continued from Page 61) 


rear suspension, engine, exhaust 
system, fuel tank and steering com- 
ponents—are attached to the body, 
instead of to a separate frame 
structure. 

“To accommodate these chassis 
units,” Cenzer said, “the unitized 
body is designed quite differently 
from the body in a so-called con- 
ventional car. Weight saving is 
achieved without sacrifice of 
structural strength or rigidity.” 

According to Cenzer, box sections 
of various types form the entire 
periphery of the car: Windshield 
and rear window openings, 
rails, pillars, floor sills and corners 


of engine and trunk compartments. | 


Cenzer pointed out that careful 
design attention is paid to points 
of known stress concentration (base 
of door pillars, cowl area and junc- 


4 cee 


Kelsey-Hayes Company, Detroit 32, Mich. « 


roof | 





ture of engine mounting members 

and suspension attachment points). 

At such locations, strength and 

rigidity are provided by welding 

several thicknesses of metal to- 

gether, or by proper shaping and 
spacing of box sections. 
+ * + 


Load Carriers 


Whncers design body » AMC engi- 
neers design body metal panels 


Lehigh U. Adds Course 


BETHLEHEM, Pa.—The estab- 
lishment of a curriculum in en- 
gineering mechanics starting in 
September, 1957, leading to a 
degree of bachelor of science in 
engineering mechanics by Lehigh 
University has been announced 
by Dr. Harvey A, Neville, provost. 


as load-carrying (stressed-skin) 
members. Important stressed units 
identified by Cenzer included the 
underbody, plus front and rear 
wheelhouses. 

Saving in weight, through elimi- 
nation of non-functional material 
that “merely goes along for the 
ride,” is of concern to the car owner 
as well as the manufacturer, Cenzer 
asserted. In this regard, he claimed 
that added efficiency in the use of 
steel is achieved by using the car 
body as a major structural member. 

“This efficiency” he declared, 
made possible by the relatively 
great depth of the resulting truss 
section, with loaded members com- 
prising the roof and floor structures, 
and the entire assembly tied to- 
gether by the side body members.” 

Furthermore, Cenzer stated, 

“for a properly balanced design, 
weight economies can be effected 
in engine, drive system, suspen- 
sion, brakes and axles as a direct 
result of weight saved through 
elimination of the conventional 
chassis frame.” 

Continuing his discussion of engi- 
neering factors, Cenzer noted that 
corrosion protection is an important 





Bearing Lubrication— 


The. latest design improvement in the 
SKF Type C spherical roller bearing, an- 
nounced by SKF Industries, Inc., Philadel- 
phia, provides a positive method to 
obtain the more efficient ‘center’ instead 
of “side” lubrication of the bearing, 
resulting in longer bearing life. This is 
accomplished by means of a groove 
machined around the circumference of the 
bearing outer ring. Equally spaced holes 
drilled in the ring, channel the lubricant 
from the groove to the center of the 
bearing. The lubricant moves along the 
groove and through the holes to the 
center of the bearing. 


consideration, with particular at- 
tention given to drainage, sealing 


wheels that 
whisper tomorrow... 


Wheels by Kelsey-Hayes play a vital part in the safer, 
smoother performance of today’s automobiles. Continuous 
research and engineering improvements, increased 
production skill—promise even finer wheels by 
Kelsey-Hayes tomorrow. 


Other automotive products by Kelsey-Hayes include: 
Wheels, Brakes, Hubs and Brake Drums, Power Brakes, 
Hydraulic Brakes, Transmission Bands. etc. 


KELSEY-HAYES 


Major Supplier to the Automotive, Aviation and Agricultural industries 


15 PLANTS / Automotive: Detroit and Jackson, Michigan; McKeesport, Pa.; Los Angeles, Calif.; Windsor, Ontario, Canada 
Aviation: Jackson, Michigan; Springfield, Ohio— 2 plants—(SPECO Aviation Division); Utica, New York — 4 plants 


— (Utica Drop Forge and Tool Division) «¢ 


Agricultural: Davenport, Iowa (French & Hecht Farm Implement and Wheel Division) 


and effective protection of metal 
surfaces. 

In reviewing manufacturing tech- 
niques, Cenzer described extensive 
use of automatic welding equip- 
ment, sub-assembly procedures, the 
use of fixtures for dimensional con- 
trol and minimum use of bolted 
structures when welding is im- 


practical. 
+ 


* * 
Welding Conventional 


i AMC body production, welding 
usually is performed by conven- 
tional electric-arc methods, auto- 
matic or gun welding, although a 
limited amount of continuous seam 
and gas welding is specified for 
some areas. For maximum strength, 
welding is done on flanges as close 
as practical to the bend line of the 
steel sheets. 

Cenzer indicated that extensive 
use is made of sub-assembly tech- 
niques in the manufacturing opera- 
tions. Major sub-assemblies include 
underbodies, rear deck center pan- 
els, dash and toe board, front side 
sill assemblies, front and rear wheel- 
houses, complete body sides, roof 
panels and windshield upper header 
bars. 

Wherever feasible, structural 
body units are welded in place 
for maximum strength and rigid- 
ity. Manufacturing considerations, 
however, dictate the use of bolted 
assemblies for a few structures. 

For example, motor mounting 
front and rear crossmembers are 
bolted to body sills to facilitate 
final assembly line installation of 
the engine with mounting cross- 
members attached. 

Safety aspects of unitized con- 
struction discussed by Cenzer were 
“crushability” for passenger protec- 
tion, protection afforded by front 
wheelhouse structure, rigidity of 
floor structure between the wheels 
and structural effectiveness in re- 
sisting side impacts. 

Observations made during 17 
years of building and selling cars 
with unit-body construction has 
convinced Cenzer that “unitized 
structure provides greater safety to 
the passengers.” One factor that 
has impressed AMC engineers is 
the apparent energy-absorbing 
characteristic which allegedly gives 
the unitized body “a crushability 
factor greater than that present in 
the conventional type of car.” 

7 > 


Corners Bolstered 


CCORDING to Cenzer, accident 

analysis also points to a “defi- 
nite benefit from the massive struc- 
tural members provided around the 
engine and forward of the dash— 
the body extensions connecting with 
front suspension elements.” These 
structural members reportedly re- 
inforce the vital front corners of 
the car. 

Another important consideration 
in crash-absorption. in Cenzer’s 
opinion. is the absence of rigid 
longitudinal (frame) members of 
heavy-gauge metal, whose high 
compressive strength may serve to 
transfer impact loads directly to 
the body. 

As a final remark on “safety,” 
Cenzer said that added protection 
to passengers in the unitized body 
is provided by design of the floor 
structure between the wheels. 
“Here,” he stated, “the maior 
structural members of the floor 
extend along the outside edges of 
the body.” As a result, resistance 
to penetration allegedly is offered 
“early in the side-impact se- 
quence.” 

Concluding his outline of design, 
engineering. safety and manufac- 
turing advantages of unitized con- 
struction, Cenzer cited the follow- 
ing “additional advantages:” 

1. Compact bodies for best utiliza- 
tion of available space for “pay- 
load” or passenger space. 

2. Durability and noise-free opera- 
tion in service, because the welded 
unit is an inherently rigid structure. 

3. Improved ride resulting from 
increased torsional rigidity. 

4. Overhead-mounted, direct-con- 
nected front springs, made practical 
by the forward structure of a 
unitized body. 


Globe-Union Honored 

The Globe-Union, Inc.. method of 
packaging dry-charge batteries and 
measured electrolyte in a single 
unit has earned honorable mention 
in the national packaging competi- 
tion held in conjunction with the 
annual convention of the Society of 
Industrial Packaging and Materials 
Handling Engineers. Named in the 
citation was George Kodousek, 
Globe-Union packaging engineer. 
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THE BEST DEALERS 
SELECT THE BEST 


efficiency ... positive air-power actu- 
ation plus automatic retraction helps men 
do faster, neater, better work. 


styling... clean, functional design com- 
mands customer confidence... transforms 
any lube room into a “service showcase.” 


dependability ... maintenance is the 
lowest ever recorded for similar equipment 
... installation is simple and easy. 


When you are ready to make your lubritori- 
um a proven “Invitation to New Business,” 
contact your Lincoln Sales and Service 
Wholesaler. He will consider it a privilege 
to serve you. 


*Registered Trade Name 







»-»-- Says President C.V. ALLEN 
ALLEN BUICK COMPANY, EVERETT, WASHINGTON 


“Lincoln Lubreels facilitate faster service, better lubrication 
merchandising ... enable us to keep our lubrication department 
attractive and clean. We are much pleased with their performance.’ 
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AUTOMATIC LUBRICATING EQUIPMENT 
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Technical PERSONNEL CHANGES 


William J. Taylor has been 
named general manager of Repub- 
lic Gear Co., Detroit, a subsidiary 
of Gear Grinding Machine Co. 

Steven S. Gordon has been named 
assistant general manager of Re- 
public. 


> 


= af 
Cenzer, Zechel Take New 


AMC Engineering Posts 
Two engineering appointments 
have been announced by American 
ao Co Corp. 
W. Cenzer, formerly chief 
inser in charge of all AMC 


W. J. Zechel OC. W. Conzer 


body activities, has been appointed 
executive body engineer for AMC 
automotive divisions. 

William J. Zechel has been 
named chief automotive design 
engineer for AMC. He formerly 
was vehicle engineer for Packard. 

> > 


Bacon Succeeds Oleesky 


In Plastics Society Post 


Clare E. Bacon is the new chair- 
man of the reinforced plastics divi- 
sion of the Society of the Plastics 


Bacon, 
sales of eat Fiberglias 
Corp., succeeds Samuel 8S. Oleesky, 
vice-president, micronics division, 
Zenith ro > eae, Calif. 


Harrison Sietisier Boosts 


Holmes and Zwicker 


J. Ralph Holmes has been ap- 
pointed to the newly created posi- 
tion of technical assistant to the 
general manager of Harrison radi- 
ator division of General Motors. 

Holmes will be succeeded as chief 
engineer of the division by Law- 
rence A. Zwicker. 


P 
nounced by Eakelite Co., plastics 
division of Union Carbide & Car- 

bon Corp. 
Dr. A. W. Downes, with the firm 


sing 
with 


money to spend 


62.7% 


of total lineage — 


54.6* 


of daily lineage — 


appears in the 
BUFFALO COURIER-EXPRESS 
Use it daily for more 


advertising for your dollar 
to those with more dollars 


outside of 


ROP COLOR 
available daily & Sunday 


BUFFALO 


COURIER-EXPRESS 


since 1933, has been named general 
manager of new resins and com- 
pounds. A. A, Boehm has been 
named general manager of pheno- 
lics. He joined Union in 1935. 

New general manager of polyole- 
fines is Dr. C. M. Blair jr., with the 
company since 1934, J. E. Brister 
has been promoted to general man- 
ager of polystyrene. He joined 


Bakelite in 1933. R. D. Glenn, with 
the firm since 1934, has been named 
general manager of vinyls. 


* x * 


Delco-Remy Picks Garlic, 


Staggenburg and Robertson 

Delco-Remy has named Stewart 
Garlic to head Delco manufacturing 
operations in Muncie, Ind., and 
three other cities. 

Garlic will succeed Herman J. 
Staggenburg, who will move to 
Anderson, Ind., as divisional plant 
engineer. R. C. Robertson is super- 
intendent of Delco-Remy plant No. 
7, succeeding Garlic. Garlic joined 
Delco-Remy in 1927, Staggenburg 


U. S. Patent Nos. 2757436, 2757437, 2757434 


1957 


came to Delco-Remy in 1926 and 
Robertson has been with the divi- 
sion since 1934. 

? * + 


Paramount Names Meyn, 


Murray, Koski and Beller 


Paramount Engineering Co., De- 
troit, has named John H. Meyn as- 
sistant chief engineer, Harry L. 
Murray to head the tool division 
and Lester B. Koski to head 
graphic arts. 

At the same time, Paramount 
said it was opening an animated 
displays division with Herbert R. 
Beller, formerly of General Motors, 
in charge. Meyn was with Chrys- 


ler Corp., Murray with Engineering 
Service, Inc., and Koski headed his 
own graphic arts studio. 

* = + 


Norton Appoints Englund 


Lantz, Watts and Densmore 
Norton Co. has established 
three new divisions. Theodore J. 
Englund has been appointed man- 
ager of industrial engineering and 
Paul L. Lantz is assistant mana- 
ger of industrial engineering. 
William F, Watts has been 
named factory manager of the 
refractories division with William 
P. Densmore appointed chief in- 
(Continued on Page 73, Col, 2) 












Blank Identification 


Developed by Carmet 


PITTSBURGH. — A permanent 
system of identification on ce- 
mented tungsten carbide throw- 
away blanks has been developed by 
the Carmet division of Allegheny 
Ludlum Steel Corp. 

Carmet said the identification 
system which will help eliminate 
high tool costs due to the mixing 
of various grades. The designations 
are pressed into the face of the 
blanks. 





More than 150,000 persons read AUTO- 
MOTIVE NEWS every week! 


PUFFED FOR BEAUTY! 
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Technical PERSONNEL CHANGES 





(Continued from Page 72) 


dustrial engineer of the refrac- 
tories division. 
* = . 


Jefferson Names May, 
Carlson and Werley 


ing department and established two 
marketing regions. The new divi- 
sion will be managed by A, K, May 
as manager of sales research and 
development. 


The company also announced es- 


Jefferson Chemical Co, has cre-| tablishment of two marketing re- 
ated a new division in its market-' gions. J. R. Carlson is being pro-| Vautaw has been a member of 





moted from New York district sales 
manager to eastern regional man- 
ager, and R. E. Werley jr. is being 
promoted from Chicago district 
sales manager to midwestern re-| 
gional manager. 
* * = 
Arvin Promotes Vautaw 


To Chief Auto Engineer 
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Arvin’s automotive engineering 
staff since shortly after graduation 
from Purdue University in 1949. 

+ s + 


Chrysler Ups Albaugh 
In Engine Division 
Vernon A, Albaugh, former su- 


pervisor of production control 
activities at Chrysler Corp.’s Mound 


Robert L. Vautaw, formerly head | Road engine plant, has been pro- 
of the chassis section of the auto-|moted to manager of production 
motive engineering department of} control for the corporation’s engine 
Arvin Industries, Inc., Columbus, | division. 


Ind., has been promoted to chief 
engineer in the department. 


PUFFED FOR COMFORT! 


- fachion fAbrice of garan 


For further information, contact your supplier or write to: CHICOPEE MILLS, INC., Lumite Division, 47 Worth St., New York 13, N.Y. 





| ada) Ltd. 


Albaugh joined Chrysler Corp. in 
1937 in the material and planning 
departments of Dodge truck plant. 
In 152, he was made production 
control manager for Curtiss-Wright 
Corp. and later was promoted to 
staff assistant to the president. He 
returned to Chrysler Corp. in May, 
1956. 


Hardy New Chief Engineer 
Of Delco Appliance 


Vaughan H. Hardy has been ap- 
pointed chief engineer of the Delco 
Appliance division, Rochester, N, Y. 

A member of the Delco engineer- 
ing department since 1936, Hardy 
succeeds Henry C. Rohr, who is re- 
tiring under the GM executive re- 
tirement program. 

: * + 


Sabin and Toth Named 


Leece-Neville Co., Cleveland, has 
named Delos Sabin buyer of cast- 
ings and powdered metal parts. He 
formerly was with Fruehauf 
Trailer Co. John Toth was named 


| buyer of plastic molded parts. Toth 


| 


was associated four years with the 
light metals division of Thompson 
Products Co. 


* * > 


Erdoss Heads Korfund 
And Two Other Firms 


Dr. Bela K. Erdoss has been 
elected president 
of Korfund Co. 
Inc., Long Island 
City, N. Y. as well 
as Cork Founda- 
tion Co. Inc, and 
Korfund Co. (Can- 


He succeeds 
Siegfried Ros- 
enzweig who or- 
ganized Korfund 
in 1923. Rosenz- 
weig has sold his 
stock of the companies and is re- 
tiring from active direction of the 
firms, 





Dr. B. K. Erdoss 


> > + 


DeVlieg Names Beyer 
DeVlieg Machine Co, has an- 
nounced appointment of Herbert A. 
Beyer jr. as sales manager of the 

(Continued on Page 90, Col. 1) 


Easy to SELL 
Easy to INSTALL 













FITS NEW ‘57 FORDS, 
"55 & "56 PONTIACS 
and CHEVROLETS! 


Made of chrome plated steel, quickly and 
permanently mounted with 2 screws. Increases 


air flow up to 100% at normal speeds. Elim- © 


inates continuous operation of heater fan. 
Prevents snow and slush from entering cowl 
vent. Adds harmonizing beauty—greater com- 
fort to summer and winter driving. 


Ask your supply house for JET AIR SCOOP 
er write for complete information and 
prices to: 


DETHMERS MF'G. CO. 
BOYDEN, IOWA, U.S.A. 
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Manual Details 
All Phases of 


Systematic Hiring 


CHICAGO. — A manual cover- 
ing the principles, techniques and 
procedures for the effective selec- 
tion and placement of plant, office, 
sales, supervisory and executive 
personnel has been published by 
Dartnell Corp., 4660 Ravenswood 
Ave., Chicago 40, Ill. Price is $20. 

Under the title, “Tested Tech- 
niques of Personnel Selection,” the 
333-page book covers every phase 
of the selection process, from the 
initial determination of hiring spe- 
cifications to the final evaluation of 
specific candidates. 


Each of the 12 sections of the 
manual includes sample copies of 
numerous forms and tests, together 
with scores of exhibits of related 
materials designed to give a broad 
knowledge of the “tools” used, the 
methods developed and the results 
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Chrysler Cites Seely Motors— 


which may be expected. Paul Seely, second from left, Seely Motors (Chrysler-Imperial-Plymouth), Modesto, 
The manual was written by seven | Calif., receives the Chrysler Quality Used Car Plaque from L. M. Tuttle, San Francisco 
members of the management con-| office of Chrysler Corp. The dealership passed tests on 21 points of quality business | 













i On the Financial Front .. . 


m Profit Rise Predicted 





J eo r For Rubber Industry 


——— shipments and nontire 

revenue should rise and “profits 
above the generally favorable 1956 
experience will predominate” in the 
rubber industry during 1957, ac- 
cording to an analysis by Standard 
& Poor’s Corp. 

The financial firm predicted 
favorable profits “despite the re- 
strictive influence of continued 
keenly competitive pricing which 
caused a few earnings declines in 
1956.” 

Tire shipments should score a 
moderate gain over 1956, S & P 
said, because of the projected in- 
crease in auto production, The firm 
estimated 1956 shipments at about 
98.7 million units, 9 percent below 





sulting firm of McMurry, Hamstra| practice in order to win the Chrysler division award. Looking on are J. C. Cooper,| yore than 150,000 persons read AUTO- 


& Co. | left, Seely salesman, and H. D. Barnes, right, Chrysler Corp. representative. 
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New “in-the-shop” Power Train Test 





Rolls up Big Profits! Saves Time, Labor 


Road-Test RIGHT INSIDE YOUR SHOP 
using the New Bear Autorol! 





Realize at last, the Full Profit Potential 
of your service operation! 





Check, adjust everything on the Power Train 
in the shop, at actual road speeds! 


Simplify work on Automatic Transmissions, 
Carburetion, Ignition Systems, Differential, 
and many more! 










Autorol uses the car's 
own power. Unique 
wedging action simulotes 
road loads. Automatically 
aligns wheels on rolls. Quiet 
ond service-free in operation. 


Here’s the simplest, fastest, most versatile and eco- 
nomical troubleshooter you’ve ever had in your 
shop! Once you try the new Bear Autorol, you'll 
agree that for simplifying automatic transmission 
testing alone, nothing could take its place at such 
low cost. Yet, automatic transmission testing is 
only one of many time and labor-saving power train 
tests you can make with Autorol. By eliminating 
once-around-the-block time-outs, Autorol frees me- 
chanics to do more profitable work. By doing away 
with drawn out road tests, Autorol saves as much 
as 4hrs. on certain jobs! By simulating conditions 
under which customers first noticed their need for 
service, Autorol enables you to get quick, accurate 
solutions for hard-to-find service troubles. Find out 
all the ways Autorol can roll up bigger service 
profits ...ask your jobber for a demonstration, or 
write for FREE giant-size brochure. Bear Mfg. Co., 
Dept. A-14, Rock Island, Illinois. 


R-1502 


Er Recessed Model 


Surface Model 
(ramp type) 







Surface Model 
(rack type) 


the much lower cost way to “road test” the entire Power Train! 


Copyright 1956. BEAR MFG, CO., ROCK ISLAND, ILLINOIS 


the record 108.5 million established 
in 1955. 
Bd * + 
“MTONTIRE revenues should ex- 
tend their uptrend in 1957,” 
according to S & P. “Declines are 
possible for some items, but im- 
provement in nontire automotive 
business, continued active indus- 
trial demand, expansion in newer 
lines and higher average prices 
should prove more than offsetting.” 
The cost-price situation con- 
tinues mixed, the analysts noted. 
Hourly labor costs, will rise 6.2 
cents plus three cents for 
supplementary unemployment 
benefits, and the international 
situation has bumped the price of 
natural crude rubber to between 
36 and 37 cents a pound, com- 
pared with 33.87 cents for the 
first 10 months of 1956. 


| On the other hand, prices of 
'nylon and rayon cord dropped dur- 
ing 1956. And barring a major 
world crisis, expanding production 
of synthetic rubber in this country 
should act as a brake on natural 
|erude prices and may later force 
some reduction. 
* * * 

YNTHETIC rubber consumption 

stood at 61.4 percent of total 
rubber consumption last October, 
compared with 58.2 percent for all 
of 1955 and 51.4 percent in 1954. 

S & P said the decrease in 
dollar sales during 1956 was less 
severe than the 9 percent drop in 
tire shipments, since prices aver- 
aged higher and more expensive 
truck units constituted a larger 
part of the total. 

In addition, the contribution 
from nontire activities expanded. 

The decline in shipments of rubber 
items for nontire automotive ap- 
plication was moderated by the ad- 
dition of new items, and demand 
for industrial rubber goods was 
heavy. 





> +. * 
Laurentide Acceptance 

Laurentide Acceptance Corp., 
Ltd., Montreal, fiscal year ended 
Oct. 31, 1956 vs. 1955: Net profit, 
$387,819 and $332,676; retail volume, 
$28,642,971 and $19,783,423, and 
wholesale volume, $21,465,648 and 
$14,923,814. 


‘Dealers Begin 


Big Studebaker 


Ad Drive in West 


SOUTH BEND. — Newly elected 


|officers of the Studebaker dealer 


advertising associations in the Los 
Angeles, Denver and Portland 
(Ore.) zones have announced the 
opening of intensive localized news- 
paper advertising campaigns 
throughout their zones. 

Officers of the three groups are: 
Los Angeles Zone—Frank Afton, 
Inglewood, Calif., president; J. D. 
Morris, Bakersfield, Calif., vice- 
president, and David Bricker, Hol- 
lywood, Calif., secretary-treasurer. 

Denver Zone — Wiliam G. 
Fleischli, Cheyenne, Wyo., presi- 
dent; Roy J. Keller, Idaho Falls, Id., 
vice-president, and D. E. Higdon, 
Colorado Springs, Colo., secretary- 
treasurer. 

Portland Zone—Norman Gordon, 
Tacoma, Wash., reelected president; 
William Hannah, Vancouver, 
Wash., reelected vice-president; and 
Gerald L. Madren, Spokane, re- 
elected secretary-treasurer. 


Walker Mfg. Says Sales, 
Earnings Hit Peak in ’56 


RACINE, Wis.—Sales and earn- 
ings of Walker Mfg. Co. in 1956 
were the highest in the company’s 
history, Rea I. Hahn, president, 
_ the annual shareholders’ meet- 
ng. 

Hahn said net sales were $34,426,- 
047 compared with $30,893,093 in 
1955. The company did not an- 
nounce its dollar earnings, but said 
they were $4.92 per share of com- 
a stock compared with $3.67 in 
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modern 


service equipment 
that looks 


the 


ere.., 


ALEMITE 


PORTABLE LUBRICATION EQUIPMENT 


Alemite Visi-Drum Equipment 


ws High-pressure Chassis 
Lubricator illustrated 


Attracts more lube jobs. . . gives better, faster lube service! Mod- 
ern Alemite Portable Lubrication Equipment adds profit-building 
efficiency to your service department . . . helps increase service 
sales with its gleaming, eye-appealing appearance! 


Beautiful, easy-to-clean matching steel units include Chassis Lu- 
bricator, air-operated or manual Gear Lube Dispenser, hand-oper- 
ated Automatic Transmission Fluid Dispenser, and Waste Oil 
Drain. Air-operated units have sealed air motors—guaranteed for 
27 months! Durable white and gray baked enamel finish. 


Feather-touch portability! Roll units where you want them—when 
you want them—on fast, quiet, big ball-bearing swivel casters. 


“Adjustashot’ control valve on high-pressure Chassis Lubricator, 
illustrated above, permits full flow or measured shots. Flexible 
rubber follower plate removes all lubricant from drum. 


ALEMUTE (iy ire sent oroenei 


U. S. PAT. OFF. 


Division of STEWART-WARNER CORPORATION 


Dept. A-17, 1826 Diversey Parkway, Chicago 14, Illinois 


for complete information today ! 


Powered by 
Famous Super “H” Pump 


Exclusive “Pressurtrol” gives instant, ac- 
curate control of pump pressure—no air 
regulator needed! 

Instant power! Tremendous reserve 
power (70 to 1 ratio) handles tough lu- 
bricants, even at lower temperatures. 
Fast delivery! No waiting! The Super 
“H” forces lubricant into bearing at top 
speed. Cuts time by one-third! 

High pressure! Maintains 6000 to 7000 











advertising in today’s automobile | 
market. (Booths 3-4.) 
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BRAKE EQUIPMENT — Barrett Equip- 


ment Co., St. Louis, displays its B-105C | 
Brake Dokter and B-500 Up Drum Dokter. 
(Booths 57-60.) A 





STORAGE BINS — Borroughs Mfg Co., 
| Kalamazoo, Mich., exhibits its complete 
line of “Flexi"’ storage bins, including 
| model F, shown above. The bins are avail- 
| able in a choice of six colors. (Booth 103.) 





FINANCING INFORMATION — Ameri- 
can Finance Conference, Inc., Chicago, 
maintoins an exhibit on behalf of its 
Dealer Newsletter, a publication mailed to 
dealers as a service from the sales fi- 
nance industry. The display includes an 
automatic “pop-up” device showing inde- 
pendent sales finance company services to 
deolers. (Booth ai) 





POLISH PROGRAM — Mirror Bright 
Polish Co., Pasadena, Calif., presents its 
| Mirrer Glaze program for polish profits, 
| explained by company sales engineers. 


| (Booth 140.) 
> > 


Automotive Leather 


Upholstery Leather Group, I nc., 
|New York, exhibits the world’s 
| largest leather hide, “case histories” 
on leather usage of Pontiac, Lin- 
coln and Imperial, and plexiglas 
panels showing car leather users. 
(Booths 163-4.) 

> 


+ > 








TRANSMISSION JACK — A vertical 
hydraulic transmission jack, model 711, 
engineered in a two-stage design, is 
shown by Edmund J. Wudel Mfg. Co., Los 
Angeles. (Booth 313), 





TRAINING PROGRAM “A Disc A 
| Week,"" a program for the training and 
| development of automobile salesmen, is 
| being displayed by Bert Doane, Inc., Los 
Angeles. The program consists of 24 re-| 
corded lectures. {Booth 154.) | 








CEILING REEL — Lincoin Engineering 
Co., St. Louis, exhibits its “Economy 
Model” Lubreel for dispensing lubricants, 
water, air and automatic transmission 
fivids. (Booths 133-4) 


Outdoor Ad Posters 


The exhibit of Outdoor Advertis- 
ing, Inc., New York, offers a num- 
ber of full color examples of origi- 
nal poster designs of automobile 
manufacturers, plus a special 
dramatization of the role of outdoor 





ing Corp., Oil City, Pa., exhibits Super 
Blend motor oil for high-powered, high- 
compression cars, and its Remind-O-Matic 
system for efficient service department 
management and merchandis- 


| 
MOTOR OIL — Quaker State Oil Refin 
ing. (Booth 36.) | 
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hop Products at NADA Show 





BUMPER SIGNS. — A line of bumper 
signs, including one with a turned-edge 
sign panel, shown above, is being dis- 
played by Bumpoa-Tel Sign Co., Mounds, 


Ill. (Booth 165.) 
* > 





TIRE EQUIPMENT — Big Four Industries, 
Inc., Cincinnati, presents its line of tire 
servicing equipment, including the model 
MS tire changer, above. Also on display 
is the 14 and 13-inch conversion kil for 
most older model Henderson tire changers. 
(Booth 129.) 





AUTOROLS—Designed and engineered 
to simulate on-the-road conditions for 
testing and adjusting automatic transmis- 
sions and the entire power train, the 
Bear Autorol is being displayed by Bear 
Mfg. Co., Rock Island, Ill. The Autorol is 


available in three types of installations. | 


(Booths 63-64.) 





ENGINE ANALYZER—The EngineScope, 
an electronic instrument for complete 
analysis of any engine of four to 18 clyin- 
ders, is being displayed by Allen B. Du- 
Mont Laboratories, Inc., Clifton, N. J. 
(Booth 24.) a 


Advertising Programs 
Local Trademarks, Inc., New 
York, presents its Speedy copy- 
righted advertising campaign for 





automobile dealers, featuring news- 
paper ads, used-car spot ads, five- 
point used-car labels, and television 
commercials, (Booth 51.) 

* * - 


i 


— 





TIRE EQUIPMENT — An imporved model 
of Salsbury Cam-lok Tiremaster, a tire 
changer that handles all size wheels from 
12 to 17 inches without the use of special 
adapters, is being displayed by Salsbury 
Corp., Los Angeles. (Booth 20.) 

* oe 





BUMPER LIFT The improved Lee 
Bumper Lift, featuring a spring-mounted, 
swivel-type caster named “Flying-Saucer,” 
is being exhibited by Automotive Equip- 
ment Mfg. Co., 
110-2.) 


* * 





LUBRICATING EQUIPMENT — The Wall 
Alemiter, which features both high and 
low-pressure pumps, and other lubricating 
equipment are displayed by Alemite Divi- 
sion, Stewart-Warner Corp., Chicago. 


(Booth 44.) 








UTILITY VEHICLE — The Forward Con- 
trol Jeep FC-150, an all-new addition to 
the expanding line of Willys four-wheel 
drive utility vehicles, is being shown by 
Willys Motors, Inc., Toledo. (Booths 21-3.) 





| JACKS — The Kansas Jack Speed Sys- 





Lynwood, Calif. (Booths | 


| tem for automotive and truck body repair, 
| consisting of a standard and heavy-duty 
| jack, is shown by Kansas Jack, Inc., Mc- 
Pherson, Kans. The display also features 


| the Hagerty Body File. (Booths 27-30.) 
* * *@ 


TURNTABLE — Macton Machinery Co., 
Inc., Stamford, Conn., exhibits its Paro- 
vane, model 5000, automobile display 


turntable. (Booths 18-9 and 38-9.) 
* * . 





PAINT DRIERS — Dry Clime Lamp Corp., 


| Greensburg, Ind., presents its line of Dri- 


Quik infra-red ovens, including the porta- 
ble baking panel, model No. 16, shown 


above. (Booths 42-3.) 
* + * 





PNEUMATIC LIFTS—Bay Mfg. Division, 
Life Time Products Corp., Canfield, O., 
displays its line of Bay-Lift pneumatic 
lifts for cars and trucks, as well as its line 


of Rocker-Head stands. (Booths 13-15.) 
es oe: s¢ 





CARD FILE — The Mobi-File, a portable 
card filing device, is one of the items 


being displayed by Norick Bros., Inc., 
Oklahoma City. Others include a customer 
prospect system, complete lines of 
accounting forms, payroll boards, and 
samples of interleaved carbon records and 
parts control outfits. (Booths 31-2.) 
(Continued on Page 77, Col. 1) 
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(Continued from Page 76) 


PHOTECTO-~ MAT 








| 

FLOOR MAT, COVERS — Staput Cover | 
Co., Muskegon, Mich., exhibits work covers 
for mechanics and disposable floor mot, | 
called Protecto-Mat, designed to fit 
cars. (Booth 115.) 








SERVICE VEHICLES—Servi-Car, a three- 
wheeler used by dealers for pickup and 
delivery service is being displayed by 
Harley-Davidson Motor Co., Milwaukee. 
(Booth 150.) 





TEST ROLLS — Dynaroll, a unique set 
of test rolls which can serve as the nucleus 
of a complete dynamometer, is being ex- 
hibited by Clayton Mfg. Co., El Monte, 
Calif. (Booths 121-3.) 

* 





SERVICE MERCHANDISER — Shure Mfg. 


Corp., St. Louis, displays its Service Mer- 
chandiser, model 9801. (Booths 52-4.) 
* * * | 





ADDRESSING MACHINE — Master Ad- 


dresser Co., Minneapolis, displays its 
model 60 Master Addresser, designed to 
write names and addresses or other repet- 


Raleigh Dealers 
Choose Rawls 


RALEIGH, N. C.—Guy W. Rawls 
jr, Rawls Motor Co., (DeSoto- 
Plymouth), has been named presi- 
dent of the Raleigh Automobile 
Dealers Assn. for 1957: 

Other new officers are Jack W. 
Campbell, Campbell - Honeycutt 
Motors, Inc. (Studebaker), vice-| 
president; Dorman Morris, First- 
Citizens Bank & Trust Co., secre- 
tary-treasurer, and Rupert Atkins, | 
Atkins Motors (Nash), director for | 
a three-year term. 








| magazine and NADA. 


etive data (up to 13 lines three inches 
long) on a wide variety of forms, writing 
up to 100 times from a single typing. 
(Booth 55.) 





MERCHANDISING KIT — Cowles Maga- 
zines, Inc., New York, exhibits its used- 
car merchandising kit prepared by Look 





The kit contains a average. 








20 by 3-foot all-weather banner, posters, 

streamers, windshield stickers, suggested 

radio and television copy, direct sales 

copy, newspaper mats and other usefull 

merchandising items. (Booth in lobby.) 
* 


a * 
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BUSINESS SERVICES — Nu Orm Plans, 
Inc., Los Angeles, displays its service, 
sales and parts tabulation services 
wheels.” (Booths 67-9.) 

o * * 
Price Publication 


Automotive Market Report, Pitts- 
burgh, displays it publication which 
features recap of used-car market 
(Booth 61.) 


measuring of camshaft wear. 
e.* 


“on | 








CAMSHAFT CHECKER—P & G Mfg. Co., 
Portland, Ore., exhibits the Cam-Chek, an 
instrument for fast, accurate, in-the-engine 


(Booth 47.) 
+e 





TRANSMISSION JACK — Walker Mfg. 


| ing “Bomb-Sight" 


| Market Report, 
| Deluxe Parts and Labor Manual, 





77 


Co., Racine, Wis., displays its Walker No. 


44 “Uni-Cradle” transmission jack, featur- 
controls. (Booths 143-4.) 


* * * 


aad 


national 


automobile 
parts & labor 
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AUTOMOTIVE SERVICES National 


Inc., Chicago, displays its 


as well 
(Booths 141-2.) 


(Continued on Page 80, Col. 1) 


as other publications. 





The right tool means the job 


How’s your shop fixed for 


done right—- and ata profit — 


°97? 


The car dealers who will be smiling this time 


next year—as they reflect on their 1957 service 


operations—are those who used the tools and 


equipment it takes to do service work fast and right. 


Today’s more complicated 


transmissions, 


engines, 


mechanisms — like 


and rear axles— demand 


tools that make it possible for your mechanics to 


**make the flat rate” 


or beat it. The recognition of 


AT NADA SHOW BOOTHS 145-146 


See latest Rate-Maker special tools and 
equipment 





this 


need by progressive car dealer managements 


partially explains why Kent-Moore Rate-Maker 


Service 


Tools and Tool Sets have attained their 


widespread popularity. Over 30 years of experience 


in research, development, and testing — working in 


cooperation with car manufacturers— explains why 


more car dealers use these tools than any others. 


Get your shop tooled up for 


write or visit 


Service Tools and Equipment 


our exhibit at the 


°D7 profits now — 


NADA Show. 


Kent-Mooore 


ORGANIZATION, INC. 


Engineers and Manufacturers of Special Automotive 


28635 Mound Road., Warren, Michigan 
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the new safety age U. 4 ROYAL SY Ea 


Ties are cordially invited toa 


ROYAL OPEN HOUSE 


Golden Empire Room _ Hotel Mark Hopkins 
January 26th through 30th 


your profits with the 


Royal Master 


Now-—steel combined with nylon 
to produce the smoothest-riding, 
most indestructible of tires. 


7T 
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Exclusive Steel “Safety Crown”. Thousands of threads of flexible steel Exclusive De-Skidded Tread. A touch of Exclusive Coloramic Styling. Avail- 
float in soft rubber between the tread and nylon cord body, forming the brake opens the Master’s tread able in black, blue, bronze or green 


a barrier, that even razor-sharp axe heads cannot cut through or rupture. into thousands of working, gripping combined with conventional white- 
surfaces...stopping 1 to 10 car-lengths wall, or in narrow “Star Streak’”’ 


quicker... giving matchless protection design above. All protected by pat- 
against skid and swerve. ented Curb Guard Rib.* 


*Trademark of United States Rubber 


ROCKEFELLER CENTER, NEW YORK 20, NEW YORK IN CANADA: DOMINION RUBBER COMPANY, LTD. 
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ords is also demonstrated as part of the| be used effectively in dealerships regard-| pneumatic-powered changer also handles 





accounting plan. (Booths 156-8.) less of size, is being displayed by Rey-| all car tire sizes, including the new 14. 
§ Products at W AD A Show de nolds & Reynoltis Co., Dayton, O. (Booths | inch tire. (Booths 10-11.) ] 
135-9.) te . .s ¢ 9 





(Continued from Page 77) 


complete line of service tools, including 
Mono-Flex, above, flexible noncrush neo- 








































































prene exhaust hose and tail pipe adapters pI 
for 1957 model cars. (Booths 145-6.) g! 
10 
ACCOUNTING METHOD — Auto-Post, a 
streamlined accounting method that can 
* Billings Dealers | 
| |Elect Ryan, Israel 
‘ BILLINGS, Mont. — (UTPS) _ 
Richard G. Ryan, Ryan mot at tha! RADIATOR TESTER — Inland Mfg. Co., 
|has been elected president of the . | Omaha, exhibits improved models of its 
ACCOUNTING MACHINE — Burroughs | Billings Automobile Dealers Assn. | Sui, danas & Gk Gale tea Flo-Test machine, the unit which is said 
Corp., Detroit, demonstrates its Sensimatic| He succeeds Archie Cochrane.| simultaneously on commercial and tube-| '0 test radiators on or off the car to to 
accounting machine and accounting plan| Other officers are George B. Israel, | jess truck tires sizes up to and including| reveal the degree of plugging. (Booths 
' ane a cae t ae aoe 9 designed especially for auto dealer | vice-president, and Harold Ruth, | 9-22.5, is being displayed by Tire Machin- | 104-7.) . 
an aasipmetty iio ac adot accounting. Microfilming of dealer rec- | Secretary-treasurer. ery Corp. of America, Littleton, Colo. The! (Continued on Page 81, Col. 1) wl 
3000 “Safe-Turn" Brake Drum Lathe shown - 
above. (Booth 131-2.) 
| t’ k t th Comparison Chart 
ELS 100 a C Automotive Trim Material 
dite . . a . 
sao ATES — A of xem | *Bosed on 1957 models covering - 
shown by Stemac, Inc., Denver. Included re C 0 [ | fl most of the standard trim parts. Cc AR 
in the display ore chrome, combination eS 
chrome ond baked enamel, os weil as all- 
color plates. (Booths 45-6.) TRIM PART A B 
> > * 
Frt. Windshield Reveal Midg....... SS S 
This chart lists 17 of the more important Rear Window Reveal Midg.......« S| Ss 
trim parts that are common to the leading 
1957 models of major American automobile 06 oondsdnbenecoeses al 
manufacturers. A glance will show you the 
prominence of stainless steel; a closer look Garnish Midgs , S| S 
will give you an indication of where and why eae 
it is used. In mine of these applications only S 
stainless steel is used by every car on the list Rocker Panel Midgs.......-+++++++ 
WRECKER — Ernest Holmes Co., Chat- ar cat peptone hi ; Roof Side Rail 7 os 
Suessen, Tenn. dpleys Ms Nelmes 470 ere is a good reason for this universal ce eeccccecoccccecs 
wrecker that has been designed for use use of stainless steel—it looks beautiful doing 
2 eee’ s — cress. Besths the tough jobs, and it lasts longer than any Air Intake Screen... ....sseeeeees Xx 
oe: other type of bright work. 
a Every year cat buyers become a more dis- i a ce a i a oa X 
criminating and better educated market. Good 
looks and performance must go hand in ei ie S| ~ 
hand to make an impression on today’s pros- 
pect. That’s where Allegheny Stainless Steel D a 
pays off. Its gleaming beauty is good for Head Lamp sen e 066d 60600680 xX a— 
the life of the car—and then some—because ; “i ; 
it goes all the way through. No coatings or Windshield Wiper & Wiper Arm. .. 4 
see protective treatments are necessary to main- 
ey tain its beauty. Unaffected by weather, road Tail Light Assembly. .........+-4- §) X 
SOT OOPS os ’ film, salts or detergents, it won't crack, 
HOISTS — Globe Hoist Co., Phila- blister, peel or rust. Stainless steel stands Rear Fender Fin Midg.........+++- S| 
deiphia, exhibits its line of “Frame- alone in its ability to stand up under road con- 
ieee, ca on aeons eee ditions that destroy other materials. Stone Guard oeereeeeeeeeeeeeeeee et 
on these hoists. The “Frame-Kontact” hoist, Check the record; Allegheny Stainless 
Scores] Seok ean One |X 
a ” — me makes cars better and keeps them better- Body & Hood Omaments........- X 
oe # ¢@ looking longer. That's good for the manufac- De i il ne Mees Y 
turer; good for the dealer; good for the buyer. corative y TOUR PERM. «+ +00 
More and more, the trim look in cars is : 
becoming the stainless look—because it's Body Side Midgs.........+++++.- S| s 
good business! 





$— stainless Steel 


X—Die Casting or Chrome-Plated 
Carbon Steel 


Y—Other Metals (Not Plated) 
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(Continued from Page 80) 


Warranty Program 


Auto Warranty Co., Augusta, Ga., 
presents its one-year warranty pro- 
gram for used and new cars. (Booth 


102.) 


* * € 





SERVICE DISPATCHER SYSTEM — Execu- 
tone, Inc., New York, displays its auto- 
motive service dispatcher system featuring 
a specially-designed signal light board 
which enables service salesmen to sell 





more customer labor. Also on display: 
Voice paging and administrative inter- 


com systems. (Booths 116-7.) 
* 





TRUCK DOLLY — Automotive Service 


Tool Division, K. R. Wilson, Inc., 
cade, N. Y., exhibits its “Dollie,” 


81 


1008, for the removal and replacement | lished lines of Tune-in wheel balancers | played by Heyer Industries, Inc., Belle- 


of dual truck wheels. 
ae 


(Booths 108-9.) 
+ 





WHEEL ALIGNER — Hunter Engineering 
Co., St. Louis, displays its Lite-A-Line 
wheel aligner equipment and its estab- 


Smith, Parts Manager 


For 40 Years, Retires 
HARTFORD, Conn.—Radcliffe H. 
Smith, 75, parts manager of A. C. 
Hine Co. (Pontiac) since it was 
formed 40 years ago, has retired. 
Smith was honor guest at a din- 
ner held here at the Hotel Bond. 
He was among the first to be em- 


Ar- | ployed at Hine and organized the 
No. ' parts department. 





and Tru-Up tire. rounders. (Booths 151-3.) 





SERVICE EQUIPMENT—The Dyna-Vison, 
model 505, which is said to combine an 
electrical system analyzer, a stroboscopic 
distributor drive fixture and cathode ray 
oscilloscope engine analyzer, is being dis- 
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ville, N. J. A “Fast Boy” battery charger 
and two other combinations of motor 
exhibit. (Booths 8-9.) 
* * 


tuners also are on 
+. 





DEALER MERCHANDISING — A book- 
let presenting the basic principles, along 
with new ideas, concerning the use of 
the Wolf Plan to stimulate profits in 
dealerships is being distributed by John 
E. Wolf Co., Oklahoma City. (Booth 189.) 

a 





ANALYSIS MACHINE — National Cash 
Register Co., Dayton, O., displays its Class 
41 analysis machine as part of a com- 
pletely mechanized automobile dealer sys- 
tem. The exhibit also includes the ver- 
satile Class 31 typewriter-bookkeeping 
machine. Booths 126-8.) 

* 





SERVICE BENCH — The Bench Rack, a 
compact service center for every body 
aligning, straightening and finishing oper- 


ation, is exhibited by Blackhawk Mfg. 
Co., Milwaukee. (Booth 35.) 





Canadian Antes 
May Triple by 87, 
Declares Colbert 


TORONTO. — The number of 
passenger cars on Canadian roads 
is likely to triple in the next 30 
years, L. L. Colbert, president of 
Chrysler Corporation, said here last 
week, pointing to Canada’s expand- 
ing economy and record automotive 
production in 1956. 

“For one thing,” Colbert told the 
members of the Empire Club of 
Canada, “your population is grow- 
ing so fast that by 1985, at the 
present rate of growth, their will 
be nearly 32 million Canadians — 
about twice as many as there are 
at present. 

Pointing out that living standards 
in a dynamic economy such as 
Canada’s generally increase even 
faster than population, Colbert said 
businessmen have to plan for the 
future with those rising standards 
in mind. 

He said Chrysler has made siza- 
ble gains in its share of the Can- 
adian market. 

“During the past year,” Colbert 
added, “it has been very impressive 
to see the Canadian automotive in- 
dustry scoring gains over its pro- 
duction in 1955, which was the big- 
gest previous year on the books.” 

Colbert said that, “while we (in 
the U. S.) may not triple the num- 
ber of passenger cars on our roads 


‘in the next 30 years, as you peo 


ple 
in Canada are likely to do,” the 
automobile industry in the U. S. is 
looking for a healthy growth dur- 
ing that period. 









For certain profits 


USC... 






AUTHENTIC 


USED CAR 
ee 


Current, dependable 
appraisals in a sepa- 
rate edition for your 
trading area. You re- 
ceive a revised Red 
Book every 6 weeks. 
Lists all passenger 


cars since 1948, and 
Each issue is complete and contains — trucks thru 114 ton 


@ Reliable finance or cash valves. capacity since 1950. 
; Includes the impor- 
a Average “as is” or wholesale values. tant specifications, 


. “ data, and insurance 
@ Realistic average retail valves. , 
symbols, as well as 
illustrated identifica- 


Full year’s service, just $7 ,00 tion of late models. 


45 years of leadership bas established the Red Book as the 
national authority for used car and truck appraisals — 
4 powerful sales tool that pays for itself over and over. 


BLUE BOOK 


the only exclusive 


TRUCK APPRAISAL 
MANUAL 


Now in Handy Pocket Size 
YEAR'S Service, $9,00 


An independent, realistic, authentic truck appraisal and 
identification service—the only one available that includes 
all popular types, regardless of tonnage. The Blue Book 
contains safe, dependable valuations since 1950. Lists also 
model, motor and serial numbers, weights, wheelbase, H.P. 
rating, factory prices, and other helpful data. Published 
semi-annually. 


NATIONAL MARKET REPORTS, INC. 


900 S. Wabash Ave. Chicago 5, Ill. 


MAIL THIS 30-DAY 
FREE-TRIAL COUPON 


Specializing in Automotive 
Publication Services 


Since 1911 SATISFACTION 
GUARANTEED 





NATIONAL MARKET REPORTS, INC., 900 S. Wabash Ave., Chicago 5, Ill. 


Please enter our order for the one-year services checked below, sub- 


(Quantity Rates on Request) 
(0 Check enclosed for $__-_-_-_. (2) Send C.O.D. (Plus Charges) i 
i 


eee ee | 
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Engineering 


Briefs 


Nuclear Research Center 


Completed by Battelle 
COLUMBUS, O.— The third and 





final component of Battelle Insti- e aq 
tute’s nuclear research center here { 
has been completed. | ol e an 

It is a $750,000 “pool type” reac- e 


tor. Just over a year ago, radiation 
laboratories were completed and/| 


| 





HOOT MON! 





last February Battelle opened a 
laboratory for reactor development. | 
Battelle’s nuclear research center 
is the first in the nation to be pri- 
vately endowed. 

* * + 


Induction Stirrers for GE 

SCHENECTADY, N. Y. — Gen- 
eral Electric Co, is installing induc- 
tion stirrer mechanisms on two 
furnaces at its Schenectady Steel 
Foundry. The devices are said to 
reduce the time necessary for refin- 
ing steel prior to pouring and to 
produce a better quality of steel for 
casting. 


* * * 


|Pennsalt Puts Land at Head 
\Of New Industrial Division 


PHILADELPHIA, — Pennsyl- 
vania Salt Mfg..Co, has completed 
the consolidation of its Sharples 
operations with the activities of the 


|}industrial chemicals division, ac- 


cording to William P. Drake, presi- 
dent. 

The new unit, known as the in- 
dustrial division, will be directed by 
General Manager Hugh C. Land. 
Included in its operations are | 
plants at Natrona, Pa.; Wyandotte | 
and Riverview, Mich.; Calvert City | 
and Marion, Ky., and Houston,| 
Tex. These units produce a variety 
of organic and inorganic chemicals 
for industrial use. 

. + * 


Olds Honors Hauenstein 


ST. LOUIS. — Eugene Hauen-| 
stein, salesman for Yates Oldsmo- 
bile, has been named No. 1 Olds- 
mobile salesman in the St. Louis) 
zone. Hauenstein qualified as a} 
member of the exclusive Rocket 
Vanguard Club which has been won 
by only 21 other Oldsmobile sales- 
men. 

* a * 


Resistoflex Expands 


ROSELAND, N. J, — Completion 
of a new addition to Resistoflex 
Corp.’s main plant here has resulted 
in doubling production capacity and 
personnel, according to Edgar S. 
Peierls, president. Construction of 
the new addition began last Feb- 


ruary. 
* * ~ 


Snyder Output Boosted 


By Automatic Polisher 


PHILADELPHIA. — Snyder Mfg. 
Co., maker of auto radio and tele- 
vision antennas and auto acces- 
sories, has expanded its installation 
of automation equipment, accord- 
ing to Gus Snyder, partner in 
charge of production and engineer- 
ing. 

The latest installation is a self- 
feeding and fully automatic tandem 
polishing machine for antenna 
staffs. It has increased production 
200 percent, Snyder said. 

+. * * 


Carbide Chemicals Expands 
OTTAWA, — Carbide Chemicals 





, i Co., a division of Union Carbide 
ject to your 30-day, money-back guarantee. Canada, Ltd., is planning further 
. ‘i expansion of production capacity 
0) Red Book Official Used Car Appraisal Guide................. s a for polyethylene resin and ethylene 
NS CUI I TM inns cnivscnsasensanaconsgeaseasodseossces $ 9. glycol through a multimillion-dollar 
( Blue Book Official Truck Appraisal Guide........................ $ 9.00 j addition to its Montreal East (Que.) 
(0 Standard National Auto Parts & Labor Manual— plant. Work will start shortly. 
with Full Year's Revisions.................. merce eB $12.50 a a 
00 Deluxe National Auto Parts & Labor Manual— ° 
with Illustrations and Revisions for a Full Year............ $16.50 : B Hamilton Names Rep 
: i OSTON. — Lynd-Farquhar Co. 
0 National Tractor & Farm Implement Blue Book .$ 5.00 here has been named New England 


(] Automotive Service Digest—Monthly—For a Full Year. $ 3.00 | | dealer for presses manufactured by 


the Hamilton (O.) division of Bald- 
win-Lima-Hamilton Corp. 
+. * * 


Dearborn Gage to Build 


DEARBORN. — Dearborn Gage 
Co, has purchased 10 acres in Gar- 
den City, a Detroit suburb. Elmer 
Elistrom, president, said the com- 
pany plans to construct immedi- 
ately new plant facilities which will 
include 15,000 square feet of manu- 
facturing floor space and about 5,- 
000 square feet of office space. 


Featuring a NEW low-cost line 
With the famous Benmatt QUALITY! 


ECONO-FLEX Tough, flexible, two-dimension plastic with 
monograms new cling-tite adhesive for 1957 multi-contour 
cars! 


JEWEL INSIGNIAS Gleaming chrome and gold ‘Scotch-Cal” 
color ads; metallic lustre that outlives the car. 
“They SPARKLE forever'’! 


HI-GLO Sparkling Scotchlite Ads that sell while you 
emblems sleep. 

“HONOR AWARD" Weather-tuff, brilliant color ads on Flexible 
plaques Contour forming aluminum. Fast application. 


Always in the spotlite! 


LICENSE FRAMES _Triple-plated Chrome ads that bespeak pres- 
monograms tige, pride of ownership, and enduring practi- 
cal use! 


Ask your nearest representative—one in every principal city. 


THE BENMATT ORGANIZATION, INC. 


World's largest manufacturer of Automobile Dealer identification. 


3447 E. 15th Street 962 Milwaukee Avenue 
Los Angeles 23, Calif. Chicago 22, Illinois 
ANgelus 3-6751 HUmboldt 9-2470 








HERE'S THE ANSWER! 
AUTO -MATE 


SAFI BRAK 


*Pat. Pending 


AUTOMATICALLY STOPS 


CREEPING and ROLLING 
HOLDS UPHILL * DOWNHILL * ON LEVEL 


Here’s practical solution to problem common 
with drivers of 52,000,000 cars Now In Use. 


Dealers: Learn about our 
liberal profit program Now! 


Dealer Discount — Orders of 
4 or more—40% off list of 
$28.95 each F.O.B. North- 
ridge, California. 


AUTO-MATE CORPORATION OF AMERICA 


18228 Parthenia St., Box 425, Northridge, California 
Telephone: Dickens 4-0264 
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PONTIAC TAKES OVER THE 
‘TOP SPOT in PERFORMANCE 


om Weltner Pontiac Gets the Order After Rugged 
“ie 3-Day Test* of 1957 “Highway Patrol Cars” 


ou | 





PERFORMANCE? Here’s proof about as official as you can get it—The California 
Highway Patrol has just purchased 300 Pontiacs to be used in Highway Patrol 
Service. These cars were purchased on the basis of tests on performance, road- 
os. ability, safety and comfort. 


Late in December on a closed-off section of superhighway and nearby mountain 
roads, six of America’s top-performing cars were selected for three days of grueling 
tests by highway patrolmen under actual operating conditions. 


Dle 


These tests took guts . . . stamina for day-to-day routine driving . . . instant 
response for emergencies . .. precision control for the tight spots . . . in short, 
classed every other car in the test (with the extra bonus of stretch-out comfort 
for husky six-footers with their service caps on)! 


This comes as no surprise to Pontiac engineers—who set out some time ago to 
design a car completely tuned to today’s driving conditions. More than six dozen 
“firsts’’ went into the ’57 Pontiac—and 100,000 miles of the most rugged tests the 


| 
| 
the ability to safely outperform anything on the road! A standard Pontiac out- 
engineers could devise put Pontiac on the road as the best-proved car in history. 


PONTIAC STRIKES THE PERFECT BALANCE OF POWER, RIDE AND HANDLING 


—>= America’s most modern and efficient power plant— 
the all-new Strato-Streak V-8. 


—'— A completely new idea in suspension for an exclusive Level-Line Ride. 


=> Precision-touch control for split-second response and 
near-effortless handling. 


: 
) —> Big, multiple-sealed brakes for positive, straight-line stopping. 
Pontiac, the first choice of one of America’s largest highway patrols for all-around 


police car performance is best for America’s everyday drivers, too. 


No wonder Pontiac dealers are excited this year—they have America’s Number 
One buy in America’s Number One Road Car! “Details available on request. 


PONTIAC MOTOR DIVISION OF GENERAL MOTORS CORPORATION 





saint asncesneses, Pa 


AMERICA’S NUMBER (1) ROAD CAR SOLD BY AMERICA’S NUMBER (1) DEALERS 











Bulletin Board... 





Tube Fittings |lished by the Education Depart- 


A catalog incorporating engineer- 
ing data on hydraulic flareless tube | NY 
fittings—48 pages, free. Weather-'"" ’. 
head Co. Customer Service Dept., 
128 W. Washington Blvd. Fort 
Wayne, Ind. 


* * * 


Waterless Hand Cleaners 


Evaluation of Waterless Hand 
| Cleaners—62 pages, $1.75. Office of 
| Technical Services, U. S. Depart- 


Gray Iron Castings 
“Engineering and Purchasing Da of Commerce, Washington 25, 


Requirements for Gray Iron Cast-| a. 2 

ings,” a leaflet spelling out specific | ° ° 
information that should be supplied Refrigerated Bodies 

with an order or request for quo- Fabrication ‘and assembly of re- 
tation for castings — 8 pages, free.| frigerated truck bodies made with 


* * 


Gray Iron Founders’ Society Head-| aluminum extruded shapes and/| 


quarters, 930 National Cit y-East/|parts—30 pages, free. Revere Cop- 
Sixth Building, Cleveland, O. |per & Brass, Inc., 230 Park Ave., 
sree % New York 17, N. Y. 


Booklet on Training i noe 
The key role of the skilled crafts-| 7urbo-Prop Engine Fuels 
man as the ‘anchor man’ on in- Improvements on fluids, lubri- 
dustry’s technological team is|cants, and fuels for turbo-prop 
stressed in “Your Opportunities in| engines are described in three re- 
Industry as a Skilled Craftsman,” a| ports of a research project for Air 
new educational aid booklet pub-' Force by the Petroleum Refining 
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|ment, National Assn. of Manufac- | 
| turers, 2 E. 48th St., New York 17, | 








Laboratory, Pennsylvania State 


University. The reports include PB | 
121508, 210 pages, $3.50; PB 1nsoo,| Arrests Break Up 
(256 pages, $4; and PB 121510, 342) Teens’ Hubcap Gang 


| pages, $5.50. Office of Technical | 
| Services, U, S, Department of Com.- | 
merce, Washington 25. | 


* * * | 


Uses of Univac 120 
“How to Harness the Profit 
| Power of Electronics” — brochure | 
lexplaining uses of Univac 120 
electronic computer, free. Brochure | 
TM-1010, Remington Rand, 315!) 
| Fourth Ave., New York 10, N. Y. | 
+ * : 
| 
Pinhole Detector 


Capabilities and operation of re-|j}etterhead request. Mechanical 
designed GE pinhole detector —/| Handling Systems, Inc., 4600 Nancy 
Bulletin GEA-6520, four pages, free. | Ave., Detroit 12, Mich. 


General Electric Co., Schenectady 5, | ~~ = 2 
|N. Y. Epoxy Resin Adhesives 
Data on high-strength epoxy 
resin adhesives for metal-to- 
metal bonding and honeycomb 
sandwich construction—11 pages, 
free. Adhesives and Coatings 
division, Minnesota Mining & 
Mfg. Co., 423 Piquette, Detroit 2, 
Mich, 


CLEVELAND. — Police in the 


Heights have smashed a teen- 
aged gang that specialized in the 
theft of auto hubcaps. 

They arrested 11 youth, rang- 
ing in age from 15 to 17. The 
gang’s specialty was taking “spin- 
ner” type hubcaps. The youths 
told police they stole because 
they had nothing else to do, They 
all come from good homes, 








* * * 


Hexclad Soldering Tips 
“Hexclad Long-Life Soldering | 
Tips” — Catalog No. 144, free. Hex- | 
| acon Electric Co., 517 W, Clay Ave., | 





Roselle Park, N. J. 
* 


* * 
Overhead Conveyor 
A catalog designed as a working 
tool for materials handling and) 
production engineers—free only by | 


+ 7 * 
Power Derrick 
A catalog giving capacities and 
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No other car at ite price 
can match if-or catch it-#F2625 


—and Triumph is 'way ahead in the race for sales/ 


There are two big reasons why Triumph 


‘. > 
. oo 
- to 


i + 


p Sabet): 


comet ia 0 dares 





TR-3 sales are shooting skyward so fast: 





Triumph TR-3 has all the features sports-car fans want: It's a wonderful 
combination of sports-car performance and family convenience. 


2 


to 35 miles per gallon. 


Triumph TR-3 is a car sports-car fans can afford: price, only $2625 — and 
after they've bought it, maintenance costs are extremely low — mileage up 


Over the past year, Triumph sales have doubled. Next year, the sky's the limit. 


If you'd like a share of this bonanza, get the full story of a Triumph franchise, 


and the advertising and promotional backing Triumph dealers get. 


Phone, write or wire the distributor nearest you. Trade a few seconds of time 


for years of substantial profits! 


new 1957 TRIUMPH TR-3 


STANDARD-TRIUMPH MOTOR COMPANY, INC. 


122 East 42nd Street, New York 





CAL SALES, Inc. 
1957 West 144 St. 


Gardena, California Jersey City, N. J. 


EUROPEAN MOTORS 
7079 Gratiot Avenue 


Detroit 7, Michigan Pensacola, Florida 


GENSER & FORMAN, INC. 
2950 Hudson Boulevard 


JARRARD MOTORS 
913-1013 West Garden Street 





City 


FOREIGN & SPORTS CARS, inc. 
172 Shrewsbury Street 
Worcester, Massachusetts 


UNITED AUTO SALES 
2427 Reedie Drive 
Wheaton, Maryland 





fashionable suburb of Shaker | 


————— ~ 


details of Series 6700 “bow-legge:i” 
Power Derrick — four pages, free. 
|J. H. Holan Corp., 4100 W. 150th 


Tool Brush Catalog 


Tool Brush Catalog No. 5-C—i4 
pages, free. Department 5, Ohio 
Carbon Co., 12508 Berea Rd., Cleve- 
land 11, O. 

* * * 
Plastics Specifications 


' A guide to the specification of 
| quality and workmanship in lam- 
|inated plastic materials procured 
| for military use—53 pages, $1.50. 
Office of Technical Services, U. S. 
Department of Commerce, Wash- 
ington 25, D. C. 


* * * 


Oil Seal Catalog 


“Oil Seal Engineering Catalog”’-~ 
60 pages, free, Catalog 305. Victor 
|Mfg. & Gasket Co., P. O. Box 1333, 
| Chicago 90, Ill. In Canada: Victor 
| Mfg. & Gasket Co. of Canada, Ltd., 
| St. Thomas, Ont. 


* * * 


Electric Tool Catalog 


Electric tool catalog (1957) 32 
| pages, free. Porter-Cable Machine 
Co., 93 Exchange St., Syracuse 8, 
N. Y. 


* x 


Arc Welding Power 


“Power Supplies for Gas Shielded 
|Metal Arc Welding’—12 pages, 
|free. Air Reduction Sales Co., 150 
E. 42nd St.. New York 17, N. Y. 


* * * 


Apprentice Training 
“Apprentice Training An In- 
vestment in Manpower” — 32 pages, 
| free. Publications Branch, Bureau 
of Apprenticeship, U. S. Department 
of Labor, Washington 25, D. C. 
= > 


Dry Lubricant 


A report of Marine Corps tests 
|of Tefion (polytetraflurooethylene) 
|as a dry lubricant and metals pre- 
| servative—46 pages, $1.25. Office of 
| Technical Services, U. S. Depart- 
| ment of Commerce, Washington 25, 
D. C. 

> * 


Vinyl Film Booklet 


“Krene Cast Vinyl Film” 20 
| pages, free. Bakelite Co. 30 E. 
42nd St., New York 17, N. Y. 


Auto Polish 


An improved formula Deep Gloss 


|Carnu will be marketed by John- 


son’s Wax in 1957, according to S. 
C. Johnson & Son, Inc. Racine, 
Wis. The product also will have a 
16-ounce container and will be 
packed 12 to a case. 
* > > 
Monograms, Plate Frames 


Robert W. Brown & Co., Inc. 
Downey, Calif., shows its line of 
license plate frames, monograms 
and a number of display advertis- 
ing items. (Booths 147-8.) 

> * > 
Stainless Steels 


Blue data sheet on chromium- 
nickel-manganese stainless steels 
types 202, 204 and 204L. — eight 
pages, free. Advertising Dept., Al- 
legheny Ludlum Steel Corp., 2020 
Oliver Building, Pittsburgh 22, Pa. 

aa = - 
Precision Catalog 

Catalog of office equipment, in- 
dustrial ovens, modern flow lockers, 
safety ladders, etc.—free. Precision 
Equipment Co., 3706A Milwaukee 
Ave., Chicago 41, Il. 


* * > 
Everything Automotive 
Replacement and new auto parts 


|and accessories catalogue — 228 


pages, free (send business card or 
letterhead to establish trade con- 
tact). Warshawsky & Co., 1900-PP 
S. State St., Chicago 16, Ill. 


* * * 


Jib Crane Folder 


Folder (illustrated) on self- 


| supporting jib cranes—free. R. G. 
| LeTourneau, 


Inc., 2399 S. Mac- 
Arthur, Longview, Tex. 
: * +” 
Oil-Film Study 
“Mechanism of Linseed Oil Film 
Degradation Under Ultraviolet Ir- 
radiation”—15 pages, 50 cents. Office 
of Technical Services, U. S. De- 
partment of Commerce, Washing- 
ton 25, D. C. 
* * + 
Detroit Diesel Brochure 


Detroit Diesel industrial power 
units and fan-to-flywheel engine 
brochure — Detroit Diesel Engine 
Division, General Motors Corp., De- 
troit 28, Mich. 
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For Peak Years in ’60s... 
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| 


10 Million New-Car Sales Forecast. 


WASHINGTON. — New-car sales 
of 8,500,000 annually by 1965—with 
some peak years of 10 million— 
were predicted by the Kiplinger 
Washington Letter in its annual 
report on population. 

The report’s forecast on auto 
sales was based on the growth 
of population, plus better roads 
and higher incomes. 

Teen-age drivers with their own 
cars are becoming a factor in the 
trend toward two-car and three-car 
families, the report said. 

In autos, as in houses, there will 
be upgrading, the report said. Bet- 
ter autos will result from higher 
incomes, it said. 

The annual report analyzed the 
continuing upsurge in U. S. popula- 
tion—noting that a record 4,200,000 
babies were born in 1956. 

Population will increase from the 
present 170 million to 221 million 
by 1975, the report said, with this 
growth having a startling effect on 
the national economy. 

Here are some highlights of the 
Kiplinger report: 

People will overflow the land- | 





scape around the cities, farther 
than now. They will migrate to 
new places and fill up areas now 

sparsely settled. The babies of 
now, in their lifetime, will make 
and demand many changes. 

The birth wave that started in 
1940 will result in a new high wave 
of marriages from 1960 on, with a 
subsequent new birth wave. As a 


British Ford 


Aims at Detroit 


DETROIT. — Detroit has been 
designated at a port of entry for 
British-built Ford cars, and Euro- 
pean Motors, Inc., has been named 
a dealer for the line. 

Howard Lund, manager, foreign 
products branch, Ford Motor Co.’s 
International division, said the cars 
—including Anglia, Prefect, Consul, 
Zephyr and Zodiac—will be shipped 
here direct from England. Forbes 
Howard is president of European 





| Motors, Dan Carne and John Pos- 


selius also are members of the firm. 





| result, there will be a new building | 


boom in the ’60s. | 

The postwar boom in housing is| 
off from its peak mainly because | 
there were fewer births in the ’30s 
and consequently fewer young! 
people of marriage age now. The 
slackoff is likely to continue for | 
two or three years. 

But looking ahead to 1960 and 
thereafter, marriages and births | 
will produce a housing boom from | 
the early ’60s on through the ’70s 
and the ’80s. Twice as many 
houses will be built in the ’70s as 
are being built now, And there will 
be an accompanying boom for 
things that go into houses (and 
garages). 


Almost twice as many families 





Sagner Honored 


PORTLAND, Ore. — Max Sagner 
was the first American Motors 
dealer in the northwest to sell one 
more Rambler each month of 1956 
than he sold in 1955. He was named | 
to President George Romney’s| 
Honor Club. 








|make $5,000 to $10,000 a year as 


did in 1950, As for over $10,000, 
more than twice as many get that 
much as did in 1950. 

Of 50 million families, more 
than 20 million make over $5,000. 
They are the families that have 
more than enough for the bare 
necessities, and whose spendings 
account for a major part of the 
growth of business, Their num- 
bers are growing fast: 1,500,000 
were added to the over-$5,000 
group in the past year, 

Most middle and upper income 
families are between the ages of 
25 to 55, and these are the “buying- 
est years.” In that age group, more 





DUNLOP Applies ATOMIC ENERGY for Safer, Tougher Tires 


Atomic AccuRay® 
is bringing 

NEW Dunlop 
safety to the 
highways 





Thanks to the peacetime atom, Dunlop is 
ae a stronger, more durable Nylon or 
uper Hi-Test Rayon tire body. 


Through AccuRay’s precise nucleonic action, an 
exact amount of protective rubber is uniformly 
applied to every cord ply. This eliminates two 
major causes of premature tire failure; the 
dangerous heat build-up caused by excessive 
ply-rubber coating and the equally critical ply 
separation and shearing action between plies 
resulting when rubber coatings are too thin. 


The extra value of Dunlop’s AccuRating process 


of £.001 inch. 


DUNLOP TIRE AND RUBBER coRPORATION, 8u/fa/o, NV. Y., Founders of the Pneumatic Tire and Foam Rubber industries 


is fully realized in many more miles of safer 
driving on cooler running Dunlop passenger car 
tires which are more perfectly balanced for greater 
control, comfort and stabil 

in extended service, greater recap recovery and 
lower cost per mile of Dunlop truck tires. It 
adds to the strength and useful life of rugged 
Dunlop tractor and farm implement tires. 


ity. It also pays off 


DUNLOP'S AccuRay PROCESS 
Beta Rays, emitted from Strontium ‘90”, scan sheets 
of coated tire cord, controllin 
of select insulating rubber within precise tolerances 


uniform application 


You're seeing more DUNLOP tires 
on the road every day 


than half the families have 
comes over $5,000. 

Most live in suburbs, not within 
big cities. Hence the suburb growth 
of 30 percent in the past six years, 
Further out, on the fringes, there 
has been a 56 percent growth in 
six year. Central cities are slowing 
|down, with only 5 percent growth 
in six years. Suburbs and the fringe 
areas will continue to grow, with 
land values rising. 

The worker shortage will be more 
acute in the next few years. Young 
workers, 25 to 34, will actually de- 
crease because of the low birth 
rate in the ’30s. So older workers 
must be used to fill the gap in the 
next few years. Older workers 
aren’t as “old” as formerly. They 
are more productive because of 
new machines, better health and 
better education. 

Women workers now number 
21 million, Included in this total 
are one-third of all married 
women, By 1965 the expected 
total of women in work force is 
27 million, 

Florida is the fastest growing of 
the big states percentagewise. 
Population was up 36 percent in 
six years. California was up 27 
percent in six years, adding 2,900,- 
000 people. Other fast growing 
states: Delaware, 26 percent; Mary- 
land, 20 percent; Michigan, 18 per- 
|ecent; Texas, 16 percent; Ohio, 15 
percent; Oregon, 13 percent, and 
| Indiana, Washington and Louisiana, 
|12 percent, 


in- 


| 





‘Cousino Develops 
New Long-Play 


‘Tape Cartridge 


TOLEDO. Cousino, Inc., an- 
nounced that it has developed a 
|new long-play, self-threading tape 
cartridge which, according to the 
company, is designed to satisfy the 
|demands of the automotive and 
|other industries for a continuous 


|tape cartridge that will provide 
|more than an hour of recording 
| time. 


The company said the new unit 
|is completely compatible with the 
|standards already established by 
the half-hour Echo-Matic cartridge 
which was introduced last year and 
now is in production by American 
| Molded Products Co., Chicago. 

Among the applications of the 
cartridges, Cousino said, are auto- 
| mobile dashboard playback and re- 
| corders, pocket tape recorders and 
|}a telephone and answering system. 

The cartridge has been made 
available to the tape-recorder in- 
dustry on a nonexclusive basis, and 
Cousino estimates that more than 
half a million dollars’ worth of de- 
|velopment and tooling now is in 
| progress. 


| 





“Case Histories’ 
‘Due in Book Form 


DETROIT. Bert Simons, vet- 
eran auto salesman whose sales tips 
|}appear weekly in Atromortive News, 
|has written a book about his ex- 
|}periences in the retail end of the 
| business. 

Like his column, Simons’ book 
| will be entitled Case Histories of a 
| Salesman. The 144-page volume will 
contain 66 stories, 66 reviews and 

132 illustrations by artist Ted 
Petok. 

Published by Safrin Printing Co., 
| Detroit, the book will be priced at 
|$2.95 and will be available early in 
| February. 


| 


Bratten Names Freeman 


NORFOLK, Va.—Josiah Freeman 
jr. has been appointed general sales 
manager of Bratten Pontiac Corp., 
according to George W. Bratten jr., 
| president. Freeman formerly was 
| used-car manager. 


Inspection Bill OK’d 


Again by Md. House 


ANNAPOLIS, Md. — For the 
third straight year, the Maryland 
House of Delegates has passed 
and sent to the Senate a bill 
calling for annual inspection 
of motor vehicles, The 1955 and 
1956 bills died in the Senate, 

The current proposal calls for 
inspections at designated private 
garages under the supervision of 
the State Police, Motorists would 
pay a $1.50 fee, of which 20 cents 
would go to the State for ad- 
ministration costs. 
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worried about the new paints? 





wondering whether your car glaze 
will work on them? 











MEGUIAR’S MIRROR GLAZE \ G 


cuperlative job 
-” ‘a all modern paints! 












Paints have undergone tremendous changes this year. 
And most glazes simply can’t cope with them. Not so with 
Meguiar's MIRROR GLAZE. It is actually a paint preservative, 
penetrating the pores of the paint itself, and thus meets all 
of today’s requirements. Stop worrying, stop wondering... 
use the one glaze that does a superlative job on all 
modern paints, irrespective of type ...use MIRROR GLAZE. 


FIND OUT HOW TO TURN YOUR POLISH DEPARTMENT PROBLEM INTO A PROFIT. 
VISIT MIRROR GLAZE BOOTH 140 + NADA SHOW + SAN FRANCISCO. 








niktaieabelad chiihedletal POLISH CO. 
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MANUFACTURERS OF FINE AUTOMOTIVE, FURNITURE AND AIRCRAFT POLISHES SINCE 1901. 


Turnings . 
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e oe By John T. Benedict 


(Continued from Page 61) 


major stumbling block in front | 


suspension design.” 
+ + * 


Comfort Plus Stability 


1p gpl carina which prevented | 
the attainment of front-suspen- | 
sion objectives with leaf springs led | 
to adoption of the independent | 
front suspension, with coil springs. 

The long-term suspension trend, | 
as cited by Wallace, has been “to 
provide added passenger comfort 
while improving vehicle stability.” 
Styling emphasis has, however, 
“complicated the suspension engi- 
neer’s ambition.” Lower, more- 
powerful cars and a softer ride, 
just don’t go hand-in-hand without 
considerable complexity, Wallace 
said. 

Next, he listed some of the 
basic requirements for a suspen- 
sion system—and then briefly re- 
viewed torsion bar history. Refer- 
ences to experimental post-war 
torsion bar suspensions attributed 
to Kaiser-Frazer and Studebaker, 
plus descriptions of torsion bar 
units placed in production by 
Fruehauf, Packard and Chrysler, 
were offered in evidence of 
American interest in applying the 
torsion bar principle to vehicle 
suspensions. 

“Yes,” said Wallace, “there are 
many reasons why American manu- 
facturers have taken a second look 
at torsion bar suspension systems.” 

Space economy, an essential de- 
sign consideration with present 
styling trends, is “a natural,” he 
declared. The torsion bar spring 
allegedly requires only 25 percent 
as much space as a coil spring. 

* > * 


Torsion’s Advantages 


_ the torsion bar, a de- 
signer has much more freedom 
to place suspension and steering 
linkages where they belong with- 
out compromise for improved 
vehicle stability and resistance to 
undesirable motions,” Wallace as- 
serted. 

Lower hood silhouets also are 
said to be possible because of more 
room for the engine and accessories 
when using torsion bars. 

According to Wallace, torsion 
bars also allow reduction in wheel 
rates without encountering ex- 
cessive stresses in the spring. “In 
terms of energy absorbed per 
pound of steel,” he said, “a tor- 
sion bar can beat any other prac- 
tical steel spring.” 

In conclusion, Wallace stated 
that, although many of the features 
offered by torsion bar suspensions 


Dana Completes 
Major Expansion 
At Reading, Pa. 


READING, Pa.—A multi-million- 
dollar expansion program, bringing 
a 40 percent increase to automotive 
frame production at Dana Corp.'s 
Parish pressed steel division here, 
has been completed, according to 
J. E. Martin, Dana president. 

The expansion invloved construc- | 
tion of two additional bays, one 560 
by 90 feet, and the other 820 by | 
90 feet. A basement under part of | 
the larger unit measures 340 by| 
180 feet. 

Manufacturing space at the plant | 
has been increased 185,400 square | 
feet to a total of 1,070,000. 

Housed in the larger bay are 
complete production lines for man- 
ufacturing Buick Special and Mer- 
cury chassis frames which are 
located in both first-floor and base- 
ment space. 

Commenting on the two-floor con- 
struction, H. B. Bartlett, division 
general manager, said that 
although the trend in industry is 
generally to one-floor design, the 
multifioor arrangement seemed to 
be more sensible in this case. 

“The two floors make for a highly 
desirable compactness,” he said. “In 
order to obtain the same amount 
of fabrication on one floor, we 
would have had needed a building 
twice as large.” 

He added that the building 
design, layout of materials and pro- 
duction flow have eliminated the 
transportation problem usually as- 
sociated with multistoried plants. 


may be available in other designs, 
“the combination of so many possi- 
ble advantages such as low cost, 
stability for leveling design, low 
suspension rates, freedom in link- 
age design, low maintenance and 
many others, makes the torsion bar 
suspension well worth serious con- 


sideration.” 


* + * 


Trend to Air Springs? 


~TARTING off his air suspension 
\ discussion at a fast clip, Richard 
E. Denzer, senior research engineer 
at Chevrolet, asserted: 

“One of the most revolutionary 
and potentially rewarding chassis 
developments that automotive engi- 


acceptance 
| field. 


[neers has faced in recent years is 
|the application of air suspension to 
| automobiles.” 

It is possible, he said, that air 
|suspension may soon gain general 
in the ey 

| 


After reviewing some typical | 
applications of air springs on 
commercial vehicles and describ- 
ing examples of air spring units, 
Denzer proceeded with a sum- 
mary of air suspension advan- 
tages. 

“One of the primary advantages 


. : | 
of air suspension for a passenger | Steer. 


car,” he stated, “is the possibility | 
of using low wheel rates.” 


|zer cited other, 
|advantages attributable to constant 
|riding height. The propeller shaft 
|universal joints and the wheel | 


paved the way for the assertion 
that ease of embodying automatic 


height control is another outstand- | 
ing feature of air suspension. 


* * * 


No Load Variance 


N ADDITION to the obvious 
appearance improvements, Den- 
more technical, 


alignment do not vary with load 
changes, and the suspension main- | 
tains uniform characteristics of roll | 


| 
| 


“This means,” Denzer said, “that | 


the ability to hold suspension ride 
frequency relatively constant re- 
gardiess of loading, As load in- 
creases, the pressure required to 
support it at the same height 
also rises, Since air-spring rate 
is approximately a direct function 
of pressure, the frequency doesn’t 
vary significantly with load, ac- 
cording to Denzer. 

Another air-spring feature listed 
by Denzer is that it has some in- 
ternal damping. He attributed this 
property to “a slight amount of 
heat transfer during the compres- 
sion and expansion stroke and to 
hysteresis in the rubber.” The in- 
ternal damping allegedly reduces 


|optimum conditions of directional |t{he amount of shock absorber con- 


Low rates may be obtained with | stability, driveline noise and tire |tro] required, with an accompany- 


coil or leaf springs, but, he pointed 
out, it is difficult to provide enough 
space for adequate ride clearance. 

With the statement that present- 
day suspensions have as much as 
three inches of height change with 
normal load variation, Denzer | 


wear can be obtained at one given 
design position—rather than being 
compromised between one-passen- | 
ger and six-passenger loading 
conditions.” 
A third basic superiority of air 
suspension cited by Denzer is | 


ing reduction in harshness due to 
the shock absorbers. 

Projecting air suspension poten- 
tialities into the car of tomorrow, 
Denzer envisioned a pleasing pic- 


ture of a “remarkably flat and 
(Continued on Page 89, Col. 3) 
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Felsenthal Ups Plastic Production— 


In a move designed to increase production of plastic components for the automotive 
industry, G. Felsenthal & Sons, Inc., Chicago, has added a new 48-ounce injection 
molding press to its production facilities. The 16th press to be acquired by the firm, 
the new unit weighs over 35 tons, is 28 feet long, 7 feet wide and 12 feet high. Four 
more presses will be added within the year. 
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elegant ride” that is unchanged by 

varying the number of people in 

the car or the road being traversed. 
* * + 


Air Spring Suspension 
Controls ‘Floating’ Ride 


IDE ENGINEERS tell us that 
one of the more difficult tricks 

in achieving the so-called “floating” 
ride is to obtain desirable attributes 
of “float” over road irregularities 
while retaining sufficient control of 
ride motions to avoid “wallowing.” 
That the Eldorado Brougham 
has taken a big step toward the 
long-sought feature of a controlled 
floating ride was amply demon- 
strated to me in a trial of one of 


Home owners? 


... Lhe News has more readers in home owning 


Cadillac’s experimental engineering 
cars—a 1957 series 62 sedan model 
that was standard except for in- 
stallation of the Brougham air 
suspension system. 
This arrangement provides an 
excellent test vehicle for evalu- 
ating air suspension as an iso- 
lated design factor, while other 
variables—except those related to 
suspension modifications—remain 
constant from one test to another. 
I understand that this particular 
car also will be used for demon- 
strating air suspension to GM 
executives who have not yet had 
an opportunity to ride in a car 
equipped with air springs. 

To begin our demonstration, we 


families than all other New York morning papers 


combined...or all evening papers combined! 


Or, as the researchers state it more stuffily, 
The News has 1,610,000 adult readers living 
in owned homes, situated in New York 
City and suburbs: 


1,000,000 more than the Mirror 
1,090,000 more than the 
Journal-American 
1,150,000 more than the 
World-Telegram & Sun 
1,180,000 more than the Times 
1,260,000 more than the 
Herald Tribune 
1,370,000 more than the Post 


Prefer percentages? Then The News has 
40% of all New York City adult readers |.i.o.h. 
in the area previously specified. 

Even staid bankers admit unreservedly 
that home owners are hotter prospects than 


hall-roomers or rent receipt savers; and loan 


them lots of money freely. If you now sell 


something that makes a house a home, etc., 


then The News should be big news to you. 


You may be quite surprised to learn that 


there are so many 


New York market 


home owners 


in the 


or that one newspaper 


dishes up so many of them on its small, reads 


faster and livelier, pages (adv). 


But just remember that The News has 


more families with children, upper incomes, 


liquor drinkers, car owners, two-car owners, 


coupon clippers, and (rah! rah!) college alumni 


—more market for everything—than any other 


medium can offer in New York City and 


suburbs. Or any other place, come to think 


of it! And The News audience doesn’t dial out 


on you, is dependable—every day and Sunday! 


If you want to make more friends and 


influence people, call the nearest New York 


News office right away! 


The News, New York’s Picture Newspaper .. . 


with more than twice the circulation, daily and Sunday, ef any other newspaper in America... 
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headed out of the Cadillac engi- 
neering garage with staff engineer 
Fred H. Cowin at the wheel and 
Bill Collins of the public relations 


department in the back seat. 
oa * * 


‘Thank You, Ma’am’ 


a out rough roads in 
neighboring areas, we soon 
realized that Cowin was justified 
in saying that the air suspension 
“shines particularly” on the un- 
dulating road surface commonly 
called a “thank you ma’am” by ride 
engineers. 

On this type of roller-coaster 
pavement, with its double-dip 
waves, we experienced little of the 
pitching and bouncing and rear- 
end flipping usually encountered 
with conventional suspensions. 

Our additional trials in this 

“quickie” ride analysis session 
included cobblestones, smooth 
boulevard surfaces, railroad 
tracks and paved roads in ad- 
vanced stages of deterioration — 
| all of which we negotiated at 
various speeds. Some moderate- 
speed cornering also was demon- 
strated. 

Principal omissions necessitated 
by the locale and brief time avail- 
able were, experience with high- 
speed ride and handling, and 
demonstrations of ride and handl- 
ing qualities for various conditions 


of vehicle loading. 
+ * * 


| Positive Control 
ea I was impressed with 
the distinctive type of ride 
that seemed to be soft and yet have 
stability and firmness for fully 
controlled handling on rough roads. 
Particularly outstanding in my 
opinion, was the capability demon- 
strated for positive, yet comfortable 
control of ride motions under all 
conditions. 
| Before taking the wheel myself 
|for a more personal driving im- 
pression of air suspension, I took 
a turn in the back seat. In sum- 
mation, it seems to me that the 
back-seat ride of this car is very 
| good, indeed. In fact, it even may 
be good enough to convince 
Maurice Olley that at last the 
dowager is to be given as com- 
fortable a ride as her chauffeur. 
Sitting on the real seat while 
Cowin deliberately sought out 
the severest bumps and deepest 
pot-holes, I, at one point, was 
making some notes when I real- 
ized that without intending to do 
so, I was reenacting an oft-seen 

TV commercial used by several 

makes to demonstrate smooth- 

riding qualities. 

I subsequently learned, however, 
that it really isn’t such a great feat 
after all to take notes under these 
conditions. The tricky part comes 
in attemping to read them after- 
ward! 








Engineers of GE 
Produce Magnets 
Of Iron ‘Dust’ 


NEW YORK.—Working with in- 
visible iron “dust,” General Electric 
researchers said they have created 
a “revolutionary and potentially 
super-strong magnet.” 

Dr. T. O. Paine, of the company’s 
instrument department at Lynn, 
Mass., told the American Assn, for 
the Advancement of Science that 
the properties of this magnet are 
achieved by precisely controlling 
the size and shape of individual 
iron particles so small that there 
are more than a billion billion in a 
pound. 

Speaking at the annual citation 
dinner, sponsored by the Industrial 
Science Section of the AAAS, Dr. 
Paine said that, theoretically, the 
ultra-fine particle iron magnet can 
be made 10 times stronger than the 
best available magnets. Already ex- 
perimental magnets have been 
made equal to the strongest com- 
mercial magnets, he added. 

Highlight of the dinner was a 
citation, presented by Dr. A. T. 
Bonnell, section secretary, to E. E. 
Parker, instrument department 
general manager, calling the devel- 
opment “one of the major forward 
steps in industrial science in 1956.” 
Dr. Bonnell is vice-president of 
Drexel Institute of Technology. 


Engines Go to School 
DETROIT. — Four car and truck 
engines have been presented De- 





troit schools by Chevrolet as aids 
to classroom study. 








Technical PERSONNEL CHANGES 





(Continued from Page 73) 


machine tool division. Beyer has 


been with the company since 1947. 


Moncrieff Advances 

Election of A. D. Moncrieff as a 
vice-president of Michigan Tool Co., 
Detroit, is announced by Marvin R. 
Anderson, president. Moncrieff will 
be manager of the company’s 
machine and tool division. 

= * + 


Russell, Birdsall Names 


Garrison and Graves 

Duke A. Garrison and Frederick 
E. Graves have been appointed to 
new technical sales posts as assist- 
ants to the vice-president in charge 
of engineering and research at Rus- 
sell, Burdsall & Ward Bolt & Nut 
Co 


Garrison will have his office in 
Chicago and Graves in Port Ches- 
ter, N. Y. Both men will provide 





It’s just smart to say « ui 



















technical assistance to fastener 
users. 
* a a 


Ryder Promoted 
Donald F. Ryder has been ap- 
pointed a group leader in market 
development in the industrial 
chemicals division of Olin Mathie- 
son Chemical Corp. . 
> 


Snyder Elects Harrison 


S. David Harrison has been) 


elected treasurer of Snyder Tool & 
Engineering Co., Detroit. Harrison 
joined Snyder in 1945 as assistant 
controller. 

7 7 


Flood, McAnally Move Up 


At Fairbanks-Morse 


P. R. Flood has been promoted to 
general manager of the Beloit 
(Wis.) works of Fairbanks, Morse 
& Co. 


W. P. McAnally, formerly man-| ard Oil Co, of Indiana, has been | Mound Road engine plant, has been been announced by Wayne Mfg. 
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ager of the Stuttgart (Ark.) Works 
replaces Flood as manager of the|Cobalt 60 project of Cook Tech- 
Pomona (Calif.) Works. McAnally) nological Center, Morton Grove, Il. 
has been succeeded by C. H. dohn- : =e 
oom, s s s 
Thompson Division 
Appoints Hannum 

The replacement division of 
Thompson Products, Inc., has an- 
nounced appointment of A. Kenneth 
Hannum as chief 

engineer, 

Hannum re- 
places Ray J. 
Stanish, who has 
been named man- 
ager of Thomp- 
son’s newly- 
organized central 
staff placement 
department, Han- 
num will super- 
vise service engi- 
neering, quality 


+ * * 


Smith Names Borchert 


James E. Borchert has been 
named general purchasing agent of 
productive materials and operating 
supplies for A. O. Smith Corp.’s 
central purchasing operation. Bor- 
chert joined Smith in 1939. 

+ * * 


Hamilton Boosts Roberts; 


Stoop Joins Sales Force 


Alfred L. Stoops has been named 
press sales engineer in the Cleve- 
land office of Hamilton division, | 
Baldwin-Lima-Hamilton Corp., and | 
Owen J. Roberts has been named 
press service manager at the divi- 
sion’s plant in Hamilton, O. 

Roberts, formerly assistant serv- 
ice manager, joined Hamilton in 








A. K. Hannum 
control and product design for the 
replacement division. 


1939. Stoops formerly was with a ae 
Morgan Engineering Co., Alliance, 
Ohie a pone Chrysler Promotes Albaugh 


as x Production Control 


Cook Appoints Fainman Vernon A. Albaugh, formerly su- 
Dr. Morton J. Fainman, formerly | pervisor of production control 
senior project chemist for Stand- | activities at the Chrysler Corp. 










From bumper to bumper—and every inch between—Superior rep- 
resents the finest, safest, strongest school coach made today. 
Advanced coachmanship, unvarying quality and numerous exclusive 
safety and construction features make it the overwhelming favorite 
of men who know and insist on the best in school transportation. 


But the name ‘‘Superior"’ 


has another 





“‘plus’’ value. Unique in its 


industry, Superior maintains two huge, modern coach manufacturing 
plants, strategically located to render more efficient service, speed- 
ier deliveries anywhere in the country. Coupled with a nationwide 
distribution and service network which places a Superior Distributor 


nearby, you are assured of coaches when you need them . . 


. expert 


assistance and facilities where you need them—quickly, economically. 


to say “Superior.” 


When you want to reach and sell school coach prospects, it’s smart 


Superior Coach Corporation, plants in Lima, Ohio, Kosciusko, Miss. 


Better transportation for the 
most important passengers in the world 


named executive engineer for the| promoted to manager of production 


control for the corporation’s engine 
division, 

Albaugh joined Chrysler Corp. in 
January, 1937, in the material and 
planning departments of the Dodge 
truck plant. In 1952 Albaugh was 
made production control manager 
for Curtiss-Wright Corp. and joined 
the corporate staff of Allegheny- 
Ludlum Corp. in 1955. He returned 
to Chrysler Corp. in May, 1956, as 
staff assistant to the manager of 
the Mound Road engine plant. 

* * * 


Garrett Promoted 


N. F. Garrett has been appointed 
operations vice-president of Motor 
Products Corp. He formerly was 
operations manager of the com- 
pany’s automotive division. 

+ * * 


ASA Appoints Ellsworth 


Kenneth G. Ellsworth has been 
named director of public relations 
for American Standards Assn, New 
York. Ellsworth formerly was with 
American Thread Co.,. where he 
was manager of public relations. 

* * 


Wayne Chooses Magill 


_Appointment of Eugene G. Ma- 
gill as plant superintendent has 


Co., Pomona, Calif. Before joining 
Wayne, Magill was a superintend- 
ent in the automotive body fabrica- 
tion division of Chrysler Corp.’s Los 
Angeles plant. 

* * * 


Rochester Names Lamb 


C. Chester Lamb has been ap- 
pointed carburetor field service en- 
gineer in the Southwestern United 
States for the Rochester Products 
division of General Motors. 

= * * 


Republic Gear Names Gordon 


Assistant General Manager 

Appointment of Steven S, Gordon 
as assistant gen- 
eral manager of 
Republic Gear 
Co., Detroit, has 
been announced 
by Gear Grinding 
Machine Co., De- 
troit, the parent 
company. 

The firm also 
announced the 
promotions of 
Paul C, Denman 
as treasurer of 
Gear Grinding and Harold C. 
Ward as controller of Detroit 
Bevel Gear Co. a second subsidiary 
of Gear Grinding. 

- 





8S. 8. Gordon 


Garlock Names Fisher 


Creation of the product engineer- 
ing department at Garlock Pack- 
ing Co. has been announced by R. 
M. Waples, president. The new de- 
partment will be under the direc- 
tion of E, W. Fisher. 


= * > 


Brancato a V. P. 


Leo J. Brancato has been ap- 
pointed a vice-president of Heli-Coil 
Corp., Danbury, Conn. He will con- 
tinue to head the engineering 
department along with his new 


corporate duties. 
7 = 


John Bean Appoints 
Easterday and Liskey 


Two new engineering appoint- 
ments have been announced by the 
automotive department of the John 
Bean division, Food Machinery & 
Chemical Corp., Lansing. 

Lawrence Easterday has been 
named chief engineer to direct re- 
search and development of new 
products and George Liskey is spe- 
cial projects engineer. A specialist 
in frame and wheel alignment, he 
will work in experimental products 
development. 


Goodrich Picks Dudugji jian 


Appointment of Carl Dudujian as 
technical manager of tire construc- 
tion at the Los Angeles plant of 
B. F. Goodrich Tire Co. has been 
announced. Dudugijian joined the 
company in 1945 as a development 
engineer in Akron. 

7 * + 


Borden Promotes Meima 


John A. Meima has been pro- 
moted to technical service manager 
for the foundry department of Bor- 
den Co.’s chemical division. He had 
been technical service representa- 
tive in New Jersey-Pennsylvania 
om. Meima joined Borden’s in 
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and reduce waste! 
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Studebaker Dealers Elect Officers— 


Roy J. Keller, left, idaho Falls, Id., newly elected vice-president of the Denver Stu- 
debaker Dealers’ Advertising Assn., offers congratulations to William G. Fleischli, 
Cheyenne, Wyo., who was elected president. D. E. Higdon, center, Colorado Springs, 
was voted secretary-treasurer. The officers announced an intensive newspaper adver- 


tising campaign throughout the Denver zone. 


The New Plant of the 
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How They're Pushing Sales .. . 


Dealer Ad Ideas 


Everyone in the Act 

en the facsimile signa- 
tures of 76 persons associated 

with the dealership, an advertise- 

ment by R & S Motor Sales (Chev- 

rolet), Joplin, Mo., listed the follow- 

ing “pledge” for 1957: 

“A friendly welcome from people 
who appreciate your visit; sincere 
attention; expert service and com- 
plete modern facilities and know- 
how; prompt, complete explanations 
to satisfy your questions regarding 
the new 1957 Chevrolet; a desire to 
please you now and in future 


years.” 
* * + 


Free Elephant Rides 

ALLENTINE €& Burson Motor 

Co., Augusta, Ga. offered 
“free elephant rides”—and meant 
it. 

The occasion was the appear- 
ance of Miller Bros. Grand Ele- 
phant Revue at the dealership. 
Children were offered a chance to 





ride “Jessie,” elephant star of 
“Super Circus” and other televi- 
sion shows. 

The show ran two days and 
drew large crowds, dealership 
officials said. 


* * * 


When They Grow Up 


ITH the public interested in the 

arrival of the first 1957 baby 
in the Mishawaka (Ind.) area, L. 
O. Gates Chevrolet, 201 Lincoln 
Way East, reminded readers that 
“More New Babies Grow Up to 
Drive Chevrolets Than Any Other 
Car!” 

* * * 


Studebaker Supermarket 
REEMAN-SPICER (Stade- 
baker), South Bend, has 

opened a Super-Mart display and 
promotion of 1957 Studebaker 
cars and trucks, claimed to be 
“Indiana’s Only Super-Mart Sales 
Room. 

“Row on row of new ’57 Hawks, 


OWOSSO MANUFACTURING DIVISION 
is a Symbol of the Growth and Progress of 


THE 


MITCHELL-BENTLEY 


CORPORATION 


@ Thecompletion of the new plant of the Owosso Manufacturing 
Division of The Mitchell-Bentley Corporation marks the begin- 
ning of a new epoch in the industrial history of Owosso. 


This custom designed, strikingly handsome modern plant, en- 


The 


MITCHELL-BENTLEY 


compassing 250,000 square feet of manufacturing space is uniquely 


equipped to keep pace with the dynamic developments in the 


everchanging automotive industry. 


Here is progress, measured not in terms of steel, brick and stone, 
but in human terms . . . of men with vision who are giving vibrant 
reality to a rapidly expanding corporation . . 


skills are fashioning its products . . . 


which this vital force is playing its prominent role. 


THE MITCHELL-BENTLEY CORPORATION 


OWOSSO MANUFACTURING DIVISION, OWOSSO, MICHIGAN 
IONIA MANUFACTURING DIVISION, IONIA, MICHIGAN 


. of people whose 
and of the community in 


Roster 


THE LARGEST 
INDEPENDENT MANUFACTURER 
OF STATION WAGON BODIES 

PRODUCING 

STATION WAGONS FOR 


BUICK 


MERCURY 
OLDSMOBILE 


DRIVER AND PASSENGER 


SEATS FOR 
MILITARY VEHICLES, 
GENERAL MOTORS, REO, 
INTERNATIONAL HARVESTER, 
DIAMOND T, STUDEBAKER, 


MACK AND DODGE TRUCKS 


INTERIOR 


AUTOMOBILE SEATING AND 


TRIM FOR BUICK, 


OLDS, MERCURY, 


STUDEBAKER, DESOTO, 


CHEVROLET AND DODGE 


TARPAULIN PRODUCTS 
FOR CIVILIAN 
AND DEFENSE CONTRACTS 


BURROUGHS 
ADDING MACHINE TABLES 


SPECIAL 


AUTOMOBILE BODIES 


* 


sedans, and station wagons are 
being presented, ready to be 
driven away at once. 

* * + 


Photographic Stamps 


UBBER stamps used by sales- 
men at Mike O'Connor 
Chevrolet-Buick, Sedalia, Mo., do 
a great deal more than stamp the 
salesman’s name. They stamp his 
photograph, too, making it easy 
for a customer to recognize the 
mailer of the literature. 
Salesmen are required to mail 
100 pieces of direct mail each 
week and stamp each piece with 
his name and picture. 
Customers seem to like the 
idea. The names are gleaned from 
telephone books, city directories 
and other sources, and many per- 
sons come in and pick out the 
salesman who has sent them the 
advertising literature. Each sales- 
man is required to call the names 
on his weekly mailing list within 
48 hours of the mailing. 


+ * * 


Used-Car Preparation 


MPHASIZING the tests and 

service given to every used car 
it offers for sale, Dobles Chevrolet, 
Inc., Manchester, N. H., reproduced 
an actual work order in a five-col- 
umn advertising layout “to show 
how one of our cars was checked 
and made ready for safe and de- 
pendable driving.” 

With the area buried in snow, the 
dealership also noted that it main- 
tains “heated, indoor used-car show- 
rooms.” 


. 

Industry Chiefs 

Urged to Accent 

6 . eye 

Responsibility’ 

NEW YORK, — America’s indus- 
trial leaders have been advised 
they should put their emphasis on 
“responsible” rather than “free” 
enterprise in discussing affairs with 
a skeptical public. 

“We businessmen should talk 
less about freedom and more 
about responsibility,” according to 
B, Brewster Jennings, chairman of 
|the board of Socony Mobil Oil Co, 
| “The two go together, of course: 
|A man can’t be responsible for his 
| behavior unless he is free; and he 
|can’t be free, for long at any rate, 
j}unless he is responsible. The same 
| is true of companies and corpora- 
tions.” 

Writing in the winter issue of the 
American Petroleum Institute 
| Quarterly, he added that the mes- 
sage the business community 
should transmit to the public is: 
|“We are responsible people and the 
| enterprise of which we are a part 
|is truly responsible enterprise.” 
| He noted that public anti- 
| business prejudices, particularly 
| with reference to “bigness,” are 
even now “impeding industry’s at- 
tempts to do its job.” 

Anti big-business arguments, he 
said, generally depict industry “as 
big, rich, and powerful” and are 
“invariably addressed to fear and 
suspicion rather than to reason 
and experience.” 


Jeep Sales Soar 
To 26-Month Mark 


TOLEDO, — Retail deliveries of 
Jeeps, Jeep trucks and other Willys 
commercial vehicles were higher in 
December than in any month since 
October, 1954, according to C. A. 
Watson, general sales manager, 
Willys Motors, Inc. 

December sales were 33 percent 
above the monthly average for 1956, 
Watson said. He attributed the 
boost to “continued growth in de- 
mand for four-wheel-drive Jeep 
vehicles and the introduction of the 
new Forward-Control Jeep series.” 

“Our new Forward-Control mod- 
els have received an enthusiastic 
reception and substantially broaden 
our market potential in the light 
truck field,” he said. “We are look- 
ing forward to a highly successful 
year for our dealers in 1957.” 


Feld Leasing Builds 
KANSAS CITY. — Feld Car & 
Truck Leasing Corp., has a $175,000 
new building under construction 
which will be ready for occupancy 
in March, according to Charles E. 
Helm, general manager. The firm 
is a subsidiary of Feld Chevrolet 

Co. Ernest Peiser is president, 
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Youll chalk up more profits, with the Quaker State Grading Plan! 


Two grades of oil, Light for winter, Medium for summer— 
that’s the streamlined Quaker State Grading Plan! It’s a QUAKER STATE MOTOR OIL CLASSIFICATION 


simple, practical system that adds up to faster service, lower ; : ; 
inventories, faster turnover, less storage space, simplified Light—SAE 10W, 20W and 20... for cold-weather 
service. 


ordering, assured customer satisfaction. And it’s all top-quality, 
years-ahead Quaker State, super-refined from pure Penn- Medium—SAE 20W-30...for warm-weather service. 
sylvania Crude. Check your supply of Quaker State today. 


QUAKER STATE OjiL REFINING CORPORATION. OIL CITY, PA. @© MEMBER PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION 





WIPER HOLDER—A holder designed to 
hold a roll of specially treated Kiere-Vue 
windshield wiping cloth 6 inches wide 
by 36 inches long has been announced 
by Industrial Wiping Cloth Co., 29-28 
Forty-first Ave., Long Island City 1, N. Y. 
The two-pronged holder is in a size that 
fits easily into all work clothes and uni- 
form pockets. As the exposed portion of 
Klere-Vue becomes soiled through re- 
peated wiping, it can be rolled up on 
one prong, to provide simultaneously a 
clean area all ready for immediate re- 
sumption of cleaning. Cross-bar edge of 
the holder is in the form of a convenient 
scraper for removing stubborn bits of ice 
and grit. 


on two self-contained batteries, as well 
as on office, car, and home current, has 
been introduced by Peirce Dictation Sys- 
tems, Inc., 5900 Northwest Highway, Chi- 
cago, lil. Compatible with office trans- 
scribing machines, the all-transistor port- 
able unit incorporates playback and 
review at any diction point; full context 
listening with end-of-letter instruction 
marking on index slip, it is claimed. The 
Peirce magnetic belt dictation medium 
holds 15 minutes of dictation. 


Pipe Joint Compound 
Pipetite-Stik, a pipe joint com- 
pound with a maximum tempera- 
ture rating of 750 degrees Fahren- 
heit, and a pressure rating up to 


5,000 psi, 


Ave., Chicago 12, Ill. 
pound does not contain lead, is non- 
toxic and can be used on plastic, as 


well as metal threads, it is claimed. 
. > 


SANDER — A universal electric porto- 
ble sander, combining the features of 
high volume production with light weight, 
hos been added to the line of orbital 
SpeedSanders produced by Thor Power 
Teol Co., Aurora, Ill. Powered by a uni- 
sersal series wound motor for operation 
on AC or DC, the No. 16 SpeedSander 
new sander delivers 6,200 r.p.m. Smaller 
end lighter than its companion heavy 
duty No. 1500 SpeedSander, the new 
tool weighs but five pounds. Sanding 
Grea is 4% by 5% inches. It is 8 inches 
long (9% with knob) and has a 10 foot 
lead cord. The orbit is oie inch. 


Milwaukee Chemical Firm 


Introduces Strip Coating 


A strip coating called Strip-Kote 
has been developed by Chemical 
Consulting Service, 3711 S. Clement 
Ave., Milwaukee 7, Wis. 

The firm said it is a high solid, 








has been marketed by | 
Lake Chemica] Co., 3052 W. Carroll | 
The com-| 


| single-weave, 
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NEW PRODUCTS 


milky colored plastic emulsion 

which, when dry, is said to give a 

transparent film for protecting 

smooth and wrinkled metal finishes, 

plastic, marble, porcelain and glass. 
* * * 


GREASE FITTINGS — A special ‘‘Leak- 
Not” grease fittings assortment said to 
meet the needs of service stations is now 
being marketed by E. Edelmann & Co., 
2332 logan Bivd., Chicago 47, Ill. The 
Number 691 Stock consists of a balanced 
assortment of the 100 most often-used 
fittings, packed in a sturdy, re-usable, 
transparent plastic box with five compart- 


| ments that keep each type separated ond 
| fully visible for easy, 
The stock includes P.T. straight fittings, 30 | 


instant selection. 


and 671,-degree elbows as well as 4-28 
thread short straight and short 90-degree 
elbows. 


Oil Additive 


Haral Engine Care, a pure petro- 


leum concentrate that is said to add 
stability to engine oil, has been in- 


troduced by Haral Corp., 2124 N. 
Damen Ave., Chicago 47, Ill. When 
added to regular engine oil, 
product increases power, 
oil burning, quiets hydraulic lifter 
noise, gives better gasoline mileage, 


}and aids in stopping wear and en- 
DICTATION MACHINE — A book-size, | 
4¥%4-pound dictation machine that operates | 


gine noise, it is claimed. 
> + 


FENDER COVER—Development of acid- 
resistant fender covers for use by auto 
repair shops and service stations has 
been announced by Industrial Textile 
Mills Division, 29-28 Forty-first Ave., Long 
Island City 1, N. Y. The covers are of a 
nopped construction and 
are designed to cover the entire fender, 
to allow tools and parts to rest on them 
without sliding off and actually to polish 
the fender while in use. 


GAUGE INDICATOR—The latest addi- 
tion to the Holmes line of shop tools is a 
gauge indicator which permits hydraulic 
valve lifters to be checked without re- 
moval from the engine. The testing device 
is said to be a precision machine that 
will show up any lifter that is not func- 
tioning properly. It is designed for use 
on all engines with hydraulic valve lifters. 
Ernest Holmes Co., 2505 E. 43rd St., Chat- 
tanooga 7, Tenn. 


the | 
reduces | 





| plifier, two loud speakers (One for inside 
j}and one for outside broadcasting) and 
a 


natural 





VACUUM CLEANER—A low-cost vacuum 
cleaner designed to handie all main- 
tenance cleaning operations from rugs, 
walls, wet and dry floors, to major boiler 
cleanout operations, has been marketed 
by Kent Co., Inc., Rome, N. Y. Known 
as the Turbo-Vac, model 45, the cleaner 
is said to be a fulltime vacuum and 
blower, and features high volume of air 
intake and a removable head with one- 
horsepower bypass motor. It has a tank 
capacity of % bushel or five gallons. Tank 
is of 18-gauge steel, 


prevention of rust. 
* * * 


P.A. SYSTEM — The Baiding Bus- 
Kommand consists of a microphone which | 
is hung around the driver's neck, an am- 


switch 
outside 


for switching from inside to 
broadcasting. Speaking in his 
voice, the driver con be heard 


which is a two-man living unit 
which can be hauled by auto to 
work sites. Morrison said men can 
live at the site instead of moving 
back and forth daily. Self-contained 
features make the camp car inde- 
pendent of outside utilities for a 


minimum of a week. 
* * + 
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iL FILTER 
. REPLACEMENT 


ARTRIDGES 


plastisol-lined for | 


FILTER CARTRIDGES The improved 
Premium-Pack line of oil filter replacement 
cartridges for all original manufacturer's 
| filters and models through 1957 for cars, 
| buses, trucks and all types of engines 
has been marketed by Refill Filter Co., 541 
Fifteenth Ave., Newark 3, N. J. The filter 
|} elements ore available 
types — sock, can 


or micron. 
* * 





500 yards away over the outside speaker, | 
it is claimed. The unit, available in either | 
six or 12-volt systems, is primarily used 
for school bus routes. Electronics Division, 


Balding Products, Inc., neseo, N. Y. 
S 26° © 


GAS CAP—The G-54 Dual-loc stainless 
steel locking gas cap, above, produced | 
by Stant Mfg. Co., Inc., Connersville, Ind., 
is said to fit 1953-57 Chevrolets, the 
1955-56 Chrysler family, 1950-56 Packards 
and Clippers and many other 1949-1957 
cars. The G-57 Dual-loc fits 1953-57 
Ford, Mercury and Lincoln models, and 
the G-56, 1957 Buwicks and the ‘57 
Chrysler family. Stant is also offering 
two non-locking stant replacement gas 
cops—G-37 with the same coverage as 
G-54, and G-36 for the same cors as 
the G-56. 


. > 


AIR CONDITIONER — Only 6% inches 
high, the 1957 model Frigette air condi- 
tioner is 19 inches wide and has a maxi- 
mum depth of 8 inches. The unit's ap- 
pecrance is said to be enhanced by a 
mirror-bright, chrome-finish aluminum face- 
plate bearing a modernistic design etched 
into the surface and enameled white to 
harmonize with the patented rotating 
louvers. Frigette is thermostatically con- 
trolled, with electric clutch standard 
equipment. Frigiquip Corp., Oklahoma 


City, Okla. 
. a 


Morrison Introduces 
2-Man Camping Car 


Morrison Railway Supply Corp., 
Buffalo, has introduced a camp car 


HYDRAULIC LIFT A self-contained, 
| semi-portable hydraulic lift, the Porta-| 
|Contact is said to be constructed with | 
| design innovations assuring complete | 
safety under all lifting operations within | 
its range. Developed by Autoquip Corp., | 
1140 S. Washtenaw Ave., Chicago 12, Ill., 
the unit lifts a vehicle up to 6 feet high 
and can be lowered to a height of only 
|4% inches. In the vent of any working 
| part malfunction, the unit instantly locks | 
into position regordiess of load being 





in three popular | 





supported, it is claimed. 
| > > . 


| White Publishes Folder 


A booklet entitled “Get the Most | 
out of Palletization with the White 
3000” has been released by White 
Motor Co., Cleveland 1, O., for the) 
soft drink industry. This folder, 


handling methods for soft drink de- 
livery, particularly in regard to de- 
veloping new palletization pro- 
grams for bottlers. 





OIL PRESSURE GAUGE — An oil pres- 
sure gauge and adaptors set, designed 
for checking oil pressure on virtually all 
automatic transmissions, has been intro- 
duced by Snap-On Tools Corp., 8028 
Twenty-Eighth Ave., Kenosha, Wis. A 3%- 
inch dial on the face of the gauge is 
calibrated’ from O to 300 pounds per 
square inch, and the attached six-foot 
hose is equipped with a coupler for fast 
interchange of threaded adapotor. The 
set is furnished with 10 adaptors, three 
of which are made with ends to fit the 
quick coupler. 


White said, explains various me-| 
thods of utilizing modern materials | 


| screws 
| thus preventing crushed, dented or dam- 


AUTO WAX — Turtle Wax Paste Wox 
is said to be safe to use on all car 
finishes, including the new Acrylic lac- 
quers. in this product, the Turtle Wox- 
Plastone Co., 4100 W. Grand Ave., Chi- 
cago 51, Ill., blends its “Brillium" for- 
mula into a “Micro-Grain” concentrate 
that is said to insure ease of application. 
Turtle wax features a scratch-proof guard 
that snaps over the bottom of the can, 
allowing the can to be placed on the 
cor without danger of scratching the 
finish, it is claimed. 


LITTERBAG — A litterbog that mounts 
under the dash and does not interfere 


| with leg room has been marketed by Sat- 


rom Co., Minneapolis, Minn. Featuring a . 
rubberized interior that is said to be 
easily cleaned, the unit is attached to the 


| car by means of a mounting clip. 


LICENSE BRACKET — An adjustable li- 
cense bracket, said to fit every size of 
plote, has been marketed by Greenfield 


| Co., 4416 W. Rice St., Chicago 51, Ill. 
| Called the Pacemoker, the unit is availo- 
| ble 


in chromium plate or cadmium. A 
special feature is the way it clamps or 
behind and above the bumper 


eged pilates, it is claimed. 
oe as 


AIR CONDITIONER — The 1957 Mark 
IV car air conditioner, produced by John 
E. Mitchell Co., Dallas, is available in 
dash and trunk models for both six and 
12-volt systems. The dash model features 
a fiberglas case with chrome air direction 
louvers. The improved trunk model has 
retained such basic elements as the 
rotatable plastic snorkels for air direc- 
tion, but has improved temperature and 
de-icing controls as in the dash model. 
Both models are said to have automatic 
fingertip control through the patented 
RoboTrol system, a valve which regulates 
temperatures by modulating the flow of 
refrigerant. 
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Kendall SuperB...consumer proven to completely satisfy 
the special lubrication needs of modern engine design 


There’s nothing like the 


to boost business! 


KENDALL REFINING COMPANY - 


Proven ability to prevent and eliminate combustion chamber 
deposits, detonation and pre-ignition. 

Proven ability to prevent wear at critical lubrication points 
such as lifters, valve train and camshaft. 

Proven to provide quick engine starting and fast oil circulation 
in cold weather with full bodied protection at high temperatures. 


Proven effective in insuring the best possible valve lifter 
performance through elimination of rust and varnish deposits. 
Proven effective for greater engine cleanliness. Prevents spark 
plug fouling. Reduces sludge and varnish deposits. 

Proven to give greater gasoline economy and lower oil 
consumption. 


Kendall SuperB Motor Oil, the first SAE 10W-30 oil marketed specifically to 
satisfy all the exacting lubrication requirements of bigh compression engines. 
Refined from 100% Bradford Pennsylvania Crude Oil —world’s richest. 


BRADFORD, PENNSYLVANIA 
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Court Decisions Affecting Dealers 


(Continued from Page 44) 

art, 227 Fed (2d) 407, it was shown 
that one Steuart was a “direct 
dealer” in DeSoto and Plymouth 
automobiles manufactured by| 
Chrysler Corp. He operated both as) 
a wholesale distributor to associate | 
dealers, and as a retailer. 

In 1940 Steuart entered into a 
written agreement to sell cars to 
Joyce Motors, as an associate 
dealer. 

The agreement provided that | 
Steuart shall have the right to 
accept, in whole or in part, any 
or all orders received, and “shall 
not be liable for any loss or dam- 
age resulting from its failure to 
ship or deliver automobiles or- | 
dered.” 

In subsequent litigation, the| 
higher court held that Joyce Motors 
could not recover damages from 
Steuart. for failure to deliver pur- 
chased automobiles and, also, that| 
Steuart was not liable for reducing | 
Joyce Motors’ percentage quota 











from 9 to 5 percent. This court said: 

“The agreement also provided 
that its ‘termination . . . shall oper- 
ate as a cancellation of all unfilled 


orders for motor vehicles, parts 
and accessories.’ ”’ 
* * * 
Law of Bailment 
HE law of “bailment” in all 


states requires that operators of 
automobile service stations exercise 
“reasonable” and “ordinary” care 
to safeguard and protect against 
injury all autoniobiles left in their 
care for repairs or storage, for 
which service the automobile owner 
agrees to pay. 

On the other hand, the law is 
well settled that if a person asks 
an automobile dealer or garageman 
to care for his automobile without 
any compensation, the automobile 
dealer or garageman is not liable 
for loss of, or damage to, the auto- 
mobile while in the shop unless the 
evidence proves that the dealer or 





garage owner was “grossly” negli- 
gent. 

But, if an automobile is left 
in a shop or garage while the 
owner awaits on an estimate for 
the cost ef needed repairs, the 
serviceman is bound to use “rea- 
sonable” care to safeguard the 
automobile. 

For illustration, in Bellair Co, v. 
Ramsey, 284 S. W. (2d) 244, the 
testimony showed facts, as follows: 
Bellair Company is engaged in the 
business of selling and repairing 
motors and engines. 

A man named Ramsey owned a 
vehicle whose motor was not giving 
maximum efficiency, He took it to 
Bellair. The company’s manager, 
named White, said that it could be 
repaired. 

Ramsey left the vehicle on Bell- 
air’s lot behind its place of busi- 
ness, while waiting for the manager 
to check and inspect the motor and 
to estimate what it would cost to 


fix it, That night the vehicle was 
stolen. 


* * * 


Company Liable 


_ SUBSEQUENT litigation, Bell- 
air contended that it was not 
liable nor expected to exercise “or- 
dinary care” to safeguard the ve- 
hicle against theft, because Ramsey 
had left it in care of Bellair with- 
out compensation. 

The higher court, however, held 
that Bellair was an ordinary 
bailee whose duty was to exer- 
cise “ordinary care” to safeguard 
Ramsey's vehicle against theft or 
other injury. Therefore, the 
higher court held Bellair liable to 
Ramsey for $2,000 damages. 
The court said, “The defendant 

(Bellair) was negligent in several 
respects in the protection of the 
motor, and trailer while in its pos- 
session, which acts of negligence 
proximately caused the loss of the 
property. Defendant (Bellair) 
cepted the property, held possession 
of same and proceeded to check it.” 
This court explained that if 
White had accepted Ramsey’s vehi- 
cle merely for the sole accommoda- 
tion of Ramsey, Bellair would have 
not been liable for the theft. 
However, as the testimony indi- 
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The SHAT-R-PROOF auto glass dealers, 
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to find out how you can sell more to the vast insurance market 
with the “Pledge of Guaranteed Installation Service.” 


Write to: SHATTERPROOF GLASS CORPORATION, 4815 Cabot Avenue, Detroit 
10, Michigan, for the name of your nearby SHAT*R*PROOF Distributor, 
your business-building partner. 


Insurance Sales Manval 
* Stendard Insurance Forms + Car Seat Napkins + Steering Wheel Togs 
+ All-new Direct Mail Program 


SELL MORE because they do the replacement properly the first 
time . . . building policyholder satisfaction. 


SELL MORE because they carefully examine for signs of possible 
“re-breakage” . . . saving insurance this unnecessary expense. 


SELL MORE because they replace with SHAT*R*PROOF, the 
finest automobile safety glass. 


SELL MORE by using the complete SHAT*R*PROOF written 
“PLEDGE OF GUARANTEED INSTALLATION SERVICE” Sales Kit 
containing; 







DISTRIBUTOR 













ac-| 








cated that White was expecting that 
Bellair would receive some payment 
for the services so rendered, the 
higher court held that Bellair was 
an “ordinary” bailee expected by 
jaw to exercise “ordinary” care to 
protect property left in its care 
against loss by theft and other in- 
juries. 
* * + 


Finance Firm Loses 


ECENTLY a higher court ren- 

dered a decision which clearly 
answers a legal question often in 
the past asked by automobile 
dealers, 


This question is: If a finance 
company repossesses merchandise 
on which it loaned money to an 
automobile dealer, can the finance 
company repossess the automo- 
bile and then sue the dealer and 
recover the balance due on the 
account? According to a late 
higher court decision, the answer 
is no. 


For illustration, in Budget Fi- 
nance Plan v. Sav-on Co., 272 Pac. 
(2d) 811, it was shown that a dealer 
sold to a customer certain equip- 
ment under a conditional contract 
of sale and monthly payment plan. 


The dealer sold the contract and 
the customer’s notes to a finance 


|company under the terms of a 


“with recourse assignment,” which 
provided that the dealer guaranteed 
full performance of the agreement 
by the customer. 


This contract between the dealer 
and the finance company was a 
usual contract used by finance com- 
panies, in which the dealer guaran- 
teed to pay the finance company if 
the customer failed to do so. 

= = * 


Customer Defaults 


EVERAL weeks afterward the 
customer defaulted in making 
agreed monthly payments and the 
finance company repossessed the 
equipment. Then the latter sued 
the dealer to recover the balance 


| owed by the customer. 


It is interesting to observe that 


|the higher court held the dealer 





not liable, saying: 

“Since plaintiff (finance com- 
pany) had repossessed the prop- 
erty after the buyer had become 
in default on the conditional sales 
contract, did such act constitute 
an election of remedies upon the 
part of plaintiff (finance com- 
pany) which prevented it from 
recovering the balance due on 
es conditional sales contract? 

es. 


“In the instant case plaintiff 
(finance company) having elected 
to retake possession of the freezer 
waived his right to sue for the bal- 
ance of the contract price.” 

This court, Also, explained that 
the rule of law is settled that a 
seller of an gmtomobile under a 
conditional sales contract is given 
by law an election of remedies, as 
follows: He may terminate the 
contract, retake the automobile and 
retain the money paid by the pur- 
chaser; or he may treat the trans- 
action as a sale and sue for the 
balance of the purchase price. See 
James v. Allen, 23 Cal. App. (2d) 
205, 207, 72 P. (2d) 570; Commercial 
Discount Co. v. Howard, 107 Cal. 
App. 83, 86(2), 289 P. 906; and Stav- 
now v. Winifree, 99 Cal. App. 566, 
568(2) 278 P. 905. 


* * = 


Faulty Registration 


Costly to Dealer 


MONTREAL. — A Superior 
Court judge here has ruled that an 
auto dealer who sells a _ vehicle 
which later becomes involved in an 
accident has a financial respon- 
sibility in the accident if the ve- 
hicle has not been properly trans- 
ferred to the new owner. 


In the case in question, it was 
established that Armand Lamour- 
eux had purchased a truck from 
Duval Motors, Ltd, Duval Motors 
applied to have the registration 
transfered to Lamoureux, but it 
was not properly transferred ac- 
cording to regulation of the Motor 
Vehicles Act, the judge found. 

Lamoureux became involved in 
an accident with Mark Wasser- 
man, who sued for damages. The 
judge established that damages 
suffered by Wasserman should be 
set at $857 and he held Lamoureux 
and Duval jointly responsible. 

However, the judge ruled that 
Wasserman had been partly re- 
sponsible for the accident, and he 
therefore, cut damages in half. 
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“In 5 months, Spot-TV helped us 


so from scratch to 


BOB YEAKEL, head of Wilshire Oldsmo- 
bile, Los Angeles—the agency which has held 
first-place in Southern California for more 
than a year, and topped the entire U. S. in 
sales during September, 1955. 
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For sales building availabilities on these major-market stations...Call BLAI rh - 


WPRO.-TV—Providence 
WIIC—Pittsburgh 
WNBF-TV—Binghamton 


WFIL-TV—Philadelphia 
KVOO.-TV—Tulsa 
WFLA-TV—Tampo-St. Petersburg 


WBNS-TV—Columbus 
KING-TV—Seattle-Tacoma 
KTTV—Los Angeles 


WBKB—Chicago 
WXYZ-TV—Detroit 
WABT—Birmingham 


WTVR—Richmond 
WDSU-TV—New Orleans 
WOW-TV—Omaha 


OFFICES: NEW YORK »* 
TEmpleton 8-5800 
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SUperior 7-5580 


WEWS—Cleveland 
WCPO-TV—Cincinnati 
WMCT—Memphis 


DALLAS 
Riverside 4228 


first place,” 


says Bob Yeakel, of Wilshire 
Oldsmobile, who credits 
impact of KTTV, Los Angeles, 
for rocket-rise in volume 


When you say ‘first-place, Mr. Yeakel, how 
much territory does that cover? 


The entire nation. In September of 1955, Wil- 
shire Oldsmobile outsold every other Oldsmo- 
bile agency in the U. S. 


And your agency had been going only 5 months? 


We bought-out one of the country’s smaller 
agencies on May 5, 1955. 


Is it true you advertised mainly on Spot-TV? 


That’s right. We did other things, of course. 
Proper handling of newspaper advertising on 
used-car business is always important. But Sta- 
tion KTTV got the big bulk of our advertising 
money—and did the big job in giving a rocket- 
take-off to our sales curve. 


What gave you confidence to do so much ad- 
vertising? 

The July 4 week-end in 55, when we began to 
make hay in a big way. The 4th fell on Monday 
—so it wasn’t an extra-long week-end. But from 
Friday to Tuesday we sold more than 100 new 
Oldsmobiles and over 60 used cars to boot. 


Did that give you the idea of going after the 
top-spot nationally in September? 


Yes, and also persuaded us to continue our 
talent-hunt show, “Rocket to Stardom.” I under- 
stand KTTV is the only station having an ad- 
vertiser using a ten-hour program every week 
—and that advertiser is Wilshire Oldsmobile. 


When did you start the show? 


On that same week-end. At first it was only 
eight hours—later we expanded to ten hours— 
1 to 11 every Sunday morning. 


How many performers have appeared? 


Over 10,000. After being on our program, 
many have been able to cash-in professionally. 


If you had put as much money into other forms 
of advertising, could Wilshire Oldsmobile have 
shown the same results? 


No, itwouldn’t be humanly possible, in my opin- 
ion. Obviously our sales-performance involves 
a lot of factors. We handle a car that’s sensa- 
tional in itself. Our organization has an unbeat- 
able spirit. But we just wouldn’t be where we 
are today—or anywhere near it—without the tre- 
mendous power of TV, especially KTTV. 





Television’s 
First Exclusive 
National 
Representative 


KFRE-TV—Fresno 
KGO-TV—San Francisco 
KFJZ-TV—Dallas-Ft. Worth 


WABC-TV—New York 
WFBG-TV—Altoona 
KGW-TV—Portland 








SAN FRANCISCO e 
YUkon 2-7068 


SEATTLE 
ELliott 6270 


e LOS ANGELES ° 
DUnkirk 1-3811 
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Salesmen Keep Eye on Used-Car Lot .. . 


Incentive Plan Keyed to Washout 


By L. H, Houck 

Staff Correspondent 
KANSAS CITY.—The dealer who 
“tailored” his sales staff—and oper- 
ation described in the Dec, 31 issue 
of Automotive News — has now set 
about to tailor his compensation 
plan to give it incentive in as many 


. ‘Ways as possible. 


He has also developed a com- 
pensation plan that helped to 
keep the new-car department and 
the used-car department work- 
ing together instead of against 
each other, and a way to keep a 
new-car salesman interested in 
the sale of his tradein because it 
could materially affect his earn- 
ings. 

The dealership has two cars to 
sell — one of the Big Three and 
a medium-priced car in the $3,000- 
$4,500. class. 

Each new-car salesman, or what 
is sometimes called a combination 
salesman selling both new and used 


PACIFIC FINANC 





cars, receives $35 for each new car 
sold, regardless of price. 


He is paid a $250 per month 
drawing account against which his 
commissions are charged. The 
drawing account is paid twice 
monthly with $125 checks on the 
first and the 15th of each month. 
Commissions are paid once each 
month — giving a salesman three 
pay days per month. 

The washout of each new-car deal 
affects the pay of the new-car 
salesman, If his tradein remains on 
the lot longer than 30 days, he gets 
no washout pay. So it behooves 
him to move this car if the used- 
car sales manager doesn’t. 

In addition to the $35 on the 
new car, he receives $20 if the 
deal washes out with $300 to $400 
gross profit; $35 if it washes out 
between $400 and $600; and $50 if 
it washes out between $600 and 
$700, and $70 on any deal washing 
out above $700. 

Thus, the gross profit of the new- 
car sale and the sale of the tradein 





materially affects his profit and 
gives him an incentive to make as 
good a deal as he can. 

On the other hand, as the dealer 
explained, the house can take close 
deals since it costs only $35 to sell 
@ new car. 

The effect of this system is that 
while a salesman can sell only new 
cars if he chooses, he will not buck 
sales in the used-car department 
because it hits him in the pocket- 
book if he does, By the same token, 
the sales staff is always ready to 
help out the used-car manager. 

The net affect since the program 
has been in effect is to keep the 
used-car inventory at a normal size, 
A few years ago at this same 
dealership, much of the profit was 
resting comfortably on the used- 
ear lot, rusting away. Under 
another management, of course, 


If the salesman wants to sell 
the used-car involved in one of 
the new-car deals, or any other 
for that matter, he receives 5 
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E, looks forward 
——— welcoming its friends at an OPEN HOUSE 
24 during the NADA Convention in 


San Francisco—Suite 220—St. Francis Hotel 
from 5:00 p.m. on January 27, 28 and 29. 


PACIFIC FINANCE CORPORATION 


Home Office: Los Angeles 


SALES FINANCING ¢ PERSONAL LOANS ¢ INSURANCE 


New Headquarters for Tasca Ford— 
Tasca Ford has opened its new showroom, new and used-car lot, and service facili- 


ties in East Providence, R. |. Featuring an 


enlarged service and parts department, the 


new plant covers 80,000 square feet. Bob Tasca is president of the firm. 


percent on the gross profit, in ad- 
dition to his washout commission. 

One salesman’s record disclosed 
that during one dull month he 
made $660, of which $220 came from 
washout profits. 

The dealer who developed this 
system and who is still busy refin- 
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Pacific Finance Corporation 
and subsidiaries: 

PACIFIC FINANCE LOANS 

PACIFIC INDUSTRIAL LOANS 
MERCHANTS BANK OF DETROIT 
MOTORS ACCEPTANCE CORPORATION 


FIRST CREDIT CORPORATION 


OLYMPIC INSURANCE COMPANY 
MARATHON INSURANCE COMPANY 
PACIFIC FIDELITY LIFE INSURANCE COMPANY 


Canadian affiliates: 

PACIFIC FINANCE CORPORATION OF CANADA LTD. 
PACIFIC FINANCE CREDIT LIMITED 

BOYNTON ACCEPTANCE COMPANY LIMITED 


ing it, said that it works equally 
well for the volume salesman and 
for the low-volume salesman who 
concentrates on better profit deals, 

The dealer said it gives his sales- 
men a chance to make “real 
money” during the busy seasons— 
thus giving them an incentive to go 
through the cleanup for less profit. 

The dealer furnishes each sales- 
man with a demonstrator which 
must be sold before it reaches 
6,000 miles, 

The dealer allows $4 worth of 
gasoline for each new-car sale and 
$1.50 with each used-car sale. How- 
ever, this method is now under- 
going a revision because when the 
salesman is not making any sales, 
he needs more gasoline. Under the 
current methods, when he needs 
the most he gets the least. 

The incentive in getting part of 
his compensation in the washout 
is definitely present because in this 
particular territory a salesman 
couldn't make too much at $35 per 
new car even if he were a top pro- 
ducer. Some salesmen for this 
dealer are earning $1,000 a month 
and a high percentage of the 
amount comes from the washout. 

The new-car sales manager and 
the used-car sales manager each 
|get a fixed salary of $450 per 
| month, plus 2% percent on the vari- 
ble net profit — which must exceed 
$10,000 to do them much good, This 
equal-pay plan for each of these 
two executives keeps them from 
bucking each other. If the new-car 
department gives cars away, it 
hurts the used-car department, and 
vice versa, 

Each salesman gets one day a 
week on the floor. While there are 
no fixed rules, it is understood that 
if a customer asks for a certain 
salesman, he will be placed in con- 
tact with that individual or the 
floor salesman will relay informa- 
tion. All salesmen are on the floor 
on Saturdays. 

All deals must be approved by 
the sales manager and there must 
be an appraisal in duplicate for 
every deal. The sales manager 
keeps one copy and gives the 
salesman the other copy, 

If a salesman sells undercoating, 
he receives $7.50 commission. He 
rates a.$2.50 commission for selling 
a hard-wax job. 

The salesman picks up $4 com- 
mission when he sells the insurance 
with financing. 

The dealership maintains an in- 
surance and finance man, who is 
paid $200 per month and a commis- 
sion on insurance, 

The salesman works to get a 
signed order, which often is com- 
pleted in the finance man’s office, 
and then leaves the customer to be 
completed by the finance and in- 
surance man. Since the man 
receives a commission on insurance, 
almost every deal is written up 
with this insurance. The end result 
of this has been that there are now 
some 2,500 policyholders among 
their customers and their work 
keeps the body shop and the service 
department pretty well supplied 
with insurance work. 

The dealership uses two finance 
companies — GMAC and Universal 
CIT, with over 90 percent of the 
GMAC contracts covered by insur- 
ance sold by the dealer, and more 
than 25 percent of the CIT con- 
tracts similarly covered. 
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Holiday families are the kind of “live-it-up” people who 
really like to jump in their cars and go places. They not 
only outdrive everybody else, but they are the leaders who 
influence other people wherever they go. 

In their pursuit of pleasure, Holiday drivers pile up the 
whopping total of 12.4 billion miles a year, Duying 9-million 


HOLIDAY readers are the leaders of the new active leisure ! 


gallons of gas, 42 million quarts of oil and 1% million tires 
on the way. Not to mention a potential 9 million spark 
plugs, 2% million oil filters and 600,000 batteries! 


To sell these leaders and the thousands who follow them, 


smart advertisers of cars and other automotive products — 
56 in all — are using the pages of Holiday. How about you? 
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Veteran Chamberlain Tells How .. . 


Put Management Ahead of Sales 


(Continued from Page 19) 
you expect of him and how you 
plan to direct his efforts.” 
+ + + 
OMPENSATION is another vari- 
able. There are many different 
plans in use now.and all have ele- 
ments of commission and/or salary 
or both in them. There are of 
course reasons why some dealers 
like one better than the rest. 


“Generally it must be assumed 
that the method of compensation 
has much to do with the ease of 
control,” Chamberlain said. “Com- 
mission men feel they are freer to 
do as they please than salary men. 
Hence it is easier for the sales 
manager to control if men are in 
part or totally on salary. 

“Most old sales managers have 
had the experience of having 
some man on the force who just 
isn’t’ making the grade, Usually 
he looks the part, knows the 
product, is well liked, has lots of 
friends and contacts, but just 


Don't Miss Our Display—N 


doesn’t get across for some rea- 
son, 

“I remember one very well that 
I struggled with for many months. 
It seemed to me that every time I 
reached the point of calling him in 
to let him go, he would pull an 
order out of his pocket and I would 


Charlotte Dealers 


Choose Daniels 


CHARLOTTE, N. C.—J. D. Dan- 
iels (Lincoln-Mercury) has been 
elected president of the Charlotte 
Automobile Dealers Assn. He suc- 
ceeds Spencer Fogler (Buick), 

Other officers are George M. 
Hearn (Nash), vice-president, and 
William B. Scott (Dodge-Plymouth), 
secretary-treasurer. 

Directors are Fogler, W. F. Beau- 
champ (Chevrolet),.Arthur P, Har- 
ris jr. (Chevrolet), Frank E. Woods 
(Pontiac) and Fred R. Young 
(Ford). 
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THE UPHOLSTERY LEATHER GROUP, INC. Fisher Building, Detroit 2, Mich. ¢ 141 East 44th 


relent and give him a longer trial. 
Of course, finally we had to part. 

“There are, of course, some of 
these near successes that can be 
pulled over the peak into the good 
column if the sales manager is 
clever enough in identifying and 
curing the difficulty. Many times, 
however, it is love’s labor lost, and 
you wind up by having to let the 
man go anyway and he is usually 
badly overdrawn, That of course 
has to be written off. 

* * * 
Compensation 
“We BELIEVE that a living 
salary with enough commis- 

sion added to provide incentive is 
the best arrangement and of course 
this should be decided at the same 
time that the ‘demonstrator’ plan 
is made. One has some influence 
on the other. If you. assign a 
demonstrator to a salesman and 
permit his unrestricted use of it, 
it becomes in a sense a part of com- 
pensation. 

“Many dealers do this and 
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DeAngelis Unveils ‘57 Cadillac— 


George DeAngelis, DeAngelis Motor Co., had the stage of Cadillac's travelling an- 
nouncement show duplicated in his showroom to help introduce the 1957 Cadillac in 
New Brunswick, N. J. The duplication extended even to the stage'’s revolving center 


portion. 


make the salesman an allowance 
per month for operating costs. 
Any such plan should have an 
arrangement to provide that the 
demonstrator is always in prime 
condition, and occasional inspec- 


St., New York 17, N.Y. 


tion of it is wise. The plans for 
demonstrators, their use, etc., 
will be discussed below, 

“Generally we recommend com- 
pensation based on a salary, enough 
to carry the salesman’s current ex- 
penses in order to free him from 
worry and concern on that score, 
plus a commission to add substan- 
tial incentive. The amounts of these 
will vary with locality, car handled, 
dollars of possible gross profit, and 
other items. Suffice it to say, that 
little success may be anticipated on 
a niggardly system, Pay well and 
expect much in return.” 

+ * * 


a demonstrator plan is a part 
of compensation, according to 
Chamberlain, It’s a salesman’s best 
tool and should always be available 
and in the pink of condition, both 
mechanically and in point of clean- 
liness, 

Here again there is little uni- 
formity in existing plans. They 
range from the one in which the 
car is sold on paper to the sales- 
man with or without gasoline and 
other allowances, to the plan in 
which a “house demonstrator” is 
assigned to a salesman. 

In some of the latter, the sales- 
man is permitted to use the car 
for personal use; in others, they 
are locked up at night or washed 
at that time preparatory for the 
next day’s work. Chamberlain 
feels that a good salesman will 
take much pride in his car, par- 
ticularly if it is “his” car. 

No matter what system a dealer 
finally decides upon, be sure to 
have it distinctly understood that 
the salesman will at all times will- 
ingly accept direction and follow 
the instruction of his sales man- 
ager, Chamberlain emphasized. 

“Don’t overlook the fact that the 
customer sees you in-your sales- 
man,” he said. “He represents the 
firm and therefore should do so 
carefully and tactfully. Another 
thing to remember is that it is es- 
sential to keep a ‘refresher’ course 
for salesmen underway at all 


times.” 
* ” + 


Education of a Salesman 

HAMBERLAIN recalled, “Years 

ago a good productive sales- 
man came to. me as his manager 
and said he was not going to try to 
do any more creative work. He felt 
his clientele and acquaintance were 
broad enough to support him with- 
out creative effort. Reluctantly I 
agreed to his proposition. Gradu- 
ally his sales fell off until he was 
one of the poorest producers on 
the staff. 

“Careful analysis showed that 
the weakness was twofold, First, 
he was short of live prospects, 
and second he had forgotten how 
to present his product by as- 
suming that his clientele needed 
no product selling.” 

There are several groups of topics 
covered in a salesman’s education. 
Here are some which Chamber- 
lain suggested: 

“1, General knowledge about your 
factory, its history, and major per- 
sonnel, 

“2. General knowledge about the 
industry and the position occupied 
in it by your factory. 

“3. General knowledge of your 
dealership and your chief men. Par- 
ticularly knowledge about the parts 
and service department will be 

| helpful to the salesmen in creating 
| confidence in your company. 

“4, All the information he can 
| (Continued on Page 102, Col. 1) 
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The ‘home office” and showroom of the Thornton-Fuller Company is ideally situated on a prominent corner of Philadelphia's automobile row .. . 
at 1410 North Brood Street. In all, there ore eight sales and service facilities located in busy shopping areas of the Quaker City and its environs. 
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=| Dodge Dealer on Their 50th Anniversary! 
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hat 
ill- 
Ow 
in- 
he | Thornton-Fuller Company Celebrates 
es- 
the ; 
, ; 
_— Half a Century in Automobile Business 
. - 
“a : 
all Dodge Division pays warm tribute to its oldest located in Philadelphia and its expanding subur- 
and largest dealership in Pennsylvania on the ban area. ““Pat” Thornton, son of the founder, 
cS occasion of that firm’s Golden Jubilee. bought his father’s interest in the business a 
. . ; , te t . He still actively directs its 
- Actually established in 1907, it was seven years ra phe S ag she re Pe co 
to later on the eve of Thanksgiving, 1914, that a y PS y +: ee 
alt ; ; Fritz,” as general manager, and a Thornton- 
re Samuel Thornton, co-founder of the dealership, trained staff of ate adlice he 
a | announced to the public the first cars produced , 
u- by the Dodge Brothers. Shortly thereafter, they The entire organization operates on a 12-hour 
= voluntarily relinquished their representation of schedule, 7 days a week, and a huge central 
‘ a make long since defunct. Service Branch is open around the’clock. This 
. : li ] istent advertisi has built 
> The 1914 Dodge “line” consisted of an open Pee ee ae oe 
. b a volume exceeded by very few dealerships 
y touring car and a roadster. Those were days ; 
- : throughout the nation. 
i when there were still many more horse-drawn 
4 than power-driven vehicles on the American We can offer no better example of the potentiali- 
n. scene. Later, a sedan, a coupe and panel truck ties of a Dodge franchise than this outstanding 
were added, making five models in all. And as dealership . . . one that has prospered over the 
ir the line expanded through the years, so did years in a highly competitive market and today 
P= ° eye,° ° : 
this dealer’s volume and facilities. boasts a loyal and still-growing patronage. 
ie 
d Today, Thornton-Fuller Company operates Our congratulations and warmest wishes to 
r eight separate establishments, all strategically “Pat” Thornton on this important milestone. 
“ The Thornton ‘‘dynasty”’ includes three generations 
e who hove piloted the company through the past half 
g century. Portrait is of Samuel Thornton, founder 








Saluting Pennsylvania’s Oldest and Largest 


Standing is his son, George (‘Pat’) Thornton, 
present head. Seated is his son, Frederick (‘Fritz’) 
Thornton, General Manager. 





DODGE DIVISION of Chrysler Corporation 
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Put Management 
Ahead of Sales in °57 


(Continued from Page 100) 


absorb about the product should 
be given him. 

“5S. Never stop hammering away 
at the product and its competition. 

“6. He must know the competi- 
tion nearly as well as your car so 
as to be able to emphasize your 
strong point better. 

“7. Remember that tactful com- 
parison is not ‘knocking.’” 

o * * 
pont the educational pro- 
cedure is followed in and 

through the holding of sales meet- 
ings at which educational material 
ig presented. Many times these pre- 
sentations are developed by and 
presented by salesmen themselves, 
and are followed by questions-and- 
answers and a discussion of how to 








apply the information most effec- 
tively. 


There are many sources of edu- 
cational material. The Automobile 
Manufacturers Assn. annually pub- 
lishes “Facts and Figures” which 
has much important and interest- 
ing information regarding the his- 
tory of the industry and other facts 
concerning it. - 

“When it comes to the study of 
how to interest people,” Chamber- 
lain asserted, “Dale Carnegie’s How 
to Win Friends and Influence 
People is probably as good a text- 
book as there is to be found.” 


Competitive material can be 
found in the catalogs and printed 
matter of the auto companies, It 
is, of course, one of the chief 
duties of the sales manager al- 
ways to be alert to what is needed 
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and to plan meetings so that they 
will be interesting and informa- 
tive. Sales meetings for this pur- 


Some successful managers have 
held weekly evening meetings for 
educational purposes and a brief 
checkup meeting each morning. 
Many salesmen dislike attending 
these meetings and will give every 
kind of excuse for failing to be 
there and take part, 

This should be resisted and the 
salesman made to feel he is part 
of a team and that the meeting is a 
part of that team’s training. The 
meetings should be planned very 
carefully. If the subject matter is 
good and really helpful, salesmen 
soon will appreciate the benefit they 
receive and want to be there. The 
sales manager’s responsibility is 
very great in this part of his work. 


* * * 


Direction of Salesmen 


7. problem of directing the 
salesmen is next in line, Of 
course, each will take his turn on 
“floor duty” and those prospects 
who come in during his duty are 
his to follow and sell if he can. 

“In other lines of selling the as- 


aa 


WELCOME TO 


CALIFORNIA! 


ee 


NATIONAL 





TRUST AND 
SAVINGS 


ASSOCIATION 


Best wishes for a high-powered convention, 
from the bank that is now providing famous 
Timeplan financing on two cars per minute 
for dealers throughout California. 
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signment of ‘territory’ is a regular 
practice,” Chamberlain said. “How- 
ever, it is not generally used in this 
field although I have known of it 
being done very productively, par- 
ticularly where bird dogs or junior 
salesmen are used.” 

They are simply sources of in- 
formation, and there’s no limit 
to the fields from which they 
may be drawn, Usually the sales- 
man gathers his own bird dogs 
and pays them himself, too, It is 
not unusual for an active sales- 
man to have 25 or more, and 
some have 100 or more, 

The salesman also will make it a 
practice to keep in touch with them 
by phone, stimulating their efforts 
by reports of what others have 
made through this work, Gradually 
a bird dog will likely become inef- 
fective because he will have ex- 
hausted his acquaintance. Then it 
is time to replace him. 

When using bird dogs the “ter- 
ritory” plan is more practical, For 
instance, a salesman having a good 
junior salesman or two in a large 
office building or a company em- 
ploying a great many people, may 
get a large amount of business just 
through working those located in 
the office building or the plant. 
That can be practically considered 
his “territory.” However, this is not 
now general practice. 

* * of 


oo problem of prospect selec- 
tion is so completely tied up 
with the question of movement of 
used cars that it cannot properly 
be considered in any other place, 
Chamberlain said. “Obviously cer- 
tain used cars sell more readily 
than others and since turnover is 
so important in that branch of the 
business, it is most desirable to 
focus selling effort toward trading 
in those cars that sell most readily. 

“To a certain extent the law of 
‘supply and demand’ will control 
this but it can be greatly assisted 
by intelligent sales direction. 

“Let us consider that Cars ‘A,’ 

‘B’ and ‘C’ of 1949, 1950 and 1951 
production find a very ready 
used-car market, Such tradeins 
are going to be most welcome by 
the used-car manager, and with 
them as his chief inventory he 
is less likely to at times ask the 
new-car department to hold off 
until he can get his inventory into 
better shape. 

“Naturally our effort should be 
expended to buying those cars as 
used ones or trades. That is really 
what we are doing, buying a used 
car as well as selling a new one. 
Therefore, we should arrange 
whenever possible to make a sales 
proposal to an owner of the car 
we wish to buy. 

“Fortunately for us, the cars that 
sell best in the used-car field are 
those that are most popular and 
therefore in the greatest number 
so far as users are concerned, It is 
an easy thing to acquire lists of 
owners of any make you wish in 
any territory you wish, Knowing 
then who are the owners of the 
cars most desirable in the used- 
car department, you can spot auto- 
matically the owner to whom you 
would like to sell a new car, The 
only problem then is to interest and 
sell them. This, of course, is the 
salesman’s job. 

* * * 


Systematic Effort 


“we will of course be directing 
ing your advertising toward 
them, too,” Chamberlain continued. 
“Then the salesman through direct 
calls or telephone work determines 
whether the suspect can be con- 
verted into an immediate prospect.” 

This takes talent, experience, and 
judgment. Most salesmen work out 
their own approach. Some do best 
in calling a man’s wife first, asking 
if there is any truth in the rumor 
that she and her husband are con- 
sidering a new car. Often this will 
determine that they really are, al- 
though the husband might deny it 
stoutly. 

There are limitless methods of 
approach and the creation of a 
prospect, only one of which is 
used too frequently. Namely, “I 
can give you a lot for your old 
car.” 

“Few salesmen realize how much 
time they waste on useless effort 
or running around where theré are 
no possibilities,” Chamberlain said. 
“Many go past several suspects to 
reach one far away. Dick Grant, 
the now famous ex-Chevrolet sales 
manager, popularized the slogan 
‘Plan Your Work, and Work Your 
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Smoking in comfort in an open 
car was made possible with this 
extension tube device patented 
around 1924. 





Plan.’ Obviously very sound ad- 
vice. Hence, regularity and system- 
atic effort is suggested to all new- 
car salesmen and to the sales man- 
agers to whom they are respon- 
sible.” 
~ = + 

DAILY work sheet also is 

advisable, It should show the 
number of bird dogs the salesman 
will contact that day, the prospect 
telephone calls he will make and the 
personal prospect calls, too, Demon- 
strations and appraisals also should 
be shown. The sales Manager 
should check this work sheet and 
also the one the salesman made the 
previous day to see how well he 
“Worked his plan.” 

Check these daily work sheets 
faithfully for they show the degree 
of continuity the salesman is put- 
ting into his work. Watch the work 
he does with his bird dogs. With- 
out a steady supply of prospects 
coming to him his chance of selling 
profitably in quantity is not too 
good. Keep him doing “creative” 
selling. 

Don’t let him get out of the 
habit of “Winning friends and 
influencing people. Constant 
refresher courses in educational 
sales meetings will, over a time, 
pay big dividends. 

Demonstrating is another side of 
selling that needs careful handling. 

“It is not enough to gun the mo- 
tor and start off in a whirl of dust,” 
Chamberlain asserted. “Many 
buyers will be offended by that type 
of demonstration. The first thing is 
to avoid frightening the customer. 
Make him feel at ease and safe by 
driving safely, Work up a regu- 
lar route that will provide natural 
means of showing the car’s ability. 
Be sure to show all of your car’s 
capabilities to advantage. Don’t try 
to do all the talking. Let the cus- 
tomer talk too. 

7 ” * 


Appraisal Procedure 


“A FTER he has disclosed what 
he is most interested in, you 
have a better chance to convince 
him that your car is the answer to 
his desire. It is generally good to 
try to start and end the demonstra- 
tion at the office. After the demon- 
stration is over, a suggestion that 
you have the customer’s car ap- 
praised NOW is good strategy. 

“While that is being done you 
can show the prospect the institu- 
tion, introduce him to the service 
manager and show him how many 
parts are in stock for his protec- 
tion.” 

There is a law of averages that 
applies to every individual sales- 
man in his work, Chamberlain 
contended. Not all men have the 

same average but there is an 
average for each. When he falls 
below that average his sales inevi- 
tably will fall as well. That aver- 
age can be found, and by watch- 
ing performance in comparison 
the dealer can foretell accurately 
what his sales will be in a given 
period. Hence it is well to watch 
that average and compare day by 
day performance with it. 

The appraisal and its proper 
presentation are important. There 
is no set rule that works best, Usu- 
ally the appraisal is less than the 
prospect at least hoped that it 
might be. Selling that it is a “just 
or fair’ appraisal takes a bit of 
time and much talent. Records of 
sales of similar cars by the used- 
car department is valuable ammu- 
nition in this process. 

In many places the sales manager 
joins. the salesman at this point. 
His position and experience, plus 
(Continued on Page 109, Col. 1) . 


im. 


en 
Lis 
ed 


ad- 
m- 
We 
an- 
on- 


ly 
e 
is 
y 


]- 
al 


[TS SS & 





~ all 
a 
Fall 
+ 


feature 


RAYON CORD TIRES 
as standard equipment! 


Of the 235 different models for 1957—220 come equipped with Rayon Cord Tires! This overwhelming majority 
reflects the great confidence that the Automobile Manufacturers of America have placed in Rayon Tires. And you, 


as a car-buyer, can feel secure that the choice of motor-makers is your best bet for safety, value and long life. 


AMERICAN RAYON INSTITUTE, INC., 350 Fifth Avenue, New York 1, N. Y. 
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BUICK 
Special + Century + Super + Roadmaster 


CADILLAC 

62 + 60 Special + 75 
CHEVROLET 
150 + 210 + Bel Air 
CHRYSLER 
Windsor + Saratoga 
CONTINENTAL 
CORVETTE 


DeSOTO 


Fireflite + Firedome + Firesweep 


Coronet + Royal + Custom Royal 


FORD 
Custom + Custom 300 + Fairlane + Fairlane 500 


HUDSON 


Hornet 
LINCOLN 
Premiere + Capri 


MERCURY 


Monterey + Montclair 


_ METROPOLITAN 


NASH 


Ambassador 
OLDSMOBILE 
88 + Super 88 + 98 
PACKARD 
Clipper 


PLYMOUTH 


Plaza + Savoy + Belvedere 
PONTIAC 
RAMBLER 
STUDEBAKER 


Champson - Commander + President + 
President Classic + Silver Hawk + Golden Hawk 


THUNDERBIRD 









News to Note... 


Se eee ee 





CHICAGO, — Directors of the 
Motor & Equipment Wholesalers 
Assn. will conduct a Western States 
Business Conference March 6 in 
Seattle preceding the Pacific Auto- 
motive Show. 

MEWA has issued its Business 
Library Guide to members, point- 
ing out the range of business man- 
agement materials available to 
wholesalers from the association. 

* + * 


26 Rim Distributors 


Honored by Firestone 

AKRON.—Twenty-six rim distrib- 
utors have been recently awarded 
service plaques by Firestone Steel 
Products Co. 

Approximately 100 distributors 
from the U. S. and Canada attended 
the annual National Wheel & Rim 
























Firestone made the awards to com- 
panies which have distributed its 





Assn. convention in Washington. | 


| Auto World in Brief 





products for 25 or more years, Two 
45-year plaques were awarded, Mo- 
tor Manufacturers Co., Cleveland 
and Akron, and Pioneer Rim & 
Wheel Co., Minneapolis and Fargo, 
N. D. 


* * * 


Tom Ray Celebrates 


41 Years in Business 


GLENDALE, Calif. — Forty- 
one years in the automobile busi- 
ness in Southern California is 
being celebrated this year by Tom 
Ray, president, Tom Ray Pontiac 
here. 


Ray entered the automobile 
business in 1915, and, in 1927, 
began working for General 
Motors. In 1944 he resigned as 
Pacific Coast regional manager of 
Pontiac, to become owner of the 
dealership. His sons, Tom jr. and 
Monte, joined him 
War II was over. Monte is general 






when World | 





manager of the Glendale dealer- 
ship, Tom is in charge of Ray 
Pontiac in Oakland, Calif. 

* * ok 


Federated Metals Plans 


New Aluminum Smelter 


NEW YORK. — The Federated 
Metals division of American Smelt- 
ing and Refining Co. has announced 
that it will begin construction of a 
large secondary aluminum smelter 
at Alton, Ill. 

The plant, which will have an 
annual capacity of 72,000,000 pounds 
of aluminum alloy ingot, will double 
Federated’s present aluminum alloy 


production, the firm said. 
| af * * 


Auto Insurance Firm 


Formed for Nondrinkers 


OKLAHOMA CITY.—The Rev. 
Sam Morris, Texas temperance 
evangelist, has formed an auto- 
mobile insurance company to be 
operated by and for nondrinkers. 
The name is Abstainers National 
Insurance Co. 

Morris organized a similar com- 
pany several years ago with home 
offices in Iowa. He lost control, 
then feuded with controlling in- 
terests when non-abstainers were 
hired for the home office staff. 
Articles of incorporation of the 


Speed lube 
work with 


ECO 


’ Tireflators 
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new firm specify that all employes 
shall be total abstainers. 
* * * 


McCulloch Puts $481,527 


In Employe Profit Share 

LOS ANGELES.—McCulloch Mo- 
tors Corp. here has placed $481,527 
into the hands of its employes in 
the form of a profit-sharing retire- 
ment fund. 

Sherwood Egbert, executive vice- 
president, said: 


Move it 
anywhere 


PLUGIN! 
Make passersby stop, look, COME IN AND 


BUY. Priced within every dealers budget. No 
Pit—No Holes, Just plug into nearest elec- 


“We believe this} trical outlet. For indoor or outdoor display. 


gives our employes a real stake in| Write for free literature. 


the growth of our company. A typi-| 


cal employe earning $4,000 a year, 


upon completing 27 years with the| 
company and contributing 5 per-| 
cent of his pay, on top of what the| 
company sets aside for him, can| 


retire at 65 with a lump sum of 


$40,000. Or, can receive it in monthly | 


payments of $550 for 10 years.” 
* * * 


17-Story Office Building 


Planned by H. K. Porter 
PITTSBURGH. — H. K. Porter 


Co., Inc. has announced plans for | 
a 17-story office building at Sixth | 


Ave. and Grant St, here. 

The general offices of the com- 
pany will occupy approximately six 
floors of the proposed building, the 


balance rented to other tenants. It | 


will be ready for occupancy by mid- 
1958. 
* * * 
Timken Appoints Rep 

LONDON, Ont. — Timken Roller 
Bearing Co. has appointed 
Vanadium-Alloys Steel 
Ltd., here distributor of tool steels 
and hollow bar with exclusive sales 
rights in Canada. The Canadian 


|firm is a subsidiary of Vanadium- 
| Alloys Steel Co., Latrobe, Pa. 


* * * 


Service Center Opens 


CHICAGO. — Import Motors of 
Chicago, Inc., has announced the 


opening of a new service center on| ¢S 
On the first} 


Chicago’s south side. 
| floor of the building is a customers’ 
| lounge and space devoted to Im- 
| port’s seven-state wholesale opera- 





Canada,| 


AMERICAN STAGE EQUIPMENT 
805 East 134 St., Bronx 54, N. Y. 





USED CAR DEALERS 
We can supply you with 
CHEVROLETS 
FORDS 


1955 - MODELS - 1956 
other makes too 
lowest wholesale prices 
all cars clean 


As Near As Your Telephone 


EMKAY, INC. 


6850 Cottage Grove Avenue 
Chicago 37, Illinois 
Phone: MUseum 4-6969 
Ask for Ben Geller 
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® Overhead Reel 
Convenience 


| tion. The second floor houses retail 
parts and service and a Volkswagen | 
mechanic’s school conducted by fac-| 
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JOHN WooD COMPANY 


Bennett Pump Division 
Muskegon, Michigan 


IN CANADA: JOHN WOOD COMPANY LIMITED 


Toronto * Montreal * Winnipeg * Vancouver” 


no hazardous tangled lines 


® Automatic Inflation 
no inflate and test 


® Precision Accuracy 
from 5 to 110 pounds 


® Saves Time 
no hunting for missing gauges 


That’s not all. You save money too, 
because with ECO you can count on 
the first cost being the last cost. 
Today, this modern time and cost 
saving equipment is one of your big 
profit building opportunities. 


ECO dependabil- 
ity, convenience 
and economy is 
also available in 
Islanders® that 
supply “one 
stop” air and 
water service 
from one com- 
pact unit. Model 
244 AWT illus- 
trated. 











tory instructors. A body and paint 
shop occupies the third floor. 
om oa * 


Fair-Trade Writ Asked 
EAU CLAIRE, Wis. — George’s 


Cash Market has been enjoined! 


from selling duPont “Zerone” and 
“Zerex” antifreezes below the fair 
trade prices. Circuit Judge C. E. 


Rinehard issued the temporary re-| 


| straining order. 


| 
j 





* * * 


Whitburn Ford Moves 


MERRILL, Wis. — Whitburn Mo- 
tors (Ford) has moved into a new)! 
building. The structure is 144 feet | 
long, has 9,000 square feet of floor| 


space and features a split-level 


showroom. 
7: * - 


Dealer Tillman Named 
PANAMA CITY, Fla. — H. N. 


Tillman (Chevrolet) has been ap-| 
|pointed by Gov. Leroy Collins to 
| a four-year term as a trustee of the 


Bay Memorial Hospital. 


x * * 


Gifts Ruled Out 


POCATELLO, Id. — The Assn. 
of Pocatello Automotive Whole- 
salers did away with Christmas 
gifts and used the money to estab- 
lish a special scholarship in the 
automotive division of the indus- 
trial trades school at Idaho State 
College. 


* * 


P 
Push-Button Parking 

SPOKANE. — First Avenue 
Parking, Inc., has opened its 
$300,000 parking garage which has 
what is said to be the first Park- 
master installation in the U. S. 
This can park two cars at a time 
and is controlled by push buttons. 

+ * * 


Oregon Hikes Insurance 

SALEM, Ore. — Robert B. Tay- 
lor, Oregon insurance commis- 
sioner, has announced that auto in- 
surance rates have been increased 
25 percent. The hike, he said, was 
caused by a 20 percent rise in auto 
accidents. Young unmarried men 
will be hit the hardest in the new 
scale. 











See the NEWEST 
Designs and Colors in 


Personalized 


AUTOMOTIVE 
NAME PLATES 


‘that: 
Build Profits 
Holds Service Customers 
Gives Greatest 
Advertising Value 

at oe NADA 


CONVENTION 


BOOTHS 45-46 
Larkin Hall Civic Auditorium 


If you cannot attend the NADA 
Convention, the coupon below—attached 
to your letterhead—will bring you 
full details and typical FREE sample of 
Stemac’s Personalized Automotive 

Name Plates. 


(STEMAC, Inc. 


1277 So. Cherokee St., Denver 23, Colo. 


Please send details on how | can build 
business with Stemac Personalized Automo- 
tive Nome Plates. 


Name. 


Address. 
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Get the Complete 


PENNZOIL 


Profit Story! 


for opening your door this morning? 


How Pennzoil’s Service-Selling Program 
Takes the Burden Off YOU 


Measure the load on yourself by the number of new and used-car sales you have 
to make every day just to pay overhead. The fewer the number, the easier it is for 
you to make trades profitably in this competitive market. The greater the number, 
the tougher your trading position, the lower your net on the cars you do sell. 

So a service selling program that increases both the number of R.O.’s and num- 
ber of services per R.O. is right at the heart of new and used-car profits today, 
because it is the key to overhead absorption. 


You Profit Two Ways With Pennzoil’s Program 


Pennzoil offers the right combination for service profits: An oil so good it elimi- 
nates all prevalent engine problems, keeps customers satisfied; and an easy, effective, 
proved customer relations program that brings in a controlled flow of profitable 
service business. 

The Pennzoil Kontax System® is the most complete, most flexible, and simplest 
customer control method in the industry—for over 20 years the favorite of car 
dealers everywhere. It helps you sell a// your services and merchandise, even cars. 
It upgrades service traffic, creates more regular customers, sells more items per 
R.O.—unlocks profit potentials in every phase of your business. 

Now is the time to back your sales force with the trading advantage of high over- 
head absorption. Phone your nearest Pennzoil distributor or mail the coupon 
today for the facts. No obligation. 


Sales Manager, Kontax System, 
Pennzoil, Oil City, Pa. 

| am interested in increasing my overhead absorption. I'd like to know 
how your system might fit into my business. 

Name of system being used now me aa 
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Lease Volume 
Of $350 Million 
Seen by Jacobs 


CHICAGO.—Car and truck rent- 
ing and leasing’ reached a record 
volume exceeding $350 million in 
1956 according to an estimate by 
Walter L. Jacobs, president, Hertz 


Corp. 

Citing this figure as 19 percent 
greater than the previous record of 
$294 million set in 1955, Jacobs 
said, “Car and truck renting and 
leasing has become big business.” 

He said that since World War II 
each year has seen new records set 
in annual income and volume of 
business in the industry. 

Hertz also will realize a gross 
volume of $109.1 million in 1956, 
Jacobs said. This is an increase of 
more than 22 percent over last 
year’s record of $89,100,000, and an 
increase of 540 percent over gross 
volume of 10 years ago, he said. 

Jacobs said that more than 2,000 
companies are engaged in one or 
more phases of the car and truck 
renting and leasing industry. 

“Most of these companies are 
well-managed and financed,” Jacobs 
said. “The time for the shoe-string 
operator in our industry is past.” 
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Rubber Corp., Middletown, Conn. 
Weisman was formerly with Ross 
& Roberts Sales Co., Inc., and Cohn- 
Hall-Marx Co. 


* * + 
AC Names Brandl, Parker 
Product Merchandisers 


Edward J. Brandl and Matthew 
Parker jr. have been named prod- 
uct merchandisers for AC Spark 
Plug division, General Motors, 
Flint. 

Brandl, formerly Pittsburgh sales 
manager, will assume responsibili- 
ties for merchandising spark plug 
and flexible lines, while Parker, 
formerly territory manager at New 
Orleans, will merchandise fuel 
pumps and gas strainers. 


Hunter Names Kirkpatrick 
H. O. Kirkpatrick has been ap- 


pointed refrigeration vice-president 
for Hunter Mfg. Co. Solon, oO. 


Goodyear Names Pruett 
J. C. Pruett, former district sales 


: HERE'S A REAL MAINTENANCE 
= MONEY SAVER ...MONEY MAKER! 


at much less cost! 


only $359 f. o. b. factory 


Uses % as much fuel...a real whirlwind 
of a cost cutting, dirt-and-grease cutting 
machine. Outperforms big machines 
where a handy cleaner is needed. Pres- 
sure impact of steam penetrates smallest 
cracks and crevices. Permanent mount 
or portable on rubber tire wheels (op- 
tional at small additional cost.) 


Send for complete information 


SSCSSSSSSSSSSSSSSSSHSSSSSSSESSSSSSSSSSESSESSSESSESSESESESES 


> 


Vapor Heating 


Give me all the facts about 
Cleaner. 


City. 


80 East Jackson Boulevard, Chicago 4, Illinois, Dept. 19-A 


| 


Seeeseseseseeeseeseseeeee 


NNN ee ee ee ciatenonipahisatiies Aciniilaniaats 


SSSSSSSHSSSSSESSSSSSSSSSSSSSSSSSSESSSESCESESHESECESESCSEOCOE 


the new Vapor “45” Steam 


State. 


manager in San Antonio for Good- 
year Tire and Rubber Co., has been 
transferred to Columbus, O., as dis- 
trict sales manager. He will be 
succeeded in San Antonio by J. C. 
Jolley, formerly tire sales manager 
for the company in Akron. 
a * + 


Mercury Names Hanel 
To Marketing Post 


Appointment of Richard 8S. 
Hanel as marketing administra- 
tion manager has been an- 
nounced by George S. Coats, Mer- 
cury general marketing manager. 

Hanel will direct all adminis- 
trative activities of Mercury’s 
general marketing office and will 
supervise the administrative, the 
sales training and the systems 
and data processing departments. 
For the past two years Hanel 
has been president of Ford 
(France) S. A., and prior to that 
was manager of program plan- 
ning and assistant to the general 
manager at Ford of France at 
Poissy, France. He joined Ford 
division in 1949. 


* * * 


Fisher Rejoins Cadillac 


Edwin Fisher, former Cadillac 
sales official and head of Grosse 
Pointe (Mich.) Packard for the past 
two years, has been named sales 
manager of Cadillac’s Jefferson 
Ave. subbranch in Detroit. 


* * > 


Manion, Hedinger Named 


William Manion, Chillicothe, O., 
has been appointed territory sales- 
man for the tire division of Dayton 
Rubber Co. The division also named 
Len G. Hedinger, East Chicago, 
Ind., an area salesman. 

= + 7 


Miller Leaves DeSoto, 


Joins Freed Motor 


Irvine L. Miller, zone executive 
assistant for 17 western states for 
DeSoto, has joined Freed Motor Co. 
as assistant to the sales manager, 
according to Charles C. Freed, pres- 
ident of the dealership. 

Miller had been with Chrysler 
Corp. since 1949. He also served 
as intermountain district manager 
and as regional business manage- 
ment manager. 

= * + 


Lincoln Appoints Reynolds 


In Administrative Services 


William H. Reynolds has been 
named manager of Lincoln’s ad- 
ministrative services department. 
He formerly was an organization 
analyst in the central staff execu- 
tive offices 

Reynolds joined Ford Motor Co. 
in 1953 as an organization and 
methods analyst in the company’s 
Aircraft Engine division. 

. 2 7 


Cross Appoints Johnstone 


Assistant Sales Manager 


R. T. Johnstone has been ap- 
pointed to the newly created posi- 
tion of assistant sales manager for 
Cross Co., Detroit. 

Johnstone joined Cross in June, 
1954, as a proposal engineers. After 
attending the General Motors In- 
stitute and Wayne State University, 
Detroit, he became a machine de- 
signer, electrical and hydraulic 
control engineer and chief drafts- 


man. 


Torrington Co. Retains 


Thompson as President 


Walter C. Thompson has been re- 
elected president of Torrington 
Co., Torrington, Conn. 

Other officers reelected were Mil- 
ton E. Berglund, executive vice- 
president; Floyd A. Pearce, finance 
viee-president and treasurer;. Law- 
rence W. Smith, manufacturing 
vice-president; Byron T, Virtue, en- 
gineering vice-president; Edward 
B. Thompson, sales vice-president, 
and W. Weston Blelock, secretary. 


* * * 
Chrysler Corp. Names 


Four in Purchasing 
Four new assignments in Chrys- 


eSous 


It’s against the law to shave 
while driving an auto in Massa- 
chusetts. 





ler Corp.’s purchasing organization 
have been announced. 

Arthur Fields, former purchasing 
agent of the axle and transmission 
division, has been appointed pur- 
chasing agent of non-production 
materials. Chester J. su- 





pervisor of administrative ang 
special purchases, succeeds Ficidg, 
Stephen J. Roach, purchasing 
agent for Dodge truck, has been 
named purchasing agent for missile 
operations in the defense opcra- 
tions division, and Alfred N, 
Schmitt, former supervisor of non- 
production material purchases in 
central purchasing, has been ap- 
pointed supervisor of non- 
production purchases for the de. 
fense operations division. 
* + * 


Dana Picks McPherson 


Ren C. McPherson has been 
named manager of Dana Corp.’s 
Auburn (Ind.) division. He succeeds 
R. E, Woodcock, who was trans- 
ferred to Dana’s Marion (Ind.) divi- 
sion as Manager. 


* * * 


Murray Promoted 

Joseph J. Murray has been ap- 
pointed manager of the materials 
handling division of Yale & Towne 
Mfg. Co., Philadelphia. He has been 
with the division more than 20 
years. 

eS 2 's 


Yost and Lapp Named 


M. J. Yost has been named West 
Coast regional manager for the 
Chrysler marine and industrial en- 

(Continued on Page 107, Col. 2) 


IMM DILAINYD 


WELDING NOTS 
«ee Make Tough Jobs Easy! 





TIME! 


SAVE TROUBLE! 





If you’ve got a product involving metal fabricating, 
fastening or assembling, chances are you can use Mid- 
land Welding Nuts to big advantage. 


They come in all sizes for every-sized job. Welded 
to the part or parts concerned, they don’t have to be 


held while bolts are turned 


into them. Thus one man 


can often do the work of two. 


And they’re indispensable when it comes to those 
tucked away, hard-to-get-at places. Welded in advance 


to those inside spots where it 


is dificult—or smpossible— 


for hands or tools to reach, Midland Welding Nuts hold 
fast while bolts are turned into them. 


If you’re a designer, you'll want to know about these 
time and labor-savers, too. Midland Welding Nuts will 
solve and simplify many of your problems, too. 


Write or phone for complete information! 


The MIDLAND STEEL PRODUCTS COMPANY 


6660 Mt. Elliott Avenue 


¢ Detroit 11, Michigan 


Export Department: 38 Pearl $t., New York, N. Y. 
Manufacturers of 


Automobile and Truck Frames ° 


Air and Vacuum Power Brakes 


Air and Electro-Pneymatic Door Controls 
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Cadillac Names Bromley, 


Doucette and Ruthven 

Appointment of Frank Bromley 
as general used-car manager of 
Cadillac’s Detroit retail branch has 
been announced. 

Two additional promotions are 
those of Victor A. Doucette as used- 
car sales manager and Hugh E. 
Ruthven, as used-car sales man- 
ager at Cadillac’s East Point lot. 

* * = 


U. S. Rubber Names 3 


The board of United States Rub- 
ber Co. has elected W. H. Kriete 
and T. V. Horrigan, assistant treas- 
urers, to fill vacancies resulting 
from the death of Alva F. Myers, 
and appointment of W. Richard 
Fish as assistant to the executive 
vice-president. The board also has 
appointed Walter Chwals general 
auditor. 


Stevens to Superintend 
Pontiac Car Assembly 


Charlies L. Stevens has been ap- 
pointed superintendent of Pontiac’s 
car-assembly plant, succeeding 
Lawrence Olk, who is on an ex- 
tended sick leave. 

Stevens, who joined Pontiac in 
1934, was formerly an inspection 
superintendent for the metal plat- 
ing plant, car assembly plant and 
sheet metal plant. 

* 


3-M Promotes Helvig 


Minnesota Mining & Mfg. Co. has 
named Robert A. Helvig general 
superintendent of reflective product 
manufacturing at its plant in Has- 
tings, Minn. Helvig joined 3-M in 
1945 and since 1951 has been sign 
shop superintendent, reflective 
products division, at the Hastings 
plant. 


Greer Moves Farley 


John Farley has been appointed 
director of the new marketing de- 
partment of Greer Hydraulics, 
Jamaica, N. Y. Formerly, he was 
2 firm’s director of public rela- 

ns. 


> > > 


Kelch Becomes President 
Of Ingersoll-Humphryes 


Borg-Warner has appointed G. 
W. Kelch as president of its re- 
cently-acquired Ingersoll - Humph- 
ryes division in Mansfield, O. Kelch 
succeeds D. J. Jones who has been 
granted a leave of absence at his 
own request. 

Kelch, former executive vice- 
president of the division, has also 
served as sales manager of Fisher 
Scientific Co. 


Polk, Head of Subsidiary, 
Is Named Bendix Executive 


Louis Polk, chairman and presi- 
dent of Sheffield Corp., Dayton, O., 
has’ been elected vice-president. 
director, group executive and mem- 
ber of the administration commit- 
tee of Bendix Aviation Corp. 


Polk’s election follows the acqui- 
sition by Bendix of the business 
and assets of Sheffield, a privately 
owned company which manufac- 
tures precision gauging and meas- 
urement instruments and industrial 
inspection and quality control sys- 
tems. 

o > 


Ford Transfers Dudley 
To Special Products Post 


Robert E. Dudley has been ap- 
Pointed executive assistant to C. H. 
O’Donohue, Chicago regional sales 
manager of Ford’s Special Products 
division. 

Dudley joined Ford division in 
Chicago in 1951 and later served in 
Minneapolis. He has been executive 
assistant to Ford division’s Chicago 
elon sales manager since Octo- 

r. ° 


Distribution Group Picked 


By Chamber of Commerce 


_The 1956-57 domestic distribu- 
tion committee of the U. S. Cham- 


ne division of Chrysler Corp. J. d.ber of Commerce has been named. 
Lapp has been selected Los Angeles|This group studies national prob- 


lems affecting the retail, wholesale, 
advertising and service industries 
and helps develop policies to solve 
them. 

Among those named are Ben R. 
Donaldson, Ford Motor Co.; Ar- 
thur E. Summerfield jr.. Summer- 
field Chevrolet; William J. Chey- 
ney, National Foundation for Con- 
sumer Credit; Arno H. Johnson, L. 
Walter Thompson Co.; Lloyd Par- 
tain, Trade & Industrial Relations; 
Edward Stanly, National Broad- 
casting Co., and L, T. White, Cities 
Service Petroleum. 


Acheson Sumatites Elects 


Reynolds and Buck 


M. W. Reynolds and P. C. Buck 
have been elected to the board of 
directors of Acheson Industries, 
Inc., New. York. 

Reynolds, general manager, 
Acheson Colloids Co., will take on 
new duties as vice-president in 
charge of Acheson Industries inter- 








national development division. John 
W. Shier has been appointed general 
manager, succeeding Reynolds, 
Buck will continue as vice-president 
in charge of production and engin- 
eering, Port Huron, Mich. 

= a * 


Dana’s Hall Retires 


A veteran of 42 years’ service 
with Dana Corp., Toledo, and pre- 
decessor companies, Fred P. Hall 
jr. has retired, Hall started work 
in the factory of Salisbury Axle Co., 
Jamestown, N. Y., in 1914. Salis- 
bury became a division of Dana in 
1919. 


* * * 


Robinson Replaces Nolan 


R. K. Robinson has been named 
Chrysler division regional manager 
in Minneapolis. He replaces Ray 
Nolan. Robinson formerly was as- 
sistant zone manager for Packard 
in Kansas City. ‘ 

+ + 


Ford, Chrysler Execs 


| Named on C of C Group 


The 1956-57 business statistics 
committee of the U. 8. Chamber 
of Commerce will be headed by 
Fred C. Heinz, vice-president, H 
J. Heinz Co. 

Among the members of the 
committee are Robert J. Eggert, 

(Continued on Page 108, Col, 4) 
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City Motors Donates Pontiac— 


Irving Kalb, president, City Motors Sales Co., Passaic, N. J., turns over new Pon- 
tiac to Rt. Rev. Andrew J. Romanak, director, Pope Pius XIl Diocesan High School, 
for use in the school’s driver-training program. Looking on as the keys to the cars 
change hands are, from left, Alexander Patterson, vice-president, North Jersey Auto- 
mobile Club, AAA; David W. Levine, City Motors sales manager; Sister Frances Teresa, 
Principal; Sarah M. Stackpole, instructor; and Sandy and Morty Kalb, owners of City 
Motors. 


Plan now to put new bounce into your salesmen with a Belnap & Thompson sales 
incentive program ... We can help you move car or truck models, turn used vehicle 
inventories into sales, incite salesmen to “demonstrate and deal’’. Whatever your 
sales objective, a Belnap & Thompson sales incentive plan can help you get the job 
done! Incentive programs make men eager to trade extra sales effort for an extra 
share of better living—eager to help you hit your 1957 sales target. 

Belnap & Thompson offers you ideas that spark sales action . . . Follow-up programs 
that keep excitement crackling from the 
Kick-Off to the Victory Meeting ... And 
the outstanding assortment of America’s 
most-wanted merchandise prizes, at 
wholesale prices. 

For sales results in 1957, call on the or- 
ganization that can give you competent, 
personal service from coast to coast... 
Call on Belnap & Thompson. Write today 
for this free information. 


& 


106 Sevth Wabash Avenue = 


Out. 


Chicago 3, Illinois 


ee ee ee eee ee 


Belnap & Thompson, Inc. 

106 South Wabash Avenue 

Chicago 3, Illinois 

Without cost or obligation, please send me: 


OO Your 1957 Deluxe Prize Book and Confidential Price List. 


OO Your “incentive Planning Kit,’’ the complete, ‘do-it-yourself’ 


guide to prize programs. 


OO Your ‘“‘incentives ot Work,’’ the bi-monthly newsletter of new 


incentive ideas. 


OO 
Company. 
PDD sire ecenerinttinncreenebiditipensttiplatermmei pippinayeccintanmamemaemnmsnsitiasitie 
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Stronger. More Durable, More Modern, Lighter 


R ULC 
of MONTPELIER (FRP) FIBERGLAS 


eda tt: PLASTIC 


NO OTHER BODY STRUCTURE HAS ALL THESE CHARACTERISTICS 





Montpelier Urban Delivery Body CORROSION — ODOR PROOF 


MONTPELIER (FRP) Plastic bodies do not corrode—do not pick up odors—rust— 
rot—and may be steam cleaned without deterioration. 


SUPERIOR INSULATING VALUE 


MONTPELIER (FRP) Plastic body material has superior electrical and thermo 
insulating characteristics. FRP conducts only 1.2 B.T.U. as compared to 
1200-1500 B.T.U. for aluminum, and 275-325 B.T.U. for steel. 


REDUCED BODY WEIGHT 


Considerable reduction in body weight—saves tires—saves gas—saves main- 
tenance—improves load capacity. 





Montpelier Side-Aisle Delivery Body IMPROVED BODY SANITATION 


A high degree of sanitation is possible due to the extreme resistance of 
MONTPELIER (FRP) Plastic body material to acid—chemicals—odors—corrosion. 


MAXIMUM STRENGTH 


MONTPELIER (FRP) Plastic body construction results in body strength as great 
as any other body material used under similar conditions. 


gE Gentle 


damage. Such repairs may be easily and quickly made without a great deal 
of skill. Repainting is a comparatively simple procedure. 





WRITE — WIRE — PHONE FOR COMPLETE INFORMATION 
THE MONTPELIER MANUFACTURING CO. e MONTPELIER, OHIO 


Carnett Says: 





or $10.00 Per Set 
with the PQRIA - TRy 


TIRE TRUER AND REGROOVER 





The ONLY TIRE TRUER which TRUES and 
REGROOVES wheels ON or OFF the Car 
Provides Complete Customer Satisfaction 


See the PORTA-TRU demonstrated 


at the NADA Show, San Francisco 


Jan. 26-30 — Booths 57 
BARRETT EQUIPMENT CO. 2st & Cass 














St. Lovis 6, Mo. 
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You Can Earn $2.50 Per Tire 






Ford Motor Co.; William C. 
Flaherty, Chrysler Corp.; Peter 
Langhof, Young & Rubicam, 
Inc.; Allan 8. Oram, U. 8. Steel 
Corp.; Charles B. Reeder, E. I. 
duPont de Nemours & Co., and 
Everett Smith, MacFadden Pub- 
lications, Inc. P 
. = * 


Willys Appoints Kreusser 
Fleet Sales Manager 


Inc., Toledo. He 
has been Phila- 
delphia zone 
manager for the 
past three years. 

Kreusser joined 
the company in 
1946 in the New 
York sales region 
after seven years 
with the General 
Motors Accept- 
ance Corp. Prior , oa 
to his appoint- ™- 4. Kreusser 
ment as Philadelphia zone man- 
ager, he served in various field 
sales capacities in the New York 
and New England regions. 

+ * * 


General Promotes Smith 


Promotion of Paul M. Smith to 
the position of national account 
sales manager for General Tire & 
Rubber Co. has been announced. 
Smith will headquarter in Akron. 
He joined General in 1935 as Mans- 
field (O.) territory manager. 


Fruehauf Names Woth 


Fruehauf Trailer Co. has an- 
nounced appointment of Paul F. 
Woth as Sacramento (Calif.) 
branch manager. Woth was a sales 
representative of the company in 
Los Angeles. 

* 


Speedway Promotes 2 

Speedway Manufacturing Co. a 
division of Thor Power Tool Co., 
has announced promotions of 
George R. Winkley, former produc- 
tion control manager, to treasurer 
and assistant to the president and 
William E. Sopusek, office man- 
ager, to secretary. 

Winkley joined Speedway in 1950 
and Sopusek, in 1942. 

. > 


Controller Elect 2 


Donald P. comptroller, 
American Motors Corp., and 
Mario R. Funart, controller, 
Weatherhead Co., Fort Wayne, 
Ind., have been elected to mem- 

in the Controllers Insti- 
tute of America. 


Amalie Chooses Pawsey 


For Midwest Sales Post 


Alfred G. Pawsey jr., former sales 
representative in the New England 
area for Amalie division, L. Sonne- 
born Sons, Inc., has been named 
midwest regional manager. 

Amalie said this is a new position 
and Pawsey will direct a sales staff 
operating in western Pennsylvania, 
Ohio, Michigan, Indiana, Kentucky, 
West Virginia and Tennessee. 

> + . 


Freightliner Names Self 
Kenneth W. Self has been named 
vice-president of Freightliner Corp., 
Portland, Ore. 
* 


Harrison Radiator Names 


Jackson Service Manager 

J. Rebert Jackson has been ap- 
pointed service manager of the 
Harrison radiator division, General 
Motors Corp. He has been sales 
engineer. 

Jackson joined Harrison in 1939, 
as a service clerk, He was named 
office manager of service in July, 
1944. From November, 1945, when 
he became a sales field service 
engineer, until October, 1954, he 
held sales-engineering positions in- 
cluding that of supervisor of de- 
fense contracts. ee 


Enka Ups Ramsey 


American Enka Corp. announces 
the appointment of Claude Ramsey 
roduction 


The appointment of R. J. Kreus- 
ser has been announced as fleet 
sales manager of Willys Motors, 


© \claims division; C. C. 
-.|traffic manager, coordination divi- 
| | sion, and D. F.. Brain to traffic man- 
-|ager, import and export division. 





Auto Personnel 





(Continued from Page 107) 


will be succeeded by Gale P. Wait 

as administrative assistant to the 

vice-president for manufacturing. 
* > + 


Dodge Names Bruce 


Robert T. Bruce has been named 
used-car manager for Dodge in the 
Los Angeles area. 

* a” + 


Goodyear Promotes Brigam, 


Hoskins, Harless and Brain 


Goodyear Tire & Rubber Co. hag 
announced promotion of S. A 
to traffic manager, rate and 

audit division; R. J. Hoskins to 
trafic manager, passenger and 
Harless to 


Brigam joined Goodyear in 1944; 
Hoskins in 1950; Harless in 1944, 
and Brain in 1942, 


* * * 


Diamond T Names Cook 


To Work with Dealers 


Harold F. Cook, 20 years in the 
heavy duty truck field at factory 
and dealer levels, has been named 
a special representative by Dia- 
mond T Motor Co. 

Cook, Diamond T said, will spend 
much of his time assisting dealers 
with sales and merchandising prob- 
lems and will be available for spe- 
cial assignments. ‘ 


Denver General Motors Club 


Elects Pace President 


G. A. Pace, Denver zone manager 
for Pontiac, has been elected presi- 
dent of the General Motors Club of 
Denver for 1957. He succeeds S, P. 
Emmert, Chevrolet zone manager. 

Other officers are: J. R. Hendrix, 
Buick zone manager, vice- 
president; D. E. Powell, Pontiac 
office: manager-car distributor, sec- 
retary. 


British Makers 
Call °56 a Good 
Year for Exports 


LONDON, England.—Despite the 
difficulties that beset the British 
automotive industry in 1956, several 
firms have reported that last year 
was a lively one in the export mar- 
ket. 

Ford of England said it produced 
325,000 cars, trucks and tractors, of 
which 154,000 were exported, Ex- 
ports of Zephyr, Zodiac and Mark 
II Consul models totalled 48,803 of 
the 78,345 units built since they 
were introduced last February. 

Vauxhall Motors, Ltd., said more 
than half its cars and Bedford 
trucks and vans were exported. 
Philip Copelin, managing director, 
said 127,692 vehicles were built and 
64,051 were exported. 

Leyland Motors, Ltd., called 1956 
a record year for exports. Overseas 
shipments were more than 14 per- 
cent greater in 1955, the previous 
record. Leyland observed its dia- 
mond jubilee in 1956. 

Standard Motor Car Co., Ltd., 
said passenger-car exports were 13 
percent higher than in 1955. It 
noted that Australia is its leading 
export market, followed by the 
United States and New Zealand. 


Buick Adds Trim 
And New Colors 


FLINT. — Buick has announced 
introduction of two new sweepspear 
colors and additional ivory leather 
and cordaveen trim. 


Albert H. Belfie, general sales 
manager, said the ivory leather will 
be available on Roadmaster and 
cordaveen trim on Super converti- 
bles, and the two new colors for all 
four series. 


The new colors for the sweep- 
spear center section are Starlight 
Blue and Kearney Green. Starlight 
Blue will be used on all Buicks 
painted any of the three Buick 
blues either in solid color or com- 
bination; Kearney Green with any 
of the four shades of green on the 
Buick color chart. 
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Veteran Chamberlain Tells How .. . 


Put Management Ahead of Sales 


(Continued from Page 102) 
the fact that he is an executive of 
the company, all tend to help him 
get acceptance of the appraisal. No 
appraisal or proposition should be 
made until the new car has been 
very thoroughly sold to the pros- 
pect and desire definitely created. 
Having sold the appraisal, the next 
step is the close. 
= + > 


H2®= again the sales manager 
fits into the picture, Chamber- 
lain said. It is recommended that 
with new and inexperienced sales- 
men the manager get in on every 
deal until such time as the sales- 
man shall have demonstrated his 
strength and ability to handle the 
close. Many large organizations 
never allow a salesman to attempt 
the close by himself. Some insist 
that the salesman bring the pros- 
pect to the store and get the help 
of the sales manager or a special 
“closer” to assist in closing the deal. 

The theory is, of course, that the 
strength of two men on one side 
of the table makes lots of deals 
that would be lost with only one. 
Many dealerships have small clos- 
ing rooms for use at this time. 

There are many variations and 
details of closing procedure, 
Chamberlain said. “The answer to 
them is experience, If they work 
well for you, they are good for 
you. Many such unusual plans 
work because the sales manager 
gets sold on them and makes 
them work. 

“It does not mean that the plan 
will succeed in general use. Gener- 
ally it must be said that selling 
automobiles requires a great deal 
of work, much of it nights, Sun- 
days and holidays, when the pros- 
pects have leisure to talk and con- 
sider. By all means establish the 
work average of each man and 
constantly check it and compare it 
with the others in the organization. 


Manager Must Be Fair 


AYBE it will show that for 
John Doe it will take 25 junior 


develop one prospect, and 10 pros- 
pects to secure one demonstration, 


the organization. Then stick to 
them until it becomes evident 
that they are wrong in some 


Don’t forget that men do not 
resent direction from one who can 
demonstrate that he is right and 
can do the work he asks them to 
do, Chamberlain said. “You can be 
very strict if you are always fair 
and never lose the respect of your 
men, but if you favor one man over 
another look out for trouble. Treat 
them all as nearly alike as possible. 
Criticize when you have reason to, 
but always show what should have 
been done and why. Never correct 
@ man in front of others. If he 
needs it, take him into a private 
room or outdoors and then give him 
his lesson, but don’t do it in front 
of others, especially other sales- 
men.” 

> * = 

ALESMEN generally like to 

think of themselves as being 
highly individualistic, Chamberlain 
noted. “Of course they are if they 
think so, but the fact remains that 
some of the best are just like any- 
one else. The best truck salesman 
I ever knew had been a butcher’s 
helper before he came to me. His 
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got on well, someone else would get 
a chance because he had succeeded. 

“Another topnotcher I remember 
was a traffic cop from Baltimore. 
He got hungry for better things 
and got them in a large measure. 
Most anyone can sell if he will 
work at it intelligently, but it takes 
work and there is no substitute for 
that.” . 


“Theoretically, a dealer won't 
make an unprofitable deal if and 
when he knows what his cost is. 
While that may be good theorizing, 
I am afraid that many would be in- 
fluenced by the faint hope that they 
might be lucky with this particular 
trade and realize more for it than 
the book shows or he got for the 
last one. 

“Good sales management, with 
costs in mind, is the best answer 
to good selling on a good sound 
basis. Let your salesmen turn into 
real salesmen instead of being mes- 
sengers between the prospect and 


great inspiration was that if he | ourselves. 


Ike’s $71.8 Billion Budget 
Sets Peacetime Record 





WASHINGTON. — President 
Eisenhower last week presented 
Congress with a $71.8 billion spend- 
ing program that sets a peacetime 
record, 

The budget was up $2.9 billion 
from last year, mostly because of 
greater defense spending. The 
President assumes that business 
will remain good and that the 
Government will take in $73.6 
billion next year, compared with 
$70.6 billion this year. 

Eisenhower and Secretary of the 

Treasury George Humphrey em- 
phasized that there would be no 


and five demonstrations to get one | new tax cuts this year. Humphrey 


appraisal, and three appraisals to 
get one sale. When those facts are 
known it is easy to know what must 
be done to bring about certain 





Aluminum Wheel— 


This aluminum wheel, developed by 
Kaiser Aluminum & Chemical Corp., Oak- 
land, Calif., is designed to be die cast 
as an integral unit, including hub and 
brake drum. Design is said to eliminate 
separate wheel disc and hub coating. The 
rim is the demountable type, held in 
Place by chrome-plated rim clamps. Shown 
ct the annual meeting of the Society of 
Automotive Engineers in Detroit, the pro- 
totype wheel, complete with 14-inch steel 
rim, weighs only 30 pounds as compared 
with 42.6 pounds for a steel wheel, hub 
and broke drum assembly. 





said tax cuts, can come only when 
the public cooperates by limiting 
requests for Government spending. 

As in all recent years, 59 percent 
of the budget was devoted to spend- 
ing for “national security,” in- 
cluding $38 billion for the Defense 
Department, $2.3 billion for atomic 
energy and $4.4 billion for foreign 
aid to 38 countries. 

Other big items are debt in- 
terest, $7.4 billion; agriculture, $5 
billion, and veterans’ benefits, $5 

billion. 

Eisenhower's expectation that 
there will be a surplus of $1.8 bil- 
lion at the end of fiscal 1958, com- 
pared to $1.7 billion this year, is 
based on these four premises: 

1, That personal income will in- 
crease to about $340 billion and that 
corporate income will rise to about 
$44 billion. 

2. That present excise and cor- 
porate taxes will continue. 

3. That Congress will increase 
postage rates. 

4. That Congress follows the 
President’s budget in appropriating 
money. 


Civil benefits, including flood 


U.C. Dealers Hear 


Carolina Governor 


RALEIGH, N. C. — A statewide 
business meeting, with Gov, Luther 
H. Hodges as one of the speakers, 
was held here last week by the N. 
C. Independent Automobile Dealers’ 
Assn. 


Attention was given to the tax 
study commission’s report and to 
the association’s group insurance 
and legislative programs. A meeting 
of directors began the program. 
Officers are E. M. Stafford, Char- 
lotte, president; J. N. Oakley, Dur- 
ham, vice-president, and Ralph L. 
Johnston, Fayetteville, secretary- 
treasure 


r. 


penses, airways controls and 
housing, take 24 percent of the 
budget. 

While making it clear that he 
was not splitting with the adminis- 
tration, Humphrey said that unless 
the upward spiral of taxation stops, 
“we'll have a depression that will 
cur! your hair.” 
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BOOSTER BATTERY CART 


MAKES AWKWARD BOOSTER 
BATTERIES EASIER TO HANDLE! 


Here is a low cost tool that will make your 
winter servicing faster, more efficient and 
more profitable. The Lit'l Tote moves your 
booster battery easily, stores battery and 
cables together and protects your booster 
battery. 





Lit'’l Tote will pay for itself hundreds of 
times, in time saving alone, in every New 
or Used car agency, Implement shop or 
service station. 


LOW COST 

RUGGED CONSTRUCTION 
EASY TO HANDLE 

LIGHT WEIGHT 

4 inch rubber hand grip . . . Rub- 
ber grommets for cable — 
. . . Curved cross pieces hold 
cables in place when not in use 
. . - 8x15 inch steel platform with 
2 in. sides, holds either 6 or 12 
volt battery safely on cart... 
éx!'/ inch rubber tired wheels 


for easy moving. 
$14.90  delivered* 


* We pay postege anywhere in U. S. when 
check occompanies your order. 


Don't take a chance pushing automatic transmission cars... 
use a booster battery in a Lit'l Tote. 


SEE YOUR AUTO PARTS SUPPLIER OR ORDER FROM 


JOHNSON MOTOR COMPANY 





BORROUGHS BINS 





make money for your parts department 


@ By reducing dollar investment 
in parts department, and 
increasing profits through 
maintaining easy balance of 


inventory. 


By reducing inventory .. each 
part kept in proper place. 

By reducing time required to 
find a part to make a sale. 


sliding 
shelves 


without sa 
they slide in and 
out instantly, on 
1¥2” centers. 
sliding 
dividers 

tion any place you 
want them . . la- 
bels travel with 


By reducing time required to 


prepare an order. 


By reducing possibility of 
overstocking obsolescence. 


Bob LaFond, assistant sales manager, will be at 
booth 103 at th 


with you regarding your parts department needs. 


. . electrostatic 
baked-on enamel 
in green, gray, 
buff, white, cas- 
cade or tile. 


vention to confer 


BORROUGHS MANUFACTURING COMPANY 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3022 NORTH BURDICK ali) KALAMAZOO, MICHIGAN 
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"Mr. Dealer: boost your §.A. ||For Wholesalers BUMPA-TEL FOR (57 


(Get better results, using fast, modern methods !) Issued by NSPA a 
ae 
If you’re not handling as many body jobs as you should, oan ne ye ees whats 
there may be something wrong with your method. Maybe it’s cruiting, selection, training and re-| = - 
old fashioned . . . not fast enough. You can tention of personnel has been pre- 
change all that when you plan a modern pared by the marketing research 
appearance-service program around De- committee of the National Stand- Se. ‘ 

: sae . d Parts Assn. we VE 
Vilbiss spray-painting equipment. You'll ae ‘ ; s - "wey 
boost your *Service Absorption by turning ; oe ae te cade x ee x % NE Morons 
out factory-quality finishes at production- ‘ : “+ ROOAGriE gp ; 


é ous 2. Growth, development and op- 
line speeds. Call your DeVilbiss man today! portunity in the automotive whole- 


saling industry for young men. 


3. Sources and aids in recruiting 
oy 3 i BTR desirable employes. 

ae 4. Screening and selection of re- 
cruits—including forms and analy- 
sis of application data, conducting 
productive interviews, and guides 

for interviewing. 
5. Personnel testing — including 


broad t i f tests d ' 
sountes, of  weoply for Tenesesn| ATTRACT ATTENTION TO YOUR ‘57 MODELS WITH 
tive tests currentiy available. BEAUTIFUL EYE CATCHING BUMPA-TEL SIGNS 


6. Development and :promotion of 
valuable employes by wholesalers. | Absolutely no damage to car: May be mounted or dismounted in 
7. Evaluation of job perform-| seconds without tools (after original installation which requires about 
THE DEVILBISS COMPANY, TOLEDO 1, OHIO ance and growth and use of em-| 30 minutes) 
ploye appraisal sheets. 
_8. Discussion of pay and incen-|“Now shipping for ‘57 Ford, Dodge, Plymouth, Chevrolet, Mercury, Nash, 
tives for wholesalers’ employes. Hudson, DeSoto. Chrysler, Buick, Oldsmobile, and Pontiac.” 


9. Various types of job descrip- 
tions and employe specifications. UNLETTERED $14.00 


LETTERED (Max. 80 Letters) 18.00 

Used Car Note LETTERED & REFLECTORIZED 21.50 

x S LETTERED ON FULL SCOTCHLITE 26.50 

Add each for turned edge panel 2.00 

MIAMI.—With several measures 

affecting the auto industry due to All prices F.0.B. Mounds, Ill. 2% off for cash with order: 
be discussed at this year’s legisla- Please state make, model and series when ordering. 


tive session, the Florida Independ- 


ent Automobile Dealers Assn. is| Due to the low lines on '57 cars we recommend use of the petite 
making a concerted drive to add 9 ome ad _ . . . oe 
new members throughout the state, | 40°" x 12"') sign and unless otherwise instructed will furnish this size. 


One of the most important bills ‘ 
likely to be introduced would pro- We will accept collect calls for orders of 5 or more signs. 


vide for a year-end inventory tax.| "Visit us at booth No. 165 at N.A.D.A. Convention.” 


Both new and used-car dealers con- | 


i 
ieee ee, tees se coe tae | BUMPA - TEL SIGN DIV. 
Alabama, Georgia and Mississippi | 


already have this tax. WARREN HASTINGS MOTOR COMPANY, INC. 


Another proposal would require | 
both dealers apd salesmen to take (Canadian & U. S. Pats Pending! 
examinations for licenses. This | 
regulation already applies to the | Phone SH. 5-9415 Mounds, Illinois 
real estate business. SALES REPRESENTATIVES 


It also was announced that Arch 
Livingston, FIADA executive secre-| $i paement’'3-8003 Phone MA" 9 50 oh WOphine 78118 4157 Than eee 


HA. 9-3800 
ta and former State motor! 1319 N.W. 2nd St. 127 Ww Ave. 3728 Roland Ave. Phone 70388 
ry Florida Haddonfield, N. J. 


Here’s how you can help increase vehicle commissioner, has opened | Baltimore 11, Md. Shreveport, La. 


an office in Tallahassee, This is ex- | 


pected to speed the issuance of |- 

3, titles and transaction of other| 
business with the motor vehicle | 

Oo department and other State | 

| 


| agencies. 


with your present setup ! Wright's Owosso Firm 


|Purchased by Son 
With Executone Intercom you Executone has helped increase OWOSSO, Mich. — Wright Mo- 


P 7 
just push a button and talk! service jobs from 20% to 50% tors, 1457 N. Shiawassee St, has | ( 2 Udgdn eg] gl 
Production is continuous and_ with their present facilities— been sold by Ellis E. Wright to his | < f 


i j . son, Ellis M,. Wright. 
uninterrupted. Jobs are routed, and profits have jumped ac The elder Wrinht established the | 


parts and tools ordered, infor- cordingly. Learn how you can firm in 1938, and his son has been | ah ' >’ 
mation exchanged—dall with- sell more customer labor, associated with him as a ~ (2 S 











out wasteful running around! build customer goodwill, up since 1945. eae 


Large and small dealers your profits with Executone. a : 
everywhere report the new Mail coupon below today. Holdridge Opens Lot ei 

cong eg yn ae a s “ % xe 
R Holdri , who relinquishe } | 
his D eS ot eepmeeth “qcalerthie G iN E , iN C N & A S] N G > 
GOING TO SAN FRANCISCO? here last summer, has opened a lot 


at 6527 E. Central. The lot adver- 3 
Be sure to see... bear... try Executone at coat “Biter ite -~ ikaw Wee <2 

, - ” dad “S ial Orders, im” Kt +7 
the N.A.D.A. Convention Booths 116-117. Any Model” an peci rders ONE OF THE NATION'S 


Too!” 
. * * 


Nemo-Scott Moves LARGEST AND MOST MODERN 


ALBUQUERQUE, N. M.—Nemo- SODLICTION. EOLINDRIES 
Scott Auto Sales has moved from PRODUCTION FOUNDRIES 
6100 Central East to the corner of 
Lomas and San Mateo NE. Part- 2 


ners in the firm are Nemo Else and 
INTERCOM Garland Scott. 
VOICE - PAGING AND . 
: Marks Elected Pibebdons 


Of Spokane Independents 
SPOKANE.—N. G. Marks, Marks 
—-—--=-=—1 | Auto Sales, has been named presi- 
dent of the Independent Used Car 


415 Lexingto York 17, N. Y. Dealers Assn. of Spokane for 1957. 
os Sn et 38 Others elected were Larry D. Lenz, 


| 
; 
Without obligation, please send booklet describing ; . . 
how Executone helps turn out more service jobs. ; can aa Beis Ee eam +m 
| 
i 
I 
1 





EXECUTONE, INC., Dest. S-10 


urer. 

New directors are Rudy W. Nel- 
son, chairman; James D. Lucas, 
Douglas Eller, Vern W. Hayworth 
and Lee S. McBride. Nelson is out- 
going president. 


Name 


I eee 
In Canada—331 Bartlett Ave., Toronto 








THE REVOLUTIONARY 3-DIMENSIONAL FABRIC 
ALREADY PROVEN IN 1957 AUTOMOTIVE PRODUCTION... 


SS LTS 


THE NEW CONCEPT IN WOVEN-TEXTILE TRANSPORTATION FABRICS 





This amazing upholstery material not only satisfies—but anticipates—every single demand for automobile interiors! Beautifully, colorfully styled... light- 
weight and colorfast, Trilok* trimsand tailors to smooth, long-lasting perfection. Its unusual deep-dimensional textures give it a comfortable, cushiony effect 
that circulates air, assures coolness. This cushioning property increases the durability of Trilok which outwears any conventional upholstery material. New 
Trilok is one of the great family of Textiles manufactured exclusively by United States Rubber, Textile Division, Rockefeller Center, New York 20, N. Y. 


SPATENTED & COPYRIGHTED 


CS United States Rubber 
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Market Trend 


The price of used cars sold at 
wholesale auction last week ad- 
vanced $3 to level off at $971. It 
was the first time in six weeks 
that the overall average price had 
shown an advance. 

Only two models—’56s and ’54s 
—ran counter to the trend. Each 
suffered a loss of $9. 

Price increases amounted to $2 
on 50s, $2 on 51s, $2 on '53s, $5 
on '55s, $14 on '52s and $21 on ’57s. 

The loss on ’56s carried the av- 
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COLORADO 
AUTO AUCTION 


LITTLETON, COLORADO 
SOUTH DENVER 


DEALERS ONLY 
Sale Every Monday—11:00 a.m. 
Owners: 
Francis R. Cassell 
Carroll Kopfer 
Phone Denver, SUnset 1-782! 
Wire Colorede Auto Auction FAX 


Colonels 
All cars paid for by our own check through 
the First National Bank of Englewood. 








DENVER AUTO AUCTION CO. 
(Denver's Oldest Auto Auction) 
7S S. Santa Fe Littleton, Colo. 
Ph. SU 1-6673 — Ed Smith or Mil Nace 


Auction Every Friday at 11:00 A.M. 
We Issue Auction Checks and Guarantee Titles 








MID-WEST AUTO AUCTION 
1155 So. Platte River Dr. 
DENVER, COLORADO 


Burden-Dudley-Caswell 
Sale every Tuesday at I! A.M. 
Phone Sherman 4-3263 













CONNECTICUT 





NEW ENGLAND'S OLDEST AND BEST 
10 YEARS CONTINUOUS OPERATION | 
Sale Every Wednesday at 11:00 | 


SOUTHERN AUTO SALES, INC. 
AUCTION 


Werehouse Pt., Conn. 
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TOM FLETCHER'S 


DES MOINES AUTO AUCTION 
lowa's Oldest Auto Auction 
In the Heart. of the Clean Car Country 
4701 S.E. 14th Des Moines 15; lowa 
Phone ATiantic 2-8353 
Sale Every Thursday — 12 Noon 
Guaranteed Titles and Checks 








(Compiled by Automotive News from Auction Reports.) 


Figures alongside bars represent dollars. 


erage price of that model to a 
new low. 


At a group of representative 
auctions last week, the average | 
consignment was 168.9 units, com- 
pared with 182.0 a week earlier. 
Sales ratio was 65.4 percent, com- 
pared with 68.3 percent in the 


JENISON, MICH. 


day. Prices are for sale of Jan. 15.) 
(Market solid and demand stron 


offerings.) 
BUICK — 


$1,610* (ps), 
$1,350°* ; 


$1,600* (ps), 
4-dr., $1,480* (ps); 


(Grand Rapid Auction, Sale every Tues- 


throughout sale. Sold 81 cars out of 117 


‘56 Special Riviera, $2,135*. '55 
Super Riviera, $1,655* (ps), $1,615* (ps), 
$1,565* (ps), 
RM Riviera, 


previous week. $1,645* (ps), $1,605* (ps). '54 RM Rivi- 
era, $1,270* (ps); Century Riviera, $1,- 
Prices marked with an as- 130°; Super Riviera, $1,075*. ‘53 Super 


terisk indicate a unit equipped 


Riviera 4-dr., $675*; Special 2-dr., $615. 
"52 Super Riviera, $440*. '51 Super Rivi- 


with an automatic transmission - ao 30 (68) -dr.. 0600". “0 
or overdrive and (ps) indicates a 4-dr., $295° aa o's 
power steering. CHEVROLET — ‘56 Bel Air (8) 4-dr., 


Sed 


MISSOURI 


MASSACHUSETTS 





PEABODY AUTO AUCTION, 
INC. 


For Dealers Only 
Checks and Titles Gueranteed 
Auction Every Thursday at 11 A.M. 
Newburyport Turnpike, U. S. Rt. 1 
West Peabody, Mass. Jefferson 1-7500 
Phillip Glick 


ST. LOUIS AUTO 
AUCTION BARN, INC. 


3807 Easton Ave. 
St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


Checks and Titles Guaranteed 
Owned and Operated by 
BILL McCRACKEN and 
ROY McMANAMA 
(Dealers Only) 
Operating Since 1946 





- MICHIGAN 





GRAND RAPIDS AUCTIONS, INC. 


On M2i—One Half mile west of Grandville, 
Mich. 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M, Sharp—Dealers Only 
Auctioneer: Col. W. E. “Bill Nagy 
“Michigan's Best" 

Phone: ARdmore 6-4720 








MICHIGAN 





Detroit's Barometer 
APTCO AUTO AUCTION 


8 Years Old 


Conveniently located 2 mile from Detroit City Limits 


TWO BIG AUCTIONS EACH WEEK - - - 
WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEDO HIGHWAY (U. S. ROUTE 25) 
MELVINDALE, MICHIGAN 


Checks and titles guaranteed Phone Dunkirk 3-0150 





MISSOURI NEW YORK 





NEW YORK STATE’S OLDEST 
NATIONALLY KNOWN 


EVERY FRIDAY IS TIM ANSPACH 


AUCTION DAY 


Dealer Auto Auction 
Albany 5, N. Y. 


Every Monday — I! O'Clock 
180 car sale average 


All Titles and Checks Guaranteed 


BOB RING 
AUTO DEALER'S AUCTION, INC. Cressreeds « 


+ + « where they 
sellers 





Fred Reed 
Manager 


Phone Hu 3-7470 


6200 independence Ave. 
Kansas City, Mo. 
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1957 


Average Prices of Used Cars Sold at Auction 


peor 


wooo~ 
eNO 





"55 °56 "6S °56 "56 = °57 
Nov. Dec, Jan. 
to Date 


Prices of '55s added and '47s dropped in January, 1955. Prices of '56s added and '48s dropped in November, 1955. Prices of '57s added and '49s dropped in November, 1956, 


$1,675". ‘55 Two-ten (6) Delray coupe, 
$1,150*; 2-dr., $1,050, $850. '54 Bel Air 
4-dr., $915* (ps). "53 Two-ten 2-dr., 
$550. °51 SL Deluxe 2-dr., $285*. 

CHRYSLER -— '54 NY 4-dr., $990* (ps). 

| DeSOTO '55 Firedome 4-dr., $1,450*. | 
‘52 Powermaster 4-dr., $270. ‘51 4-dr., 
$225* 

DODGE — '55 Coronet 4-dr., $1,080*. ‘53 
Coronet 4-dr., $325. "51 4-dr., $200. 
FORD ‘57 Fairlane (8) 500 Victoria, 
$2,145; Custom (8) 300 4-dr., $1,940. 
‘56 Fairlane (8) conv., $1,675* (ps); 
Victoria, $1,640*; Fairlane (6) Victoria, 
$1,550; Custom (8) station wagon, §$1,- 
605; 2-dr., $1,595; Main (6) 2-dr., $1,- 
135. °55 Country sedan, $1,600*; Fair- 
lane (8) 4-dr., $1,300*, $1,270, $1,100, 


$950; club coupe, $1,160*; Ranch Wagon, 
$1,265. ‘54 Crest (8S) Victoria, $975* 





NEW YORK 


NEW YORK CITY'S 


SKYLINE 
AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% saf. because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David B. Spielman 
John W. Becker 


LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State, Insured 


Checks and Titles (Wed.). 


NORTH CAROLINA 


RALEIGH — Mann’s Auto Auctica | 
Sale, Re. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A.. M. | 


SOUTH CAROLINA 


CLANTON’S AUTO AUCTION 


SALES, 
The Nation's Leading and Largest 


SERVICE UNEQUALLED 


Seller Receives CLANTON'S CHECK 
Buyer Receives CLANTON'S TITLE 


16 Years’ Continuous Service 


Sales Every Thurs., 10:30 A.M. Friday, 9:30 A.M. 


DARLINGTON, SOUTH CAROLINA 


Phones: 
9132. and 9139 





| MONTPELIER AUTO AUCTION CO. 


— 
"53 
Custom (8) 2-dr., $665*. °52 Custom (8) 
4-dr., $415, $315. '51 Custom (8) sedan, 
$340. '50 Custom (8) club coupe, $450, 

MERCURY — '56 Montclair 4-dr., $2,050*, 
"55 Monterey 4-dr., $1,405*. '54 Monterey 
station wagon, $1,210; Montclair 2-dr., 
$1,150*; Custom 4-dr., $865. °53 club 
coupe, $765. 

OLDSMOBILE ‘56 (88) 
$2,275* (ps); Deluxe 2-dr., $1,765. ‘55 
(88) Holiday, $1,850* (ps). "54 (88) 2- 
dr., $1,010. '53 (98) Holiday, $860* (ps); 


(ps), $840*; Custom (8) 4-dr., $750. 


Super 2-dr., 


(88) 4-dr., $670*, $555*. °52 (88) Super 
2-dr., $475* (ps). 

PLYMOUTH — '55 Belevdere (8) Hard- 
top, $1,275*; Plaza (6) 2-dr., $715. ‘52 
Cranbrook 4-dr., $265. 

PONTIAC — ‘56 Chieftain (8) Catalina, 
$1,790*. '55 Chieftain (8) 2-dr., $1,475, 


$1,400*, $1,115. '53 Chieftain (8) station 


| wagon, $880* (ps). °52 Chieftain (8) 4- 

| dr., $405. °'51 Silver Streak (8) 2-dr., 
$343. 

MISC.—’53 Chevrolet %-ton pickup, $520. 





CHICAGO 


Auto Auction, Sale every Tues- 





(Arena 

| day. Prices are for sale of Jan. 15.) 

| (Thanks to all dealers brave enough to 

| gttend in snow and zero weather. We ‘ad 

| @ low consignment but lots of buyers, as 

| we sold 153 cars out of 224.) 

| BUICK—’56 Special Riviera, $2,085* (ps). 
‘55 Super Riviera, $1,675* (ps); Special 
Riviera, $1,620* (ps); RM Riviera, $1,- 
605* (ps); Century Riviera, $1,585*; 
conv., $1.475* (ps). °54 Super Riviera, 
$1,300* (ps), $1,255*; Century Riviera, 
$1,220*; 4-dr., $1,010*; Special Riviera, 
$1,000* (ps), $990*. °53 Super Riviera, 
$915* ‘ps), $655*, $625° (ps); Special 
4-dr., $710°*. 

CADILLAC—'56 (62) coupe de Ville, 
150* (ps). ‘55 (62) coupe de Ville, $3,- 
210* ‘ps); coupe, $3,155* (ps); 4-dr., 
$2,895* (ps), $2,830* (ps). 54 (62) coupe 
de Ville, $2,470*; coupe, $2,225* $2,205*, 


$4,- 


"51 (62) coupe de Ville, §815*. 
CHEVROLET—'56 Bel Air (8) Hardtop, 
$1.810*; Bel Air (6) Hardtop, $1,625; 
Two-ten (6) 2-dr.. $1,315. °55 Bel Air 
(6) 4-dr., $1,465; 2-dr., $1,310; Hard- 
top, $1,065*; Two-ten (8) 4-dr., $1,210*; 
One-fifty (6) 2-dr., $895. °54 Two-ten 


‘Continued on Page 115, Col. 1) 












MONTPELIER, OHIO 
Seale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 


Your Good Will—Our Most Valuable Asset 
On U. S. Rovte 20A Phone 5-9535 





PENNSYLVANIA 





MANHEIM AUTO AUCTION, INC. 


» Penn. 
On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 
Checks and Titles Guaranteed 
Phone Manheim 5-240! 





TENNESSEE 


MURFREESBORO—Don Kelly Auto 
Auction, Junction U. S. Hwys. 70S- 
231-41. Thursday 11:00 a.m. 


JOHNSON AUTO 
AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 


Huntsville, Ala.—Friday 
100% iInsured—No Registration Fee 






















INC. 












DEALERS ONLY 


NOW IN BOOK 
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Meeting the Practical Problems .. . 
Case Histories of a Salesman 


gh to 
+ had 
Ss, as 


(ps), 


Eprror’s Nore: This is one of 
@ series of letters on practical 
problems encountered in auto 
selling. It is written by a veteran 
salesman, Bert Simons, who is 


| ured I was in for some more un- | 
reasonable bargaining. I was 


wrong. Ted Kozak had been to a 


| couple of other places and was 


getting educated—-so when bh 


section. You see Ted 
driver and most - 
sat it ouf - 


special ‘ active in today’s market. | for the seenr 
L $1 ® D Ed . . . | $2 
ear : 


(585°; 
iviera, HERES a story about a man 
iviera, who came back to buy a car. 
iviera, Ted Kozak was in last Satur- 


HERE ARE 66 
en , Sor a bargain on ACTUAL CASE 
one of our left- ’ , HISTORIES IN 


, 84,- wer models. 
ry iiet him go ie BOOK FORM 
pry oF genes PLUS A REVIEW 


ack this week. | 

When I let eS OF EACH 
im out the ‘ 

or we were ‘ 


W apart on 
: deal sol 


J was not losing . » CASE HISTORIES BY A VETERAN 
wl AUTO SALESMAN STILL VERY ACTIVE 
IN TODAY'S HECTIC MARKET 
CASE HISTORIES FROM A 
BACKGROUND OF EVERYDAY 
EXPERIENCES IN A DEALERSHIP 
. CASE HISTORIES As THEY 
REALLY HAPPEN TO YOU 


EVERY DAY 


WRITTEN TO HELP YOU MEET THE PRACTICAL PROBLEMS 


. . TELLS HOW YOU CAN GET MORE RESULTS 


ee 
> HERE’S WHAT THE AUTO MAKERS SAY: 


(Excerpts from letters which are fully reproduced in the book) 


Experiences recounted in Mr. Simons’ articles suggest attitudes and procedures helpful to anyone 
who makes his living by selling automobiles. Brought together in book form, they show how a great 
variety of sales situations may be handled pleasantly and profitably. It is a book that should achieve 
wide circulation in the automobile industry. HENRY FORD Il—President, FORD MOTOR COMPANY 


Bert Simons’ book, based on his columns in AUTOMOTIVE NEWS, is an easy and effective way for 
an automobile salesman or a prospective salesman to learn or relearn some of the fundamentals of 
his profession. This is a real “do it yourself” kit for selling, with actual case histories plus a review of 
each one. This book will be of great assistance to those who have the responsibility and opportunity 
ING PROFUSELY ILLUSTRATED BY of selling the automotive industry’s products. L. L. COLBERT —President, CHRYSLER CORPORATION 


ye OUT TODAY AND OFFERED FOR 
THE FIRST TIME IN BOOK FORM & 


144 PAGES OF KNOW HOW SELI 


The best man to write a book about selling automobiles at the dealer level is a man who has sold 
cars at the dealer level. And Bert Simons, a veteran salesman with long experience, has done a fine 
job of revealing the too-often-forgotten principles of practical salesmanship. In this country the con- 
sumer is king. This book tells salesmen how they can win the consumer plebiscite for their products. 

GEORGE ROMNEY-—President, AMERICAN MOTORS CORPORATION 


TED PETOK ye GOOD REFERENCE 


SiIZE—8 x ll. x Gil 
STIFF COVER ye EXPENSIVELY PRE 


Oss i’ a SHED 


PARED FOR PRIDE OF OWNERSHIF 

Long active in laying the ground rules for good salesmanship with his writings, Bert Simons has 
made his “Case Histories Of A Salesman” a guide to good, effective sales techniques. I think his 
new book is required reading. H. E. CHURCHILL—President, STUDEBAKER-PACKARD CORPORATION 


ye ENDORSED BY ALL THE LEADER 


rE) ; 


Zelsi a \ie 


ONLY 


Michigan orders add 3 Sales Tax 
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Map Plans for Packard Debut— 


Roy T. Hurley, board chairman, Curtiss-Wright Corp., and Harold £. Churchill, 
president, Studebaker-Packard Corp., meet with the auto firm's regional sales man- 
agers in New York as plans were completed for introduction marketing programs on 


the 1957 Packard Clippers. 


From left are Leroy Spencer, western regional manager; 


Churchill; George E. Read, eastern regional manager; Hurley; Carl K. Revelle, S-P gen- 


eral sales manager, and Glenn Finney, central regional manager. 


Hurley has been 


working closely with S-P on all phases of its operations under the two company’s 


advisory management agreement. 






Doubled in 6 Years, Survey Says... 
Rent-Lease Field Grows 





CHICAGO. — A preliminary re- Michigan, Texas, New Jersey and 


port compiled by the Car and Truck 
Renting and Leasing Assn. from 
the 1954 Census of Business shows 
there were 2,864 establishments 
renting cars and trucks, and their 
total receipts were more than a 
quarter of a billion dollars in that 
year, according to Howard L. Wil- 
lett jr., association president. 

A comparison of the 1948 and 
1954 censuses, based partly on 
speculation, indicates that the 
business at least doubled in the 
six-year period, Willett said. 

“This is borne out,” he said, ‘ 
the experience of our own and other 
companies which have been dou- 
bling every five years. While a sta- 
tistical comparison is not possible 
because of major changes in the 
tabulation plan, we are sure that 
the six-year gain exceeded 100 per- 
cent. 

“This is one of the fast growing 
businesses of the country,” Willett 
added. “A further large gain has 
been made in the two years since 
the 1954 census and by 1959, the 
business should be twice as big as 
in 1954.” 

The CATRALA compilation 
showed that the business employed 
10,029 persons in a typical mid- 
November week in 1954, with a pay- 
roll for that week of $1,665,393. The 
Census bureau withheld employ- 
ment and™ payroll figures of nine 
states and the amounts noted rep- 
resent 39 states and the District of 
Columbia. 

Ranked in dollar volume of 
-business in 1954, Pennsylvania 
came first, followed by New York, 
Mlinois, California, Ohio, Florida, 


Reclaimed Diamonds Hiked 


WORCESTER, Mass. — Norton 
Co. has announced an increase of 
approximately 10 percent in the 
allowance it will pay for diamonds 
reclaimed from grinding swarf and 
diamond wheel stubs returned for 
salvage by customers. 


Missouri. 


Following is a state-by-state 
breakdown on the number of vehi- 
cle renting and leasing establish- 
ments as reported in the CATRALA 
survey: 

Alabama, 23; Arizona, 19; Arkan- 
sas, 15; California, 267; Colorado, 
36; Connecticut, 32; Delaware, 3; 
Florida, 126; Georgia, 40; Idaho, 6; 
Illinois, 161; Indiana, 78. 

Iowa, 28; Kansas, 35; Kentucky, 
15; Louisiana, 32; Maine, 15; Mary- 
land, 42; Massachusetts, 52; Michi- 
gan, 170; Minnesota, 61; Mississippi, 


‘by | 12; Missouri, 100; Montana, 8. 


Nebraska, 25; Nevada, 6; New 
Hampshire, 5; New Jersey, 96; New 
Mexico, 19; New York, 324; North 
Carolina, 41; North Dakota, 10; 
Ohio, 154; Oklahoma, 51; Oregon, 
56; Pennsylvania, 202. 

Rhode Island, 14; South Carolina, 
18; South Dakota, 4; Tennessee, 33; 
Texas, 184; Utah, 8; Vermont, 1; 
Virginia, 34; Washington, 79; West 
Virginia, 37; Wisconsin, 62; Wyo- 
ming, 10; District of Columbia, 23. 
Total, 2,864. 


Chevrolet Outlines 
07 U. C. Program 


DETROIT.—A series of -10 meet- 
ings with Chevrolet regional, zone 
and district personnel outlining 
plans and objectives for used-car 
merchandising in 1957 has been 
completed, according to Ed Cowan 
jr., Chevrolet national used-car 
manager. 

The meetings were held at re- 
gional headquarters. Zone and dis- 
trict used-car and truck managers 
presented the program to dealers. 

Chevrolet central office repre- 
sentatives attending the meetings 
included Cowan; Jack Izard, assist- 
ant advertising manager; Carl Har- 
ber, assistant manager of the dealer 
organization and analysis depart- 
ment; M. W. Worden, assistant 
sales promotion manager, and Carl 
Mangus, assistant manager of the 
business management department. 
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Ton-Mile Repeal, 


Fuel-Tax Boost 
Sought in Ohio 


COLUMBUS, O.—A bill to repeal 
Ohio’s controversial ton-mile tax on 
trucks is among those introduced 
early in the 1957 session of the Leg- 
islature. 


Coupled with repeal is an in- 





The ae advertised - delivered 
prices the suggested base fac- 
—zty A Federal excise tax 
amounts and suggested delivery- 
and-handling charges. Not included are 
variable items passed on to the retail 
buyer, such as State and local taxes, 
transportation charges and optional 
equipment. 

BUICK — Special—4-dr. sed., $2,644.83; 
2-dr. sed., $2,580.83; 4-dr. hardtop, $2,- 
764.83; 2-dr. hardtop, $2,688.83; conv., $2,- 
971.83; 4-dr. 2-seat stat. wag., $3,031.83; 
4-dr. 2-seat hardtop stat. wag., $3,151.83. 
Century—4-dr. sed., $3,219; 4-dr. hardtop, 
$3,339; 2-dr. hardtop, $3,255; conv., $3,583; 
4-dr. 2-seat hardtop stat. wag., $3,691. 
Super—4-dr. hardtop, $3,666; 2-dr. hard- 
top, $3,521; conv., $3,886. Roadmaster—4- 
dr. hardtop, $4,038.33; 2-dr. Hardtop, $3,- 
929.33; conv., $4,051.33. (Dynaflow stand- 
ard on Century, Super and Roadmaster. 


Power steering standard on Super and 
Roadmaster. ) 

CADILLAC — Series 62 — 4-dr. hardtop, 
$4,780.96; 2-dr. hardtop, $4,676.96; 4-dr. 
Sedan deVille hardtop, $5,255.96; 2-dr. 
Coupe deVille hardtop, $5,115.96; conv., 
$5,292.96; Eldorado Seville 2-dr. hard- 


top, $7,285.96; Eldorado Biarritz conv., 
$7,285.96. Sixty Special—4-dr. hardtop, $5,- 
614.32. Series 75—S-pass. sed., $7,439.88; 
Imperial limousine, $7,677.88. (Hydra- 
Matic, power steering, power brakes stand- 
ard.) 

CHEVROLET — (Prices are for 6-cyl. 
models. For V-8s, add $100.) One-Fifty— 
4-dr, sed., $2,048.32; 2-dr. sed., $1,996.32; 
util. sed., $1,885.32; 2-dr. 2-seat stat. wag., 
$2,307.32, Two-Ten—4-dr. sed., $2,174.32; 


2-dr. sed., $2,122.32; club cpe., $2,162.32; 
4-dr. hardtop, $2,270.32; 2-dr. hardtop, 
$2,204.32; 2-dr. 2-seat stat. waz., $2,- 


402.32; 4-dr. 2-seat stat. wag.. $2,456.32; 
4-dr. 3-seat stat. wag., $2,563.32. Bel Air— 
4-dr, sed., $2,290.32; 2-dr. sed., $2,238.32; 
4-dr. hardtop, $2,364.32: 2-dr. hardtop, 
$2,299.32; conv., $2,511.32; 4-dr., 2-seat 
stat. wag., $2,580.32; 2-dr. 
stat. wag., . 
cpe. or conv, (V-8 only), 
CHRYSLER — Windsor 
. hardtop, $3,217; 2- dr. hardtop, 
4-dr. 2-seat stat. wag., $3,575. 
Saratoga—4-dr. sed., $3,718; 4-dr. hard- 
top, $3,832; 2-dr. hardtop, $3,754. New 
Yorker—4-dr. sed., $4,172.50; 4-dr. hard- 
top, $4,258.50; 2-dr. hardtop, $4,201.50; 
conv., $4,638; 4-dr. 2-seat stat. wag., $4,- 
745.50. 300-C—-2-dr. hardtop, $4,929; conv., 
$5,359. (TorqueFlite, power steering stand- 
ard on Saratoga and New Yorker. Torque- 
Flite, power brakes standard on 300-C.) 
CLIPPER—(Prices are for 1956 models.) 
—Deluxe—4-dr. sed., $2,731. Super—4-dr. 
sed., $2,866; 2-dr., hardtop, $2,916. Custom 


—4-dr, sed. $3,069; 2-dr. hardtop, $3,164. 
CONTINENTAL — 2-dr. hardtop, $9,- 
695. (Turbe-Drive, power steering, power 


brakes standard. ) 

DeSOTO — Firesweep — 4-dr. sed., $2,- 
777.25; 4-dr. hardtop, $2,911.75; 2-dr. hard- 
top, $2,835.75; 4-dr. 2-seat stat. wag., $3,- 
169.25; 4-dr. 3-seat stat. wag., $3,310.25. 
Firedome—4-dr. sed., $2,957.75; 4-dr. hard- 
top, $3,141.75; 2-dr., hardtop, $3,084.75; 
conv., $3,361.25. Firefiite—4-dr. sed., $3,- 


— 


crease in gasoline taxes and a tax|than painted ones; real property 


on fuel purchased outside Ohio but 
used on state highways. This was 
brought up in the Senate. 

Another measure, initiated in the 
House of Representatives, provides 
for compulsory automobile insur- 
ance for all Ohio auto owners. 

Other bills in the Senate hopper 
propose abolishment of the state 
highway construction council; re- 
quiring reflectorized license plates 
to be at least 100 times brighter 


Current Prices on New Cars 


486.75; 4-dr. hardtop, $3,670.75; 2-dr. hard- 
top, $3,613.75; conv., $3,890.25; 4-dr. 2-seat 
stat. wag., $3,981.75; 4-dr. 3-seat stat. 
wag., $4,123.75. Adventurer—2-dr. hardtop, 
$3,996.75; conv., $4,272.25. (TorqueFlite 
standard on Firefiite and Adventurer. Power 
brakes standard on Adventurer.) 
DODGE—Coronet 6—4-dr. sed., $2,451; 
2-dr. sed., $2,370.25. Coronet V-8—4-dr. 
sed., $2,558.50; 2-dr. sed., $2,478; 4-dr. 
hardtop, $2,665; 2-dr. hardtop, $2,580; 
conv., $2,841.50. Royal V-8—4-dr. sed., $2,- 
711.50; 4-dr. hardtop, $2,818; 2-dr. hard- 
top, $2,768.50. Custom Royal V-8—4-dr. 
sed., $2,881; 4-dr. hardtop, $2,990; 2-dr. 
hardtop, $2,920; conv., $3,146. Station 
Wagons—2-dr. 2-seat Suburban, $2,860; 
4-dr. 2-seat Sierra, $2,945; 4-dr. 3-seat 
Sierra, $3,073; 4-dr. 2-seat Custom Sierra, 
$3,087; 4-dr. 3-seat Custom Sierra, $3,214. 
FORD—(Prices are for 6-cyl. models. For 
V-8s, add $99.98.) Custom—4-dr. sed., $2,- 
013.88; 2-dr. sed., $1,962.60; bus. 2-dr., 
$1,850.64. Custem 300—4-dr. sed., $2,- 
128.56; 2-dr. sed., $2,077.28. Fairiane— 
4-dr. sed., $2,258.36; 2-dr. sed., $2,207.08; 
4-dr. hardtop, $2,329.44; 2-dr. hardtop, $2,- 
264.80. Fairlane 500—4-dr. sed., $2,304.68; 
2-dr. sed., $2,253.40; 4-dr. hardtop, $2,- 
375.66; 2-dr. hardtop, $2,311.12; conv., $2,- 
477.32. Station Wagons—2-dr. 2-seat. Ranch 
Wagon, $2,272.72; 2-dr. 2-seat Del Rio 
Ranch Wagon, $2,369.32; 4-dr. 2-seat Coun- 


try sedan, $2,423.32; 4-dr. 3-seat Country 
sedan, $2,528.08; 4-dr. 3-seat Country 
Squire, $2,655.64. — Hardtop 
cpe. (V-8 only), $3,380.12. 


HUDSON—Hornet Super V-8—4-dr. sed., 
$2,750; 2-dr. hardtop, $2,840. Hornet Cus- 
tom V-8—4-dr. sed., $2,940; 2-dr. hardtop, 
$3,030. (Power brakes standard on Cus- 
tom.) 

IMPERIAL — Imperial — 4-dr. sed., $4,- 
837.50; 4-dr. hardtop, $4,837.50; 2-dr. hard- 


tep, $4,735. Crown—4-dr. sed., $5,406 
4-dr. hardtop, $5,406; 2-dr. hardtop, $5,- 
268.50; conv., $5,597.50. -dr. 


sed., $5,742.50. Limousine prices not avail- 
able. (TorqueFlite, power steering, power 
brakes standard.) 

LINCOLN—Capri—4-dr. sed., $4,722; 4- 
dr. hardtop, $4,722; 2-dr. hardtop, $4,576. 
Premiere—4-dr. sed., $5,221.50; 4-dr, hard- 
top, $5,221.50; 2-dr. hardtop, $5,075.50; 
conv., $5,308.50. (Turbo-Drive, power steer- 
ing, power brakes standard.) 

MERCURY—Monterey — 4-dr. sed., $2,- 
605; 2-dr., sed., $2,536; 4-dr., hardtop, $2,- 
723; 2-dr. hardtop, $2,653; conv., $2,965. 
Montclair—4-dr. sed., $3,148; 4-dr. hardtop, 
$3,277; 2-dr. hardtop, $3,196; conv., os. 
Turnpike Cruiser — 4-dr. $3,809; 
2-dr. hardtop, $3,718. Station Wi 
Commuter—2-dr. 2-seat, $2,863; 4-dr. 2- 
seat, $2,933; 4-dr. 3-seat, $3,030. Voyager 
—2-dr,. 2-seat, $3,363; 4-dr. 3-seat, $3,530. 
Colony Park—4-dr. 3-seat, $3,637. (Mere- 
O-Matic standard on Montclair, Turnpike 
Cruiser, “epow and Colony Park, (Power 
steering power brakes standard on 
Turnpike ao ) 

METROPOLITAN — 2-dr. hardtop, $1,- 


527; conv., $1,551. 

NASH — Ambassador Super V-8 — 4-dr. 
sed., $2,750; 2-dr. hardtop, $2,840. Ambas- 
sador Custom V-8—4-dr. sed., $2,940; 2-dr. 


, | 901.39; conv., 


tax on manufacturing equipment 
and machinery. 

Also in the Senate are bills that 
would provide permanent title num- 
bers on motor vehicle certificates; 
clarify the law on motor vehicle, 
mufflers, etc., and increase the auto 
license fee from $10 to $15. 


More than 150,000 persons read AUTO. 
MOTIVE NEWS every week! 


hardtop, $3,030. (Power brakes standard 
on Custom.) 


OLDSMOBILE — Series 88 — 4-dr, 
$2,798.47; 2-dr. sed., 


sed, 
$2,733.47; 4-dr. hard. 
top, $2,932.47: 2-dr. hardtop, $2,854.47; 
conv., $3,182.47; 4-dr. 2-seat stat. wag., 
$3,202. 47; 4-dr. "2-seat hardtop stat. wag., 
$3,313.47. Super 88—4-dr. sed., $3,030.47; 
2-dr. sed., $2,968.47; 4-dr, hardtop, $3,- 
257.47; 2-dr. hardtop, $3,180.47; conv., $3,- 
447.47; 4-dr. 2-seat hardtop ‘stat. wag, 
$3,541.47, Series 98—4-dr. sed., $3,740.55; 
4-dr. hardtop, $4,012.55; 2-dr. hardtop, $3,- 
936.55; conv., $4,216.55. (Jetaway Hydra- 
Matic, power ‘steering, power brakes stand- 
ard on Series 98.) 

PACKARD CLIPPER—4-dr. sed., $3,212; 
4-dr. 2-seat stat. wag., $3,384. (Flighte- 
matic standard.) 

PLYMOUTH—(Prices are for 6-cyl. mod- 
els. For V-8s, add $100.) Plaza—4-dr. sed., 
$2,055; 2-dr. sed., $2,008.50; bus. cpe., $1,- 
899. Savoy—4- -dr. sed., $2,193. 75; 2-dr, 
sed., $2,147.50; 2-dr. hardtop, $2,229.25. 
Belvedere—4-dr. sed., $2,310; 2-dr. sed., 
$2,263.50; 4-dr. hardtop, $2,418.50; 2-dr. 
hardtop, $2,348.50; conv. (V-8 only), $2,- 
638. Fury—2-dr. hardtop, (V-8 only), $2,- 
925.50 Suburban— (station wagons)—2- -dr., 
2-seat Deluxe, $2,330.50; 2-dr. 2-seat Cus- 
tom, $2, 440.25; 4-dr. 2-seat Custom, $2,- 
494; 4-dr. 3-seat Custom, $2,649; 4-dr. 
2-seat Sport, $2,622; 4-dr. 3-seat Sport, 
$2,777. 

PONTIAC — Chieftain — 4-dr. sed., $2,- 
527.39; 2-dr. sed., $2,463.39; 4-dr. hardtop, 
$2,614.39; 2-dr. ‘hardtop, $2, 529.39; 2-dr, 
2-seat stat. wag., $2,841.39; 4-dr. 3-seat 
stat. wag., $2,898.39. Super Chief—4-dr. 
sed., $2,664.39; 4-dr. hardtop, $2,793.39; 
2-dr. hardtop, $2,735.39; 4-dr. 2-seat stat, 
wag., $3,021.39. Star Chief—4-dr. deluxe 
sed., $2,839.39; 4-dr. custom sed., $2,896.39; 
4-dr. hardtop, $2,975.39; 2-dr. hardtop, $2,- 
$3,105.39; Bonneville conv. 
(fuel injection), $5,782.39; 2-dr., 2-seat 
Safari stat. wag., $3,481.39; 4-dr. 3-seat 
Safari stat. wag., $3,636.39. (Hydra-Matic, 
power steering, power brakes standard on 
Bonneville.) 

RAMBLER—Deluxe Six—4-dr. sed., $1,- 
925. Super Six—4-dr. sed., $2,065; 4-dr. 
hardtop, $2,150; 4-dr. 2-seat stat. wag., 
$2,352. Custom Six—4-dr. sed., $2,155; 4- 
dr, 2-seat stat. wag., $2,442. Super V-8— 
4-dr. sed., $2,195; 4-dr. 2-seat stat. wag., 
$2,482. Custom V-8—4-dr. sed., $2,285; 4- 
dr. hardtop, $2,370; 4-dr. 2-seat stat, wag., 


$2,572; 4-dr. 2-seat hardtop stat. wag., 
$2,657. 
STUDEBAKER—C 6—4-dr. cus- 


tom sed., $2,048.89; 4-dr. deluxe sed., $2,- 
170.79; 2-dr. custom sed., $2,000.59; 2-dr. 
deluxe sed., $2,122.99. Commander V-8— 
4-dr. custom sed., $2,173.29; 4-dr. deluxe 
sed., $2,295.09; 2-dr. custom sed., $2,123.59; 
2-dr. deluxe sed., $2,242.09. President V-8 
—4-dr. sed., $2,407; 2-dr. sed., $2,357.99. 
President — 4-dr. sed., $2,538. 
Station wagons—2-dr. 2-seat Pelham 6, 
$2,381.59; 2-dr. 2-seat Parkview V-8, $2,- 
504.69; 4-dr. 2-seat Provincial v-8, $2,- 
560.72; 4-dr. 2-seat Broadmoor V-8, $2,- 
665.97. Hawks—Silver Hawk 6 cpe., $2,- 
141.59; Silver Hawk V-8 cpe., $2,263.17; 
Golden Hawk V-8 2-dr. hardtop, $3,181.82. 
(Overdrive standard on Golden Hawk.) 


New Commercial Car Registrations, 
Five States for December, 1956-55 


Truck registrations by states 
are released here weekly, as 











: Brock- Stude- To- 
compiled by R. L. Polk repre- | way Reo | baker | White | Willys | Misc. | TAL 
sentatives in state capitals. 

District of Columbia "56! | 39) | 14) 47| 23) 24) 2) 1| 1| | 5 10; 166 
*55/ 8! 2 61) 84) 27) 14) I 1 | 7) 8) | -287 
IMinois "56 1015 a, 27 91; 284) 513) 22) s| 31) 48 71) 50| 329! 
55 136! 80 248} 1250; 400) 492) TH} 3 40) 57| 91} _—-23|_—-4056 
New Hampshire "56 71| 4 28) 52) 17) ry 8 3) 1 so; 20Ct4)tiéi 
"5S 1 103! | 19) 113) 44) 19) 77 2) 4 12) S| 9] 417 
North Dakota “56) | 4 23) 68 19 6! | | tee oe | 262 
SS 7 15} 69 28 52 : we ___ 285 
West Virginia 56) | " z a 65 14| ;| a Res 51 4 594 
‘55 | | __ 283 i|__S6|__2 6i|_ 27 ee 5o|__7|__80? 
Five States Reported "56 | 13% 54 zl bw 707 | 46 i SI oe a 
To Date for December ‘SS 1| 1925 83 399 594 638) 7% 7 52 3 226 50 
Year "56, 820) 281490 | tase ae 101179 iss 8157; 14218; 21006) 10945) 83330! 
To Date 55) —1011| 297015 oae| 6120 61202| 269240 93498 2842| 10068) 13156) 24477| 7672| 869122 


“The information contained in this report has been compiled from ie state — oey reasonable precaution has been 


exercised to insure accuracy of 


R. L. Polk & Co. cannot assume any liability by reason of inaccuracies or omissions.""—R. 


this report to the extent of the registrations received and a ~ é a time the report is published. 





New Passenger Car Registrations, Five States for December, 1956-55 


























istri i ‘56 2 18 20 2 6! 54 94 247 433 462 8 73 543) 125 60 113 896 2 12 14 70 1976 
meeee et Counts ‘S| z 2 a 2 x | x al S371 iui 2 a4| u iel__26|_8 cs 2i0|__zz|_1s66|__s3|_— 2a 280s 
Ilinois i i oe tee| sare 2628; 2111) 18526! | 506 558 274| 37565 
‘55 2 . 815 = bes 6965 1188 x Nat i ret 3932 3007} 21545) 426 655 ig arg 
hi 215 ar 445 118} 775 3 25 28 74 
— = 462 56! 10) 141 169} 941 38| itl rl 1912 
617 . “ 103 53 733 3| 2| 35 ‘| 1674 
514 |_| 31} 595) 3 8i| 937 33 1] _ 1807 
= ; ; ¥ sel am ; 54 ae | ol 103 69| $s 2 13 15 | 1237 
‘55 6 : 2 4 a 89 an 30 74 470 54 147 97} 14 15 27 1599 
"56 100 76) 39 168 i! 1626 fol 39 10976 320; 1638 7| 12941 na 1064) 11380 2 se | aon ‘| 588 650 428| 4404! 
Te Date for December “55 37| 591 78 1159 113 958| 1589 waainn 8319; 10392 353 2499 27| = 13271 ean 1406} 11713 wan 25844 312 527 839 190} 4944! 
Year ‘56 sones| La 7423| 99498 oaz2| oevoe| eet ae rol eprom laser 39683| 255606|  1422/ 1544673 122160| 1447668 coal 2802124 aa 71283| 9908! Seoss|espeays 
To Date “55; 40965) 88194] 127159) 134022) 10822| 108906 Peat 1421098 | 1439972; 31322| 344620 356| 1816270 teas 127132) 1491242 490457 |3336122| 48459| 89332) 137791| 54055/6594495 
aoe Seeeine’ t Ose steaes Sap Seen eeeens Sam eahee wate Gumus. Beer Every reason- 


able precaution has 


been exercised to insure accuracy of this 


report to the extent of the registrations 


by reason of 


or omissions.’’—R. L. Polk & Co, 


received and tabulated at the time the report is published. R. L. Polk & Co. cannot assume any liability 
inaccuracies 
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Used-Car Auction Prices 





(Continued from Page 112) 





brook 2-dr., $345. °51 Deluxe 4-dr., $205, 
$165. "50 Deluxe 4-dr., $110. 

PONTIAO — '56 Chieftain (8) 4-dr., $1,- 
750*. ’54 Chieftain (8) 4-dr., $805*. 52 
Chieftain (8) 2-dr., $345*, $265*. '51 Sil- 
ver Streak (8) 2-dr., $205°. 


FLINT 


(Flint Auto Auction, Inc. Sale every 
Wednesday. Prices are for sale of Jan. 16.) 


(6) 4-dr., $690. '53 Bel Air (6) 2-dr., $900, $890. ’54 Two-ten station wagon, Sold cars fferings. 
$685; Hardtop, $655*, $620; conv., $560; $870; 4-dr., $750, $720; One-fifty 4-dr., aunem00 Sound Sileen “a a ™ 
Two-ten (6) Hardtop, $630. $605. °53 Bel Air coupe, $775* (ps). '52 dr., $1,910*, $1,565. °55 Super Riviera 
CHRYSLER — '52 Windsor 4-dr., $325*,| SL Deluxe 4-dr., $530, $505, $465. 51 SL| $i"g55e’ (pg): Century Riviera, $1,560°; 
$300*. ’51 Windsor 2-dr., $230°. Deluxe 2-dr., $305, $290, $260. '50 SL| 200i), niviera. $1,550°, $1.475°; 4-dr.. 
— '53 Powermaster 4-dr., $525*, Deluxe 2-dr., $230, $205. '49 SL Deluxe $1,225 54 Super Riviera $1 100°: Spe- 
$440°*; Firedome 2-dr., $380* (ps). °52 4-dr., $100. eal Riviera $920. °53 ‘super Riviera, 
Firedome 4-dr., $440° (ps). i CHRYSLER—'53 NY 4-dr., $580°. 2-dr., $790*; 4-dr., $650*, $600*; Special 
DODGE—’57 Royal (8) 4-dr., $2,710* (ps). DeSOTO—’53 Firedome 4-dr., $545*. °52 2-dr., $570. “52 Special 2-dr., $450°; Su- 












’55 Coronet (8) 2-dr., $1,135*. '54 Royal 
(8) 4-dr., $750°. 

FORD—’'57 Fairlane (8) Victoria, $2,380*; 
500 Victoria, $2,305* (ps). °56 Fairlane 
(8) Victoria, $1,795* (ps), $1,780*; Cus- 
tom (8) Hardtop, $1,670*; 4-dr., $1,495* 


(ps). ‘55 Thunderbird, $2,065*, $2,010* 
(ps); Fairlane (8) conv., $1,410* (ps); 
Country sedan, $1,225*; 4-dr., $1,100*; 
2-dr.. $1,045*, $1,035*; Ranch Wagon, 


$1,145; Custom (8) 2-dr., $1,040%; Cus- 
tom (6) sedan, $825. °54 Ranch Wagon, 


DODGE—’53 Coronet 4-dr., $510*. '51 Cor- 
FORD—’56 Custom (8) 4-dr., $1,405*, $1,- 


Firedome 4-dr., $310*. 
$175°*. 


’50 Custom 4-dr., per Riviera 4-dr., $400*, $340°. ’51 Super 
Riviera, $255*. '50 Super Riviera, $115*. 

CADILLAC—’56 (62) club coupe, $3,600* 
(ps). °51 (62) 4-dr., $775°*. 


$285, $275, $180. 
CHEVROLET—’55 Beil Air (8) club coupe, 


onet 4-dr., 


350. ’55 Fairlane (8) conv., $1,415*; Cus- $1,325*; Bel Air (6) Hardtop, $1,300; 
tom (8) 4-dr., $1,220*, $1,210*; station 4-dr., $1,300*; Two-ten (8) 2-dr., $1,200; 
wagon, $1,190*. °54 Crest (8) Victoria, Two-ten (6) 2-dr., $1,100, $1,070*, $1,- 
$1,070*; Custom (8) 4-dr., $860*, $840, 045*, $1,030. '54 Bel Air 4-dr., $825*, 
$825; Custom (6) 2-dr., $700*. ’53 Crest $800*; One-fifty 2-dr., $590; Two-ten 2- 


’53 Two-ten station wagon, 
4-dr., 


dr., $520. 


(8) conv., $735*; Custom (8) 4-dr., $610*. 
$725; Bel Air club coupe, $635°; 


*52 Custom (8) 4-dr., $470*, $450, $410. 


. . ’ of 
sreee. Gustorn (6) 4cdt $520, "| *51 Custom (8) 2-dr., $305*, $240. '50| $625°, $400*. '52 SL Deluxe 2-dr., $360°, 
HUDSON—'54 Wasp 2-dr.. $330*: Hornet| Custom (8) 4-dr., $165*. '49 Deluxe 2-| $355*, $225°. '51 FL Deluxe 2-dr., $270, 
9-dr., $240*. °52 Hollywood Hardtop, | , oF-, $110°. " $210; 4-dr.. $126. eos* 
$300*. °51 Hornet 4-dr., $205*. KAISER—’51 Deluxe 2-dr., $165*. DODGE — 56 Royal (8) Lancer, $1, ° 
LINCOLN—’ 54 Capri 4-dr., $1,235* (ps). MERCURY — '54 Monterey 4-dr., $1,145*. 55 Royal Lancer 2-dr., $1,175*. °53 Cor- 
MERCURY—’56 Montclair 2-dr., $1,955* ’53 Custom 2-dr., $735*. °52 Custom 4- onet 4-dr., $290*. “ 
(ps); Custom Hardtop. $1,775*: Medal- dr., $460*. '51 4-dr., $285°, $240°. FORD—’57 Custom (6) 2-dr., $1,785. °56 
ist 2-dr., $1,300, 55 Montclair Hardtop, | °-DSMOBILE — '57 (88) Super Holiday, Country sedan, $2,000*; Fairlane (8) 2- 
$1,535*; ' Monterey 2-dr., $1,485*: conv... $3,370* (ps). ’°56 (88) Super Holiday, $2,- dr., $1,560*%: Custom (6) 2-dr., $1,195. 
$1,300°. °54 4-dr. $695° 53 Monterey 240* (ps). '55 (88) Super 4-dr., $1,770* ’55 Fairlane (8) Victoria, $1,370, $1,290°; 
2-dr., $725*. °52 "Custom 4-dr. $350° (ps). "53 €88) Super 4-dr., $860*. club coupe, $1,290*; 2-dr., $1,100*; Cus- 
$245°. . ’| PLYMOUTH—’55 en fH ean Ssoer — = a =a cate tee Geen 
aay 9 il -_ $1,000, $960, $950. ” voy 4-dr., . -dr., / ; 2-dr., $685. ’ oun- 
Meee assador Hardtop, $1598"; Rambin| °53 Cranbrook 4-dr., $510*. '52 Cran-| try sedan, $800*; Main (8) 2-dr., $630. 
4-dr., $1,225°. ‘53 Statesman  2-dr., 
$610*; Rambler club coupe, $300. 
OLDSMOBILE—’56 (98) Holiday, $2,600* 
(ps); (88) Holiday, $2,265* (ps). '55 (98) 
conv., $1,800* (ps); Holiday, $1,700* 
(ps); (88) 4-dr., $1,590° (ps), $1,540*. 
"S4 (88) 2-dr., $995*. ‘53 (98) 4-dr., 
$950° (ps); (88) Hardtop, $735* (ps). 


"62 (98) Holiday, $625* (ps); (88) 4-dr., 
$475. '51 (88) 2-dr., $250°. 

PACKARD—’55 Clipper Panama, $1,500*. 
"51 Clipper 4-dr., $265°. 

PLYMOUTH—’55 Savoy (6) 4-dr., $955; 
Plaza (6) 4-dr., $840; Suburban, $515. 
"4 Savoy 4-dr., $650; Plaza 2-dr., $480. 
"53 Cranbrook 4-dr., $455, $370; Cam- 
bridge 2-dr., $345. ‘52 Cambridge 4-dr., 


$245, $205. 

PONTIAC — '55 Star Chief (8) Catalina, 
$1,650° (ps); conv., $1,415* (ps); Chief- 
tain (8) 4-dr., $1,025. "54 Chieftain (8) 
station wagon, $1,050° (ps); 4-dr., $570. 
53 Chieftain (8) 2-dr., $625*° (ps); 4-dr., 


$565°. 
STUDEBAKER — ‘52 Champion 4-dr., 
$255°. 

DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 
Prices are for sale of Jan. 11.) 
(Considering weather co.ditions, mar- 
ket and activity wa. strong. The tem- 
perature was lu Sciow zero and we had 
about 4 inches of snow, while surround- 
ing localities had up to 12 inches, Sold 
106 cars out of 169 consigned.) 
BUICK—'56 Special conv., $2,110*; Cen- 
tury Riviera, $2,155*. '55 RM 4-dr., $1,- 
550° (ps); Super Riviera, $1,490* (ps); 
Special 2-dr., $1,340*, °54 Century 4-dr., 
$1,110°. '53 Super Riviera, $855*; 4-dr., 
$755*; RM Riviera, $655* (ps). 
CADILLAC — '57 Eldorado coupe Seville, 
$6,500° (ps). °56 Eldorado coupe Seville, 
$4.150° (ps). °50 (62) coupe de Ville, 


CHEVROLET—'56 Bel Air (8) Hardtop, 
$1,810°; 4-dr., $1,620°. '55 Two-ten (6) 
station wagon, $1,290; Bel Air (8) 4-dr., 
$1,185. ‘54 Bel Air Sport coupe, $850; 
One-fifty 2-dr. $405. "53 Two-ten sta- 
tion wagon, $770*; 4-dr., $675, $500; Bel 
Air 2-dr., $715°. '52 SL Deluxe 2-dr., 
$335°, $330*°, $310*. 51 SL Deluxe 4-dr., 
$350. ‘50 SL Deluxe 4-dr., $100. 

CHRYSLER—’51 Windsor 4-dr., $105°. 

‘57 Firesweep 4-dr., $2,790* (ps). 
"53 Powermaster 4-dr., $480. '51 Custom 
4-dr., $250. 

DODGE—'54 Coronet 4-dr., $625*. °’53 
Coronet 4-dr., $460. °52 Coronet Diplo- 
mate, $265. 

FORD—'57 Fairlane (8) 500 4-dr., $2,340*; 
Custom (8) 300 4-dr., $2,120°; Fairlane 







(8) 2-dr., $2,000%; Custom (8) 2-dr., 
$1,940. "56 Fairlane (8) Crown Victoria, 
$1,825° (ps); Victoria, $1,675*. '55 Cus- 
tom (8) 2-dr., $930, $930°. ‘54 Ranch 
Wagon, $775;--Main (6) 2-dr., $540. ’53 
Custom (8) 2-dr., 2 at $660. '51 Cus- 
tom (8) 4-dr., $175*, $115°. 

HUDSON — ’53 Hornet 4-dr., $370*, ’52 
Wasp 2-dr., $175. °51 Hornet 4-dr., 
$120°. 

KAISER—'53 4-dr., $595*. 

LINCOLN — '57 Premiere coupe, $4,300* 


(ps). '54 Capri coupe, $1,120* (ps). 

MERCURY—'55 Montclair coupe, $1,480*, 
Monterey coupe, $1,440, $1,070. '54 
coupe, $1,075*. 53 Monterey 4-dr., $755°*, 
$665*; coupe, $755. '50 4-dr., $210, $135. 

NASH—'53 Rambler station wagon, $595°. 
"52 Statesman 4-dr.. $245. °51 Rambler 
conv., $185. 

OLDSMOBILE—’56 (88) Holiday, $1,960*. 
"55 (98) 4-dr., $1,800* (ps); (88) Super 
Holiday, $1,785* (ps); Deluxe Holiday, 
$1,735*. '54 (88) 4-dr., $1,265* (ps). ’53 
(88) 4-dr., $655°. ‘52 (98) Holiday, 


$530°. 

PACKARD—’52 Clipper 4-dr., $265°. 51 
Clipper 2-dr., $230. 

PLYMOUTH—’57 Savoy (8) Sport coupe, 
$2,275*.” "56 Savoy (6) 4-dr., $1,280. ’55 
Savoy (&) 2-dr., $810, $795, $750. ’53 
Cranbrook 4-dr., $430, $425, $310. 

PONTIAC—’54 Chieftain (8) 4-dr., $710*, 
$700. ’52 Chieftain (8) Catalina, $350*. 

STUDEBAKER—’56 Champion 4-dr., $1,- 
335°. 54 Commander coupe, $785*. ‘52 
Commander 4-dr., $175*. 

MISCELLANEOUS — ’49 Chevrolet %-ton 
Pickup, $245. 


MINNEAPOLIS 


(Minneapolis Auto Auction, Sale every 
Wednesday. Prices are for sale of Jan.16.) 
(Our first sale after closing for the 
holidays saw bidding brisk but consign- 
ments down. Sold 82 out of 136 offerings.) 
BUICK—’55 Century 4-dr., $1,705* (ps). 
"54 Super Riviera, $1,145*. '53 
2-dr., $605. °50 Special 4-dr., $215*. 
CADILLAC—’57 (62) coupe de Ville, $5,- 
460° (ps). ’°55 (62) coupe de Ville, $3,- 
270* (ps). °53 (62) 4-dr., $1,110* (ps). 
CHEVROLET—’57 Bel Air (8) 4-dr., $2,- 
410° (ps). 56 Two-ten (6) 4-dr., $1,405, 
$1,385, $1,240. "55 Two-ten (8) 4-dr., 
$1,105, $1,100, $1,040; One-fifty 2-dr., 


%-ton stake, $355. '50 Ford %-ton pick- 
up, $350. 





Model Breakdown 


Of Auction Averages oe 


(Richard Abel Auto Auction, Sale every 





Jan., 1957 Dec., Nov., | Thursday. Prices are for sale of Jan. 17.) 

Model To Date 1956 1956 (Snow, wind and ons OOP, 7 _— of 

buyers, but we were cars. 

BIB c.ceccsertvns $2,420 $2,393 $2,422 BUICK.—’56 Super Riviera, $2,145° (ps). 
Be veneseeens 1,742 1,860 1,909 ’55 Super Ra eg *¢ am: — 
330 conv., $1, (ps). ’ juper ra, 
1955... 1,276 1,347 1 $1,310*. °53 Super station wagon, $980° 

a 885 938 1,006 (ps). =3 see Riviera, tak $300°. 
668 CHEVRO! —' 5 1 Air coupe, 
1953.............. 601 625 $2,500* (ps); 2-dr., $2,395*. ’56 Bel Air 
106872.............. 385 412 433 (8) Sport —, gg = 
264 300 ten (8) 2-dr., ’ ’ , ; e-fifty 
1951.............. 283 (8) 2-dr., $1,500°, '55 Bel Air (8) 4-dr., 
BP havinnsinss 198 213 235 $1,475*; 2-dr., $1,305*. Two-ten (6) 2- 
Overall dr., $1,015. ’54 One-fifty 2-dr., $510. ’53 
$1,044 Bel Air 2-dr., $775*, $705*; One-fifty 2- 

Average 971 1,009 1 dr., $405. 
$ $ r DeSOTO—’54 Firedome 4-dr., $925°*. 

FORD—’56 Fairlane (8) Victoria, $1,880*° 
’53 Country sedan, $600*; Custom (8) (ps); 4-dr., $1,660*; Fairlane (6) 2-dr., 
2-dr., $485. "51 Custom (6) 2-dr., $130. $1,120. °55 Country sedan, $1,600; Fair- 
’50 Custom (8) 2-dr., $150. lane (8) Victoria, $1,390%; club coupe, 
MERCURY — ’54 Custom 2-dr., $615. ‘51 $1,300*. '54 Crest (8) Victoria, $1,055*° 


(ps); Custom (8) station wagon, $1,260°; 
2-dr., $780*. '53 Crest (8) Victoria, $800*° 
(ps); Custom (8) 4-dr., $705*. °52 Cus- 
tom (8) 4-dr., $665°. 

HUDSON—’ 52 Pacemaker Brougham, $135°*. 


Custom club coupe, $175*. 
NASH—’54 Rambler station wagon, $850. 
OLDSMOBILE—’56 (88) Holiday, $2,030* 
(ps). °55 (88) Holiday, $1,540*. °54 (88) 
Holiday, $1,385* (ps). 


UTH—’ - , MERCURY—’57 Montclair Hardtop, $2,- 

ey 4-dt., $200. 51 Grasbrook > 950°; Monterey Hardtop, $2,850* (ps). 
dr., $140, '49 Deluxe 4-dr., $100. ‘55 Montclair Hardtop, $1,670°; coupe, 
PONTIAC—’56 Chieftain (8) 2-dr., $1,650°,| $1,650°; station ——, “aa ‘J — 
'55 Star Chief (8) Catalina, $1,550°, $1,-| ‘4dr. $1,385), $1,330°. | Ot. Mosnaxey 
475*. '54 Chieftain (8) 2-dr., $640*. '52| Coupe, $1,230"; 4-dr., $1, , $995°; 
Chieftain (8) Catalina, $240*. °51 Silver| _ Custom 2-dr., $775, $655. * 
OLDSMOBILE —'55 (98) 4-dr., $1,805 


Streak (8) conv., $130*; 4-dr., $105*. 
WILLYS—’56 station wagon, $1,155. 
MISCELLANEOUS — '55 Chevrolet %-ton 

up, $590; %-ton panel, $450. '52 Ford 

pickup, $800. °54 Chevrolet %-ton pick- 


(ps); (88) 4-dr., $1,650*. 
PLYMOUTH—’'55 Belvedere (8) 2-dr., $1,- 
200*. '54 Savoy station wagon, $890*. 


(Continued on Page 116, Col. 3) 





Ditzler Announces 


A Completely New Black 


Enamel 





With All These Plus Features: 






e Made with special black pigment, 
Ditzler’s new formulation of DQE-9000 
has improved flowout, build, and sta- 
bility. It retains its high gloss and color 
better than products made with conven- 
tional materials. Unusually fast drying 
prevents dust and dirt from settling 


and marring its brilliant sheen. 


e Try Ditzler’s brilliant new HiGloss 
Black and you'll see why this improved 
formulation gives you better black 
enamel finishes than anything you've 
previously tried. 


DITZLER COLOR DIVISION, 
Pittsburgh Plate Glass Company, 


Detroit 4, Michigan 


PITTSBURGH 


DITZLER 


PAINTS e GLASS e CHEMICALS e BRUSHES ¢ PLASTICS ¢ FIBER GLASS 


PLATE 
IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 


Easy Handling 
Better Build 
Smoother Flowout 
Faster Drying 


Excellent Gloss— 
Air-Dried or Baked 


Outstanding Color and 
Gloss Retention 


e Greater Durability 


GLASS COMPANY 









New Foundry Completed 


DETROIT. — Completion of new| plete line of molding equipment, 
foundry facilities for manufacture| electric melting furnaces and pro- 
of hard-facing alloys has been an-| duction machinery for manufactur- 
nounced by Wall Colmonoy Corp.|ing and packaging alloy welding 
The new foundry contains a com-| rods, electrodes and powder. 













PONTIAC—’53 Chieftain (8) 
’52 Chieftain bp 
MISCELLANEOUS — '53 Chevrolet 
pickup, $600; Ford %-ton pickup, $575. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. 
Friday. Prices are for sale of Jan, 18.) 

(Buyers and sellers were very active 
today. Buyers were looking for nice, clean 
cars to rebuild their stock for the new 
year. Sold 159 out of 269 offerings.) 
BUICK—’55 Super Riviera, $1,690; Century 
’53 Super Riviera, $770*. 
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Investigate the 
GREAT LAKES way 
to additional 









"5O Super 4-dr., 
CADILLAC— 





"56 (60) Special 4-dr., #4, 
(62) coupe de Ville, $3,940° (ps); 






The GREAT LAKES 
Line of Trailer 
Homes has gained 
an enviable position in the Mobile 
Homes Market. Sound engineering, 
quality materials, beauty of design 
and thoughtful planning are com- 
bined to make GREAT LAKES the 
Salable Line. 







Ville, $710* (ps), °49 (62) 4-dr., 
CHEVROLET—’57 Bel Air (8) 4-dr., 
. 56 Bel Air (8) 4-dr., 
; Two-ten (8) 2-dr., ; 
., $1,125; Two-ten 
. "54 Two-ten 2-dr., 2 
Deluxe 4-dr., 


a ee ae 









$355. 
CHRYSLER—’55 Imperial Hardtop, $2,300* 





ps). 

DODGE—’55 Royal Sport coupe, $1,440*. 

FORD—’'57 Fairlane (8) 500 4-dr., 
Custom (8) 300 4-dr., 
try Squire, $1,910*; 

’ ; Victoria, $1,750*; 

$1,435; Custom 






Ranch Wagon, 
, $1,325; Main 
, $1,200. '55 Fairlane (8) Crown 







wagon, $1,305; 4-dr., 
(8) Victoria, $1,090; 4-dr., 
"53 Crest (8) ‘Victoria, 
Victoria, $460; Cus- 





Your inquiries, by phone or letter, will 
be given prompt, thorough attention. 






"56 Premiere 4-dr., 







‘—'57 Montclair Hardtop, $3,200* 
; Monterey Sport coupe, $3,000* (ps); 
"56 Monterey 4-dr., 
‘55 Montclair coupe, 
"53 Custom Sport 












GUERDON INDUSTRIES, INC. 


MICHIGAN PHONE 6611 





OLDSMOBILE ° 
' "ss (88) Holiday, $1,640* (ps). 
; (88) Super 4-dr.. 
. "53 (98) 4-dr., 





MARLETTE, 








"50 (88) 4- -dr., 
PLYMOUTH— 54 
Cranbrook sedan, $315. "51 4-dr., 






Savoy 4-dr., 












































AS AN ADVENTURE 


INTO SPACE. 
















Space-modern NEW DESIGNLbléinds perfectly . . . fits perfectly, 
under the dash on all cars! 

New KEYBOARD CONTROLS, with pushbutton operation of 
clutch and 3-speed blower! 

New AUTOMATIC TEMPERATURE CONTROL adjusts coldness 
thermostatically with the turn of a dial—completely eliminates 
old-fashioned, inefficient by-pass valve! 

ELECTRIC CLUTCH (standard equipment for 1957) is auto- 
matically controlled! 

Outstanding BLOWER WHEEL air-flow system is silent and highly 
efficient . . . makes noisy fans obsolete. Utilizes 100% of 
coil surfacel 

HIGH CAPACITY LeHigh compressor is only one specially en- 
gineered for automotive use. Cools entire automobile in seconds! 





FITS 95% OF ALL CARS AND TRUCKS TWO MEN INSTALL IN THREE HOURS 


9 Oe ee mwmwme wee e ewww eww en we wen o ee ee ew ew ee we mewn oo owe 
FRIGIQUIP CORPORATION 

P.O. Box 7205 

Oklahoma City, Oklahoma 





We still have some areas 
available to strong, 

qualified distributors and 

dealers. Mail the coupon 
NOW—learn why the opportunity 
FRIGETTE offers in 1957 is 

“out of this world’! 


Send me the complete story about space-modern FRIGETTE for ‘57! 




















| AM____AM NOT LISTED BY DUN & BRADSTREET. 
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Used-Car Auction Prices 





(Continued from Page 115) 
4-dr., $615*. | PONTIAC—’55 Chieftain (8) Catalina, $1,- 
, 575*; conv., $1,480*; 4-dr., $1,090*, $1,- 
075*; Star Chief (8) 4-dr., $1,325*. '53 


Chieftain (8) 4-dr., $685°*. 


STUDEBAKER — '56 Golden Hawk Sport 
coupe, $1,980* (ps). °55 Commander 4- 


r., $1,130°. 


MISCELLANEOUS—’55 Ford %-ton pick- 
up, $500. °54 Ford %-ton pickup, $595. 


’51 Chevrolet %-ton pickup, $310. 


EBENSBURG, PA. 


(Ebensburg Auto Auction. Sale every 


Thursday. Prices are for sale of Jan. 17.) 
(Shortage of consignments caused 
prices to increase as the demand is very 
good, Sold 39 cars out of 53 offerings.) 
BUICK—’52 RM 4-dr., $400. ’37 RM 4-dr., 
$135. 
CADILLAC—’52 (62) 4-dr., $1,175*. 


CHEVROLET—’56 Bel Air (6) 4-dr., $1,- 


530°, '53 Bel Air 2-dr., $740*, $615; Two- 
ten 4-dr., $600. ‘52 SL Deluxe 4-dr., 
$375*; 2-dr., $360*, "50 SL Deluxe club 
coupe, $260; 4-dr., $130. °49 FL Deluxe 
2-dr., $120. 

DeSOTO—' 53 Custom 4-dr., $670; Firedome 
4-dr., $575*. °51 Custom 4-dr., $275*. 

DODGE—’50 Wayfarer 2-dr., $145. 

FORD—’57 Fairlane (8) 500 Victoria, $2,- 
340* (ps). °56 Country sedan, $1,660; 
Custom (8) 4-dr., $1,540*, $1,350*; 2-dr., 
$1,290. '55 Custom (8) 4-dr., $1,065; 2- 
dr., $985, "53 Crest (8) Hardtop, $745*. 
’52 Custom (8) 2-dr., $495*. '51 Deluxe 
(8) 4-dr., $260. '50 Deluxe (6) 2-dr., 
$115. 

MERCURY—’ 57 Monterey Hardtop, $2,695*. 
’52 4-dr., $395. 

PLYMOUTH—’55 Belvedere (8) 4-dr., $1,- 
170. 

PONTIAC—’55 Chieftain (8) conv., $1,- 


445°. °54 Star Chief (8) Catalina, $1,- | 
085*. '53 Chieftain (8S) 2-dr., $605. °52/ 


Chieftain (8) Catalina, $455*°, °'51 Silver 
Streak (8) 4-dr., $170*. 
STU DEBAKER—’52 Champion 2-dr., $205. 
WILLYS—’52 2-dr., $110. 
MISCELLANEOUS—’55 Ford %-ton pick- 
up, $695. '53 Ford %-ton pickup, $605. 


MASON CITY, IA. 


(Central States Auto Auction. Sale every | 


Wednesday. Prices are for sale of Jan. 16.) 
(Ten below zero weather has never 

been a helping factor for consignors or 

buyers. We have that kind of weather 

now.) 

BUICK — ‘56 Super 4-dr., $1,925* (ps); 


Century Riviera coupe, $1,875*. '55 Super 
Riviera, $1,600* (ps); Special 2-dr., $1,-/ 
340°. "54 RM 4-dr., $1,290° (ps); Special 


Riviera, $1,225*. ‘53 Super Riviera, $860°. 
CADILLAC—’56 (62) 4-dr., $3,610* (ps). 


‘5S (62) coupe, $2,830*° (ps); 4-dr., $2,- 
705° (ps). "54 (62) 4-dr., $2,295° (ps). | 
"52 (60) Special 4-dr., $1,115*. "51 (62) | 


4-dr., $845°. 


CHEVROLET—'57 Bel Air (8) 4-dr., $2,- 


315°; Sport coupe, $2,250*; Two-ten (8) 
4-dr., $2,110*. '56 Bel Air (8) Hardtop, 
$1,845*; 4-dr., $1,700*; Sport coupe, $1,- 
765°. °55 Two-ten (6) station wagon, 


$1,425°; 2-dr., $1,080, $1,025, $940; 4- 
dr., $1,060, $1,005; Two-ten (8) 4-dr., | 


$1,250*, $1,100*. '54 Two-ten 4-dr., $780. 


"53 Bel Air 4-dr., $715*, $685; Two-ten | 


See. 705; 2-dr., $620. "52 SL Special 
2-dr., $335. “51 SL Deluxe 2-dr. $280°. 
CHRYSLER—'55 NY 4-dr., $1,690° (ps). 


"54 NY 4-dr., $990° (ps), ’53 Windsor | 
4-dr., $550°. "51 NY 4-dr., $295*. "50 NY | 


4-dr., $205°. 


DeSOTO—'57 Firedome 4-dr., $2,850*. °55 














—a= 





$1,280*, $1,195. '54 Two-ten 4-dr., $830; 
2-dr., $825. '53 Bel Air Hardtop, $395; 
4-dr., $740*; Two-ten 4-dr., $795*, $700, 
$535*, $505*. '52 SL Deluxe club coupe, 
$555; 2-dr., $520*; 4-dr., $510, $180*" 
’51 SL Deluxe 2-dr., $475*; 4-dr., $380, 
$220*. °50 FL Deluxe 4-dr., $330; SL 
Deluxe 4-dr., $160*. '°49 SL Special 2 2-dr., 
$185; FL Deluxe 4- dr., $180, $150. 


CHRYSLER—’51 Windsor 4-dr., $400* 
DeSOTO—’55 Custom 4-dr., $1,625°*. "52 


Firedome Sportsman, $450*. ‘51 4-dr., 
$235*. 


DODGE—’53 Meadowbrook station wagon, 


$600; 4-dr., $435°*. 

’56 Country sedan, $1,980*, §$1,. 
965*, $1,885; Custom (8) 4-dr., $1,600, 
$1, 565°; 2-ar. $1,550*. °55 Fairlane (8) 
Hardtop, $1, 575; 4-dr., $1,505*, $1,415*; 
2-dr., $1, 415*; Ranch Wagon, $1,500*, 
$1,430; Custom (8) 2-dr., $1,250; 4-dr., 
$1,225. °54 Custom (8) 2-dr., $850, $790. 
’53 Custom (8) 4-dr., $695, $595; conv., 
$685*; Main (8) 4-dr., $630; 2-dr., 
$600*. '52 Crest (8) Victoria, $660*; Cus- 
tom (6) 4-dr., $555. ‘51 Custom (8) 
club coupe, $450*; 4-dr., $265°, $175; 
Victoria, $415. ‘50 Custom (6) 4-dr., 
$340; Deluxe (8) 2-dr., $270, $180, $175; 
Custom (8) 4-dr., $250; club coupe, $240. 
"49 Custom (8) ‘2-ar., $175. 


HUDSON—’52 Wasp 4-dr., $275*. 
LINCOLN — ‘57 Premiere coupe, $4,500* 


(ps). 


MERCURY—’56 Monterey 4-dr., $1,875* 


(ps); Custom 2-dr., $1,675*. ‘55 Mon- 
terey station wagon, $1,775*; Hardtop, 
$1655*. °53 Monterey Hardtop, $895*; 
club coupe, $820; 4-dr., $670. ‘52 Mont- 
erey Hardtop, $700; 4-dr., $650, "51 4-dr., 
$375*. '50 4-dr., $225. °49 4-dr., $240. 


NASH—’'51 Statesman 4-dr., $120*. 
| OLDSMOBILE—’52 (98) coupe, $715*; 4- 


dr., $440*; (88) Super 4-dr., $520*. ‘51 
(88) Hardtop, $570*; Super 4-dr., $420*, 
$390*. "50 (88) 4-dr., $370*; club coupe, 
$300*. 


PACKARD—'54 Patrician 4-dr., $1,100* 


(ps). 


PLYMOUTH—’56 Fury (8) Hardtop, §$2,- 


230*; Belvedere (8) 4-dr., $1,810°. ‘55 
Belvedere (8) station wagon, $1,450; 
Savoy (6) 4-dr., $920. "54 Savoy 2-dr., 
$820; 4-dr.. $700. ‘53 Cranbrook 4-dr., 
$550, $530. ‘52 Cambridge Suburban, 
$605; 4-dr., $385; Cranbrook 4-dr., $385. 
’49 4-dr., $110. 


PONTIAC—’55 Chieftain (8) Catalina, $1,- 


575*. °53 Chieftain (8) 4-dr., $720; 
Chieftain (6) 2-dr., $380. ‘52 Chieftain 
(8) station wagon, $650*; 2-dr., $400*. 
"51 Silver Streak (8) 4-dr., $350*°; 2-dr., 
$145. '49 Silver Streak (8) 4-dr., $115* 


STUDEBAKER — ‘51 Commander 4-dr., 


$150*. "50 Champion coupe, $290; Com- 
mander 2-dr., $120°*. 


WILLYS — ‘56 Jeep, $1,200. ‘53 station 


wagon, $800; Aero 4-dr., $325*. 


| MISCELLANEOUS—’56 Ford %-ton pick- 


up, $1,185. °55 Willys 1-ton pickup, §$1,- 
245; Volkswagen, $1,350. ‘54 Chevrolet 
%-ton pickup, $800; GMC %-ton pickup, 
$650. "52 Chevrolet %-ton pickup, $375. 
'50 Chevrolet i-ton stake, $530. ‘47 
Ford %-ton pickup, $105. 


MANHEIM, PA. 


(Manheim Auto Auction. Sale every Fri- 


|day. Prices are for sale of Jan. 11.) 


(Market good. Sold 276 cars out of 


419 offerings.) 
BUICK — ‘56 Super Riviera coupe, §$2,- 


435° (ps); RM Riviera 4-dr., $2,410° 
(ps), $2,300* (ps); Special Riviera 4- 
dr., $2,310*, $2,150*; Century Riviera 4- 
dr., $2,235; 2-dr., $§2,210°. °55 Special 
Riviera, $1,800*. 


CADILLAC — ‘57 (62) Hardtop, $5,105* 


(ps). ‘56 Eldorado 2-dr., $4,685*° (ps); 
Seville, $4,525* (ps). '55 Eldorado conv., 
$3,660* (ps); (62) coupe de Ville, $3,- 
025* (ps); conv., $2,950° (ps). 


Firedome 4-dr., $1,490* (ps). "53 Power- | CHEV ROLET -- ‘57 Bel Air (8) Hardtop, 


master coupe, $510. °52 Firedome 4-dr., | 
| 


$310°. 


DODGE — ‘55 Coronet 4-dr., $1,420*. °53 | 


Coronet 4-dr., $565*. 

| FORD — "57 Fairlane (8) 4-dr., $2,405*; 
Custom (8) 300 4-dr., $2,175*. ‘56 Fair- 
lane (8) 4-dr., $1, 675* (ps); Custom (8) 
2-dr., $1,395*. '55 Fairlane (8) Victoria, 
$1,.455*; Ranch Wagon, $1,265; Custom 
(8) 4-dr., $1,135, $1,100. °54 Country 
Squire, $1,270* (ps); Crest (8) Victoria, 
$1,050°; Custom (8) station wagon, $1,- 
190°; 2-dr., $950*. '53 Custom (8) 2-dr., 
$650. °52 Custom (8) 2-dr., $470; Main 
(8) 4-dr., $365. 


HUDSON—'55 Rambler Hardtop, $1,165*; | 


4-dr., $930. 54 Hornet 4-dr., $415*. 


$910*. 52 Cosmopolitan 4-dr., $390*. 
MERCURY—’57 Monterey coupe, $2,625*, 
$2,525. °56 Montclair coupe, $1,990* (ps). 


’51 Sport coupe, $290*. '50 Custom 4-dr., | 


$210°. 

OLDSMOBILE —'°56 (98) 4-dr., $2,580* 
(ps); (88) Super 2-dr., $2,055* (ps). '55 
(S88) Super 4-dr., $1,785* ‘ps); Deluxe 
Holiday coupe, $1,720*. ‘54 (88) Super 
Holiday coupe, $1,500* (ps), $1,275*. '53 
(88) Super 4-dr., $975* (ps), $865*, °52 
(98) 4-dr., $685*. °51 (88) Super 4-dr., 
$365°*. 

PLYMOUTH—’57 Savoy (8) 4-dr., $2,395*. 
'56 Belvedere (8) 4-dr., $1,670*; Plaza 
(6) 2-dr., $1,055. '55 Savoy (8) 4-dr., 
$1,115*. '54 Belvedere 4-dr., $1,285*. °53 
Plaza Suburban, $700; Cranbrook 4-dr., 
$480. °52 Cranbrook 4-dr., $305. '51 Cran- 
brook Belvedere, $290. 

PONTIAC—'55 Chieftain (8) 4-dr., $1,305*. 
54 Star Chief (8) 4-dr. $980* (ps). ’53 
Chieftain (8) Catalina, $740*; 4-dr., $495. 
'520 Chieftain (8) Catalina, $435*, °51 
Silver Streak (8) 4-dr., $205°*. 

MISCELLANEOUS—’55 Dodge %-ton pick- 
up, $770*. 


PORTLAND, ORE. 


(Portland Auto Auction. Sale every Tues- 
day. Prices are for sale of Jan. 15.) 
BUICK—'56 Special Riviera, $2,100*. '55 

Super Riviera, $1,875* (ps), $1,750* (ps); 

Century Riviera, $1,825*, $1,755* (ps); 

Special Riviera, $1,790* (ps). '54 RM 

2-dr., $1,500* (ps). '53 RM 4-dr., $745* 

(ps); Special 4-dr., $695*. '52 Super 4- 

dr., $620°%. ‘51 Super 4-dr.. $365*; 

Riviera, $255*; Special 4-dr., $315. ’50 

sedanet, $225*. 49 sedanet, $130*. 

CADILLAC—’53 (62) 4-dr., $1,500* (ps). 
"51 (62) coupe, $1,200*; 4-dr., $940*. '47 
(61) 4-dr., $105. 

CHEVROLET—'57 Bel Air (8) 4-dr., $2,- 
375*. °56 Two-ten (8) station wagon, 
$2,085*, $2,055*, 2 at $2,050*; Delray 
coupe, $1,750*; Bel Air (8) 4-dr., $1,- 
880*; One-fifty (6) station wagon, $1,- 
835*; Bel Air (6) 4-dr., $1,575. °55 Bel 

Air (8) Nomad, $1,905*; Two-ten (8) 

station wagon, $1,665, $1,550*, $1,450*; 

Delray coupe, $1,450*, $1,380*; 4-dr., 

$1,250, $1,225, $1,135; Two-ten (6) 4-dr., 





$2,400*. "56 Bel Air (8) station wagon, 
$2,100*; Hardtop, $1,890*, $1,860*°; conv., 
$1,850; 4-dr., $1,775*, $1,750°; Two-ten 
(8) Delray, $1,680°; 4-dr., $1,600*. ‘55 
Bel Air (8) conv., $1,430*; Bel Air (6) 
4-dr., $1,250°. '54 Corvette, $1,350; Bel 
Air station wagon, $1,075. 


CHRYSLER — ‘'5/ NY 4-dr., $3,425* (ps). 


’56 Imperial 4-dr., $3,050* (ps); NY 4- 
dr., $2,800* (ps); Windsor conv., $2,- 
375. "55 Saratoga Hardtop, $1,750*; 
Windsor sedan, $1,650*; Nassau sedan, 
$1,625*; NY sedan, $1,640*. 


DeSOTO — ‘55 Firedome 4-dr., $1,650° 


(ps), $1,420*; $1,360. "54 Firedome Hard- 
top, $790*. ‘51 4- dr., $175°*. 


| DODGE — ‘56 Custom Royal 4-dr., $1,- 
LINCOLN—’53 Cosmopolitan Sport coupe, | 


925*, $1,800; station wagon, $1,600°. °55 
Custom Royal 2-dr., $1,680*; Lancer, $1,- 
525*; station wagon, $1,610, $1,525. 


FORD — ‘57 Fairlane (8) conv., $2,450*; 


4-dr., $2,200*; 2-dr., $2,200*; Fairlane (8) 
500 Victoria, $2, 400° (ps). °56 Country 
sedan, $1,900*, $1,860; Ranch Wagon, 
$1,700, $1,635, $1,630, $1,600; Fairlane 
(8) Victoria, $1,600*. °55 Thunderbird, 
$2,100*. 


HUDSON -—— '55 Wasp Hardtop, $1,000*. 
LINCOLN — '57 Premiere 2-dr., $4,375* 


(ps). °55 Capri Hardtop, $1,885* (ps). 
"54 Capri coupe, $1,500* (ps). 


MERCURY — '57 Montclair Hardtop, $3,- 


025* (ps); 4-dr., $2,800*, §2,710*; 2- 
dr., $2,500*. °56 Custom Hardtop, §1,- 
750*; Montclair 2-dr., $1,700*; Monterey 
Hardtop, $1,630. 


NASH — ’57 Rambler station wagon, §2,- 


225*. ‘56 Statesman sedan, $1,680*,. ‘55 
Rambler station wagon, $1,125, $1,100*; 
2-dr., $940. '54 Statesman 4-dr., $830*. 
’52 4-dr., $300*. 


OLDSMOBILE — ’56 (98) Hardtop, $2,- 


650* (ps); 4-dr., $2,350* (ps%, $2,280* 
(ps); (88) Super 2-dr., $2,510* (ps); 
Holiday, $2,275*; Deluxe Holiday, $2,- 
360*. '55 (98) Holiday, $1,890* (ps), $1,- 
885* (ps), $1,870* (ps). '54 (88) 4-dr., 
$1,510. 


PACKARD — ’56 Patrcian sedan, $2,535* 


(ps). 55 Clipper 4-dr., $1,415*. *53 (400) 
4-dr., $650*. 


PLYMOUTH — ’57 Belvedere (8) 4-dr., 


$2,530* (ps), $2,325*; Plaza (8) 4-dr., 
$1,830. °56 Belvedere (8) Hardtop, 2. - 
800*, $1,725*; 4-dr., $1,705*. ’55 Bel- 
vedere (8) 4- dr., $1, 300°; station wagon, 
$1,200; Savoy (6) 4-dr., $1,185. 


PONTIAC — '56 Chieftain (8) Catalina, 


$1,950*; Star Chief (8) 4-dr., $1,910*. 
’55 Star Chief (8) Catalina, $1,580*; 
conv., $1,350*; Chieftain (8) station 
wagon, $1, 410, $1,390; 2-dr., $1,400. 


STUDEBAKER — ’57 President 4- dr., $2,- 


330° (ps). °56 Golden Hawk Sport 
coupe, $1,835. ’'55 Champion coupe, $1,- 
100*; 2-dr., $860; 4-dr., $800. ’°53 Com- 
mander Hardtop, $675. 


WILLYS — ‘*52 2-dr., $305, $300. 
MISC. — ‘57 Volkswagen 2-dr., $1,450 


"56 MG roadster, $1,500. °55 Mercedes 
(Continued on Page 117, Col. 1) 
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Used-Car Auction Prices 





(Continued from Page 116) 


Benz coupe, $2,900; Volkswagen station 
wagon, $1,790. 


ALBANY 


(Tim Anspach Auto Auction. Sale every 
Monday. Prices are for sale of Jan. 14.) 
(Boy, was it cold! 20 degrees below 
gero and colder. The dealers had the 
shivers, the cars had the shimmys and 
the market had the shakes. At least 20 
cars with frozen gas lines were unable 
te reach the auction block and were not 
registered. They'll be sold next Monday. 
Prices were really strong on nice cars, 
pretty strong on average cars, and pretty 
bad on rough ones, Strange to say, we 
did have a lot of buyers as we sold 63 
out of 98 offerings. Hope it thaws out 
next week.) 2 gu.0ss°. ‘ss 
I1CK—’56 Special iviera, 925°. ° 
g Riviera, $1,560* (ps). "53 RM 
Riviera, $810*. "52 Super Riviera, $500*. 
CADILLAC—’56 (62) 4-dr., $4,000° (ps), 
$3,600* (ps); coupe, $3,780*. '54 (62) 4- 
dr., $2,425* (ps); coupe, $2,400°. 
CHEVROLET—’55 Two-ten (8) 4-dr., $1,- 
400; Two-ten (6) station wagon, $1,550; 
4-dr., $990; 2-dr., $975; One-fifty (6) 4- 
dr., $900. '53 Two-ten 4-dr., $600. ‘52 
FL Special 2-dr., $400*. 50 SL Special 
9-dr., $220; FL Deluxe 4-dr., $200°. 


CHRYSLER—’54 NY 4-dr., $1,075* (ps). 
DeSOTO—'53 Firedome 4-dr., $660°, ‘51 
Sportsman coupe, $120. 

FORD—’57 Country sedan, $2,435°. "56 
Country sedan, $1,890*, $1,650°; Custom 
(8) 4-dr., $1,200; 2-dr., $1,080. ‘55 


Country sedan, $1,360; Custom (8) 4-dr., 
$1,250°, $1,160*. ‘53 Country sedan, 
$930*; Crest (8) Victoria, $660°; Custom 
Crest 


(8) 4-dr., $740*%; 2-dr., $490. ‘52 

(8) Victoria, $430*, $290°; Main (8) 2- 
dr., $360. ‘51 Custom (8) station wagon, 
$130. 
MERCURY—’57 Monterey 4-dr., $2,630° 
(ps); 2-dr., $2,500* (ps). "56 Monterey 
Sport coupe, $2,100* (ps). "55 Monterey 


Sport coupe, $1,400*. "54 Monterey Sport 
coupe, $1,110. °53 Monterey Sport coupe, 


$785*, $750. "52 Monterey Sport coupe, 
$420. 

OLDSMOBILE — ‘55 (88) Super Holiday, 
$1,625°. °54 (88) Holiday 4-dr., $1,330° 


(ps). "52 (98) 4-dr., $430°. 
PACKARD—'52 Clipper 4-dr., $270*. 
PLYMOUTH— 55 Plaza (6) 2-dr., $830. '53 

Cranbrook 4-dr., $375; club coupe, $330. 

‘51 Cranbrook 2-dr., $180. 
PONTIAC—'55 Chieftain (8) 2-dr., $1,240°. 
MISCELLANEOUS — ‘51 Chevrolet \%-ton 

panel, $110; Willys 1-ton stake, $600. '49 

Ford %-ton pickup, 

pickup, $150. 


FT. WAYNE, IND. 


(Carl Markers Auto Auction. Sale every 
Tuesday. Prices are for sale of Jan, 15.) 

(Market slow. Sold 45 cars out of 71 
offerings.) 


BUICK—’54 Special 2-dr., $1,265*, $1,175°*. | 


‘53 RM 4-dr., $770° (ps), $710°. 
CADILLAC— 54 (60) Special 2-dr., $2,200° 


(ps). 

CHEVROLET — ‘57 Two-ten (8) station 
wagon, $2,230. '56 Two-ten (6) 4-dr., $1,- 
350. '55 Bel Air (8) 2-dr., $1,020. "54 
Bel Air 4-dr., $815. 53 Bel Air 4-dr., 
$635. '51 SL Deluxe 4-dr., $320. 

CHRYSLER—'54 NY 2-dr., $1,230°. °53 


NY Hardtop, $630° (ps). 

DeSOTO—'53 conv., $475*. 

DODGE—'56 Custom Royal 2-dr., $1,700*. 
"53 Coronet 2-dr., $525. 

FORD—'56 Main (6) 2-dr., $1,885; Fair- 
lane (8) Victoria, $1,565*, $1,525°; Cus- 
tom (8) 4-dr., $1,405°; 2-dr., $1,195. "55 
Ranch Wagon, $1,275; Fairlane (8) 4-dr., 
$1,060°, 54 Crest (8) Victoria, $1,005; 
Ranch Wagon, $940; Custom (8) 4-dr., 
$680; Main (8) 2-dr., $480. ‘53 Main (8) 
2-dr., $625; Custom (6) 2-dr., $375. °50 


Custom (8) conv. $175. 
MERCURY — °55 Monterey 4-dr., $1,330° 
(ps). "52 Monterey 2-dr., , $395. "51 


_Custom 2-dr., $325. 

NASH—’53 Rambler station wagon, $690. 
"D2 Statesman 4-dr., $220. 

OLDSMOBILE—'56 (88) Holiday, $2,000*° 
(ps) 3:,5685*°. "55 (88) Holiday, $1,640°. 
‘51 (88) Super 2-dr., $300°. ‘50 (98) 
Holiday, $295. 

PLYMOUTH—’57 Savoy (8) 4-dr., $2,000*. 
"56 Savoy (8) 4-dr., $1,390. '53 Belvedere 
a. $500*. '52 Cranbrook Belvedere, 


PONTIAC—’53 Chieftain (8) Catalina, $1,- 
405°. 
STUDEBAKER — ’54 Commander 2-dr., 


MISCELLANEOUS — °53 Chevrolet %-ton 
Pickup, $485. 


CHICAGO 


(Greater Chicago Auto Auction. Sale 
every Thursday. Prices are for sale of 
Jan. 17.) 

(Sold 214 cars out of 308 offerings.) 
BUICK—’56 RM 2-dr., $2,360* (ps); 4-dr., 

$2,295* (ps); Century 2-dr., $2,300* 

(ps); Super 4-dr., $2,300* (ps). '55 Spe- 

cial 2-dr., $1,450° $1,430*. ‘54 Super 

2-dr., $1,280*, $1,160* (ps); Special 2- 

dr., $1,120*. 53 RM 2-dr., $870* (ps), 

$735* (ps), $700* (ps); Super 2-dr., 
$810*; Special 4-dr., $620*, $550. °52 

Super 2-dr., $480*, $300*; 4-dr., $450*, 

$350*; Special 4-dr., $350*. ’51 RM 4-dr., 

$325*; Special 2-dr., $255. 
CADILLAC—’57 (62) coupe de Ville, $5,- 

700* (ps). ’56 (62) Eldorado sedan, $4,- 

265* (ps); sedan de Ville, $4,105* (ps), 

$4,100* (ps); coupe de Ville, $3,905* 

(ps); conv., $3,800 (ps); coupe, $3,600* 

(ps), $3,550* (ps); 4-dr., $3,570° (ps), 

$3,520 (ps). '55 (62) coupe de Ville, 

$3,300* (ps); coupe, $2,915* (ps), $2,- 

750* (ps), $2,700* (ps); (60) Special 4- 

dr., $2,800* (ps). ’53 (62) conv., $1,360* 

(ps); (60) Special 4-dr., $1,340* (ps). 

"52 (62) coupe de Ville, $1,180* (ps). '51 

(62) 4-dr., $825*. °49 (62) 4-dr., $360°. 
CHE VROLET—’'56 Corvette, $2,550°; Bel 

Air (8) Sport coupe, $1,935* (ps), $1,- 

780*, $1,725*; Two-ten (8) station 

Wagon, $1,875*, $1,525; 4-dr., 

$1,400*; One-fifty (6) 2-dr., $1,215. 

Bel Air (8) Sport coupe, $1,430*, $1,- 

090°; 4-dr., $1,310*; 2-dr., $1,240°, $1,- 

100*; Two-ten (6) 2-dr., $1,050; Two-ten 

f8) 4-dr., $1,000. ’54 Bel Air 2-dr., $750. 

53 Bel Air 2-dr., $700*, $575*; Sport 

coupe, $450°; Two-ten 4-dr., $510; 2-dr., 


$290; Dodge %-ton| 


| STUDEBAKER — 
$33 





’52 SL Deluxe 2-dr., $350. ’°51 SL 
$280. 


$500°*. 
Deluxe 4-dr., 

CHRYSLER '55 NY Newport, $1,850* 
(ps); Windsor Nassau, $1,520*, ’51 
Windsor 4-dr., $300*; 2-dr., $260*. 

DeSOTO—’'55 Firedome 4-dr., $1,370* (ps). 
’53 Firedome 4-dr., $580*. 

DODGE—’56 Coronet (8) Lancer, $1,625*; 
4-dr., $1,550*. °55 Coronet (8) Lancer, 
$1,335*, $1,285*. °54 Coronet (8) 4-dr., 
$680*. '53 Coronet (6) Diplomat, $400*; 
Coronet (8) 4-dr., $375. °52 Coronet 4- 
dr., $205. 

FORD—'57 Thunderbird, $3,200*. '56 Fair- 
lane (8) Crown Victoria, $1,865* (ps); 
Victoria, $1,705*, $1,680° (ps); 4-dr., 
$1,655*, $1,650*, $1,575*. °55 Thunder- 
bird, $2,160* (ps); Fairlane (8) Vic- 
toria, $1,300* (ps), $1,160*; 2-dr., §$1,- 
125*; Ranch Wagon, $1,150*%; Custom 
(8) 4-dr., $925. °54 Custom (8) 4-dr., 
$805; Custom (6) 2-dr., $735*. ‘53 Cus- 
tom (8) 2-dr., $625; Custom (6) 2-dr., 
$375*; Main (8) 4-dr., $345. ‘52 Main 
(8) Ranch Wagon, $635. '51 Custom (8) 
Victoria, $340; 4-dr., $230. 

HUDSON—’55 Hornet Hollywood, $1,305* 
(ps); Wasp 4-dr., $1,050*. "54 Wasp 2- 
dr., $500*, $405. 

LINCOLN — '56 Premiere coupe, $3,075* 
(ps). '53 Cosmopolitan coupe, $790*. 
MERCURY—’'56 Monterey 4-dr., $1,790*; 
Custom Hardtop, $1,750*, $1,700*; 2-dr., 


$1,445; Montclair coupe, $1,695*. ‘55 
Custom 2-dr., $1,020. '54 Monterey 
coupe, $980* (ps); Sun Valley, $905; 4- 


dr., $780*, $710; Custom 2-dr., $770. '53 
Monterey coupe, $770*; Sport coupe, 
$660*. "52 Monterey coupe, $610; Custom 
2-dr., $380*. 

NASH—'55 Rambier station wagon, $1,- 
360°. °53 Ambassador 4-dr., $760*; 
Statesman 2-dr., $490; 4-dr.. $470, $370. 
"52 Rambler Country Club, $370, ‘51 
Statesman 4-dr., $250. 

OLDSMOBILE—'56 (98) 
(ps); 4-dr., $2,300° (ps); (88) 
$2,080*, $1,910*° (ps). ‘55 (98) 
$1,780° (ps); coupe, $1,600* 
Super 4-dr., $1,575* (ps). '54 
day, $1,605° (ps); (88) Super 4-dr., $1,- 
285°, $1,255* (ps), $1,220°; Holiday, $1,- 
240°; 2-dr., $1,220* (ps). °53 (88) Super 
4-dr., $760°. ‘52 (98) Holiday, $500*. 
"51 (88) 4-dr., $300°, $255°. 

PACKARD—'53 (300) 4-dr., $640° (ps); 
Clipper 4-dr., $540*°; Mayfair coupe, 
$525°. 

PLYMOUTH—'56 Belvedere (8) Hardtop, 
$1,830°; Savoy (8) 2-dr.. $1,295*. °55 
Savoy (8) Suburban, $1,350*; 4-dr., $1,- 
000, $940; 2-dr., $915; Plaza (6) 4-dr., 
$890. ‘53 Belvedere Hardtop, $375. 

PONTIAC—'56 Star Chief (8) 
$2,000°. "55 Chieftain (8) Catalina, $1,- 


(ps); (88) 


365°. °54 Star Chief (8) Catalina, $950°, | 


$930°. °53 Chieftain (8) conv., $820*; 
Catalina, $750*°, $730°, $665° (ps); 4-dr., 
$605° $540. 

"53 Commander 4-dr., 


0. 
M eee 56 Volkswagen 2-dr., 


SALT LAKE CITY 


(Sait Lake Auto Auction, Sale every 
Thursday. Prices are for sale of Jan. 17.) 
BUICK—’56 Special Riviera, $2,155*, 

120° (ps), $2,100°, $2,035°. ‘55 Cen- 

tury 4-dr., $1,810°; Super 2-dr., 

(ps); Special 2-dr., $1,405*. °54 Special 

4-dr., $1,255*° (ps); Super Riviera, $1,- 

185°; 4-dr., $1,165°, $1,050°. 

Riviera, $910*; RM coupe, $885* (ps); 

Riviera, $840° (ps). ‘52 Super Riviera, 

$550°. ‘°51 2-dr., 

$215*. b Special 
2-dr., ; 4-dr., $150*, $120°. 
CADILLAC—'56 (62) 4-dr., $3,825* (ps). 

"55 (62) coupe, $2,815° (ps); 4-dr., $2,- 

730° (ps). "54 (62) 4-dr., $2,550° (ps), 

$2,360* (ps). 53 (60) Special 4-dr., $1,- 
675° (ps); 

(62) coupe de Ville, $1,385*; coupe, $1,- 

100°. "51 (62) club coupe, $950*; 4-dr., 

$710° (ps). '49 4-dr., 2 at $215. 
CHEVROLET—'57 Bel Air (8) Hardtop, 
$2,650° (ps), $2,530° $2,500*; Sport 
coupe, $2,470*, $2,425*°; 4-dr., $2,380° 

(ps), $2,375"; coupe, $2,535*; station 

wagon, $2,575*; Two-ten (6) 4-dr., $1,- 

900. "56 Bel Air (8) Hardtop, $2,125*, 

$2,050°; Sport coupe, $2,075°, $2,025*, 

$2,020°, $1,955°; 4-dr., $1,865*, $1,850°*, 
$1,795°, $1,785*, $1,765°, $1,755*, $1,- 
735°; Two-ten (8) Sport coupe, $1,900*; 
4-dr., $1,775*; Two-ten (6) sedan, $1,- 
605°; One-fifty (8) 2-dr., $1,575*, 
Bel Air (8) Sport coupe, $1,765*; Hard- 


top, $1,450; 4-dr., $1,335, $1,190; Two-ten 


(8) station wagon, $1,545, $1,540; 4-dr., 


$1,000*; Two- ten (6) 4-dr., $1,165, $1,- 


060; 2-dr., $1,010. °54 Two-ten 4-dr., 
$920; coupe, 2 at $900; Bel Air 4-dr., 
$885*. '53 Bel Air Hardtop, $825*, $740*; 
4-dr., $775*, $650; One-fifty 
wagon, $685; Two-ten 4-dr., $650*, $560. 
*52 SL Deluxe club coupe, $220. 51 SL 
Deluxe 4-dr., $350°*. 


CHRYSLER — '57 Imperial sedan, $5,200* 


(ps); coupe, $5,000* (ps). °55 Windsor 
4-dr., $1,595*. ’°53 NY club coupe, $775* 
(ps). 52 Saratoga 4-dr., $570*; Windsor 
4-dr., $305* (ps). 

— '57 Sportsman coupe, $3,150* 
(ps). '55 Firedome 4-dr., $1,480*, 


DODGE—'57 Coronet (8) Hardtop, $2,825*. 


*55 Coronet (8) 4-dr., $1,360; Hardtop, 
$1,335. '54 Wayfarer 2-dr., $665. ’53 Cor- 
onet (8) 4-dr., $590*°; Wayfarer 4-dr., 
Sie club coupe, $300*. '50 club coupe, 


FORD—'57 Fairlane (8) Victoria, $2,700*; 


Country sedan, $2,700*; Rance 
$2,450; Custom (8) 2-dr., $2,250. 
Fairlane (8) conv., $1,870*; Victoria. $1,- 
835°, $1,700*, $1,695* (ps), $1,645*; 4- 
dr., $1,735"; Country sedan, $1,800*; 
Custom (8) 4-dr., $1,560*; 2-dr., $1,435; 
Custom (6) 2-dr., $1,250 '55 Ranch Wag- 
on, $1,510; Fairlane (8) Victoria, $1,470, 
$1,425, $1,310*; 4-dr., $1,370*; 2-dr., $1,- 
225; Country sedan, $1,400*; Custom (8) 
4-dr., $1,220; 2-dr., $1,150; Main (8) 
2-dr., $915; Main (6) 2-dr., $850, $695. 
*54 Ranch Wagon, $1,200*; 

2-dr., $885; 4-dr., $885, $860*, $775; 
Crest (8) 4-dr., $850; Country sedan, 
$860; station wagon, $650. 
conv., $735*; conv., $650*; -, $420; 
2-dr., $385. °52 Crest (8) Victoria, $750*, 
$645*; Custom (6) 2-dr., $325*. '51 Cus- 
tom (8) club coupe, $280; Victoria, $235*. 


HUDSON—'53 Hornet 4-dr., $325°. 
LINCOLN — ’57 Premiere coupe, $4,750* 


(ps), $4,730* 
$2,170* (ps). 


(ps). °55 Capri Hardtop, 


Catalina, | 


"53 Super 


(62) conv., $1,465* (ps). °52 


"55 


station 


Holiday, $2,615* | 
4-dr., | 
Holiday, | 


(98) Holi- | 





OLDSMOBILE — '57 


MERCURY—'57 Monterey Hardtop, $3,200* 


$3,100*, °56 Monterey club coupe, 

. '55 Monterey Hardtop, $1,740*; 

coupe, $1,565*; 4-dr., $1,500*; Custom 

Hardtop, $1,555*, $1,485. °54 Monterey 

station wagon, $1,500*%; 4-dr., $1,000; 

Custom 4-dr., $890*%. °53 4-dr., $760* 

(ps), $730*%, $630*%, $595*, $540°. ‘52 

Hardtop, $665*, '51 4-dr., $275. 

(88) Holiday coupe, 
$3,135* (ps). '56 (88) Holiday 2-dr., $2,- 
200*. °55 (98) sedan, $1,905* (ps); (88) 
Holiday coupe, $1,755*; 2-dr., $1,385*. 
(88) 4-dr., $990* (ps), $845°%; 2-dr., 
$860*. °52 (98) 4-dr. $505*; (88) 4-dr., 
$435. °51 4-dr., $235*, '49 4-dr., $100*. 

PACKARD—’ 55 Clipper sedan, $1,635* (ps). 
’54 club coupe, $800. '50 4-dr., $145*. 

PLYMOUTH— 56 Savoy (8) 4-dr., $1,660*, 
$1,575. '55 Savoy (8) Suburban, $1,395; 
4-dr., $950; Plaza (8) 4-dr., $930. '54 
Belvedere Hardtop, $900*; 4-dr., $820* 
(ps); Savoy station wagon, $805; 2-dr., 
$545. '50 2-dr., $155; club coupe, $135. 

PONTIAC—’56 Chieftain (8) Hardtop, $1,- 


975*. '55 Chieftain (8) station wagon, 
$1,750*; Catalina, $1,445*, °54 Chieftain 
(8) 4-dr., $800*, °53 Chieftain (8) sedan, 


$540*, ’51 Silver Streak (8) 2-dr., $300*; 
4-dr., $185. °50 Silver Streak (8) 2-dr., 
$115°*. 

STUDEBAKER—’56 Golden Hawk Hard- 
top, $1,900* (ps). '55 Commander coupe, 
$1,100. '53 Commander 2-dr., $445. 

WILLYS—’56 (6) station wagon, $1,675. 

MISCELLANEOUS — '57 Chevrolet %-ton 
pickup, $1,900, $1,860. ’°56 Chevrolet %- 
ton pickup, $1,055. °55 Willys %-ton 
pickup, $1,100, $1,050. °54 Dodge %-ton 
pickup, $500, '53 Chevrolet %-ton pickup, 
$510, $505, $495; %-ton stake, $400; 
Ford %-ton pickup, $495. °52 Chevrolet 
%-ton pickup, $385; Willys %-ton pick- 
up, $400; Ford 1%-ton Brownlite, $430. 
"50 Chevrolet %-ton panel, $265. °48 
Dodge %-ton panel, $305; Ford %-ton 
pickup, $120. 

* * * 


— Auctions in Brief — 
INDIANAPOLIS 


Ken Schaefer Auto Auction, Inc, Sale 
every Thursday (Jan. 17). One of the cold- 
est days on record here held our consign- 
ment to 150 cars, However, bidding was 
active and clean cars held their own. 

* * * 


ST. LOUIS 
St. Louis Auto Auction Barn. Sales every 
Tuesday and Friday (Jan. 8-11). Consign- 
ment getting back to normal and demand 
good on most makes and models, Sold 222 
out of 353. 
* * * 


DANVILLE, VA. 

Danville Auto Auction. Sale every Wed- 
nesday (Jan. 16). We had this Eastern 
Seaboard covered with slick ice which did 
not melt until afternoon. This made travel- 


ing very hazardous and brought our sales 
down to a complete stall for today. We 
cried a few bids and sold some cars, how- 
sufficient in number for any 
worthwhile report. All clean cars are selling 
well, but our special demand now is for 
’54, 55 and ’56 light cars. The entire year 


ever, not 
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of ’'56 was-good for the dealers in this area, 
and while there are always 
not going to make the grade in 
our outlook is for a far better year in ’57 
than we enjoyed in '56. We are speaking 
for the entire automobile dealer group in 
this section of the country. 
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DEALER INQUIRIES INVITED 


RN 


OXbow 


TTT 


Factory: Belleville, M aalelil 


Dealers across the country have 
found the Draw-Tite Trailer Hitch 
a profitable accessory. Over 
500,000 satisfied car owners 
testify to the preference for this 
hitch. You will find it sells easily 
and helps other accessories. Fac- 
tory shipments within 24 hours 
reduce your inventory. Remem- 
ber, Draw-Tite hitches—and coup- 
lers—are priced to help you make 
money. 















@ Solid bar cold rolled steel 
@ Hauls up to 2000 Ibs. G.W. 

@ Cadmium or polished chrome 
plated 
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Hold 
ROUND? 





Today Stewart Mobile homes are seen 
and bought everywhere...and they can 
be sold from your showroom or used 
car lot. You, who have the proven 
ability to sell...and with practically 
no increase in personnel or facilities 
---Can now get plus profits from selling 
STEWART mobile homes. 


ACCEPTED LINE 


Stewart Mobile Homes ...seen and 
bought everywhere ...are accepted as 
one of the very best manufactured to- 


day. A complete line of coaches, with 
merchandising aids that back you up, will 
assure you, os an exclusive Stewart dealer 
in your area, of real sales potential. 


For details, write, wire or call today. 


EASY FINANCING 


Stewart Coaches are recognized by all 
well-known trailer financing firms. Re- 
quirements as to sturdiness, long life, high 
resale value, and backing by a well 
established financially responsible manu- 
facturer, have been fully met. For qual- 
ified dealers, we can arrange financing. 
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VAST MARKET 


Nearly two million Americans are residents 
of mobile homes. In 1956, approximately 
115,000 coaches were sold at a retail 
sales figure of nearly $500,000,000. 
Why don't you share in this great market? 
Be a franchised Stewart dealer and cash 
in on plus profits month after month. 





STEWART COACH INDUSTRIES, INC. 


Department AN © Bristol, Indiana 
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By Martin L. Whitmyer 
Staff Writer 


Is advertising being improved as 
much and as rapidly as its growing 
importance in the economy 
requires? 


That's the question Arthur E. 
board chairman of 
Tatham-Laird, of Chicago, posed 
before members of the Detroit 
Adcraft Club recently. 


In an effort to answer the ques- 
tion, he used the automotive busi- 
ness as offering a seemingly “ideal 
climate for the flowering of creative 
talent.” 

“Large appropriations, producing 
large agency commissions, ought to 
enable automotive advertisers to 
demand and to receive the finest 
content for their advertisements 
which the industry is capable of 
producing,” Tatham said. 

Tatham pointed out that 
researchers have found that in the 
last 25 close to $2 billion of 
a total national advertising ex- 


Off to the Showroom— 


The first_ of 200 Studebakers begin winding their way ovt of a Kansas City parking 
area in a mass dealer driveaway. Dealers picked up the cars following a meeting to 
discuss introduction plans for the 1957 Packard Clipper. Practically all dealers in the 
Kansas City zone have been contracted with the new full-line Studebaker-Paockard 
franchise to handle both lines of cors. 
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penditure of $20 went for auto ad- 
vertising. This, he noted, would 
have been spent on a relatively 
small number of very large ac- 
counts, and would have brought 
$300 million in agency commissions. 
“Everything in the situation 
should have made it possible to 
spend extravagantly for creative 
talent and to produce a parade of 
the finest advertising in America,” 
he said. 
But what actually happened 
the last 25 years. Julian 
Watkins’ “100 Greatest Advertise- 
ments” contained only four auto 
ads. Another “outstanding adver- 
tising researcher” concluded that 
auto advertising fell “at or below 
the average level of interest for 
all advertising” — except possibly 
for ads containing the first pic- 
tures of each year’s new lines. 
Turning to what might ail auto 
advertising, Tatham rejected the 
notion that cars might simply be a 
dull subject and read a piece of 














Oil City, Pennsylvania 


HERE | GO 
AGAIN... 


calling on millions of American 
motorists to tell them about 
the advantages of using 

a Pennsylvania motor oil!”’ 





Throughout 1957, your customers 
will see Pete Penn promoting 
Pennsylvania motor oil in these 
leading national magazines: the POST, 
TIME, SPORTS ILLUSTRATED, 
OUTDOOR LIFE and FARM JOURNAL. 


Over 96,500,000 advertising messages 
in these publications will help build acceptance 
for your brand of Pennsylvania motor oil. 


Your suggestion to “refill-with-Pennsylvania”’ will help 
you capitalize on Pennsylvania’s superior reputation, 
maintained through 33 years of consistent advertising. 


PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION 


—- 


auto advertising copy to show that 
the agencies involved are competent 
wordsmiths. 


Then Tatham confessed to a trick 
he had pulled to support his con. 
tention that auto advertising lacks 
contents: 

“The sparkling copy I read wag 
not taken from one automotive ad; 
it was taken from four automotive 
ads. All of them appeared in the 
Jan. 19 issue of Saturday Evening 
Post. I took a few sentences from 
each and combined them. 

“Yet the copy fitted together as 
smoothly as though it had been 
written for one ad about one car. 
Could this happen if each ad con- 
tained an important and useful and 
individual message for the public? 
Can you build effective individual 
brand ads out of interchangeable 
parts.” 

Conceding that the auto manu- 
facturers employ “some of the 
finest agencies in America,” 
Tatham questioned whether the 
problem isn’t one of emphasis or 
where the advertising agency fees 
shall be spent. 

“Shall it be in extra service or 
shall it be in extra breadth and 
depth of creative effort? he asked. 
It’s awfully easy to demand and 
get the tangibles of service, simply 
because they are so tangible,” he 
said. 

“But it is also important to 
remember that the goose which lays 
the golden egg of advertising is the 
creative goose. When millions are 
to be spent for advertising, it’s hard 
to imagine how too much creative 
effort could be applied.” 

© * aa 


Moore Lauds Ad Change 


“The termination of the old- 
fashioned cooperative advertising 
agreements gives both automotive 
dealers and the manufacturer new 
freedoms and opportunities,” 
according to Wendell D. Moore, 
Dodge advertising director, 

“The manufacturer may now 
concentrate all his efforts on 
developing a wide national 
acceptance for his product, while 
the dealer can devote his efforts 
to developing the local preference 
for his own dealership. 

“We, as manufacturer, will con- 
tinue to direct our entire effort, via 
the most effective media, in order 
to increase the public acceptance 
and preference for our products. 
Because we have only one message 
to tell, we shall be able to obtain 
greater value for each dollar that 
we spend. This is a vital factor 
because, in a modern economy, both 
marketing and manufacturing costs 
must be combined to determine the 
cost of the product. 

“Our dealers will also be freed 
from a dual responsobility and 
have an excellent opportunity to 
direct all of their efforts to creat- 
ing local preference for their 
dealership. The dealer can con- 
centrate on promoting his dealer- 
ship as the perfect place to buy 
and service a new or used car or 
truck. 





“I feel certain that the dependa- 
ble dealer who concentrates his ad- 
vertising message on top service to 
his retail customers will enjoy an 
ever increasing share of his local 


market.” 
= = 


= 
Loveman Dead at 46 
Wesley J. Loveman, 46, advertis- 
ing vice-president at Geyer Adver- 
tising, Inc., died Jan. 8 at North 
Shore Hospital, Port Washington, 
mu 


Mr. Loveman joined Geyer in 
1940. He was elected a vice- 
president of the Geyer agency in 


1952. 


* * * 


DeSoto Appoints Petok 

Sam Petok has been named pub- 
lic relations director for DeSoto. He 
formerly was in charge of Chrys- 
ler Corp.’s New York office, 

Petok entered the automotive 
field with Kaiser-Frazer Corp. in 
1950. 

= = 


= 
Avis Ups Ad Budget 

Avis Rent-a-Car System will un- 
veil its first million-dollar ad pro- 
gram at its seventh national busi- 
ness and sales convention in Chi- 
cago next month. 

“The program is 40 percent larger 
than last years,” according to Wil- 
liam M. Tetrick, president. 

An tmportant innovation will be 
in merchan- 


strong participation 

dising .and promotions by the 
parent: company as well as the 
(Continued on Page 119, Col. 1) 
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independent franchised operators 
affiliated with the system, Tetrick 
manent and radio advertis- 
ing will be used by local Avis affili- 
ates for the tie-in campaign. 

The national advertising program 
will break into the million-dollar 
dass with a campaign of continu- 
ous four-color advertisements in 
major national magazines aimed 
at the important business and vaca- 
tion travel markets, Tetrick said. 


* * + 


OAI Slices Ad Program 

A budget of $2,612,910 for Oil In- 
dustry Information Committee 
activities in 1957 has been approved 
by the board of directors of the 
American Petroleum Institute. 

The 1957 budget represents a 
decrease of $582,090 from the 1956 
budget of $3,195,000. : 

The bulk of the half-million 
dollar-plus decrease is accounted 
for in the reduction of the API’s 
advertising program for 1957. The 
Institute will confine its 1957 adver- 
tising program to jobber-dealer and 
trade publications. ; 

In discussing the changes in the 
advertising program, the OIC said 
that it was not dissatisfied with its 
present program but that it felt 
it was not getting its message 
across fully. Therefore, the decision 
was made to discontinue popular 
media advertising until the whole 
program can be reappraised, 

> * * 


Garrett Has New Office 

Paul Garrett, retired public 
relations vice-president of Gen- 
eral Motors Corp., has opened 
his own office in the International 
Building at 630 Fifth Ave., New 
York 20, N. ¥. 


* > 


Ford Adds TV Show 

Ford division has assumed al- 
ternate week sponsorship of “The 
Dick Powell-Zane Grey Theater” 
over the CBS television network. 

Ford alternates with Instant 
Maxwell House Coffee in sponsor- 
ing the Friday night dramatic 
series, on which Dick Powell is the 
regular host and occasional star. 

+ = = 


McSweeney Opens Agency 

Eugene M. McSweeney, former 
ad director of the Boston Post, has 
announced the formation of 
McSweeney-Finlay Co., with head- 
quarters at 1015 Little Building, 
Boston. 

The firm will specialize in expo- 
sition and convention management, 
association management and pub- 
lic relations, McSweeney said. 


Trucking Paper Picks Allman 


Transport Topics, weekly new s- 
paper of the motor freight carriers, 
has announced the appointment of 
Allman Co., Detroit, as its advertis- 
ing representative. The account 
formerly was handled by Gray & 
Rogers, Philadelphia. 

* 


Cushing Goes to N.Y. 


George H. (Harry) Cushing, 
special features writer in Chrysler 
Corp. public relations at Detroit, 
has been promoted to public rela- 
tions representative in New York 
City. He succeeds Sam Petok, who 
has been named director of public 
relations for DeSoto. 

Cushing joined Chrysler Corp. at 
Detroit in 1954 as a staff writer 
in the Press Information Service 
section. Before joining Chrysler, 
Cushing had been with McCann- 
Erickson, Inc., the corporation’s 
ad agency. 


* * * 
Special Enquirer Edition 
The Cincinnati Enquirer pub- 
lished a special edition Jan. 20 in 
conjunction with the Cincinnati 


Automobile Show. 
= +. + 


Names 


Harrison W. Bullard, formerly a 
member of the Saturday Evening 
Post’s advertising office in New 


York, has been appointed manager 
of the magazine’s Minneapolis ad- 
vertising office. He succeeds Orin 
S. Wernecke, 


who was named sales 


Affecting Factories and Dealers .. . 


Auto Advertising 


(Continued from Page 118) 





manager of the publication’s west- 
ern region. 


Roy Husbands, formerly Detroit 
ad manager of Woman’s Home 
Companion, has joined Family 
Week magazine, Inc., as Ohio terri- 
tory manager, with offi~es in Cleve- 
land. 


John B. Gray, who joined Ross 
Roy, Inc., last February as copy 
director, has been elected a vice- 
president. 

Vincent F. Aiello and William J. 
Griffin jr. have been elected execu- 
tive vice-presidents of Kudner 
Agency, Inc. Paul E. Newman was 
elected senior vice-president and 
Amedee Cole, member of the board. 

Don Wiener has been appointed 
administrative assistant to the vice- 
president and manager of the De- 
troit office of McCann-Erickson, 
Inc. Wiener formerly was with 
Ford Motor Co., where he served 
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as supervisor of engineering ad- 
ministration in the tractor and im- 
plement division. 

Joseph T. Foley has joined Hall- 
Scott & Associates, Detroit, as 
account executive. He formerly was 
with Ruthrauff & Ryan, Inc. 

Ed Kandlik, Chicago Daily News 
auto editor, has been named to 
succeed Herman G. Seely as finan- 
cial editor. Seely retired Jan, 11. 
Succeeding Kandlik as auto editor 
is James S. Lewis, formerly of 
Business Week. 

Alexander Stewart, formerly on 
the advertising promotion staff of 
Collier’s magazine, has joined the 
Washington offices of “U. 8. News 
é@ World Report” in a similar 
capacity. 

Robert N. Woodruff, a former 
vice-president of Crow el11-Collier 
and manager of its Detroit office, 
has joined Metropolitan Sunday 
Newspapers, Inc. as head of its De- 
troit office. Robert G. Saltsman, 
formerly of Collier’s Detroit office, 
also has joined Metro as a member 
of Woodruff’s staff. 

Harley L. McDevitt, automotive 
advertising manager in Detroit for 
National Geographic magazine 
since 1949, will become Eastern ad- 
vertising manager on Feb. 1, with 


Greater visibility, less glare 








HIGHEST TRADE-IN 
FOR YouR OLD 
CAR -REGARDLESS 
OF CONDITION 








“This is all that was left of my 
old car.” 





headquarters in the RCA Building, 
New York. Succeeding McDevitt in 
the Detroit area will be William A. 
Boeger jr., a New York advertising 
agency executive until he joined 
National Geographic late last year. 


Louis S. Weitzman has been 
named assistant promotion man- 
ager of the Bureau of Advertising 
of the American Newspaper Pub- 
lishers Assn., Inc, Weitzman moved 


with 


GUIDE “VIEW-FINDER” MIRROR! 





to the Bureau over a year ago from 
the American Broadcasting Co, 

Edward J. Corbett jr. has been 
appointed creative director for the 
Detroit office of Geyer Advertising, 
Inc. Corbett joined Geyer in 1946 as 
a copywriter, 

Gordon H. Bickley has been 
named assistant advertising mana- 
ger of Gar Wood Industries, Inc., 
Wayne, Mich. Bickley joined Gar 
Wood in 1954. 

Paul Stearns Ellison has been ap- 
pointed director of public relations 
for Cook Electric Co., Chicago. 
For the last eight years Ellison has 
operated his own consulting busi- 
ness. 

LeRoy Menzing, a former senior 
editor on Petroleum Week, 
McGraw-Hill publication, has been 
named editor of the magazine. He 
succeeds Herbert A. Yocom, who 
will remain as consulting editor. 

Campbell-Ewald Co., Detroit, has 
announced the appointment of W. 
Robert Woodburn, formerly a cre- 
ative writer for the department, to 
writer-producer handling special 
assignments for all agency ac- 
counts; Robert S. McTyre as assist- 
ant television-radio copy chief and 
group supervisor, and Thomas E. 
Armstrong, copy group supervisor. 





Night or Day, a flick of your 





finger Automatically places 


mirror in 


correct viewing position! 





Guide Lamp 


GUIDE LAMP DIVISION ¢ GENERAL MOTORS CORPORATION ¢ ANDERSON, INDIANA 





Night or day, a flick of your finger, the glare’s gone—the view remains! 
At night, with Guide's new “View-Finder” mirror, you place the tab on “Night” 
—automatically you have clear, comfortable nighttime vision! No more 


blinding headlight reflection from traffic behind you! Daytime, place the 
tab on “Day”—you have a full, undistorted view of the road behind! And 
that’s only part of the “View-Finder” mirror's beauty! Compact new 
stainless steel design takes less windshield space, still provides same wide- 
view mirror area. This adds nearly ten per cent more forward visibility, 
which means greater safety and convenience for you. The Guide "View- 
Finder” rear view mirror is available now, at General Motors dealers. 





--- BRIGHTEST NAME IN LIGHTS 
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Panel Lists Roads to Shop Profits |, | 


(Continued from Page 24) 
job both well and rapidly to satisfy 
the customer. 

We take advantage of all schools 
and training programs offered by 
the manufacturer. We send key 
mechanics to the schools and they 
in return help the rest of the 
mechanics in our organization. 

We pay mechanics who go to 
these schools full salary and all ex- 
penses, This seems expensive but 
in the servicing of customers’ cars 
and trucks, we have the correct 
servicing with the full knowledge 
of the product and this saves us 
time and expense. 

* * ea 


We have a Master Technician’s 
Service Conference once a month 
at which we have 100 percent at- 
tendance of our mechanics. This 
is furnished by our manufacturer 
in film and training information 
as well as reference books covering 
each monthly subject, and an ex- 
amination form for each mechanic. 

At the close of each meeting the 


mechanics take this examination 
and they are then sent on to the 
factory for grading. 


Special service letters and bul- 
letins when received are read and 
all the information is passed on 
to the key personnel and ex- 
plained in detail. In turn. these 
bulletins are filed in binder form, 
and all mechanics are required to 
read and initial them. 

These bulletins are made conveni- 
ent for the mechanics to refer to 
at any time. Also our parts man- 
ager and his staff are asked to 
read them and correct their inven- 
tory with the recommended part. 

We recommend that every dealer 
take time to read these bulletins | 

and initial them. And another thing, 
do not get worried if they get soiled 
or show use. Your manufacturer 
will be happy to replace them. | 


* * * 


Value of Service Manuals 


The service manuals furnished 
explaining all the technical infor- | 





mation, diagrams, etc., are valuable 
for the mechanic and we encourage 
them to take them home and study 
them. 

We have 15 mechanics in our 
organization and we feel that 
they are all technicians. They all 
know the changes and correc- 
tions and how to make the cor- 
rections on units that are giving 
trouble. 

We highly recommend giving all 

the information possible to your 


men. We find in our organization | 


we are able to diagnose trouble 


quickly and repair it without delay | 
to our customers. We take care of | 


the customer without having to 
call on our factory for help. 


We feel that this training pro-| 
gram results in savings, both for} 


ourselves and our factory, as well 
as giving us better satisfied cus- 
tomers. 

(Ball then discussed service ques- 
tions.) 

Q. How does one serve a need— 
make a sale? 
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“Come, come, Swartz! Where’s 
that ol pep I sent you out with 
this morning?” 





A. I would say one very im- 
portant way is to recommend ex- 
tra work the shop personnel 
observed as being needed for safe, 
efficient operation. 
| Owners appreciate your thought- 
fulness and most always respond 
| affirmatively. 
| Q. What does the customer want? 
| A. All customers want: 





chevrolet and corvette 





preview tomorrow's performance standards 










Rochester paves the way... with tomorrow’s 
performance today! Watch Chevrolet streak to new 
highs with Rochester’s new Fuel Injector System. 
Advanced Rochester engineering takes fuel 
injection out of the dream stage... makes ita 
rarin’-to-go reality! It’s another first 

from General Motors ... providing a new kind of 
performance through precision fuel control, 
and developing new highs in power, smoothness 
and torque. It’s typical of the many 
advances made by Rochester in supplying over 


HESTER 
AUTOMOTIVE 


FUEL CONTROLS 


15 million quality carburetors and fuel 
control products for the world’s finest cars. 


Rochester Products Division of 
Genera! Motors Corp., Rochester, N. Y. 


——— 


1. Convenience: Good location, 
easy access and substitute 
transportation. 

2. A good job: They place an 
accent on quality. 

3. Personalized attention: 
They like good first impres- 
sions and sincere interest in 
their car. 

4. Right price: They can be 
convinced the price is a fair 
one. 

5. Ready when promised: Cal] 
by telephone if there is a delay. 


* . s 


How Profitable Is Your 
Parts Department? 
By Earl A. Reichert 


Sales manager, Factory Motor Parts, 
San Francisco 

In:‘any stockroom operation there 
are certain fundamentals and 
formulas one must adhere to if 
maximum profits are to be achieved. 
There are five sections to this 
answer, and we will take them in- 
dividually. 

1. Potential 


Every business, regardless of 
size, must know its potential in 
its immediate trade locality. 
Knowing this allows one to stock 
adequately and employ and train 
proper personnel to merchandise 
to the best advantage. 

To determine the potential in 
your area, you need only to know 


that are registered in your particu- 
lar territory. If you will take the 
number of cars registered and mul- 
tiply them by $75 per car, this will 
give you the annual parts and 
accessory dollar potential available. 
| This $75 figure has been arrived at 
| after careful study and it is a good 
barometer to operate on. 
2. Inventory 
You cannot operate a parts 
department economically without 
an inventory stock control system, 
iregardless of the size of your 
dealership. Your inventory should 
| be three times your monthly parts 
and accessory sales for adequate 
turnover, and a good return on your 
| investment. 

In calling on dealers over a period 
| of years, we have found that many 
|do not have inventory control sys- 
|}tems and, when ordering replace- 
ment stock, have to guess at the 
| amount of merchandise they should 
order, which results in obsolescence 

and loss of profit. 

In addition, all parts should be 
| properly identified by part number 
and bin location, and should be re- 
corded on your inventory control 
system to expedite stocking and 

handling. 

The lack of effort to merchan- 
dise effectively and profitably is 
caused by an unbalanced inven- 
tory. This if prevalent in many 
dealerships. Obsolescence should 
be cleaned out annually, 

| Another very important item is 
| that a lost-sale record should be 
|kept at all times. This will point 
out the need of items not currently 
stocked. If a second lost-sale rec- 
ord is made on the same part or 
accessory, it would be well to inves- 
tigate the sales possibility and stock 
accordingly. 

A well-kept inventory control sys- 
tem is the backbone of any parts 
department operation. 

3. Manpower 

Secure the services not only of 
good parts men, but also of men 
who are good merchandisers. Then, 
regular meetings on “Know Your 
Products” should be held monthly; 
with you, the dealer, and factory 
representatives, if possible, in at- 
tendance. 





x * * 


Promotional Ideas 


Manpower is very essential. 
Should you lack sufficient man- 
power to maintain an inventory 
control system, service to your 
retail customers, your shop, counter 
and normal stockroom operations 
would suffer from the loss of untold 
amounts of gross profits. - 

4. Sales Effort 

Sales promotion is quite a lengthy 
and interesting category, There are 
seven specific things that can be 
done to get the most profit out of 
a stockroom operation. They are: 

a. The selling of corelated items 
not being sold by other depart- 
ments. 

b. A more adequate display of 
accessory items in all departments. 

c. The use of advertising material 
usually supplied free by the car 
manufacturer to promote sales of 

(Continued on Page 122, Col, 3) 
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Despite Increased Sources .. . 


Smog Cut in 


LOS ANGELES, — Despite in- 
creases in its sources and in 
weather conditions favorable to its 
accumulations, smog intensity in 
Los Angeles County was materially 
reduced during 1956, according to 
the County Air Pollution Control 
District. 

“Alert levels” on smog were 
reached only 10 times during 
1956, compared with 15 times in 
1955, the district said in a special 
report. 

As measured by ozone, the report 
said, the highest downtown read- 
ing was 0.60 parts per million of 
air in 1956, compared with an all- 
time record of 0.85 reached in 1955. 

The increase in smog-source fac- 
ee ocneres perieieshnereaeens ae niguacenteeneta 


Jonesboro Gets Studebaker 


Jonesboro Motor Co. has been 
granted the Studebaker franchise 
in Jonesboro, Ark. 
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Los Angeles 


tors was broken down as follows: 
Population, up 200,000 during year; 
dwellings, up 54,000; vehicles, up 
173,000; gasoline consumption, up 
215,000 gallons daily, and refinery 
throughput, up 59,000 barrels daily. 

While extreme accumulations 
were fewer, the report said, the 
frequency of moderate smog occur- 
rences was-.greater and covered a 
wide area in the county. 


The report attributed this to in- 
creased auto traffic, coupled with 
spreading of population and in- 
dustry. There was also an in- 
crease in frequency of light-to- 
moderate plant damage, offset by 
a sharp drop in severe damage, 
the district said. 

The improvement, the district 
said, apparently came about as a 
result of vigorous industrial con- 
trol, the ban on open fires and 
response to the smog forecast in 


regulating the hours for burning 
backyard incinerators. 

Factors contributing to the ap- 
parent reduction were summed up 
in a recent report by Control Offi- 
cer Smith Griswold, as follows: 

Some 300 to 400 tons of contami- 
nants have been eliminated daily 
through new control measures at 
refineries, foundries and concrete 
batching plants and through in- 
creased use of household collection 
services. 

Meterological studies speeded 
development of a master industrial 
zoning program for locating new 
industries in areas where condi- 
tions favor keeping pollution at a 
minimum. 

More than 2,700 court actions 
were brought during 1956 against 
plants which violated pollution 
regulations. 

Six new control rules or amend- 
ments were enacted during the year 
as a result of district studies and 
recommendations. 

More than $3 million was ap- 
propriated for an industrial control 
research and development program. 
Research expenditures by Federal 


and State governments materially | Fort Wayne, Ind., manufacturers vice-president, and C. W. Apley, Ballantine Auto 


increased. 





Total Passenger Cars in Operation, States by Makes 
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| AEA Reelects Robinson— 

Ernest N. Robinson, center, Stewart-Warner Corp., has been reelected president of 
the Automotive Electric Assn. Other officers, from left, are J. F. Sirotek jr., Ilinois 
| Auto Electric Co., Chicago, secretary-treasurer; Richard Durham, Durham Co., New 
York, central distributor vice-president; Robinson; G. P. Robers, Weatherhead Co., 





Parts, Chicago, service distributors vice-president. 
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LOWER COST, SIMPLER, 
FASTER ASSEMBLY with 


PRINTED CIRCUITS 


for Radios, Instruments, Panels 
Gages and Switches 


Your Benefits: Shorter assembly lines, Re- 
duced assembly time, Exact circuit reproducibility, Im- 
proved reliability, Easier servicing, Miniaturization, Lower 
inspection costs, Product improvement. 


Offices in principal cities. Ask for full information! 


g Photoeircuits 


peuUeC ear eA £.% 8. 
DEPT. AN, GLEN COVE, NEW YORK 





World's Largest Producer of “Exclusively Printed Circuits.” 
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At NADA Clinic... 





Panel Discusses Ways 
To Make Service Pay 


(Continued from Page 120) 


accessories, as well as seasonal 
service specials during the year. 

d. Maintaining friendly relations 
with the independent garage trade | 
in your area. They, too, are good | 
customers for both cars and parts. 

e. Better solicitation of the | 
wholesale, garage and service- | 
station trade in your vicinity. 

f. Fair discounts to competitive 
dealers. 

g. Incentives to your employes, 
which will prove beneficial to you. 

* * * 
5. Space and Location 
Last, but of equal importance. 


| with your personnel. 


of your parts and accessories, The 
majority of them are sold through 
your own shop, at retail. The profits 
are liberal! 

In closing, let us say, place more 
emphasis on your monthly meetings 
We suggest 
that you, the dealer, know as much 
about your stockroom operation as 
you do about your car sales. 

* * a 


Winning Customers 


(Reichert chose the following 
| service questions for discussion:) 
| Q. How can we meet the growing 
lcompetition with independent 


The parts department today is a| 84rages for the profitable end of 
merchandising unit and no longer|the service business and also that 


a hole in the wall. Analyze the 
location and space you now use. 

It must be attractive! Stocks well 
displayed .. . and good housekeep- 
ing is very essential. 

One-floor operation is naturally 
the most beneficial and economi- 
cal. Accessibility to your service 
department and to your retail 
and wholesale customers is vitally 
important. Make it easy for your 
customers to buy! 

Remember, nothing in your entire 
dealership gives you more return, 
per dollar invested, than the sale 


AMMCO TOOLS, INC. 


| business which is being rapidly 


taken over by the specialty shops, | 


super service stations, etc.? 

A. This is a two-pronged ques- 
tion. First, let’s talk about the in- 
dependent garage. 

It is true that this situation is 
serious because only 40 percent of 
our new-car buyers come back 
for service the first year and only 
15 percent of them come back 
during the second year. 


I believe the biggest factor caus- | 


ing such an exodus from the dealer- 
ship to the independent garage 


| (and I observe both dealerships and | 


independent garages) is that we: 


1. Overcharge our customers for | 
work in using our flat-rate-manual | 
system of charging because we do| 


|not allow for operations already 
| done during an allied operation. 

2. Our labor rate per hour is far 
j|above that of the independent. 


| Often just one experience of feel- | 
ing gouged by the dealer brings on} 


|a determination never to go in that 
| place again, and they don’t. 

Just as important is the fact that 
the small, independent garage 
owner waits on the customer him- 
self and really gives personal serv- 
| ice contrasted to the dealer's inabil- 
| ity to do so because of the pressure 
of other responsibilities. 

Some of the ways to combat in- 
dependent garage competition are: 

1. Give new vehicles adequate 

| predelivery preparation. 


2. Give new vehicles adequate | 


| after-sale free service. 

3. Introduce new-car buyers 
properly to your service man- 
ager, to his advisors and to the 
| facilities available for his car 
| with emphasis on having special 

tools and factory trained 
mechanics — and perhaps as the 
only shop that can service his car 
adequately. 

4. Maintain signs over the vari- 
ous departments of the shop with 
the words, Electrical Department, 
Brake Department, etc. 

5. Give customers close personal- 
ized service through we] I-trained, 
friendly, courteous and conscien- 
tious service advisors who show 
that they have the individual cus- 
tomer’s interest really at heart. 

Hold service advisor personnel 
turnover to a minimum, because 
customers do not like to do busi- 


ness with a stranger. 
* > * 


Controlling Parts, Profits 


Q. How can we keep control of 
parts and profits? 

A. Some of the most important 
factors in the control of parts 
profits are: 

1. Maintenance of parts depart- 
ment inventory control system. 
2. Order parts according to the 
frequency of sale of each item. 
3. Give volume discounts 
wherever the customer is eli- 
gible and where competition 
offers a discount, 

4. Use the fact that each parts 
counter man should produce 
$4,500 sales per month as a 
guide to sales expense. 

5. A dealer cannot afford to 
pay more than 30 percent of 
his gross profit in parts depart- 
ment salaries. 

6. Provide adequate space for 
storage, identification, display 
and accessibility of each parts 
item. 

Q. What should we do to prevent 
early battery failure in new cars? 

A. Serious accidents and com- 
plete loss of battery effectiveness 































Rolling Friction— 


This elaborate apparatus, the only one 
of its kind, was designed by Richard 
Drutowski, above, senior research physi- 
cist, General Motors research staff, to 
| study the phenomenon of rolling friction. 
It measures rolling friction as affected by 
materials of the ball 


| such variables as 





and surface, their roughness, hardness 
and other minute factors that govern so- 
called rolling friction losses. From this 


information it is possible to predict what 
losses will occur, depending on what 
|types of metals are used in balls and 
| surface plates on which they roll. 
| 
| result from improper care of 
batteries in new cars. 
1. Check the battery as soon as 
the new car arrives. 
2. Check it again when the car 
is delivered to the customer. 
3. Be sure the battery is ade 
quate in size to handle all of 
the equipment on the car. 
” . e 


How to Increase 
| Overhead Absorption 


By William Stahl 
President, Stahi Motor Co. (Packard), 
Monterey, Calif. 

The December, 1956, issue of 
|NADA Magazine said that more 






|than 75 percent of all employes of | 


jautomobile dealers are working in 


|department is operating on a pay- 
| ing basis, the result will be a finan- 
|cial loss month after month and 
year after year. 
| Im my own service operation I 
have been able to obtain about 100 
percent absorption over a period 
| of 28 years. During 1956, for the 
first four months we had an av- 
erage absorption of 104% percent. 
The lowest month was January 
| with 100 percent and the highest 
| was April with 110.5 percent. 
The average of 104% percent is 
just over break-even point which is 
no goal to shoot at, so we decided 
| to do something about it. 


and paid him a fair salary, and in 
addition, we offered him a 10 per- 
|cent bonus on over 100 percent ab- 
sorption. 

The first month under his man- 
agement, which was May, we had 


low month which was December 
when we had unusual overhead, 
such as Christmas gifts and em- 
ployes Christmas bonuses, we still 
had 98 percent, or a total average 
for the eight months operation un- 
der our new manager of 129.2 per- 
cent absorption. 

> 





* * 


I am supposed to limit my talk 
to service, but car sales are so 
closely connected with service I 
feel that it is important to quote 
figures from our Sales Department 
to complete my story. 

In 1956 we had a 12 percent in- 
crease in new-car sales and a 4 
percent increase in used-car sales 
(Continued on Page 123, Col, 1) 








AN EXCEPTIONAL 
OPPORTUNITY 


General sales manager with general 
manager potential. Must be a man of 
high calibre who is ambitious to get 
ahead and can field a strong efficient 
sales organization. Capable of selling 
@ minimum of 1,350 new units annually. 
An association with this particular large 
Ford dealership offers sound future 
opportunity as well as substantial earn- 
ings now. “Will be located in Pitts- 
burgh, Pa. territory. Box AN-6, c/o 
Automotive News, Detroit 26. 
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the service department. Unless this © 
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We promoted our assistant serv- | 
ice manager to service manager | 
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148.9 percent absorption, and the § 
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Layout, Advisors, Parts, Training Stressed . . . 


Panel Lists Roads to Shop Profits 


(Continued from Page 122) 
compared with 1955, with a 59.7 per- 
cent increase in net profit. 

The foregoing proves that we 

emphasis on sales as weil 

as service. However, our 1956 
overall profit increase was due 
largely to a greater profit return 
from our service department. 

A profitable operation in the serv- 
ice department is a dealer’s respon- 
sibility, and that in turn centers on 
the ability of his service manager 
and parts manager and how well 
they are prepared to take care of 
customer needs. 

There are essential rquirements 
as to shop equipment, tools and 
stock of parts, to render profitable 


service. 
> * > 


For instance, we recommend a 
hoist for each mechanic with the 
very latest in time-saving equip- 
ment. A well-rounded parts depart- 
ment is extremely important in 
order to prevent lost time for 
mechanics. All of the foregoing ad- 
vantages would be wasted without 
the proper and efficient supervision 
of the service manager. 

Another impertant requirement, 
often neglected in the smaller 
operation. is instead of having a 
parts and service manager com- 
bined, the management of the 
two departments should be en- 
tirely independent, thereby pre- 
venting the parts department 
profit being used to cover up la- 
bor losses. 

A small incentive bonus for both 
parts and service managers, based 
on profit, will make them profit- 
minded. 

We have found from experience 
that we get greater efficiency from 
our mechanics by paying on an 
hourly wage rate, with the insist- 
ance that they perform at an effi- 
ciency minimum not less than cur- 
rent flat rate manual schedule. 

> * > 

Another profit producing source 
is from the well-known controver- 
sial “free pickup and dlivery serv- 
ice.” We never allow our service 
customers to take a taxi from our 
place of business after leaving their 
car. Instead. we take them to their 
local destination in our very best 
new-car demonstrator. thereby ac- 
complishing the double advantage 
of special service to the customer 
and gaining leads for new-car pros- 
pects. 

In conclusion. a profitable serv- 
ice operation should be of prime 
interest to every automobile 
dealer. 

(Stahl then took up questions 
which have appeared on _ recent 
NADA surveys.) 

Q. What is the latest development 
on adequate space requirements for 
servicing today’s automobiles with 
their complex mechanims? 

A. I shall attempt to give you an 
answer for one-floor shop opera- 
tions. 

Every means should be employed 
to speed up the completion of jobs 
to accomplish the greatest number 
of completed jobs per given work 
area per day. In other words, get 
the greatest possible number of dol- 
lars income per square foot of floor 
space per day. 

= > 


Allocating Service Space 


To do this each mechanic should 
have his own stall for heavy work 
and an area for quick service jobs 
nearby. The stall should be equipped 
with a hoist if needed on his kind 
of work and adequate tools con- 
venient to his job. 

Part of the answer to this prob- 
lem is that specialized mechanics 
In_ Specialized stall situations is 








MEMO To 


FORD AND CHEVROLET DEALERS 
We are interested in making suitable 
connections for 


local deliveries on a 


TRADE 


basis Crouse the c 


to supply 
new cars for our leased . (Since 
these cars will be used locally your serv- 
ice shop can benefit also.) 


Contact Ben Geller 
EMKAY, INC. 
6850 Cottage Grove Avenue 
Chicago 37, lilinois 
Phone: MUseum 46969 





important to servicing today’s com- 
plicated automobile mechanisms. 


Another phase of the answer to 
this question is the elimination 
of as much nonproductive space 
as possible. I mean through the 
use of buildings which contain 
stalls only under roof instead of 
those with driveways also under 
roof where the dealer’s location’s 
climate permits. 

Great savings in the original capi- 
tal investment and maintenance 
and taxes, etc., can be effected in 
this manner. 

Q. What is the best way to train 
a service manager of a small shop 
employing five to 10 mechanics? 

A. First consideration should be 
that he is trained to sell. Not only 
should he be able to sell customers 
who come into the shop, but he 
should be able to get more business 
by sales promotion methods. 

. . * 

His mechanical knowledge can be 
secondary because specialized me- 
chanics can provide technical 
knowledge. However, the more he 
knows of mechanical things the 
more his men will respect his au- 
thority. 

He must be trained to be the 
boss, and the dealer must invest 
this authority in him, The dealer 
must never go over his head or 
let any of his men do so unless it 
is done under very unusual cir- 
cumstances. 

He also must understand that he 
must cooperate with the parts de- 





partment, the office and the sales 
departments. He .also should be 
schooled to understand the meaning 
of expense and expense control as 
well as sales and income so that the 
net result of his activities shows 
up as a profit. 

Too often, believe it or not, the 
service manager does not realize 
that his job is to make a profit for) 
the dealer. 

Q. What about recapping tubeless 
tires? 

A. Tubeless tires do not take re- 
capping as successfully as tube 
tires. Air leaks develop more read- 
ily. Dealers should hesitate to rec- 
ommend recapped tubeless tires. 

Q. How can we hold better 
mechanics? 

A. 1. With good working condi- 
tions. 

2. Offer of steady work. 

3. Take personal interest in him. 

4. Compensate in proportion to 
production. 

5. Adequate fringe benefits, vaca- 
tions, etc. 





Service Advisors— 


A Key to Success 


By Parker Adams 
Service Manager, Leo Vogel Chevrolet, 
San Francisco 


When anything at all, either | 


products or services, is offered to 
the public, someone must present 
it—sell it. This is the function of 
salesmen. 

In addition to the ability to sell, 
the salesman who sells automotive 
service must have technical knowl- 
edge of the automobile. 

of his knowledge of 
the precision machine which is 
brought in for service, and which 
should operate at maximum effi- 
ciency, he acts also as advisor to 
the patron and is, therefore, 
known not as a salesman but as 
@ service advisor. 

The importance of the service 
advisor to his organization cannot 
be overestimated. After the owner 
has taken delivery of his car from 
the sales department, his future 
contacts with the dealership are 
continued almost entirely through 
the service advisor. To a consider- 
able degree, it is he who is respon- 
sible for maintaining favorable pub- 
lic relations for his firm. 

* 7 = 

The customer who drives into a 
service department is most likely 
to judge by first impressidns—the 
manner and appearance of the man 
who comes to serve him. He appre- 
ciates being approached with dig- 
nity and courtesy by a service ad- 
visor who is well groomed, who 
exhibits personal interest and who 
gives sincere attention to his needs. 

The customer has the right to 
expect, and to receive, two kinds 
of service. One is for his automo- 





right the first time. The other is 
for himself—ethical, honest, cour- 
teous, dignified treatment. 

The service advisor acquaints the 
new customer with the service de- 
partment and explains the service 
policy and warranty. 

Whenever possible, immediate 
service is given on minor repairs if 
the customer chooses to wait. 

* a = 


Customer Contact Man 


Work needed is discussed by the 
service advisor and the customer 
and agreed upon. The repair order 
is written carefully, in detail and 
legibly so that the customer can 
read it and know what he is being 
billed for. Approximate prices are 
quoted; delivery time is set. 

Should any change be neces- 

sary—if additional work is 
required—the service advisor tele- 
phones the customer for authori- 
zation, If for any reason the car 
cannot be ready for delivery at 
the promised time, the customer 
is notified as early as possible to 

avoid causing him inconvenience. 

The service advisor who wishes 

to build up a repeat clientele, and 
it is important to him to do so, 
avoids overpromising free service 
or misrepresenting any service. The 
commodities he offers are knowl- 
edge, good judgment, service, satis- 
faction and good will. 
The customer’s confidence in the 
quality of the work, and satisfac- 
tion with the treatment accorded 
him, enable the service advisor to 
assure management repeat business 
and a shop full of work. 

The competent service advisor, 





123 
to keep the dealership in busi- 


ness. 

The service advisor interested in 
his position considers that the cus- 
tomer is entitled to the best, and 

(Continued on Page 126, Col. 3) 


in his public relations role, and 
as a link attaching the customer 
to both sales and service depart- 
ments, realizes that serving each 
customer to his satisfaction helps 


NEW HULL COMBINATION MOUNTING 
BRACKET WINS ACCLAIM, HELPS 
SKYROCKET SALES OF 


NEW 
HULL AUTO 
COMPASSES 


_Hull has set a sizzling sales pace 
with the restyled and mechanically 
improved, new Hull Auto Compass. 
And the superb new compass, itself, 
is only part of the story. A major sales punch 
is Hull's new combination mounting bracket. 
The new Hull mounting bracket works as 
a screw-down stand along the lower wind- 


shield molding, as a hanging bracket from the 
upper windshield molding or rear-view mirror 
base, or with vacuum cup and adhesive any- 


where on the glass. Never has such a universal 
mounting arrangement been available in an 
auto accessory. mew bracket offers users 
unsurpassed installation ease and convenience 
- « . additional reasons for choosing Hull 
over all others. 
Available in four 
Adirondack Grey, 
Blue and Desert Sa 


beautiful new colors: 
© es Green, Nassau 


Each new Hull is sales- 
ee in a newly i i 
with full view, rigid, 
transparent lid, making the 
compass visible top and 


illuminated 
List Price $6.50 
i » 





non. illuminated 
List Price $4.95 


HULL MFG co P. O. Box 246, W-1 


Warren, Ohio 


for 
complete details. 











¢ ¢ ¢ means more sales and greater 


| profit. A neat, attractive reception area creates 


customer confidence and good-will . . . result:—more sales. 
An orderly, easy-to-maintain service area creates efficiency, holds 
good mechanics. . .result:—more satisfied customers; more repeat business. 


Shure-equipped shops get and 
keep the profitable business! 


&ahure 


MANUFACTURING CORPORATION 


1601 S. HANLEY RD. ° ST. LOUIS 17, MO. 








Be sure to see the display of Shure Built Equipment 
at the NADA show—Booths 52-53-54 


bile — satisfactory work, done | 



















Engine Balancing by Stewart-Warner— 




















to a crankshaft and flywheel clutch assembly. 




























offers a motor oil 





that auto engines 













thrive on... 














a reliable 33.000 














mile guaranty that 




















honors claims promptly... 


























PLUS 













satisfied customers 


who keep coming back ... 


Here is the positive way to give your cus- 
tomers 33,000 miles or 24 months of trouble- 















33,000 Mile Guaranty. 
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Stewart-Warner Corp. claims every rototaing port of an automotive engine can be 
balanced on one of its electronic industrial balancers. Here, the device is applied 


VALVOLINE TREASURE CHEST 














free chassis and engine repair motoring, 
when Valvoline lubricated—at no cost to you. 


Write Valvoline today, Dept. AN-157, for the big new 36-page, fully 
illustrated book which will give you every fact and detail about the 


Special Department Formed ... 


Balancers Distributed 
By Stewart-Warner 


(Continued from Page 61) 


ounces to 1,000 pounds; diametral 

range of from half an inch to 44 

inches and length range from 4% 

inches to 55 inches between bear- 

ing surfaces. Sensitivity is .01 

inch-ounces, 

Model 708, the largest unit, pro- 
vides a weight range of one pound 
to 5,000 pounds; diametral range 
from one inch to 68 inches and 
length range of seven inches to 83 
inches between bearing surfaces. 
Extra length is obtainable. It has 
sensitivity of .04 inch-ounces, 

Stewart-Warner is assuming 
national marketing of its electronic 
balancing equipment to industry 
only after extensive industry ex- 
perience gained in many fields, 
Buscarello asserted. 


electronic motor manufacturers, 
machine tool manufacturers, paper 
machinery manufacturers and by 
many other types of industries. 


This background of experience 





Integrated into Manufacturing .. . 


Ford Shifts Engineers 


DEARBORN.—Ford Motor Co.|product engineering activities and 


has decentralized certain product 
engineering functions by transfer- 
ring management responsibility for 
them from the engineering staff 
to the basic manufacturing organi- 


* * * 
HHESE balancers, he said, are 


being used successfully in air- 
craft plants, by engine builders, 


zation, President Henry Ford I, 
announced last week. 

“The change was made in con- 
junction with the broadening of our 
basic manufacturing organization 



















L, L, Beltz R, Stevenson 





which has just been announced,” 
Ford said. “It is designed to afford 
the closest possible working rela- 
tionships between the transferred 


‘Building Block’ 
Cabinets Offered 
To Industry 


(Continued from Page 61) 


module. Maximum fastening 
strength and ease of installation 
of the panels are sought through 
use of Tinnerman speed nuts and 
Phillips head screws. The assem- 
bly technique has been further 
eased by elimination of conven- 
tional cup washers and use of 
ornamental head screws with un- 
dercut heads. 


Built of cold rolled, heavy gauge 
steel, and finished in a two-tone 
gray baked enamel with a Bonderite 
base, the cabinets have been de- 
signed to meet nuclear decontami- 
nation requirements and have high 
air venting characteristics. 


All sub-assembly work is done at 
the factory with all panels bolted 
in place, and drawers and doors in- 
serted. Companies and engineers 
ordering the units merely have to 
bolt together the overall assembled 
components to make their finished 
console or control cabinet, accord- 
ing to Emcor. 
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Cabinet for Engineers— 






includes both production in singie 

Piece, short and long runs, as 

well as maintenance balancing 

requirements, Buscarello said. 

Advantages claimed for the 
Stewart-Warner balancers include; 

Fast setup, no special tooling, no 
critical alignment — “trunion bear. 
ings are aligned constantly by 
springs in flexure;” no coupling 
required to drive, easy operation, 
precision sensitivity and low initia] 
investment. 


The AUTOMOTIVE NEWS ALMANAC ig 
a@ year-round friend. Use it often for statis. 
tics, buyer information and personnel data, 


company operations responsible for 
manufacturing.” 

Robert Stevenson, 42, formerly 
director of the engine and electrical 
engineering office, engineering staff, 
has been appointed chief engineer, 
product engineering office, report- 
ing to C. H. Patterson, group execu- 
tive—engine and foundry. 

L. L. Beltz, 58, formerly execu- 
tive engineer — electrical engineer- 
ing, is appointed chief engineer 
reporting to J. S. French, group 
executive—parts and equipment. 

H. C. Grebe, 54, formerly director 






H. G, English 


of the body engineering office, has 
been appointed chief engineer, 
product engineering office, report- 
ing to A. J. Hole, group executive 
—metal stamping. 

H. G. English, 
executive engineer, transmission 
and axle engineering, has been 
appointed chief engineer, product 
engineering office, reporting to M. 
L. Katke, group executive—trans- 
mission and axle. 


H, C. Grebe 





43, formerly 


Universal ns 
Market Research 


DESPLAINES, Ill. — Universal 
Oil Products Co. has established a 
market research and economics de- 
partment to help industry “think 
out” problems of plant expansion, 
modernization and new refineries, 
D. W. Harris, board chairman, has 
announced. This department will be 
under the direction of M. D. Gil- 
christ, vice-president. 

The department is a result of in- 
creasing complexity of oil and 
petrochemical marketing problems, 
Harris said. Named to head the 
department is Samuel W. Curry, 
petroleum economics specialist 
with experience in sales and mar- 
keting posts. 











A mass-produced modular enclosure system, marketed by Elgin Metalformers Corp., 
Eigin, lll., offers industry a wide variety of cabinets which can be constructed from 75 
standard “building block” components and 125 sub-parts. Samuel K. Frankel, Emcor 
president, demonstrates construction of a combination console, shown assembled from 
the parts in the background. The modular units, designed to: meet individual company 
needs, are factory sub-assembled and firms ordering the units merely bolt together 
the overall assembled components to form a finished product, according to Emcor. 


VALVOLINE OIL COMPANY 


(DIV. OF ASHLAND OIL & REFINING COMPANY) 
FREEDOM, PENNSYLVANIA 
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. . . Easy to show the customer . . . show him where he needs 
repairs . .. When he sees for himself on an impressive instru- 
ment that the fabulous EnginScope is, he buys all of the parts 
he needs to get that new-car life back into the motor. Extra 
parts sales in distributor caps, rotors, coils and the like puts 
extra money in your pocket. Many EnginScope owners say 
that the EnginScope investment is paid back in parts sales 
in only a couple of months. This is besides the extra busi- 
ness that the EnginScope gets for its owners. It’s the 
greatest prestige-builder any automotive serviceman can have. 
One customer tells another about the EnginScope and your 
business expands like crazy. 

See the EnginScope in action, fill out and mail the coupon 
and we'll arrange a NO OBLIGATION demonstration. Once 
you've seen the EnginScope, you'll want it! 


ALLEN B. DU MONT LABORATORIES, INC. 
760 Bloomfield Ave., Clifton, N. J. * Dept. A-1 


0 Please arrange an EnginScope demonstration. 
©) Please send full EnginScope particulars. 


| 


| 


he | 


*Trade Mark 


GET IN -ON THE DU MONT USER-BONUS PLAN-ASK YOUR 
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Your Name is ULE Tie 


DISPLAY IT WELL WITH DOUGLAS EMBLEMS 


Chrome-Craft Die Cast License Frames 


Aristocrat Rear Deck Plates 
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Chrome-Craft Die Cast Name Embiems ee 


permanent, 
attractive, in- 
dividual and 
distinctive de- 


signs created by 


- Dovuetas craftsmen. 
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The “Little Brute” 
for car and light 
truck brake drums 


10 MILLION BRAKE DRUM JOBS! 
on today’s great demand for 
“LITTLE BRUTE” Lathe into your 
Binders VAN NORMAN equipped 
d inexpensively for you. 
new Vapo-Jet method 
mirror-finish that means maximum life 
g—simultaneously ! 


There are 2 positive ways to get in-the-money 


Brake Drum reconditioning‘ 
Shop! Or, (2) take your Brake Drum work to a 


Jobber’s Shop that can handle these jobs quickly an 


These famous VAN NORMAN Lathes provide the fast, 


drums to the 


indin hs 
of dust-free, wet grindiné of turning and grindin 


to linings . . . plus the speed 
An easy, “Pay-as-You-Profit Plan” will put a lo 

NORMAN Lathe to work for you. Ask your 

BRUTE” VAN NORMAN Lathe, or write us, an 


i isi hining 
this modern Precision Mac 
es Automotive Equipmen 


near you. Van Norman 
U. S. A. 


jJgeneral conditions of the metal 


| Ragsdale, general manager, said 
| last week. 


| Super production in January would 





The “Speedy Brute” 
for heavy duty 
vehicle brake drums 








At NADA Clinic... 


Panel Discusses Ways 
To Make Service Pay 


(Continued from Page 123) 


that when he receives it, he is 
pleased and satisfied. 

Each favorable transaction en- 
hances his opinion of the firm and 
establishes his patronage of the 
service department and brings him 
back to the dealership when he is 


in the market for a new car. 
* = + 


paint shop should be equipped with 
modern tools, with well-organized 
space and well-trained journeymen 
and apprentices, 


The supervisor should know his 
men’s ities and select the 
jobs to match their abilities. 

The supervisor should be an ex- 
perienced estimator of metal and 
Insurance Jobs paint damage, know the insurance 

(Adams then turned to a discus-|company’s and adjusters’ policies 
sion of service questions.) and get the cooperation of the serv- 

Q. Can insurance jobs in the body|ice advisors to ask for the small 
shop be profitable? repair jobs for they can be per- 

A. I would say yes provided that oo quickly and are most profit- 
able. 

Q. What is the best means for 
developing service customers? 

A. The best means for developing 
service customers, I believe, would 
be by the direct-mail and follow-up 
systems, and a service department 
with a sincere desire to give prompt 
and courteous service, 

Q. How can we meet the growing 
competition of specialty shops and 
Super service stations? 

A. We can offer genuine parts, 
with the automobile manufacturer’s 
guarantee, trained mechanics, body 
men and painters to assure like- 
new performance, and approved 
facilities with specialized equip- 
ment. 

Keep our company’s name in 
front of our customers by proper 
advertising. Make our service de- 
partments as convenient as pos- 

sible for the customer to give his 
business to us instead of the 
many specialty shops and service 
stations between his home or 
place of business and our service 
departments. 

Q. How can a service department 
keep quality up and comebacks 
down? 

A. The answers fundamental to 
| this question are: 

1. Diagnose properly. 
2. Assign the job to a mechanic 


shop, paint shop and supervision 
were good. The metal shop and 


Buick Ups Share 
Of Top 2 Series 


FLINT. — Buick has increased 
the portion of its total output al- 
loted to Roadmaster and Super 
models, and another boost is anti- 
cipated in February, Edward T. 





Ragsdale said Roadmaster and 


amount to 32.6 percent of total out- 
put, compared with 29.3 percent for 
January, 1956. 

Demand for the two series is tra- 
ditionally higher at the beginning 
of the new-model season, Ragsdale 
said, but was proving higher this 
year than Buick had expected. 








Sound Business 
Credit Executive Lauds 


Driver Training 


NEW YORK.—Wholehearted sup- 
| port of high school driver training 
| is one of the soundest investments 
an automobile dealer can make, ac- 


Credit Corp. 

Rude says the more drivers there 
are, the greater car sales wil] be. 
This is proved, he maintains, by the 
fact that there are 2.4 drivers in 
every multicar family, while there 
are only 1.6 drivers in single-car 
families. 

“Teach a boy or girl to drive,” 
he says, “and in no time at all that 
youngster is going to get a car of 
his own or persuade his family to 
buy a second vehicle that is more 
available to him.” 


w cost, money-making VAN 
Jobber about the “LITTLE 
d we'll tell you where you 
Service on Brake Drums from a Shop 
t Company, Springfield 7, Mass., 


jin the next 10 years and, as one 
| result, production of U. S. trucks 





| country.” 


| 


cording to Alan G. Rude, executive) bine field, he predicted that the gas 
vice-president, Universal C.LT.| 


capable of doing the job property, 
3. Make the intentions in the re 

pair order clear to the mechanic. 
4. Road test the car. 
Q. Is it good business to sell lube 

contracts? 
A. Yes. 


GM Delays Work 
On 2 Plants in 


California, Ohio 


DETROIT.—General Motors digs. 
closed last week that it is holdi 
up construction of a large B-O-P 
assembly plant at Sunnyvale, Calif, 
and a Chevrolet plant at Lords. 
town, O. 

A company spokesman said that 
the projects were delayed not 
cancelled. He said that plans for 
the California plant are being 
revised and that problems con- 
cerning size and utilities were 
delaying the Ohio plant. 

The California plant was to have 
had 1% million square feet of space, 
Production was to begin in the fall 
of 1958. Indications are that the 
delay on this plant will be more 
than a brief one. 

The Lordstown plant, which 
would have had a capacity of 100,- 
000 cars and trucks a year, was an- 
nounced originally in 
1956. 

It has been reported that the 
delay in the Sunnyvale plant was 
caused by the decline in GM sales 
on the West Coast. 


February, 


McNamara Sees 


35 Pct. Hike in 
Truck Output 


DEARBORN.—R,. S. McNamara, 
general manager of Ford division, 
predicted last week that the 
national economy would break 
the “one-half-trillion-dollar barrier” 


would increase by 35 percent to 15 
million units a year. 

He said the increase in truck 
output would occur because the 
“need for trucking services closely 
parallels the operation level of the 


McNamara was one of eight 
speakers who talked to more than 
100 editors and writers at the 
National Trucking Conference, 
designed to provide the press with 
a comprehensive look at the truck- 
ing industry. 

Declaring that Ford is compre- 
hensively researching the gas tur- 


turbine engine would probably be 
introduced in trucks before cars 
because the industry wants to in- 
increase truck up-hill performance 
crease truck up-hill performance 
so they can more closely parallel 
normal traffic flow. 

He said that with Ford’s new em- 
phasis on trucks, “we will spend 
more on engineering truck research 
than ever before.” He added that 
Ford had created a separate ad- 
vanced truck research group. 

As part of the conference, Ford 


'unveiled its 1957 truck line. 


| 
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VISIT THE VAN NORMAN BOOTH No. 76 


AT THE NADA SHOW IN SAN FRANCISCO 


Signs with Nash for 34th Year— 


Raymond Kelley sr., seated, left, owner of Kelley's Garage, Milton, Mass., is con- 
gratulated by Robert J. Goodyear, American Motors Boston zone manager, cs he 
signs the franchise signalling his 34th year as a Nash dealer. Standing, from left, are 
Arthur Henderson, AMC district manager; Wendell Kelley, sales. manager, and Ray- 
mond Kelley jr., who handles the shop operation. 


VAN NORMAN IN MODERN, EFFICIENT SHOPS—EVERYWHERE! 


MACHINING 
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Based on Questionnaire . . . 





Buick Develops Guide 


To Picking 


FLINT. — Buick has developed 
a new salesman selection program 
for use by dealers. It largely is 
pased on a new questionnaire for 
picking salesmen who are likely to 
be successful, 

Two industrial psychologists 
from the General Motors Insti- 
tute, Drs. William B. Chew and 
Orlo L. Crissey, spent two years 
developing the questionnaire. 

Through cooperation of 1,200 
dealers and 2,000 salesmen, they 
boiled 300 questions down to 40. 

The program is contained in a 
kit offered free to all Buick dealers. 
It contains brochures which 
describe the steps in procuring suc- 
cessful salesmen: 

1, Recruitment — getting good 
prospects. 

2. Rough screening interview — 
weed out obvious misfits. 

3. Application blank—gets essen- 
tial information on paper. 

4. Sales questionnaires — meas- 
ures prospect’s chances of success. 

5. Selection interview — gives 
dealer a chance to get informa- 
tion on motivation, maturity, 
ability to get along with others, 
personal characteristics, e x p e r i- 
ence and training. 

6. Reference and credit checks— 
lets the dealer know if applicant is 
telling the truth. 

7. Final decision — dealer and 
sales manager pick the man and 
make sure he gets training, leader- 
ship and inspiration. 

The Buick kit discusses each step 
in detail. 

= * > 
Recruiting Prospects 

A Buick survey of recruiting 
practices indicated most dealer feel 
the best prospects are young men 
who have had to “hustle and earn a 
buck relatively early in life.” 

It was explained that young 
men are easier to train because 


Edsel’s °58 Sales 
To Top 200,000, 


Declares Krafve 


SAN FRANCISCO. — A predic- 
tion that Edsel, to be introduced 
next fall, will surpass the originally 
announced first-year sales goal of 
200,000 was made here last week by 
Richard E. Krafve, Edsel general 
manager. 

He told the Industrial Economic 
Conference of the Stanford 
Research Institute that he expected 
1958 model Edsel sales to be “much 
better.” 

The figure of 200,000 was an- 
nounced last Nov, 19 when the car 
Officially was named. “That figure 
Was a conservative estimate used 
for financial control,” Krafve said. 
“Actually, we expect to do much 
better. And we have set our sights 
higher for each succeeding year.” 

Krafve traced the market 
research program undertaken 
before deciding to enter another 
car line in the medium-price mar- 
ket and outlined scheduling proc- 
esses necessary to assure that all 
parts mesh smoothly in final as- 
sembly. 

“We may reasonably expect auto- 
mobile ownership levels to rise from 
the 47 million registered at the 
beginning of 1956, to about 57 mil- 
lion by 1960 and to the 66-67 million 
range by 1965,” he said. “Therefore, 
it would not be surprising to see 
an 8,500,000 new car annual volume 
become the norm by 1965, and we 
may well experience occasional 
peaks of 9,500,000 to 10 million new 
cars a year by that time.” 


Renault Appoints 


6 U.S. Dealers 


NEW YORK.—Renault of France 
has announced the appointment of 
six U. S. dealers, 

They are: Island Auto Sales, 
Bethpage, N. Y.; Carle Place Auto 





Sales, Carle Place, N. Y¥.; Mark| po 


Osborn, East Moriches, N. Y.; Mo- 
tor Mart, Inc. New Hyde Park, 
N. Y.; Westward Motors, Phoenix, 
Ariz, and Jackson Hardward, Inc., 
Durango, Colo. 


Salesmen 


they haven’t absorbed too much 
faulty training, 


Choice prospects usually are men 
with some sales experience, such as 
door-to-door salesmen, bread or 
milk salesmen, insurance salesmen, 
service station men, tire or finance 
company salesmen. 


The brochure continues, “One im- 
portant source that should not be 
overlooked is your own organiza- 
tion—service or used-car salesmen 
and others. 


Some have had success with 
young men right out of school. The 
most important part of this pro- 
gram deals with a new way to 
measure and forecast untried sell- 
ing ability.” 

In general, the factory said, a 
dealer should look for men with 
drive and ambition, men who 
want to make money and aren’t 
afraid to work for it, men with 
some mechanical aptitude who 
like cars and are friendly, who 
like to meet people and know 
how to get along with them. 

It was suggested that other em- 
ployes be informed that the dealer 
is looking for more salesmen — it’s 
good for morale and employers may 
know some good prospects. 

After questioning a large eastern 
dealer about recruiting, Buick said, 
“This dealer doesn’t want any sales- 
men who have come from other 
automobile dealerships. He agreed 
that this was the source of most 
dealer salesmen, but they were too 
hidebound, and filled with the tra- 
dition of old-time selling, so that 
they were difficult to train in the 
aggressive type of selling needed 
today. 

“He has found that insurance 
salesmen who like to sell, but pre- 
fer a tangible product, make good 
automobile salesmen. One type of 
salesmen he avoids, however, is ex- 
appliance salesmen. The reason is 
that they seem to have acquired the 
same lethargic habits of automo- 
bile salesmen. They like to stand 
around and wait for customers to 
come to them, and blame advertis- 
ing and promotion if no one comes 
in.” 

This dealer, the factory added, 
doesn’t use help wanted classified 
advertising because it turns up 
“disgruntled, dissatisfied, and 
dead-beat car salesmen.” He did 
attract 67 promising prospects 
from a display ad. 

A mid-western dealer said “pro- 
moting men from inside to sales- 
men is not the best policy. For ex- 
ample, one former mechanic and 
serviceman who wanted to become 
a salesman was given the opportu- 
nity, but results were disappointing. 
In the first place, he didn’t produce 
volume expected, and, second, as a 
good mechanic, he left a big hole in 
the service department. 

As far as this dealer was con- 
cerned, jobs in the service and parts 
department are just as important 
as selling. Switching one to the 
other too often creates new prob- 
lems. 

He found that a married man 
with obligations to pay off and a 
family to support makes a far 
better salesman than a single man 
without responsibilities. 

* 7 


a 
Rough Screening 
To screen prospects, the brochure 
suggested that “Sales manager (or 
dealer) meet briefly with applicant 
(five minutes or less). 

— eliminate obvious 
misfits. If it is apparent that 
there is no possibility of being 
seriously considered — you save 
time. 

Dealers are cautioned to turn 
down the applicant as gently as 
possible because he could be a po- 


tential customer or influence one. 
* : = 


Application Blank 


Dealers are urged to require those 
who pass the rough screening to 
fill out an application. It was 
pointed out this serves these pur- 


ses: 

1, Provides essential informa- 
tion for personnel records if ap- 
plicant is hired, 

2. Provides necessary information 
(Continued on Page 128, Col. 1) 
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AFTER THE N.A.D.A. CONVENTION 
FLY UNITED AIR LINES TO 


ip for the Official Post 
> Convention Conference 
Feb. 3, 1957 


Join your fellow automobile 
dealers on one of the Official 
first class N.A.D.A. Hawaii Tours operated by United 
Air Lines as part of the Official N.A.D.A. Post Convention 
Conference in Honolulu. 7 to 15 days. 


You have already received a folder describing 
the Official N.A.D.A. Air Cruises — Choose the 
Air Cruise that suits you best. 


* 


On Union Square at 400 Post Street. 
Reservation service 24 hours a day— 
call EXbrook 7-2100 or call an 


authorized Travel Agent. AIR LINES 








New Nickey Chevrolet Sales Inc. 


(jgotee SOYCE LIFTS 


“The vast selection of Hydraulic Lifts 
er offered by Joyce enabled our Dealer- 
I, 2a = EY 




















ship to select the perfect combination 
of lifts to efficiently render every 
automobile service . . . quickly and 
profitably.”’ 

E. J. Stephani 


President 


Nickey Chevrolet Sales Inc. 
Chicago, Illinois 


© vate FOR BULLETIN 139-L TODAY... 
the first step toward increased service 
profits. Shows how to select the correct 
combination of Joyce H-Master Contact 
Lifts, Twin Master Contact Lifts, 2-Post 
Shopmaster Lifts, Combination Avuto- 
Truck Lifts and 2-Post Bus-Truck Lifts for 
the most profitable service operation. 


NATION 
Pra Salata 


y THE JOYCE-CRIDLAND COMPA 


Designers ond Builders of Lifting Equipment Since 


DAYTON r OHIO 8 


& MACHINE 





IN CANADA: MIDLAND FOUNDRY co., LTD., MIDLAND, ONTARIO 





128 


AUTOMOTIVE NEWS, JANUARY 28, 1957 





Buick Formulates Questionnaire. . . 
How to Pick Successful Salesmen 


(Continued from Page 127) | 


| 
for credit and reference checks. 

3. Provides useful information for 
evaluating “where he has been” 
and “where he is going.” 

4. Provides information to be 
followed up in more detail at the 
interview. 


Buick said, “An applicant could 
be eliminated on disclosure of the | 
following: Too many changes of 
jobs, too much time lost due to 
frequent illness or a heavy acci- 
dent record, lack of operator’s li- 
cense, unable to obtain bond, etc.” 


* * « 





Questionnaire 


“This most important new tool in 
selecting a stronger sales force,” | 
says Buick, “is offered as a specific 
aid in identifying applicants with | 
high potential for success at sell- 
ing cars.” 

The brochure said that the 
chief trouble with previous tests 


How big 


atu 





between success in the test and 
success on the job, 

Eventually the GM psychologists 
picked 40 questions which more 
successful salesmen replied to sim- 
iliarly. 

They tried the questionnaire on 
1,000 salesmen and discovered that 
those who scored 81 or better in the 
test sold 1% cars more per month 
than average and those who scored 
70 or below in the test sold one 
car less per month than average. 

While exceptions did occur, the 
pyschologists concluded that 
“Better than three fourths of the 
men who score 81 or more will be 
top salesmen. Only about one third 
of those who score below 70 will be 
top salesmen.” 


Dealers are urged to explain 
that the test will take only 10-15 
minutes, that it will help both to 
evaluate the applicant’s selling 
potential and that it is only one 
of several factors that will influ- 
ence decision. 


Results can be scored in five min- 


utes. 
+ * * 


Selection Interview 
According to Buick, the prospect 


| should be questioned about motiva- 


tion, maturity, ability to get along 
with others, experience and train- 
ing and personal mannerisms. 

Motivation can be determined 
by (1) need for income, (2) need 
for security and (3) need for the 
particular job, 

Maturity can be determined by| 


| asking about (1) temper, (2) foolish | 
| purchases, (3) gambling and (4) 


pleasure-mindness. 

Ability to get along with others 
can be determined by asking about 
(1) relationships with those 
in authority and (2) relationships 
with those not in authority. 

The brochure contains questions 





| which dealers can use to determine 
each of these characteristics. 


The factory continues, “If you 
were particularly impressed with 


some particular applicant, you may 





| 


bh ope? 


“Sorry, I can’t okay your deal, 
Jones! I gave ’em the shirt off my 
back last year; this year I ezx- 
pect ’em to buy me a new one!” 


have given him some “sell” in the 
first short interview. Some selling 
on your part is desirable. 

“Just remember, the younger a 
man is, and the less he knows 
about selling automobiles, the 


Sherwin-Williams... 


is the world’s largest producer of paints and varnishes, 


= ? 


if 


accounts for 19% of US output.* But its size alone is not 

an index of its service to the American home and industry. 
Size by itself frequently is not a significant index of true 

value. Consider, as an example, SuccessFUL FARMING. 

This magazine has only 1,300,000 circulation, but by itself 

reaches 42%, of all farms earning $10,000 or more. 


SuccessFuL Farminc farmers earn more because they 


produce more—53% of all corn harvested for grain, and 
sell more than 57% of the hogs, 38% of the cattle and calves, 
44% of the dairy products. In 1955 they averaged more 
than $10,000 cash income from farming alone, and are 

five figure prospects for quality merchandise. 


In the aggregate, the SF farm audience represents a bloc 
of buying power worth $11 billion, equivalent to another 
national suburbia. With constantly rising living standards, 
SuccessFuL Farminc farmers and their families are the best 
class market in the US today. 

SuccessFUL FARMING offers a value not shown on the rate 
card—the confidence and respect of its readers, based on 
more than fifty years of service, helping its audience live 


ming 


better and make more money. 
To get most sales from the US market for all quality 
products, and to balance national schedules, every national 
advertiser needs SuccessFUL FARMING. Ask the nearest 
Succes ful SF office for all the facts. 
*Source: The Value Line, Nov. 26, 1956 


MEREDITH PuB.LisHiInc Company, Des Moines... 
with offices in New York, Chicago, Detroit, Philadelphia, 
Cleveland, Atlanta, San Francisco, and Los Angeles. 


more he needs some selling on its 
advantages. 

“Point out that selling cars offers 
|not only a chance to make more 
money than in most other ficlds— 
|but far greater chance of advance 
| to executive positions.” 

The dealer is urged to point out 
that most dealers, all sales man. 
agers and many executives of Buick 
and other factories started out as 
| salesmen. 
| Dealers also are urged to tell 
| average earnings of their salesmen, 
| advantages of dealership, top sales. 
|man’s income and sales training 
| courses. 


x * * 


Reference Checks 


“At this time,” Buick continued, 
“or even sooner if you were suffici- 
ently impressed with the man, you 
will want to check on references 
and credit. 

“Most of you do this as a matter 
of course, Many prefer to use the 
telephone when checking references 

to save time and get franker 
answers.” 
* * * 


Final Decisions 
The brochure concludes, “This 
should be based on an agreement 
between dealer and sales manager 
and should be reached after each 
has interviewed the candidate sep- 
arately.” 


Standard Learns 
. 
Why Americans 
* 
Buy Triumphs 

LONDON.—More than 86 percent 
of Triumph sports-car owners in 
the U. S. bought them because of 
high performance, according to 
| Standard Motor Co., Ltd. 

Standard said it has conducted a 
|survey among American owners 
and also found that 64.9 percent 
mentioned competitive price as a 
factor in the purchase. 

It was said that 59.5 percent of 
|the owners reported that they used 
their Triumphs in competitive 
| events. 
| The British auto maker said that 
the U. S. was its second most im- 
portant export customer in 1956. 
Standard said that 952 cars were 
imported in 1954, following opening 
of U. S. operations in February. 
| This was increased by 37.5 per- 
cent in 1955 and that year’s export 
to the U. S. was more than double 
|in 1956 with a total of almost 3,000 
| Triumph sports cars. 


Okla. Unit Refuses 
Risk-Hike Restudy 


OKLAHOMA CITY. The State 
insurance board has rejected a re 
quest by the House of Representa- 
tives to suspend a 22.9 percent 
increase in automobile liability 
insurance rates. The House, in a 
resolution, had said new evidence 
| was available and asked that the 
| case be reopened. 
| In a letter signed by two of its 
| three members, the board advised 
|the House that it “cannot legally 
comply with the resolution.” 
| Joe B. Hunt, State insurance com- 
|missioner and president of the 
board, did not participate in the 
decision. He has conducted a losing 
| fight against the rate increases. 


Loser's Market 
Prospect Returns to Buy 


Stolen Car 


| ADA, Okla. — Ken Braddy re- 
| ported to police that thieves stole 
a $7,000 Lincoln from his show- 
room, 

While he was sadly contemplat- 
ing the loss, a prospect who had 
looked at the car previously re- 
turned to buy it. 


| Auto-Governor Bill 


Introduced in Missouri 
JEFFERSON CITY, Mo— A 


| bill has been introduced in the 


House of Representatives that 
would require installation of gov- 
ernors on all Missouri automo- 
biles. The governors would be set 
to limit speed to 70 miles an hour. 
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Pressure on GM... 
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Ford, Chrysler Soar 
As Sales Get Rolling 


(Continued from Page 1) 


ness, higher interest, higher taxes 
and higher overhead in general. 

Dealers look for 1957 to be gener- 
ally better than last year, with 
Ford and Chrysler dealers particu- 
larly enthusiastic. 

Higher prices and tight credit | 
have led lending agencies to tighten | 
terms. Many potential buyers don’t 
have sufficient trading equities in 
their 54s and '55s.—(Ira R, Alex- 
ander.) 


= * = 
Windsor, Mo. 
[DEALERS in at least two of the | 
Big Three lines in this farming | 
and industrial area report a seri- 
ous shortage of cars and trucks, | 
with back orders accumulating. 

Some dealers say it will take 
two to three months to deliver 
the new car on deals already 
made; in the meantime, the trade- 
in has depreciated in value, mak- 
ing it a problem to come out with 
as much profit as was indicated 
in the original deal. 

Indications for future business 
are excellent. Farmers, hit by sev- 
eral years of drouth, are optimistic 
and industries in the area are run- 
ning full-time. 

Repossessions are not considered 
above normal and accounts are 
being liquidated normally. 

Sales of used cars are increasing, 
dealers say. On new cars, dealers 
adhere closely to one-third down 
with 30 months to pay, although a 
few go to 36. The accent is on 
quality deals rather than on volume. 
—(L. H. Houck.) 


> 


New York 
eas grosses on individ- 
+3 ual deals are reported higher 


than they were a year ago, volume 
is so low that fixed overhead is 
throwing many dealers into the red. 

Sales began to taper off sharply 
about two weeks after the final 
"57 announcement, The concensus 
here is that total volume for 1957 
will run 10 to 15 percent below 
1956. 

Dealers feel that buyers have 
been caught up in a wave of cau- 
tion and conservatism. They are} 
trying to trim their operating ex- 
penses in the face of the contract-| 
ing market 

Used cars have not suffered to 
the same extent as have new cars. 


The market probably would be 
stronger, but the scarcity of trade- 
ins is being keenly felt (Ed 
Brown.) 


. 


San Francisco 

EALERS in San Francisco 

report sales and profits are 
holding up well, but they disagree | 
on what the future holds. Gener- 
ally speaking, dealers with Ford 
and Chrysler lines appear more} 
optimistic than their General Mo- 
tors counterparts. 

Chevrolet dealers say profits 
are better than for 1956, although 
they don’t expect this situation 
to last. Tighter financing is begin- 
ning to hurt, they said. 

“We never used to lose a deal to 
Plymouth; now, once in a while, we 
do,” said one Chevrolet dealer. 

Plymouth dealers’ main concern 
is a car shortage. Profits are 
reported execellent, and sales for 
this year are estimated at equal to 
last year to 50 percent higher. 

Higher prices and tighter credit 
eliminate any allout selling drive, 
One dealer said. 

Ford dealers say they have had 
a backlog of orders from the first 


day, and view 1957 as a good year, | 


from the standpoint of both sales 
and profit. 

Dealers in the middle-price lines 
Say they are “reaching a little 
farther for deals than a month 
ago.” 

Most dealers expect the tightness 
of credit to be gauged more accur- 
ately during the spring market.— 
‘Steve Still.) 


+ % 


» 3 
Albany 
DEALERS in Albany are com- 








to wait three months for a car for 
which he paid $5,000 in advance. 

Some dealers blame the radi- 
cal design and engineering 
changes in almost every make. 
Others say the UAW is to blame, 
charging that the guaranteed an- 
nual wage rules out heavy pro- 
duction ‘early in the year. 

Convertibles and station wagons 
are in particularly tight supply. - 
(George E. Toles.) 

> 7 
Birmingham, Ala. 
oa sales here are running | 
about 25 percent under the} 
same period a year ago, although a| 
true comparison is not possible be- 
cause of the steel strike in Birming- 
ham during. early 1956. 

Cars with greater styling 
changes have had a greater de- 
mand, but the difference grows 
less pronounced as the selling 
season progresses. 

While volume is smaller, profits 





|per unit are improved. There does | 


not appear to be much sales re- 
sistance because of higher prices 
and tighter credit. as buyers seem 
to expect this— (Stuart Riddle.) 


= . = 
Columbia, Mo. 
EALERS in this area _ report 


I continued high sale of new cars, 
a slight drop in demand for used 
cars and better profits on new cars 
than last year or the year before. 

Neither higher prices nor tight 
credit seems to have much effect on 
the new-car market, All dealers are 
finding enough “new” in their cars, 
regardless of make. to offset com- 
plaints on increased prices. 

Dealers report tight credit does 
not affect the good deals. Finance 
companies and banks are refus- 
ing to take some of the slim deals. 

On the whole, most dealers are 
considerably more optimistic about 
profit prospects in 1957 than they 
were in 1956, and look for a good 
year with good profits. (L. H. 
Houck.) 


> > > 


Seattle 


EATTLE dealers “expect” that 
1957 will be a better new-car 
year than 1956—saleswise and prof- 
itwise—-with sales for the season 
holding up well. 
Tighter credit, 
higher prices, 


x 


rather than 
is affecting the 
market, say many dealers, al- 
though one insists, “Prices are 
affecting the market more than 
we think.” 

One dealer who in the past tried 
easy terms has adopted a stricter 
policy. He feels it is bringing in a 
better class of buyers and relegat- 
ing the easy-credit seekers to the 
used-car market. 

Much interest was generated by 


Seat Covers— 


the local auto show held early this 

month, with dealers reporting many 

“leads” developed by the exhibition. 

—(Martin Trepp.) . 
* 


Atlanta 


EALERS whose ’57 lines under- 
went extensive styling changes 
are selling all the cars they can get 
and have a large backlog of orders. 
Their volume is up and their 
profits are better than in 1956. They 
have relatively few price and credit 
troubles—in fact, the best-selling 
models are the highest-priced 
series. 

Dealers whose ’57 models un- 
derwent minor changes this sea- 
son report sales “disappointing” 
and volume less than they had 
hoped for. 

The best they can say is that 
business is “fair,” 
profits will be about the same this 
year as last, and that tight credit 
is having “some effect” on the mar- 
ket.—(E. C. Bash.) 

* 


* 


Cleveland 


OLD weather and buyer caution 
have prevented the new-car 


* 


| market from zooming in the Cleve-| era. r : 
‘land area, although dealers believe| Way it is starting out, 1957 won't 


1957 will be a “good” year. 

Profits thus far have been 
higher per unit than a year ago, 
but with the market getting 
rougher and rougher, profits may 
be slashed to a minimum before 
long. 

Most dealers maintain that there 
has been little trouble because of 


| tight credit. The consensus is that 


dealerships which do well this year 
will be the ones which have a good 
used-car operation and _ topflight 
salesmen.—-(Sanford Markey.) 

= > > 


New Orleans 


TEW-CAR sales, which had been 
4‘ setting a fast pace in the post- 
introduction period, have begun to 
taver off. 

Dealers handling makes with 
modest changes in ‘57 models are 
having stiffer competition. They 
have been offering relatively larger 
tradein allowances. 

The chief complaint among 
Chrysler Corp. dealers is that 
they are not receiving sufficient 
cars. One Chrysler dealer has 
only four cars in stock. 

Another Chrysler-Plymouth dealer 
said half of his salesmen’s time is 


taken up appeasing customers) point. His selling accent has been | 


whom they have already sold and 
trying to retain the business until 
cars arrive. In some instances, the 
dealer said, he has had to return 
deposits. 

Profits are holding up well, deal- 
ers say. One dealer in the lower- 
| price field said his profit is satis- 
|factory. but volume is lacking. 
Another dealer in the same price 
range reported a gross prot of $400 
| to $450 per unit. 

It was the consensus that higher 
prices or tight credit have no effect 


on the market. 
> > 


Philadelphia 
ica weather and snow have 
| “4 virtually paralyzed trading in 


|this area. but has not cooled off 
dealer enthusiasm. 

Popular makes are in_ short 
supply — especially in Chrysler 

| Corp. and Ford Motor lines. Used 
cars are also in demand. 

Dealers report little price resist- 
ance, with profit margin per unit 
greater than in 1956. The credit pic- 
ture is still nebulous’ although 
dealers do not expect the percent- 
age of credit purchasers to be be- 


low last year.—(Allen Sommers.) 
* * * 


Buffalo 

EW-CAR sales have been dis- 

appointing in the Buffalo area 
so far this year. While public in- 
terest is good and the potential 
market appears strong, several fac- 
tors are working against the closing 
of deals: 

1. Many customers are sur- 
prised by the price tags and are 
shying away—particularly in the 
middle-price field. 

2. Finance companies have tight- 


Scho-Covers is the title given a new|ened their policies and credit is 
line of seat covers introduced for 1957| tougher all along the line. 


by Schoellkopf Co., Dallas. Materials used 


3. There is a delay in getting 


in the covers were chosen to harmonize| Wanted models and colors. Cars in 
with, and to highlight the new design| the house aren't selling. 


trends, both interior and exterior, cur- 


4. Promotion and advertising at 


that sales and| 


(Gordon Hebert.) 
> i 





S-P Safety Roll— 


A new safety feature for rear-seat pas- 
sengers is this safety roll introduced by 
| Studebaker-Packard Corp. The soft pad- 
ding on the back of the front seats is 


| standard equipment on 1957 Studebaker 
and Packard Clipper cars. 


| 


| “hot” right now, with Ford at least 
|holding its own and General Mo- 
| tors makes lagging. 

Veteran observers say 





that, the 


|be as big a car year as 1955 and 
may fall below 1956. They hasten 
|to add that it is too early to draw 
positive conclusions. 

| According to one report, much of 
the fleet business here has been 
shifted to Plymouth this year.— 
(George E. Toles.) 


= * * 


Rhode Island 


HODE ISLAND dealers are any- | 
thing but optimistic over the} 


new-car sales outlook for 1957. 
Things fell flat about Dec. 1 and 
have stayed that way since, they 
say. 

As for profits, they say many 
dealers will be lucky to end up 
with any profit at all when books 
are finally balanced for 1956. They 
see no reasons for an improve- 
ment in 1957. 

Tight credit gets no blame, The 
buyer who really wants a new car 
will get it, regardless, dealers say. 

| Veteran dealers agree that higher 
prices have hurt the new-car mar- 
ket more than any other one thing. 

One Chevrolet dealer readily con- 
ceded that his Ford and Chrysler 
contemporaries are enjoying an ad- 
vantage from the “newness” stand- 


“n performance and durability. - 
‘Thomas L. Forbes.) 
* * * 


Chicago 
@TYLING changes appear to lend 
“a definite sales advantage to 
|new cars in the Chicago area, with 
Chrysler and Ford lines running 
ahead of last year. 

One Chrysler-Plymouth dealer 
|said a comparison of sales sheets 
between this year and last year 
“makes it look like we are in an en- 
tirely different business.” 

Increased sales and profits are 
|}also reported by Ford dealers. 

There is a conspicuous absence 


VANCOUVER B.C. Auto 
dealers are operating more effici- 
ently, expense-wise, than any other 
retail group in America, according 
to Elson G. Sims, a Vincennes 
(Ind.) Ford dealer. 


In a speech at the Vancouver 
Motor Dealers Assn.’s annual 
convention, Sims said, “The au- 
tomobile dealer’s average cost of 
doing business is 13.2 percent of 
sales and we should have no 
apologies for these expenses. 


| 





ment survey report for the 
nine months of 1956 show that 
when all expenses are allocated to 
the right departments, the average 
total cost of selling an automobile 
is $367 per unit without a tradein, 
and $532 per unit total cost when a 
tradein is involved.” 


| Sims said the dealer operating 
|eost per sales dollar is the lowest 


rently produced by the auto industry,|the dealer level are quiet, leaving|jn all retail groups. He said that 


according to the manufacturer. Materials 
used include woven rayon, lum-puff 


| plastic, woven plastic, and lacquered fibre. 
plaining about the shortage of | 
new cars. One buyer reportedly had | 


There also are three plastic lines, one 
woven two fibre. 


the market without a “hypo.” 
Business in general lacks the zip 

that dealers had counted on after 

| the well-attended auto show. 

| Chrysler products are reported 


if the dealers questioned other 
retail groups about their operating 
cost, they would find that it ranges 
|from 20 to 30 percent of the sales 


er Chase aE TR 
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of optimism among GM dealers, 
although one Chevrolet dealer 
says his profits are up about $75 
@ car over a year ago. 

A Buick dealer said his sales 
have been “disappointing,” and he 
attributed part of his trouble to 
there being “nothing new” in the 
styling. Chevrolet is faced with the 
same problem, he said. 


A Pontiac dealer said he is be- 
hind last year on volume, although 
profits are better. Another GM 
dealer said he is “frankly worried” 
about sales and profits for 1957. 
Profit, so far, he said, has been 
“terrible.” 


American Motors dealers said 
“big-car” sales were going about 
the same as last year with Rambler 
moving a lot better and profits im- 
proved. 


None of the dealers said he had 
noticed any effect from tight credit. 
Some dealers said they thought 
“tight-credit talk was just talk.” 
(W. M. McCarty.) 


* 


Dallas 


HE 1957 models have had an ex- 

cellent reception in the Dallas 
area, with sales gaining most, on 
the whole, for makes with the big- 
gest changes. 

Ford has gained on Chevrolet, 
where Chevrolet traditionally has 
had a comfortable lead, and Chrys- 


a * 





Most Efficient Retailers, 


“The NADA business manage- | 
first | 


ler Corp. cars have gained 8 to 10 
percent, 

Some Chrysler-line dealers said 
that they could have gained up to 
20 percent if they could have ob- 
tained all the cars they wanted. 

Dealer profits are improved, with 
most dealers getting a “reasonable” 
zross. Most dealers see more stabi- 
‘ized market conditions this year 
|than last. They doubt that ticht 
| credit will have any serious effect 
|on the market. 

They are disturbed far more by 
|the rapid growth of the used-car 
| inventory.—(C. K. Cates.) 
| * = * 


Detroit 


| DEALER appraisals of the new- 
ear sales situation in Dotroit 
range from “best ever” to 
since '54.” 

Most optimistic in their outlook 
are dealers handling Oldsmobile 
and Ford Motor Co. and Chrysler 
Corp. lines. 

A Chevrolet dealer, who said 
sales “got off to a bad start,” 
claims a reaction may be setting 
in on the matter of styling. 

“There are a lot of conservative 

| buyers left who are not too enthu- 
| siastic about the other fellows’ car,” 
| he said. 

“When things aren't going good, 
| though. it’s hard to get momentum 
| back,” he added. 

Expectations and experiences on 
| profit are linked closely to demand. 
|Dealers with the sought-after 
makes report profit “the same” to 
“slightly better” than a year ago. 
They question whether 1957 will be 
any better profitwise than was 1956. 

No dealer reported any problem 
on credit. 


“worst 





Sims Says of Car Dealers 


dollar, compared to 13.2 percent for 
the auto dealer. 

“Generally speaking,” he con- 
tinued, “There is nothing wrong 
with our expense; the only trouble 
has been we haven’t had enough 
gross profit left! We have been giv- 
ing much of it away. ” 

“God bless you automobile 
dealers. You have been wonder- 

ful people. You must have felt 
that it was more blessed to give 
than to receive. During 1953, 
1954 and 1955, you gave away the 
profits of your business and in 
1956 you started to give away the 
assets.” 

Declaring that the solution to the 
profit problem was in the hands of 

the individual dealer, Sims urged 
the dealers to get out their car in- 
voices and then figure up all ex- 
|penses — selling, operating and 
other expenses. 

“Then,” he continued, “we shofild 
add this $400, $500 or $600 to each 
of those invoices in order to get 
our total cost on each unit. We 
should resolve that from here on 
out we are going to sell those cars 
at a profit or they are going to sit 
‘there until doom’s day. It can be 
| done.” 
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8 XDD MILLIONS 


atta am for — carss= 


$50 MILLIONS - new homes 


2 
$20 MILLIONS } for new 


A vast new road building program, much of which is 
already completed, is adding greatly to the economic 
importance of Western New York (New York State's 
second largest market). This area has been for years 
one of the best possenger car markets in the United 
States. The new road building program opens the woy 
to new suburban developments...makes it easier for 
more customers to reach Buffalo buying centers. In the 
Buffalo suburbs the two car family is rapidly becoming 
the rule- not the exception. That is one reason why 
the BUFFALO EVENING NEWS continues to lead all 
evening newspopers in automotive lineage, as it has 


SOURCES, Store ct New 1d almost constantly for a quorter of o century. 


York 0. ?. W.; Buffele 
Chomber of Commerce; 
Buffalo Automobile Deo!- 
ers’ Association; Newspa- 
per Rotes ond Doto. 


SELL THE NEWS READERS AND YOU SELL THE GREAT 
AND STEADILY GROWING BUFFALO MARKET, NOW 
OVER 1,600,000 PEOPLE.* 


BUFFALO EVENING NEWS 


KELLY-SMITH CO. National Representotives 


7’ 
WESTERN NEW YORK'S GREAT NEWSPAPER 


REPAIRING RADIATORS! 


‘Why INLAND Radiator Department brought in an additional $3,969 
in a single month” says Bob Neyland, Neyland’s, Baton Rouge, La. 


$10,000 to $20,000 a year additional volume is common! “$16,750 
in one year”— McRill’s, Twin Falls, Idaho, “$13,199 a year!” — 
Town Auto Co., Allentown, Pa. “$10,650 the first 8 months!”— 
Jack Fagan, Delevan, Wisc. 


20 to 30 Million Radiators Need Servicing Yearly! Tests prove 
83%, of all radiators over a year old are partly plugged. And with 
today’s engine power increase and cooling capacity decrease, par- 
tial plugging can cause overheating and serious engine damage. 
Inland equipment shows customer need for radiator-cleaning—is 
designed for fast easy production methods—stays neat and clean. 

Inland, world’s largest radiator equipment manufacturer, 


offers complete package— Equipment, Training, Merchandising, 
“Pays-For-Itself” Purchase Plan. 


oe oe  seREERENE TT EE Ret re aera 


INLAND MFG. CO., Dept. 
1108 Jackson St., Omaha 2, Nebr. 


Please send new free book, ‘Blueprint for Profits.” 


B16 dealer, make of cor sold 
| Are you now operating a radiator Dept. [] Yes [] Ne 


SEE US AT THE N. A.D. A. SHOW 


BOOTHS 104-105-106-107 


$50,000 Invento 


Cited ... 


Cincinnati Dealership 
Appeals Suspension 


CINCINNATI. — Sycamore Mo- 
tors, a Dodge-Plymouth dealership 
here, has appealed an order of the 
Ohio Motor Vehicle Dealers’ and 
Salesmen’s Licensing which re- 
voked the dealership’s license. 

Sycamore Motors also filed a 
motion in Common Pleas Court 
to postpone the execution of the 
board order which is to become 
effective Feb. 6. Judge Carson 


Obituaries 


M. M. Roberts, 66, 


Retired Hudson Official 

DETROIT. — M. M. Roberts, 66, 
a retired official of Hudson, died 
Jan. 17 in Jennings Memorial Hos- 
pital here. 

Mr. Roberts was director of sales 
promotion and advertising when he 
retired from Hudson in 1951. He 
had spent 35 years in the automo- 
bile industry. 

= > > 


Ralph Bloom 
PITTSBURGH. — Ralph Bloom, 43, co- 
owner of Bloom Motor Co., died here Jan. 
17. 





* * * 


Lawrence H. Johnson 
DRAPER, N. C.—Lawrence H. Johnson, 
50, head of Johnson Chevrolet Co. here, 
died unexpectedly of a heart attack at his 
place of business Jan. 19. Mr. Johnson 
founded the dealership in the early °30s. 
* * . 


Carson R, Lanter 
TULSA, Okla. — Carson R. Lanter, 44- 
year-old used-car dealer, died Jan. 12, after 
a heart attack. He was a native of Tren- 
ton, Ill. 
* * * 


Charies L. Elyea 
ATLANTA.—Charies L. Elyea, 88, owner 
of the first wholesale automotive accessory 
business in the southwest, has died. He 
also owned Elyea, Inc., a finance company, 
until his retirement 15 years ago. 
* . * 


Charlies R. Walton 

DETROIT.—It. Cmdr. Charlies R. Wal- 
ton, a Navy reserve officer and Chrysler 
division sales manager in the Chicago re- 
gion, was killed Jan. 20 when his jet fighter 
plane collided with another and crashed at 
the Kirtland Air Force Base near Albu- 
querque, N. M. He was on two-week train- 
ing duty. 

*. * * 


John W. West 
LYNCHBURG, Va.—John William West, 
82, retired automobile dealer, died Jan. 12 
at a local hospital. Two daughters survive. 
* * * 


e E. Gardner 
PHILADELPHIA.—George Edward Gard- 

ner sr., 58, president and founder of Gard- 
ner Motors here, collapsed and died Jan. 
17 while attending the 52nd annual Poor 
Richard Club dinner at the Bellevue-Strat- 
ford Hotel. Surviving are his wife, two 
sons and a daughter. 

* * * 


Charles H, Benson 
WINFIELD, Kans.—Charies H. Benson, 
62, of Benson Motor Co., died Jan. 15 at 
his home. He had been in poor health for 
some time. 
* * * 


Porris 
CLEVELAND.—Philip Porris, 63, presi- 
ot of the Chrysler Porris Co., died Jan. 
16. 
* * * 


George J. Moulder 

SOUTH BEND. — George J. Moulder, 
70, president, Moulder Motor Co. (Chrys- 
ler), died Jan. 14. Mr. Moulder organized 
Moulder Motor in 1927. He also organized 
35 other dealerships for Chrysler Corp. in 
Indiana. 

* * * 


Emil A, Krause 

MILWAUKEE.—Enmil A. Krause, an auto 
dealer here for 40 years and president of 
Home Savings & Loan Assn., died here 
Jan. 19. Mr. Krause, 77, was chairman of 
Krause Motor Co., an Oldsmobile dealership 
he founded during World War I. Born in 
Germany, he came to Milwaukee in 1895. 


= > * 


Hans F. Kolb 

CHICAGO.—Hans F. Kolb 63, of Spring 
Grove, died January 14, e was service 
manager of Lake Park Motors, Lincoin- 
Mercury agency. 

* * : 
y P. 

LA GRANGE, Ill.—Iley P. Payne, 50, 
sales manager for the construction equip- 
ment division of the International Harvester 
Co. at the Melrose Park plant, died Jan. 
14. He had been with Harvester 20 years. 

* * * 


Ralph 
AUGUSTA, Ga.— Ralph Arrington, 65, 
former automobile dealer here, died Jan. 16 
in Orlando, Fia., following a long illness. 
* * * 


Francis A. 

CHATTANOOGA, Tenn.—Francis A. Mal- 
lery, long interested in Ford dealerships 
here and in Louisiana, died Jan, 19 while 
on a hunting trip near "Giger, Ala. A leader 
in bird dog field trials in the South, Mr. 
Mallery was general manager of the ‘truck 
_— commercial division of Furlow-Cate, 
ne. 


Hoy was to hear the motion late 
last week. 


Louis Weiland, Sycamore attor- 
ney, said the revocation should be 
delayed because the company had 
more than $50,000 worth of cars in 
stock which it could not dispose of 
without suffering substantial losses 
if it did not have a license. 


Sycamore Motors was found 
guilty on eight counts of not pro- 
viding buyers with a written state- 
ment. describing the prices, allow- 
ances, payments, terms and agree- 
ments concerning the sales. 


In a special statement, Sycamore 
Motors said, “We are appealing 
from a finding alleging violations 
of Rule 8. As a matter of actual 
fact. the record taken at the hear- 
ing will indicate that this is incor- 
rect. Rule 8 charges a failure to 
deliver to the customer a copy of 
the retail sales order. In six of the 
eight instances the customers them- 
selves. under oath, admitted receiv- 
ing copies of the order. 

“While we are ereatly con- 
cerned over this ruling, there is 
a larger issue at stake. If this 
license can be revoked under 
these circumstances, then any 
license, anywhere, any time can 
be revoked. We feel that a court 
of law should review these pro- 
ceedings and determine, once and 
for all, whether property rights 
can be so arbitrarily destroyed. 
“We have challenged this ruling, 
also, because of a firm conviction 
that this type of licensing is uncon- 
stitutional. If automobile dealers 
must be licensed, then why not all 
merchants. Who will be next? The 
butcher, the baker or the candle- 
stick maker?” 


New Illinois Chief 
To Start Probe 


Of Car Insurance 


CHICAGO. — The question of 
whether auto owners are being 
overcharged for insurance will be 
one of the first matters investigated 
by Joseph S. Gerber, Chicago attor- 
ney, who has been appointed the 
new State Department of Insurance 
Director. 

(Several weeks ago, U. S. Senator 
A. S. Mike Monroney announced 
that Senate auto probers would in- 
vestigate finance-insurance prob- 
lems this year.) 

Gerber has replaced Justin Mc- 
Carthy, who figured in a conflict 
with the Better Business Bureau 
earlier this year over auto collision 
insurance rates and whether motor- 
ists are being overcharged. The 
BBB had charged McCarthy with 
failing to answer letters and ques- 
tions concerning the insurance 
rates. 

Automobile insurance also was 
the subject of a recent discussion 
of a meeting of the Union League 
Club, when State Sen. W. Russell 
Arrington, insurance committee 
vice-chairman, said the insurance 
industry faces a fight before the 
next Illinois legislature to block 
enactment of compulsory auto in- 
surance. 


Message for Customers— 


Inexpensive paper mats are doing a 
good advertising job for Mike O'Connor 
Chevrolet-Buick-GMC Co., Sedalia, Mo. 
New sheets are used in all demonstrators 
and in cars displayed in the showroom. 
The mats are printed with an advertising 
message that states in part: “Thanks for 
coming in. We've tried to keep your new 
mat clean with this paper mat. We ap- 
preciate this opportunity to serve you." 


Toledo Dealer 
Wins Injunction 


In License Fight 


TOLEDO, — Grand Motors, Inc, 
here has won a court injunction 
barring a 30-day suspension of its 
license by the state, according to J. 
J. Ellis sr., vice-president. 

The suspension had been ordered 
by the Ohio Dealers & Salesman’s 
Licensing Board for alleged viola- 
tion of its rules. 

The injunction was granted by 
the Common Pleas Court until “the 
case can be judged on its merits” 
in court, Ellis said. 

Ellis charged that the board did 
not complete the Grand Motors 
hearing which was held here Oct. 
17, 1956. “They called a recess in the 
hearing,” he said, “and did not re- 
sume it. The first I knew of the 
suspension was by mail.” 

Violations alleged failure to give 
a customer a completely filled-out 
purchase order and failure to fol- 
low the Ohio code concerning titles. 
Ellis said the car in question was 
on the lot in transit, was sold by 
mistake and that Grand did not ac- 
cept the deal as final. 


4 Cadillac Dealers 
In Lease-Buy Plan 


ST. LOUIS.—A _ purchase-option 
deal on Cadillacs is being offered 
by four dealers in this area, Their 
advertisement said fully equipped 
Cadillacs will be leased on a 12 or 
24-month basis for $147.50 a month. 

The lease agreement includes all 
maintenance, including tires, oil 
and grease, license and title, per- 
sonal property tax and sales tax. 
There are no mileage limitations, 
and cars can be purchased at any 
time during the lease period with 
lease payments applied as credit on 
the purchase price. 

The advertisement was signed by 
Lindburg Cadillac Co., Forest Cad- 
illac Co. and Clinton Cadillac Co., 
all of St. Louis, and East Side Mo- 
tors, Inc., East St. Louis. 
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RALEIGH, N. C. — The newly 
formed North Carolina Independent 
Automobile Dealers Assn. has been 
urged by Gov. Luther H. Hodges to 
support proposed changes in the 
State’s tax laws and to back high- 
way safety legislation that is to be 
introduced in the State Legislature 
when it convenes in February. 

Both Hodges and the dealers 
yoiced their backing of annual 
motor-vehicle inspection in State- 
licensed garages, one of the three 
major proposals in the highway 
safety legislation program, And 
there were indications that the 
association would go along with 
much of the tax-revision pro- 
gram. 

Under the inspection plan, private 
garages would be used under State 
supervision instead of operating 
State inspection lanes, as was the 
ease the last time North Carolina 
had an inspection law. 

Criticism of the delays and in- 
conveniences of the lanes led to 
scrapping of the old law, and the 
1955 Legislature refused to approve 
a new one. 

Other major proposals in the 
highway safety program include 
chemical tests in drunken driving 
eases and allowing the State High- 
way Patrol to use unmarked cars. 


Reaffirming his support of the 
State Tax Study Commission’s 
recommendations for tax law revi- 
sions, Hodges urged the dealers to 
back the proposals. 

He emphasized two phases of 
the suggested reforms which have 
resulted in the most criticism 
thus far. The proposals would 
allow cities to levy up to $10 for 
automobile licenses and $10 on 
all persons who earn salaries 
within the city limits, 

“Our cities and counties,” the 


Money Termed 
Neither Too Tight 
Nor Too Costly 


DETROIT. — Carle E. Allen, 
president of the Federal Reserve 
Bank of Chicago, speaking last 
week before the Economic Club 
here, said that he does not consider 
present-day “tight money” either 
too scarce or too costly. 

He said that concern over a 
sluggish rate of economic 
growth today is not an issue. 

“There is too much growth, not 
too little,” he said. 

Moreover, Allen added, this is 
“not a harmless excess which can 
be ignored, but one which threatens 
the wofth of our dollar.” 

He said that if the proposition for 
the Federal Reserve to meet all 
money demands in full was put as 
& proposal to start presses rolling 
out currency, “those crying for 
enough for everyone would be a 
pitifully discredited minority.” 

However, Allen said, there is 
an increasing awareness of the 
importance of “proper monetary 
policy.” This awareness, he said, 
may explain why the number and 
volume of complaints about tight 
money have been decreasing. 

“I don’t hear as much (about it) 
as I used to,” he said. Allen as- 
sumed his post Oct. 1, 1956. 


Dodge Conducts Parley 


On Sales Promotion 


DETROIT. — Eighteen Dodge 
regional sales promotion managers 
gathered in Detroit last week for 
a two-day meeting with Dodge 
executives to discuss current and 
Future Dodge promotional pro- 
grams, sales activities and adver- 
tising campaigns, 

Attending the meeting were R. J. 
Baldwin, St. Louis; J. E. Campeau, 
Detroit; J. C. Caspary jr, Mem- 
Phis; Paul DeLadurantaye, Syra- 
cuse; M. N. Eade, Kansas City; L 
P. Grange, Boston; K, L. Heatherly, 
Charlotte, N. C.; John C. Jones, 
Cincinnati; E. S. Kenningham, Dal- 
las; R. C. Kirch, Chicago; C. R. 
Mangum, Atlanta; F. O. Paige, 
Philadelphia; F. M. Simon, San 

cisco; P, R. Thomas, Pitts- 
burgh; J. D. Town, Portland, Ore.; 
D. W. Tuttle, Minneapolis; Jack 
Wayne, New York, and R. W. 
Wicks jr., Los Angeles. 


As Independent Dealers Meet. . . 


Inspections Urged in N.C. 


governor said, “are h ar d-pressed 
for revenues to meet their essential 
services. They must be given some 
reasonable leeway in available tax 
fields.” 

Hodges said neither he nor the 
study commission is recommending 
that cities charge any particular 
amount for city auto tags. 

But James C. Little, Raleigh 
attorney and general counsel of the 
association,. told the dealers that 
given such “permissive” powers, “if 
I know my cities, every one would 
raise it.” He was referring to the 
charge for city tags, now $1, 

Hodges told the group, “It was 
felt that ... any city which charged 
more than the community felt was 
justified would receive such a pub- 
lic clamor from an _ unjustified 
raise that they would repeal it. 

“It seems to me highly doubt- 
ful,” he said, “that any city would 
venture immediately to raise au- 
tomobile license tag fees from $1 
to $10. 

He said that since automobiles 





Sealed Power 
Answers FTC 


In Discount Case 


WASHINGTON. — Answering a 
Federal Trade Commission com- 
plaint charging that its varied dis- 
count program results in unlawful 
price discrimination, Sealed Power 
Corp., Muskegon, Mich., called on 
the FTC to “preserve and protect 
(Sealed Power’s) competitive posi- 
tion” by imposing like restrictions 
on the rest of the industry. 

Sealed Power, a maker of auto- 
motive replacement parts, denied 
that its discounts are discrimina- 
tory and said similar discounts pre- 
vail in the industry. 

It maintains that under the law, 
the FTC can withhold its order 
until “respondent's principal com- 
petitors or the .. . industry gener- 
ally may be subjected to similar 
orders or trade restrictions.” 

The FTC complaint, filed Oct. 17, 
charged Sealed Power gives favor- 
able discounts to some customers in 


violation of the Robinson-Patman | 


amendment to the Clayton Act. The 
FTC alleged that customers an- 
nually buying more than $30,000 in 
piston rings receive a 20 percent 
retroactive discount, whereas $4,000 
customers receive only 3 percent. 

Sealed Power said its discounts 
are available to all and are lawful 
and proper price differentials. The 
company added that the differen- 
tials were made “in good faith to 
meet the equally low price of ... 
competitors .. .” 


Studebaker Sales 
Double Industry’s 
Gains, S-P Says 


SOUTH BEND. — Retail sales of 
Studebakers in December were up 
10 percent over November, double 
the industry increase, Harold E. 
Churchill, president of Studebaker- 
Packard, said last week. 


The last 10 days of December 
were the best period of retail move- 
ment on 1957 Studebakers since 
their introduction in early Novem- 
ber, he said. Sales were up over the 
second 10 days, contrary to a gen- 
eral falling off in retail sales by 
dealers in the industry during the 
period, he added. 

Churchill said the t h re emodel 
Hawk line is accounting for 30 per- 
cent of sales. Production of these 
models has been increased to meet 
this higher sales rate from the ini- 
tial production forecast. 

Sales of Packard Clipper 1957 
models were not included in the 
totals because they were not pub- 
licly introduced until Jan. 24. Pro- 
duction of the Clippers started Dec. 
19 in South Bend. 


Qualman in New Post 


Jack W. Qualman has been 
named assistant.chief engineer of 
the Detroit Transmission division 
of General Motors Corp. Qualman 
began his career with General 
Motors in 1933 as a General Motors 
Institute student. 
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are a “source of a great deal of 
expense to every city it seems to 
me that this is a logical field in 
which the city ought to be allowed 
to raise revenue and one which the 
local citizens can control as they 
See fit.” 

The governor said this tax and 
the occupational tax were proposed 
because the commission in other 
recommendations was suggesting 
limiting and curtailing of municipal 
taxing powers in the field of gen- 
eral licenses. 

Officers of the NCIADA are: E. 
M. Stafford, Charlotte, president; J. 
N. Oakley, Durham, vice-president, 
and Ralph L, Johnston, Fayette- 
ville, secretary-treasurer. 


Well Guill Body Co., line. 


5903 PRESTON COURT, BROOKLYN 34, N. Y. 
WRITE FOR CATALOGUE AND INFORMATION. 





The most diversified selection of wreckers ever manufactured 
by one company. 12 distinct models ranging from 3 to 20 tons. 














At 8 a.m. this car body was in need of repair. At 5 p.m. it is rolling out of a 
Binks drying oven enclosure with a dust-free, rock-hard, glistening new finish. 


Primed, beautifully finished, 
ready to roll...in hours! 


“Since installing Binks spray finish- 
ing equipment we have increased our 
overall finishing output by 20%; 
reports Mr. Serafino Porcaro, owner 
of Division Auto Construction Com- 
pany in Chicago. “Each week we 
give a new lease on life to 50 to 70 
wrecked or damaged automobiles” 


Quality work—production rates 


Throughout the finishing department 
you will find Binks spray painting 
equipment...the same as that used 
by leading automobile manufacturers. 
Division Auto, like other body repair 
shops has found that the dependable 
performance of Binks spray guns, 
booths, drying ovens and accessories 
pays off in extra production... profit 
---and customer acceptance. 


For complete information 

on how Binks spray finishing equip- 
ment can help put more profit in your 
body refinishing operations, see your 
Binks jobber. He will be glad to show 
you the spray finishing equipment 
automobile manufacturers depend 
on. Ask for a copy of Bulletin O.B. 
or write direct to the address below. 


EVERYTHING 





Binks Model 7 
spray guns permit 
one-pass primer 
application. Binks 
exhaust chamber 
safely removes 
fumes. 





Plenty of room 
and light in this 
Binks spray booth 
for fast, efficient 
work. A Binks 
Model 18 spray 
gun is in action 
here. 








Ask about our spray painting school 





Binks Manufacturing Company 
3124-34 West Carroll Ave., Chicago 12, Ill. 


REPRESENTATIVES IN PRINCIPAL U.S. & CANADIAN CITIES + SEE YOUR ciassirien DIRECTORY 
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Globe-Union Appoints 


Fiandt in Designing 
Globe-Union, Milwaukee, has an- 
nounced appointment of Ronald M. 
Fiandt to director of automotive 
products design and development. 


SAVE 


DOORS LOCK AUTOMATICALLY 
WHEN IGNITION IS 


SE PULL LAS 
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It’s ‘Interesting’ Without Plymouth en's 


Life in a Chrysler Exclusive 


Fiandt formerly was in industrial 
design work, The new position will 
supplement existing Globe - Union 
engineering departments by pro- 
viding a specialized research and 
development program in automotive 
product design. 


ONE MODEL 
aah 
arte 


ual 


DOORS UNLOCK AUTOMATICALLY IF 
CAR OVERTURNS — PASSENGERS 


FITS ANY DOOR ON ANY CAR 


DRIVER MAY UNLOCK DOORS FROM 
DASH WITH IGNITION ON. 


KIT FOR TWO REAR DOORS 
LIST. .$11.95 DLR. NET. .$7.20 
INSTALLATION TIME APPROX. 1 HR. 


MURPHY SALES CO + BOX 5416 LAKE STREET STATION + MINNEAPOLIS 8, MINN. 


Research Management 
FOR DEALERS 


What is it? What does it do for you? These are the 
things you will want to know about this new and 
dynamic method of inspiring your employees to pitch 
in one for all, and all for one. Write us today on your 
letterhead for our FREE BOOKLET which gives you 
the entire story without obligation. 


MAKE 1957 THE YEAR 
AUTOMOTIVE ENTERPRISES 


10600 Puritan Avenue 


Detroit 38, Michigan 





(7 acres on the ocean) « COLLINS AVENUE at 23rd ST. « MIAMI BEACH 


By Robert M. Lienert 
Associate Editor 

IRMINGHAM, Mich.—‘“Sure, I'd 

like to have Plymouth to help 
out on the gross, but it’s kind of 
interesting without it,” says Frank 
Stuart, manager of a new Chrysler- 
Imperial dealership in this Detroit 
suburb. 

Birmingham, populated largely 
by professional and executive 

also has a Dodge-Plym- 
outh dealership and a DeSoto- 

Plymouth dealership. 

The Chrysler-Imperial franchise 
is held by Goldhar-Zimner, Inc., 
which also operates a Chrysler- 
Plymouth dealership on Livernois 
Ave., Detroit’s auto row. Stuart 


25 Dealers Attend 
18th Oldsmobile 
Council Meeting 


LANSING.—Twenty-five Oldsmo- 
bile dealers from throughout the 
U. S. attended the 18th national 
dealer council meeting here. 

Under the program initiated last 
spring, representative dealers are 
elected to local dealer councils, 
which in turn elect a member to the 
national dealer council. 

“Frank and free discussion of 
objectives common to both the 
dealer and the factory is achieved 
at these national Oldsmobile Dealer 
Council meetings,” J. F. Wolfram, 
general manager of Oldsmobile 
division, emphasized. “It permits 
Oldsmobile dealers to express their 
views and to obtain the reaction of 
representative dealers from all geo- 
graphical areas to subjects of mu- 
tual concern.” 

Representing Oldsmobile at the 
national dealer council meeting 
were V. H. Sutherien, general sales 
manager; H. N. Metzel, chief engi- 
neer; R. T. Rollis, general manu- 
facturing manager; W. O. Lampe, 
executive assistant to the general 
manager in charge of dealer rela- 
tions; E. W. Schuon, comptroller. 
and J. J. Dobbs, executive assistant 
to the general sales manager. 

Elected by dealers to attend the 
council were: Louis B. Levenson, 
Dorchester, Mass.; L. L. Linehan, 
New Rochelle, N. Y.; C. A. Blake, 
Harrisburg, Pa.; Joseph B. Paul, 
Washington. D. C.; George D. Gard- 
ner, Binghamton, N.Y.; J. E. 
O’Daniel, Evansville, Ind.; William 
J. Michael, Cleveland; E. A. Gage, 
Ferndale. Mich.; Mario Di Cio, 
Canonsburg. Pa: A. O. Mitchell, 
Atlanta; J. F. Rippy jr., Wilming- 
ton N. C.; Jim Austin, Baton 
Rouge, La.: George J. May, Chi- 
cago; A. C. Krause, Milwaukee; 
Henry A. Billicn, Sioux Falls, S. D. 

C. G. Peterson, Storm Lake, Ia.; 
Forrest Harding, Granite City. Il.; 
A. L. Ingalls, Dallas; Sam White, 
Houston: G. N. Waddell. Salina, 
Kans.; Henry F. Coffeen. Oklahoma 
City; H. L. Galles ir., Albuquerque, 
N. M.; Clifford B. Murphy, Los An- 
geles; Clarence Krieger, San Fran- 
cisco, and Robert R. Lynch, Yak- 
ima, Wash. 


Lincoln Sales 
Top °56 for Ist 
10 Days of Year 


DEARBORN. — Lincoln sales in 
the first 10 days of January were 
30 percent higher than they were 
@ year ago, according to Henry B. 
Daniels, general sales manager. 

“The excellent sales performance 
of our dealers and the enthusiastic 
public demand for the 1957 Lincoln 
should help us surpass 1956 sales— 
the highest in Lincoln history,” 
Daniels said. 

“January 1-10 sales were the best 
since 1949, our highest previous 
figure, when 1,136 Lincolns were de- 
livered 

“Current daily sales are running 
well ‘over 125 per day and produc- 
tion is scheduled to the limit,” he 
declared, adding that sales in the 
New York, Cleveland and Atlanta 
districts lead the country. 


Dishman Elected 
LOUISVILLE.—Charles H. Dish- 
man, of Tri-City Oldsmobile Co. 
here, has been named chairman of 
the State Young Executives Group. 





previously was general manager of 
the Livernois outlet. 
* + > 
qa says he has had to learn 
an entirely new mode of opera- 
tion in the Birmingham setup. 
“Out here you can’t push the 
customers, and they don’t crowd 
you,” he said. “Much of our clos- 
ing is done in the homes. 

“A couple may come in, look 
briefly at the show car, and then 
ask us to bring a demonstrator to 
their home and talk business 
there.” 

He continued, “Five weeks ago, a 
well-dressed woman came in, looked 
at a Saratoga and left. She called 
and ordered the car by telephone 
this week.” 

+ . * 
ques is optimistic over the 
outlook for Chrysler - Imperial 
exclusives, if the location is proper. 
He thinks Birmingham is “right” 
for Goldhar-Zimner. 
“We're not going to be here for 


IH Sales Rise, 
But Earnings Dip 


10 Pct. for 1956 


CHICAGO, — International Har- 
vester Co.’s 1956 net income totalled 
$49,619,000 compared with $55,501,- 
000 in 1955. a decrease of 10.6 per- 
cent, it was announced by John L. 
McCaffrey. board chairman. and 
Peter V. Moulder, president. in the 
company’s annual report for the 
fiscal vear ended Oct. 31, 1956. 

Total 1956 sales amounted to $1,- 
252 079.000, an increase of 7.4 per- 
cent from the 1955 sales total of 
$1.165.785.000. 

“Net income declined in 1956, de- 
svite the higher sales volume, be- 
cause of rapidly rising costs of 
doing business” McCaffrey and 
Moulder said. “While prices of our 
products were increased during the 
year, these increases did not fully 
offset the increased costs of wages, 
salaries, and materials.” 

They said defense, refrigeration- 
products and farm-equipment sales 
dipped during the vear. The overall 
sales gain resulted from increases 
in sales of motor trucks. construc- 
tion-equipment and steel products. 

Refrigeration sales decreased be- 
cause of the sale of the company’s 
Refrigeration division. and farm- 
equipment sales were down because 
of the drouth and other farm prob- 
lems, McCaffrey and Moulder said. 


Portland Assn. Names 


°57 Committee Chairmen 


PORTLAND, Ore. — President 
Clark Graham, of the Portland Au- 
tomobile Dealers Assn., has named 
the 1957 committee chairmen for 
the organization. 

They are: Don Frank, member- 
ship; Harvey Barnard, labor; Mar- 
vin Tonkin, advertising; Philip L. 
Fields, legislative; Dave Logan, 
budget and finance, and John Fitz- 
gibbon, Gearhart tournament. 


Shalco Appoints von Wolff 


Herbert von Wolff's appointment 
as general sales manager and elec- 
tion to the vice-presidency, has 
been announced by Shalco Engi- 
neering Corp., Palo Alto, Calif. Von 
Wolff will be in charge of Shalco’s 
sales force and distributorship net- 
work. 


Pia: 


P Pd , a) a 
PL em ee head 


two months—or six months,” he 
said. “We're here for good.” 

The firm’s long-range plans in- 
clude expansion—if a site in Bir. 
mingham can be found. Property 
zoned for business is scarce, 

The dealership is operating 
from quarters quite small as nor- 
mal layouts go. Two cars would 
crowd the showroom, despite re- 
modeling which removed one wall. 

Stuart likes to keep only one car 
in the showroom, lining up three to 
four others for display on an ad- 
joining outdoor plaza. 

In getting Goldhar-Zimner’s Bir. 
mingham dealership established, 
Stuart’s emphasis has been on serv- 
ice. Most local newspaper advertis- 
ing thus far has stressed service 
aspects of the dealership and Stuart 
insists upon complete customer sat- 
isfaction in the small but efficient 
backshop. ‘ 

+ 


ome said he is pleased with 
the profit picture thus far. De 
mand has been centered on the 
Saratoga and New Yorker, with 
Imperial prospects growing. Hard- 
tops are hot—two-door models in 
the Windsor series and four-doors 
in the New Yorker. 


Tradeins have been largely con- 
fined to medium-price cars, mostly 
of competitive makes. 

What does a dealer do with a 
used car in the Birmingham mar- 
ket? 

“Take ’em to the auction and 
let ’em go,” Stuart said suc- 
cinctly. 

His major vexation at the mo- 
ment is the shortage of new cars— 
particularly Imperials. Im perial 
customers must wait four months 
for delivery, he said 

There are only 16 other Chrysler- 
Imperial dealerships in the U. S. 
One of these is Deschaw & Moning, 
Inc., in Lincoln Park—across De 
troit from Birmingham. 


AMC Switches 
2 Zone Chiefs 


DETROIT. — American Motors 
has switched its zone managers in 
Detroit and Boston, according to 
Roy Abernethy, automotive distri- 
bution vice-president. 

A. V. Powers, formerly Detroit 
zone manager, has moved to Bos- 
ton in the same capacity. His De- 





A. V. Powers R. J. Goodyear 


troit post will be filled by R. J. 
Goodyear, formerly chief of the 
Boston zone. 


Both Powers and Goodyear joined 
Nash in 1946 as district managers. 
Powers served in Buffalo, Cincin- 
nati and New York before being 
named to the Detroit job in July, 
1956. Goodyear, who has been Bos- 
ton manager for a year, served 
previously in Kansas City, Memphis 
and Milwaukee. 
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Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. S. PRODUCTION ONLY) 






































Week Week 
Ended Same Ended Output, Jan. ito Jan. 1 to 
Jan. 26, Week, Jan. 19, January, Jan. 28, Jan. 26, 
1957 1956* 1957* To Date 1956* 1957 
AMERICAN MOTORS 455 3,898 2,225 6,184 13,504 6,184 
I deevscstnevintinecstinevsa 27 353 96 285 1,364 285 
Es tnchevdivenivemcnstivereeie 30 847 162 575 3,148 575 
II Vac ndeiinthiicipucinbiiiintih 398 2,698 1,967 5,324 8,992 5,324 
CHRYSLER CORP. .... 27,600 21,023 28,925 99,938 92,338 99,938 
CI nscsthnienshacsancaneinn 3,300 3,321 3,355 11,599 11,093 11,599 
EEE. <oiscncvesviiasicons 900 224 845 2,936 1,137 2,936 
EEE Seseccvncdusigesscolnennes 3,600 1,707 3,660 13,106 9,914 13,106 
SEMEN - cdprotsecccdtcveccevestious 6,300 4,315 6,131 22,577 20,182 22,577 
ee 13,500 11,456 14,934 49,720 50,012 49,720 
FORD MOTOR. .............. 44,516 36,153 44,335 163,430 145,287 163,430 
Continental .................. 16 85 18 64 337 64 
il ckctnnecdntasiiibetiiag 35,500 29,488 34,358 127,987 117,458 127,987 
ae 1,200 1,509 1,401 4,790 5,333 4,790 
es 7,800 5,071 8,558 30,589 22,159 30,589 
GENERAL MOTORS . 68,960 70,247 68,974 252,287 290,235 252,287 
Se 11,680 14,405 12,419 45,509 61,327 45,509 
SEN tracrecictiditadoetetses 3,400 3,373 3,472 12,159 12,830 12,159 
SIT ivildicstctcnsecstidse 34,700 32,748 33,519 124,106 135,870 124,106 
Oldsmobile 9,980 11,282 10,225 37,216 45,629 37,216 
RE 200 8,439 9,339 33,297 34,579 33,297 
SP CORP. .... 1,646 4,246 1,302 5,626 16,950 5,626 
Packard 1,096 1,091 854 1,527 3,521 1,527 
Studebaker .... 550 3,155 448 4,099 13,429 4,099 
Total Cars, U. S. . 143,177 135,567 145,761 527,465 558,314 527,465 
*Revised. 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week 
Ended Same Ended Output, Jan. ito Jan. 1 to 
Jan. 26, Week, Jan. 19, January, Jan. 2%, Jan. 26, 
1957 1956* 1957* To Date 1956* 1957 
CHEVROLET 7,200 9,164 7,387 27,014 32,691 27,014 
DIAMOND T 80 92 80 288 378 288 
DIVCO . 380 100 80 286 379 236 
DODGE . 1,500 1,759 1,588 5,830 6,279 5,830 
FORD . 7,000 6,994 5,727 16,623 26,570 16,623 
GMC is . 14% 2,667 1,448 5,708 7,368 5,708 
INTERNATIONAL .... 1,235 3,028 2,916 9,891 11,913 9,891 
MACK .. 420 451 424 1,426 1522 1,426 
REO 76 97 71 238 279 238 
STUDEBAKER 227 284 244 952 1,279 952 
WHITE . 350 416 346 1,233 1,557 1,233 
WILLYS ideas, 1,554 1,745 5,205 4,611 5,205 
MISCELLANEOUS*** 40 50 42 147 189 147 
Total Trucks, U. S. 21,408 26,656 22,098 74,341 95,015 74,341 
Total Cars, Trucks, 
U. 8. . ‘ 164,585 162,223 167,859 602,306 653,329 602,306 
Total Cars, Trucks, 
Canada . 11,375 7,173 9,865 37,391 26,535 37,891 
Grand Total, 


Cars and Trucks, 
U. S. and Canada 175,960 169,396 177,724 640,197 679,864 640,197 
“Revised. Miscellaneous includes Corbitt, Marmon-Herrington, Federal, F o u r-Wheel 
Drive, ete. 
N.B.: All U. S. totals include cars and trucks for military orders. 


***Autocar, Freightliner and Sterling are included in White totals; Brockway included 
in Mack totals. 





Dealers Tell Me 





(Continued from Page 3) 
> 








1957 production and what business, 
as a whole, can expect. Surely 6,000,- 
000 to 6,250,000 new passenger cars 
can be profitably sold by dealers 
in 1957 if we really get down to 
work. Less talk and more intelli- 
gent effort at the management level 
can make 1957 a splendid year. 
However, dealers should never for- 
get that we sell our cars at retail 
and one at a time. There is simply 
no known substitute for competent 
Management in a buyers’ market. 

There has been a new conscious- 
ness of the need of more ethical 
advertising by the dealer and the 
manufacturer, but particularly the 
dealer, Frank Yarnall, the 1955 
NADA president, realized the need 
for meeting the unethical advertis- 


Randle in New Post 


Mason M. Randle has been ap- 
Pointed quality control manager 
for Western Brass Mills division of 
Olin Mathieson Chemical Corp., 
New York. Formerly manager of 
Roll-Bond market development, he 
Succeeds Herbert A. Ball. 








ing problem head-on and appointed 
a special committee, headed by 
Birkett Williams, a Ford dealer in 
Cleveland. With the help of Better 
Business Bureaus throughout the 
land and by means of a strong na- 
tional continuing program under 
Mr. Yarnall’s leadership, we are 
doing one more thing that will help 
us to be leaders in our community. 

One who has “lived” in this busi- 
ness as long as I have never tires 
of “talking shop,” of promoting 
better human relations with the 
manufacturer, his employe group, 
with our own people, and, last but 
most important of all, our customers 
who, in my own case, have kept me 
in business for over 40 years. 

We, in the automobile business 
in this great America of ours, can 
be just as good as we collectively 
wish to be. 

No secret .. . just an intelligent 
understanding that you must be- 
lieve in and sell.your company and 
your product, and that you have a 
responsibility to be somebody in 
your town and to help make it a 
better place in which to live. 
















Despite Week’s Setback ... 





January Car Output 
Tops Year-Ago Pace 


(Continued from Page 1) 


semble 34,358 cars and Chevrolet, 
33,519. 

Neither Mercury nor Lincoln 
scheduled Saturday operations last 
week and output dropped below the 
previous week’s level. Mercury 
turned out 7,800 units last week, 
compared with 8,558 a week earlier, 
and Lincoln dropped from 1,401 to 
1,201. Continental assembled 16 cars 
last week, compared with 18 the 
previous week, 

* * * 
HRYSLER CORP. output dipped 
slightly from 28,295 units a 
week earlier to 27,600 last week. 

A breakdown of Chrysler Corp. 
output showed Plymouth with 
13,500 units last week, compared 
with 14,934 a week earlier; Dodge 
up from 6,131 to 6,300: DeSoto off 
from 3,660 to 3,600; Imperial up 
from 845 to 900, and Chrysler 
division (excluding Imperial), 
down slightly from 3,355 to 3,300. 

GM corporate output was down 
slightly from 68,974 units the previ- 
ous week to 68,960 last week. but 
it was a 1,181-unit increase at Chev- 
rolet that kept the two weeks on 
an even keel. 

+ > + 
UICK was down from 12,419 units 
the previous week to 11,680 last 
week; Cadillac was off from 3,472 
to 3.400; Oldsmobile was down from 
10,225 to 9,980. and Pontiac was off 
from 9,339 to 9,200. 

The big drop came at AMC, 
where only one day’s output was 
realized before the assembly plant 
at Kenosha, Wis., was forced to 
close due to strike. The strike 





Buffalo Complaints 
On Auto Practices 


Reported by BBB 


BUFFALO. — The Better Busi- 
ness Bureau here has expressed 
concern over complaints it is re- 
ceiving in the automotive field. 

One involves an alleged violation 
of a state law which provides that 
conditional sales contracts for autos 
must be filled out in full at the time 
of signing by the purchaser. 

E. C. Cochrane, manager of the 
bureau’s customer service division 
said the new law has helped but 
has not eliminated the practice. 

He said the bureau has had three 
or four such complejnigsince the 


| law went into effecv. ost were ad- 
| justed satisfactorily, pe said. 


The bureau said tha: it has had 
a lot of complaints on the condi- 
tion of used cars, particularly older 
ones, and urged purchasers to have 
them checked by a third party be- 
fore buying. 


Chrysler Names 


Bond and Nixon 


DETROIT, — Chrysler division 
has appointed Edward R. Bond as 
New York regional manager and 
Robert Nixon as Philadelphia re- 
gional manager. 

Starting with Chrysler division in 
1952 as Kankakee (Ill.) district 
manager, Bond was named assist- 
ant regional manager in New York 
in 1955 and Pittsburg regional man- 
ager in 1956. He joined Chrysler 
Corp. in 1938. 

Nixon joined Chrysler division as 
its eastern zone assistant sales 
manager in 1956. 


European Car Sales Up 
57.1 Pet in Canada 

OTTAWA, — Sales of European 
vehicles rose spectacularly to 2,864 
units valued at $5,382,000 during 
November. This was an increase of 
57.1 percent in units and 57.9 per- 
cent in dollars from the previous 
November. 

European car sales were up 54.7 
percent to 2,510 units in November, 
compared to the 1,623 units sold in 
November, 1955. The retail value of 
these cars rose 55.7 percent to $4,- 
640,000. 


also closed the corporation’s Mil- 
waukee plant, where 2,500 
workers produced bodies for as- 
sembly at Kenosha. Approxi- 
mately 5,000 workers were sent 
home at Kenosha, 

Studebaker-Packard upped its 
output from 1,302 units a week 
earlier to 1,646 last week. Packard 
was up from 448 to 550 units, and 
Studebaker climbed from 854 to 1,- 
096. 

Truck output last week totalled 
21,408 units, down slightly from the 
22,098 units turned out a week 
earlier. 

Canadian car-truck operations 
produced 11,375 units, up some 1,- 
510 units from the 9,865 vehicles 
turned out the previous week. 





Sky-High Promotion— 


Here's an illustration of the “heights” 
dealers will go to in order to promote 
a new model. Lownsbury Chevrolet, 
Toledo, had this 1957 Chevrolet suspended 
from a giant crane over its building to 
attract visitors into its showroom. The 
dealership is operated by Merve Lowns- 
bury and his sons, Jack and Don. 


Alemite Offers Guarantee 





5-Year Parts Warranty Against Faulty Lubrication 
Given Without Mileage Limit 


CHICAGO.—A five-year warranty 
for new-car buyers against parts 
failure caused by faulty lubrication, 
regardless of mileage, has been 
offered by the Alemite division of 
Stewart-Warner Corp. 


“The Alemite five-year un- 
limited mileage guarantee offers 
more coverage to the new-car 
buyer than is provided by any 
other company, as well as remov- 
ing mileage limits,” Alemite said. 
To receive this protection, the 

new-car owner need only bring his 
car back to the dealer from whom 
he purchased it for regular lubri- 
cation service at intervals specified 
in the guarantee. 

Alemite officials cited figures 
showing that 80 percent of new-car 
purchasers are lost as regular serv- 
ice customers after the expiration 
of the car factory warranty when 
a guarantee program is not in 
effect. 

Alemite also said that an in- 
dustry study shows that three 
out of four car owners who return 
to the dealer for regular service 
buy the same make of car from 
the same dealer year after year. 
Two developments were said to 

have made the provisions of the 
plan possible, Alemite said. They 
are: 

1. Alemite lubricants have been 
improved. 

2. Factories have improved their 
autos and dealers have improved 
lubrication and service abilities and 
facilities. 

Under the terms of the plan, 
lubricated engine parts, chassis 
bearings and transmission and 
differential parts which fail in 
service due to faulty lubrication 
will be replaced by Alemite. 

Trucks, up to and including those 
of one-ton capacity which are not 





Better Business Bureau. 


used for off-highway purposes, will 
be covered by the guarantee to the 
extent of 30,000 miles or 2% years— 
whichever comes first, Alemite said. 





Sumpter Gets 


8 Months for 


749 Tax Evasion 


PORTLAND, Ore.—Lewis Sump- 
ter, a former Chevrolet sales of- 
ficial, has been fined $500 and sen- 
tenced to eight months in prison 
for evasion of $4,000 in income 
taxes in 1949. 


Federal Judge William East im- 
posed a nominal fine because of 
other tax bills owed by Sumpter. 
The defendant’s attorney, Glen Mc- 
Carty, told the court that Sumpter 
is unable to pay a present tax de- 
ficiency plus penalties totalling 
about $50,000. 

Sumpter in 1949 was Northwest 
zone manager for Chevrolet. The 
income he failed to report was said 
to be from under-the-table pay- 
ments for cars in the years follow- 
ing World War II. 


According to James Morrell, 
chief assistant U. S. attorney, 
Sumpter, as zone manager, had a 
quantity of cars for distribution as 
he saw fit, and he passed them out 
to persons who paid him $300 extra 
for each car. 

McCarty said General Motors 
fired Sumpter in 1949 because of 
his tax troubles. He had been with 
GM more than 20 years. 


BBB Elects Ostendorf 
BUFFALO. — Renwick A. Osten- 
dorf (Packard) has been elected to 
the local board of directors of the 





‘Plan Syracuse Auto Show— : 


Plans for the 48th annual Syracuse Automobile Show are completed by the show 
committee of the Syracuse Automobile Dealer's Assn. Seated is Paul T. Henson, 
show chairman, with Fred Rivoli and Bill Rapp at his shoulder. Standing, from left, 
are Stuart C. Ballard, show manager and association vice-president; Jim Barr; E. J. 
Arnstine; William B. Dunn, association president; Lucius A. Henson, and Don Pratt. 
The show will be held Feb. 17-23 at the Syracuse War Memorial Building. 
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stitutions must make sufficient| credit was extended to the truck. 


Hints at Gas Turbine as ’57 Line Bows... 


Ford Hikes Truck Goal to 34% 


McNamara acknowledged that dustry. 


(Continued from Page 2) 


scheduled for the 1958 model year, 
he said. 

Tooling costs, he said, were $77 
million or “three times as much 
as we spent for major changes in 
our truck line in 1956.” 

The year that was shaved from 
introduction plans cost the com- 
pany an additional $5 million, Mc- 
Namara said. 

While the meeting was intended 
to provide the press with an 
“up-to-date look at the whole 
trucking industry,” Ford also in- 
vited representatives of other 
truck makers to attend the con- 
ference. 


Those present included D. F.| 


Kuntz, assistant truck sales man- 
ager, International Harvester Co.; 
L. E. Minkel, sales manager, and 
J. Deitrick, public relations coun- 
sel, Mack; W. S. Baldwin, assistant 
to the president, Diamond T; Roy| 





sales manager, Reo; Cruse Moss, 
assistant general sales manager, 
Willys; P. E. Tobin, general sales 
manager, White, and Dick Sinko, 
national sales engineer, Dodge. 
Referring to the “new truck era,” 
McNamara said that Ford has put 
a “wholly new volume base” under 
its truck operations. 
“As a result,” he said, 


planning, engineering, manufactur- 
ing and marketing organizations 
for trucks. 

“Many dealers are operating 
two businesses under one roof, 
with separate sales and service 
facilities for trucks,” he said. 
Williams spoke of challenges to 

truck makers to 


“We deal in miles,” he said. 
don’t change trucks as people buy 
cars, A truck is a tool. We are seek- 


H. Sjoberg, sales vice- president, | ing vehicles which will last 


Divco; George R. Collins, assistant! 
> * . 


Ford's New Tilt-Cab— 


The 1957 C-900, shown above, will havi up to 22,500 pounds as truck with body 
ond up to 52,000 pounds as a tractor-trailer unit. 


through.” 


The entire cab tilts forward to per- 


mit fast easy servicing. The new line of nearly 300 models will be introduced in 


dealer showrooms Friday (Feb. 1). 
> = > 


>» . * 


The Ford T-750 Tandem for '57— 


Ford, which will introduce its new line of trucks next Friday (Feb. 


1) in dealer 


showrooms, gave a preview glimpse of them at a national truck conference held last 


week. Among new models is the tandem shown above. 
body ond payload weights up to 17 tons. 


Ford said it is built to haul 
Ford said the extra heavy duty models 


have up to 13 percent stronger frames with redesigned engines. 
* + . a om 


Ford's ‘Styleside’ Pickup— 
This new F-100 model is one of three “innovations” contained in Ford Motor Co.'s 
new line of trucks.. The new models were previewed last week in conjunction with} AUTOMOBILE AUCTIOCNEER — 8 years’ 


@ national. truck conference sponsored by Ford. Ford's new 1957 trucks. will be intro- 
duced in dealer showrooms next Friday (Feb. 1). 


“Ford has | 
set up completely separate product | 





incorporate de-| 
signs to make the best use of the 
| highways. 
“We 





| OFFICE 


TOP CALIBRE 





challenge. “It is to step up our rates | 


credit and capital available to per- 


|mit truck transport to expand and 
| government should create a favor- 


able climate for the trucking in- 


Credit would be available for 


of product improvement even more | truckers as the industry grows, ac- 


than in past years,” 
predicted that the gas turbine} 
probably will be introduced in| 


trucks sooner than in cars because | 
h| financing institutions will grow at 


heavy trucks must keep up wit 


| normal highway traffic flow. 
McNamara said that financial in- | 





he said. He| cording to Rolfe. “Such growth,” he 


said, “should present no financing | 
problem because the assets of 


least in proportion.” 
Rolfe said that $600 million 


| Allen and Justin; 





in 





-—-_— 


ing industry in 1956. 

Iacocca discussed Ford’s ner- 
chandising plans for trucks and 
said that the company intends te 
spend $3 million in the next 
month to introduce the new 1957 
trucks, including the Ranchero, a 
pickup with passenger-car styling 
overtones. 

Case studies were presented by 
the former on 
the private fleet 
on over-the-road 


|the problems of 
operator, Justin 
hauling. 


NS) Se Ne Ne 


Reaching an estimated 150,000 
RATES: TWENTY-TWO CENTS 


readers engaged 
(22¢) 


PER WORD FOR EACH 


in all branches of the nation's automotive industry. 
INSERTION. 


POSITION WANTED ADS, 


lle PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name 


and address at regular rates. 


Box Number ads are forwarded to advertiser, 


unopened. Display ads: 


Add One Dollar ($1) per insertion for use of a box number. 
$12.30 per column inch. CLOSING 


Replies to 


TEN DAYS IN ADVANCE OF PUBLICATION DATE. Contract rates supplied upon request. 
WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 


HELP WANTED 


WE NEED TWO FULL CHARGE book- 
keepers with Ford experience and you can 
go right to work. You handle money, 
contracts, etc. If for your family’s sake, 
you should move to the Valley of The 
Sun, call me. This is the finest place in 
the U. S. to live. Earnhardt Ford Sales, 
900 N. Arizona Ave., Chandler, Ariz. YO 


PART or full time. Can 
make up to $50 and more daily, present- 
ing an unusual sales promotion deal to 
automobile dealers. Write or wire present 
territory covered and lines handied in 
confidence to E, Thoner Associates, 3702 
Addison St., South Bend 14, Ind. 


HELP WANTED—OFFICE rn 


SALESMEN 


mai nager with 


accounting experience for General Motors | 


dealer to take full charge of office and 
assume full responsibility. 
ings approximately $9,000. Reply giving 
past employment record, education, 
mary of duties, number of persons super- 
vised, marital status, number of depend- 
ents, age and recent photograph. 
6772, c/o Automotive News, Detroit 26. 


MANAGER, On Florida's 
coast. New Chevrolet 
oughly familiar with all phases of Gen- 
eral Motors accounting, daily 
control and forecasts. 


gold 


portunity to advance with gross of opera- 
tion. Box 6788, c/o Automotive News, 
Detroit 26. 


ESTABLISHED FACTORY automotive 
parts reps. Must cover your entire state. 


Monthly repeat item. National advertised | 


product. 
tomotive News, 


High income. Box 6779, c/o Au- 
Detroit 26. 


ings for several good mechanics with 
some knowledge of British cars. Perma- 
nent position, yearly vacation, excellent 
conditions. Waco Motors, P. O. Box 185, 


Riverside Station, Miami 35, Fla. 


MEN wanted—prefer ex- 
sales managers, factory men. 
Income in 5 to 6 figure bracket. Men 
must be proven hard workers, honest, 
and able to sell top management. 
ous hieh otential 
pg U. 8. A. ply immediately, 
ee ater resume and availability. 
rite Bon. 6780 eye omotive News, 
a 


dealers, 


or an experienced 


ING en the automobile 


cateniba fa. 
mnilie uct uct has no competition 


end is y automobile dealers, banks, 
insurance companies, finance companies 
and leasing companies. No territory re- 
strictions. Send references with complete 
information to Box 6781, 
News, Detroit 26 


AUTOMOTIVE 
DISTRICT MANAGER 
OPENINGS IN 48 STATES 


Select territories open for National Dis- 
trict Managers of expanding automotive 
inspection and warranty service worked 
through new and used car d rs. Repeat 
sales give you incremental earnings. Auto- 
motive sales experience and ability to 
handle men a must. Prime districts avail- 
able (possibly in your neighborhood). 
Commissions and over-ride. Earn $20 M 
per year or better. Send full resume. Box 
6787, c/o Automotive News, Detroit 26. 


AN EXCEPTIONAL 
OPPORTUNITY 


General. sales manager with general 
manager potential. Must be a man of 
high calibre who is ambitious to get 
ahead and can field a strong efficient 
sales organization. Capable of selling 
@ minimum of 1,350 new units an- 
nually, An association with this par- 
ticular large Ford dealership offers 
sound future opportunity as well as 
substantial earnings now. Will be lo- 
cated in Pittsburg, Pa. territory. Box 
6778, c/o Automotive News, De- 
troit 26. 


POSITION WANTED 


experience. Will travel anywhere. Write 
Murray Brand, 105-05 69th Ave., Forest 
Hills 75, New York. 


Yearly earn-| 


sum- | 


Box | 


dealership, Thor-/| 


operating | 
Want aggressive | 
man willing to help build dealership. Op- | 


WANT TO MOVE SOUTH? We have open- | 


Numer- | 
areas available | 


c/o Automotive | 


POSITION WANTED 
GENERAL MANAGER—Now employed as 
general manager. Will accept position as 
sales manager or general manager with 
opportunity to buy in. Have cash and 
automotive experience for factory ap- 
proval, Age 35. Prefer GM deal in south- 
west or southeast. Write Box 6738, c/o 

Automotive News, Detroit 26. 


GENERAL OR SALES MANAGER—Young 
enough to do top job, record that proves 
it. Used car specialist with successful 
new car experience. Chevrolet-Ford deal, 
southeast only. Buy-out desirable. Write 
Box 6747, c/o Automotive News, Detroit 
26. 


POSITION WANTED as new or used car 
manager. Twenty-five years’ experience 
in volume dealer sales. A good buyer 
and wholesaler. A pioneer in auto auc- 
tions. Will relocate but prefer southern 
territory. Buick, Olds, Chev. 
experience. Box 6760, c/o 
News, Detroit 26. 


SERVICE MANAGER, Expert Pontiac, 
experience. Volume. Relocate acceptable 
location. A to Z knowledge. Box 198, 
R. R. 3, Bremen, Ind. 


GENERAL OR SALES 
able with proven record of accomplish- 
ment with volume GM dealer. Desires to 
make buy-in deal with established opera- 
tor. Can make immediate investment. 
Age 31. Write Box 6773, c/o Automotive 
News, Detroit 26. 


SERVICE REPRESENTATIVE. Desire op- 
portunity with progressive manufacturer 
42 years of age. Graduate G. M. Insti- 
tute service management courses. 22 
years well rounded automotive and diesel 
engine field at manufacturing and dealer- 
ship levels. Engaged as service manager 

GM deal past seven years. Will relo- 
cate. Resume and photo on request. Box 
6774, c/o Automotive News, Detroit 26. 


GENERAL MANAGER or sales manager 
with investment. Presently employed in 
GM dealership in official capacity. Young 
and aggressive. Want wider opportunity. 
Prepared to invest and would like an 
agreement to eventually buyout or open 
another dealership with sponsorship. Con- 
fidential Box 6775, c/o Automotive 
News, Detroit 26 


PARTS AND SERVICE MANAGER avail- 
able for Metropolitan New York, New 
Jersey or Connecticut area, 25 years’ GM 
experience—knows how to run a large 
volume operation and secure best profit 
desires permanent connection with free- 
dom to do best job. Resume on request. 
Write Box 6735, c/o Automotive News, 
Detroit 26. 


GENERAL OR SALES manager. Capable 
of assuming full responsibility for opera- 
tion of dealership. Ford deal preferred. 
Salary plus percentage. Opportunity of 
buying in desired. Can train salesmen, 
obtain good gross from new-car sales, 
know-how in selling used units, service 
builder, handle service complaints, watch- 
ful of accounts receivable, purchase con- 
trol, use of daily operating control, If 
you require a man with these qualifica- 
tions, write Box 6782, c/o Automotive 
News, Detroit 26. 


EXPERIENCED SALES MANAGER avail- 
able—40 years of age. Prewar experi- 
ence. 1,000 car deal or under. Interested 
only in hard work, long hours and good 
money and a sound reliable deal. Am 
proven producer, good closer and have 
used-car know how. Will relocate for the 
right kind of deal. Write Box 6783, c/o 
Automotive News, Detroit 26. 


GENERAL OR SALES manager available 
after February ist. 21 years’ experience. 
Proven record -—— excellent references — 
know all phases. Wish to locate with 
aggressive firm. I am not merely inter- 
ested in reorganizing present operation. 
Want permanent setup with future pos- 
sibilities. 40 years old. Married. Com- 
plete resume upon request. Box 6784, c/o 
Automotive News, Detroit 26. 


COMPTROLLER — AVAILABLE at once. 
Complete knowledge General Motors sys- 
tem. Specialist in budget and expense 
control, Will relocate. Box 6785, c/o Auto- 
motive News, Detroit 26. 


DEALERSHIPS AVAILABLE 


FOR SALE. BEST small dealership, han- 
dling Lincoln-Mercury, in Texas. One 
million dollars gross sales in 1956. One 
year payout. Agriculture, ranching, sum- 
mer resdrt, army airbase, city of fifteen 
thousand. Fully staffed with efficient em- 
Ployes. No used cars, obsolete parts, notes 
or accounts. Equipment less than three 
years old. Well depreciated (book value). 
Beautiful facilities, with used car lot ad- 
joining. Reasonable rent, lease and. op- 
tion. Reason for selling, getting metro- 
Politam deal. rictuses on request. Box 
6768, c/o Automotive News, Detroit 26. 


Automotive 


MANAGER avail- 








and Ford | 


GM | 





|FOR SALE 


DEALERSHIPS AVAILABLE 

FOR SALE BY OWNER, Fully equipped 
dealership handling Lincoln-Mercury 
Clean deal with used car lot, warehouse 
and everything under your thumb. Price 
$20,000. Good lease. In county seat near 
coast. Plenty money large turn over area 
Real opportunity. Write Box 45 Liberty, 
Texas. 

DEALERSHIP now handling 
Dodge and Plymouth. Reason for selling 

other interests taking all of dealers 
time. Will seli for cash or on time, with 
proper collateral, Will rent property or 
sell. Apply P. O. Box 1928, Williamsburg, 
Va. 

AGENCY HANDLING 
outh with a large goodwill 
real opportunity and good 
sell, very reasonably priced, Near Denver, 
in booming tourist and vacation land. 
Good credit and $7,000 can handle busi- 
ness which did around ™% million dollars 
last year. Write, giving past experience 
and credit references. Box 6769, c/o Aw 
tomotive News, Detroit 26. 

DEALERSHIP HANDLING  Stucdebaker- 
Packard—$35,000, Suburban town close 
to large city. Excellent clientele. 1956 
gross sales, $293,000. Write Box 6777 
c/o Automotive News, Detroit 26. 


DEALERSHIP FOR SALE handling 
DeSoto-Piymouth and GMC truck fran- 
chise—in the magic Rio Grande Valley of 
Texas, semi tropical climate, Dealership 
occupies a city block. 25,800 square feet 
of building. Will sell parts and lease or 
sell shop and office equipment and build- 
ing. Unlimited truck potential due to 
citrus, cotton and vegetable farming, also 
gas and oil fields. Dealer must sell be- 
cause of several heart attacks and doc- 
tors orders. Motor Corral, C. E. Becker, 
Owner, Edinburg, Texas. 


DEALERSHIP HANDLING Studebaker 
and English Ford. Selling around 150 
cars per year. Clean up to date building 
in one of the large western seaport cities 
with over one million population. Box 
6733, c/o Automotive News, Detroit 26 

LARGE AGENCY handling Lincoin-Mer- 
cury in northeast community of 150,000 
with stable income. Tremendous profit 
potentia! Box 6786, c/o Automotive 
News, Detroit 26. 

SUNNY SOUTHERN CALIFORNIA dealer- 
ship handling 150 car Oldsmobile-GMC 
dual. Own your own orange grove and 
enjoy your business life too. Delightful 
community with 12,000 trading area at 
base of Sierras and giant Redwood trees. 
Ideal hunting and fishing. Owner taking 
larger deal. Box 6787, c/o Automotive 
News, Detroit 26. 


VOLVO peatersnip 


Offers Big Opportunity 

Sell Sweden's “hot” VOLVO—Ameri- 
can car comfort, sports car handling 
and performance, miserly economy, 
Swedish precision. 
Dealerships now available in Ala- 
bama, Arkansas, Kansas, Louisiana, 
Mississippi, Missouri, Oklahoma, Ten- 
nessee and Texas. 


CHRYSLER-Plym- 
following. A 
future. Must 


information write or wire 
Nils Olof Sefeidt 


Swedish Motor Im 


2221 Milam Telephone: 
Houston, Texas 


A 4-9456 


DEALERSHIPS WANTED 


CHEVROLET-FORD DEAL, under 250 
cars, from Florida, Tennessee, Georgia. 
Must be top buy. Cash, approval ready. 
Write Box 6750, c/o Automotive News, 
Detroit 26. 

in 


CHEVROLET OR GM DEALERSHIP 
Rocky Mountain region. Prefer Colorado 
or New Mexico. Have $300,000 and fac- 
tory approval. Box 6776, c/o Automotive 
News, Detroit 26. 


DEALER SERVICES 


Have you tried controlling salesmen with 


HYPNOSIS? 
Please don't. It won't work. But, the “Deily 
Check"’ Pian Book will! It definitely increases 
sales. Determine .. : GLANCE exact wo 
of salesmen—ev It’s proven. 
Clip ad out RIG T Wow-omail with letter- 
head and signature, for | copy of Daily Ch 
Plan Book and illustrated brochure, 

LCO SALES SERVICE 
205 7th Ave. Asbury Park, N. J. 





- 
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BUSINESS TIES 
BUY GOVER ' : LUS. Jeeps; 
trucks; boats; afrerafts; LST’s; tractors; 
trailers; automotive 3 shop equip- 
ment, Buy direet from U. 8 Government 





DEALER SERVICES DEALER SERVICES 


» truck. 

















; mer. Inventory Service 













cS and Buying or Selling a "tell Bie » depete. List, ant procedure $1. Brody, 
nds to © Buy Right © Se g a s 
P next EVERYBODY IS TALKING Parts—Accessories—Equipment 
w 1957 ABOUT IT! © © A disinterested certified physical TOO MANY HEADACHES IN YOUR 
Nero, 8 ew SDONT GUESS SE SURE LEASING BUSINESS? 
~ "= Cali or write for service details. 

USED CARS— Automotive Inventory Service Co. Money too tight? We'll be happy to pur- 
ee by A GOLD MINE" ' Western Declan ‘Attention : chase outright your operating feet. 
ner on 


429 S. Western Ave. Los Angeles 5, Calif. 


by ERIC CASSIRER DU 9-5095 Will buy any fleets conteining 75 to 1,000 


cars actively operating. All inquiries held 
in strictest confidence. 


te fleet 
he- road 





BUSINESS OPPORTUNITIES 


rns RED 
BUY SURPLUS AUTOMOTIVE equipment; 
jeeps; trucks; boats; tractors; trailers; 
shop supplies; direct from U. 8S. Govern- 
ment Depots. List and procedure $1. 
Brody, Box 8-AUB, Sunnyside 4, N. Y. 


eR IS 
DEALERSHIP HANDLING FORD — Cars, 


A Treasury of Tested Ideas 
yy on Selling Used Cars... 


Reply: Box 6744, c/o Aviomotive News, 


Detroit 26. 
Written in straight forward talk by a 


1 continuous of leasing. 
mon who has sold over $8 million 21 continvess gums» 69 Semsing 


trucks, sales-service amd Prop. Located | ccs eneentinnstinttte itn 

worth of d to: thriving town, southwest Va. Established| IDEAL AUTO AUCTION SET-UP. 3,200 
— 1948. Showing over $15,000 net profit. square foot building with gas heat, two 

Ford tractor franchise available. Priced restrooms, restaurant, office, 2% acres 

MAIL $2.20 TO for quick action, Rendlog sales Co., 1780 ground with one acme stoned, Located 


Broadway, N. Y. C. PL 17-5345 (Brokers 
protected). 


beside airport in midwestern city of 300,- 
000. Situated on Federal north-south 
highway. No other within fifty 

Can be 
Box 6771, c/o 
26. 


. *.0. Box 649 Oxnard, Calif. 
BYour sotisfaction or your money back. 





miles. All inquiries 
leased or buy 
Automotive News, 





U-DRIVE-IT FRANCHISES 























































































ARY 28, 1957 


CARS WANTED 


ATTENTION — NORTHERN California 
dealers! We will buy your sharp imported 
tradeins at over current going price. 
Either sport or family type, Blum’s Sub- 
way Motors, 730 The Alameda, Phone 
CYpress 4-4520, San Jose, California. 

CARS WANTED—7 passenger Cadillacs, 
Must be sharp 1953 and newer. Ridgway, 
Belmont 4-6611, 2826 N. E, Sandy, Port- 
land, Ore. 


IMPORTED CARS 
BOUGHT AND SOLD 
AT WHOLESALE 


IRA KANER 
c/o Holiday Motors 
11647 Ventura Bivd. Studio City, Calif. 








“PARTS FOR SALE 


BUICK PARTS 


UP TO 50% DISCOUNT 


Fast C.0.D. Shipments 


Rea Keech Buick 


3333 Frederick Ave. 
Baltimore 29, Md. 
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SHOP EQUIPMENT FOR SALE 
47 NEW BLACK & DECKER ¥\-inch 
drills, 220 volt, 3,700 r.p.m, 180 cycles. 
Jacobs chuck, chuck guard, Original cost 
$77. Now $19.75 delivered. Norstates, 
Box 645-G, Houston 1, Texas. 


ANTIQUE CARS FOR SALE 


ANTIQUE — 1909 BUICK touring—$1,400. 
Motor No, 12344, good shape. New tires, 
Runs, Stored Olds dealer, Perry, Iowa. 


Contact Jack Traverse, 1419 Bayview 
Dr., Ft, Lauderdale, Fila. 
MISCELLANEOUS 


VOLUME USERS 
CALL US AND 
SAVE MONEY 


Tow Bar Sales Co. 


Exclusive Factory Distributors 


AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 NITES: BA 1-8717 


Call Collect “* P73, 253°" 
40 So. Clinton St., Chicago 6, If. 





COLORFUL CUSTOM GRILLE poster. 
Write for our illustrated poster and deal- 
ers price list of many beautiful custom 
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Stainless Stee 
Oil Ring 


Stainless Steel maintains tension! 


, Sealed Power announces the first 


Stainless Steel resists corrosion! 


Stainless Steel resists wear! 


DESIGN ADVANTAGES: 


< RA’MAL PRESSURE 
Circumfe.ential abutment type de- 
sign makes the ring independent of 
suv 3 *. »<ontour and depth of piston groove. 
high pate ila Consequently, it can exert its pres- 
ees ne AgY"" sure uniformly and canconform more 
x readily to the bore. The SS-50U 
is easy to assemble on piston. 
CHROME RAILS —> 
Full chrome-faced side rails assure 
long ring life. Special treatment of 
these rails produces quick seating. 
“Yf— BETTER OIL CONTROL 
red by uniform radial pressure. 
Ful flow of oil back to crankcase 
etained by maximum ventilation. 
SIDE SEALING —> 
¢ is assured by the proper axial pres- 
sure of rails against sides of groove. 
This provides smoke control under 
high vacuum conditions. 


SEALED POWER CORPORATION * MUSKEGON, MICHIGAN ¢ ST. JGHNS, MICHIGAN © ROCHESTER, INDIANA ° STRATFORD, ONTARIO 
a DETROIT OFFICE © 7-236 GENERAL M 28S BUILDING © PHONE TRINITY 1-3440 


in OP 


PISTONS + CYLENDER SLEEVES 


Leading Manufacturer of Automotive aid Industrial Piston Rings Since 1911 
Largest Producer of Sealing Rings for 





